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HIGH QUALITY—LOW PRICE 


A Combination That Cannot Be Beaten 


Black or Cherry Red Calf 


GENUINE GOODYEAR WELT 


Made in Black and Cherry Red. Full Vamp, 
best ;grade outersoles, Punch Tip — 
Commonsense or Foot Form Last. 


AUGUST Ist 
DELIVERY 


11% to 2 Heel, 8'4 to 11 
B-C-D B-C-D 


Misses’ School Heel, Child's Spring 
$2.60 





The A. S. Kreider Co. 


Exclusive Makers of Best Shoes for Boys, 
Girls and Babies 


DISTRIBUTING HOUSES 


Chicago, l1., 312 W. Monroe St. 

New York, N. Y., 123 Duane St. 
Boston, Mass., 100 Summer St. 

St. Louis Mo., 1408 Washington Ave. 
Pittsburgh, Pa., 923 Penn Ave. * 
Philadelphia, Pa., 51 North Third St. 


FACTORIES 


Annville Middletown Lebanon No. 2 
Lebanon No. 1 Palmyra ¥° ft lizabethtow 
Pennsylvania 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The 
Full Length Sole CUS C One Piece Upper 
| Pw road Shoe P 























IN 
STOCK 






Sinet TG Wh: This ciaenvcces $2.25 
B, C, D and E 
Et Are eee $2.50 
B, C, D and E 





HE ‘Broadcast Shoe’ derives its name from the fact 
that a broad line last is used in all shoes. The upper, 
one piece, is cut from “Fred Rueping Tan Elk.” Every 
shoe has the ‘‘Rubwedge”’ heel, and the solid ‘‘Rock-Oak’”’ 
sole runs full length. A full grain sole leather counter 
completes our quality specifications. We supply each pair 
with sturdy porpoise hide laces—noted for long wear. No 
tacks or nails are in the shoe, and there are no seams to 
bite the foot. 


The *‘Rubwedge” heel and the one-piece upper are bound 
to impress parents favorably. A trial order will best con- 
vince you of their worth. Write for a few pair today. 


in Jat 




















er OWENS SHOE CO. 


LYNN, : : : MASSACHUSETTS 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Millions of Shoe Buyers 


There are millions of shoe buyers who 
are looking for shoes stamped with the 


mark of the Boot and Shoe Workers’ 


Union. 


These millions are members of Labor 
Unions in America, banded together 
to help one another in every way. 


If you wish to get the shoe trade of 
these millions you will sell union 


stamped shoes. 


enor &S 
WORKERS UNION 
THE UNION THAT HAS AN AGREEMENT 





WITH MANUFACTUR- union YstaM ERS SETTLING ALL 


WAGE. DIF- FERENCES BY 
Factory 


! ARBITRATION 


BOOT AND SHOE WORKERS’ UNION 


246 SUMMER ST., BOSTON, MASS. 


General President 
General Secretary- Treasurer 


COLLIS LOVELY 


CHAS. L. BAINE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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White Oxfords 


108—In Stock—$4.50 


White duck. Wéingfoot rubber heel. A to D. 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
C. S. STEARNS SHOE Co., Boston, Mass., New England Distributors 











Keep your stock practically free from dead numbers 
with our merchandising plan. Write us about it. 
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Vulcodnit Box Toes for Children’s Shoes. 


Children give their shoes more abuse than their elders. 
The Vulco-Unit Box Toe being durable and abso- 
lutely waterproof, will double the life of little shoes. _ 


The Genuine *“*VULCO-UNIT ”’ BOX TOE is-made and sold only by 


scans BECKWITH MANUFACTURING COMPANY 


PROOUC 


PATENTED ' 111 SUMMER STREET, BOSTON, MASS. 


Largest Manufacturers of Box Toes in the World _ = 
Chicago, G. W. KIBBY & CO. _ St, Louis, OSCAR F. WRIGHT CO. _~ Cincinnati, GEO: A: SPRINGMEIER CO. | 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Style No. 310 
NATIONAL PARK HIKING BOOTS 


Carried ON THE FLOOR FOR At Once Shipment 


RIDING——HIKING— SPORT 


For Young Women 





iteg. U. S. Pat. Of 





Very soft and flexible 


BOOT AND 


OMe ete eet ener et ener eT Ter 4 


Recorder wi 





Style No. 108 ; Style No. 312 





fteg. U.S. Pat. Off. 


16310—Mahogany Elk 14 inch, Cap 
Toe Boot. A to D, 2% 7.......... 


16110—Same Boot as above. Made 
English last. A toD, 24-8 “ 
31108—Mahogany Eric Calf 14 inch 
Plain Toe Soft Box Boot. A to D, 
I pater tacks what aahecdeakeeean 
15108—Same as above number cut 
from select Patent. B-C, 244-8 


16312—Mahogany Elk 14 inch Moc- 
casin Toe Welt Boot. A to D, 24%-7. 


Write for NATIONAL PARK Hiking Boot Sales Agency 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE, 


Ask for Newspaper Cuts and Window Hangers 


sarenereeeeeneneneneee yor i eeny oe ger prone srg meager army ager ner geen age acer” soaps yuuemeaaeaaeesaaaaamae 
e Boot Sho 


1 appreciate your mentioning the publication in replies to advertisements. 
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5.75 


5.75 
- 6.75 
6.25 





tieqg U.S. Pat. Off. 


MISSOURI 





Easy on tender feet 


STOO ONO OCON OOOO OU OU O COUN OUNOMNOMMNMNOWNN 
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WEARING QUALITY 








atin shoes are as good—or as unsatisfactory — 
as the satin used in them. 


Skinner's 
Shoe Satin 


is extra strong and is made especially for footwear. 
It comes in blacks and colors. 


Merchants who sell and manufacturers who 


make satin shoes will find SKINNER’S SHOE 
SATIN gives the greatest satisfaction. 


“Look for the Name in the Selvage” 








WILLIAM SKINNER & SONS Established 1848 


NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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SUPREMACY 
In $5.00 Retailers 











\ 
ara ame CCS Br aa as 














S 
S 


= 


MAHOGANY 
No. 55 A to D No. 550 A to D 


One of Our Ten Standardized Styles 
IN STOCK FOR IMMEDIATE DELIVERY 


BEAUTIFUL KIP UPPER LEATHER 
GENUINE FIRST GRADE OAK OUTSOLES 
WINGFOOT RUBBER HEELS 


FREEMAN SHOE MFG. CO. 


BELOIT, WISCONSIN 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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ing refinement 
wear that Fashion 


offers to 


outstanoi 
in foot 
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| mating palzons 
| Diamond Brand 


| Fast G 


Oiscxm 


lor Gyelets 





United Fast Color Eyelet Company 


Massachusetts 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘Constant Comfort 


‘¢America’s Best Comfort Shoes’”’ 


ORDER THESE TODAY 
—FROM STOCK— 


i] 





Plan fo take in 


10-0 











SEE OUR EXHIBIT AT THE i 
BOSTON SHOW !! No. 478R—High Grade Black Kid Oxford, 11-8 


Wingfoot Heel, Gray Ooze Lining, Combination 


No. 78R—High Grade Black Kid Oxford, Lest. 

Wingfoot Heel, Gray Ooze Lining. No. 477R—Same Style in Plain Toe. 
No. 77R—Same Style in Plain Toe. Both In Stock A, B, C, D. 

Both In Stock A, B, C, D.... 


No. 83R—Black Kid Twe-Strap Sandal, 12-8 
Wingfoot Heel, Gray Ooze Lining. 
In Stock A, B, C, D, E 
No. 47R—Similar Style, Next Grade, with Drill No. 68R—Black Kid Oxford, 12-8 Cat's Paw 
Lining, No Ornament. Heel, Drill Lining. _ 
No. 54R—Black Kid Common Sense Oxford, 8-8 In Stock A, B, C, D, E x In Stock B, C, D, E... 
Cat’s Paw Heel. In Stock D, E, EE $2.15 


No.” 81R—Black Kid One-Strap Sandal, 8-8 Cat’s No. 285R—High Grade Black Kid Two-Strap 
nd i Minsk EAS Shock Tip Outeed, 96 Cats Paw Heel, Gray Gens tee. ips: $2.40 Pump, Gray Ooze Lining, 12-8 Wingfoot Heel. $3.00 


No. 91R—Same Style with Plain Toe. No. 86R—Same Style, Next Grade, Drill Lining. No. 282R—Same Style in One-Strap 
Both In Stock C, D, E, EE. 2.35 Both In Stock B, C, D, E. $2.00 ..th In Stock A, B, C, D. 


Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn = 883 S7F uns Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Patent Leather—Barefoot 
ndal 
Turn 
Goblin 3—No Heel, D, 2-5, 
$1.25 
Goblin 103—Wedge Heel, D, ae 
$1. 
Goblin 203—Spring Hvel, D, i 
ll $2.00 


Patent Leather— Grecian 
Sandal 


White | Quarter Lined 
urn 


Fairy 138—Wedge Heel, C-D, 3-8 
$1.65 
Fairy —e ng Heel, C-D, ee 











Vacation Footwear 
In Stock 


Now that your customers are thinking about their 
summer outings in the time the kiddies need shoe out- 
fitting. Here are shown two exceptionally good styles 
and excellent values—in stock ready for immediate 
delivery. They are our own manufacture and we know 


they are right in style, in quality, in fit and in price. 


GRIEB SHOE MFG. CO. 




















Fairy 330—Law Hod, 6-5, 4 the 309 Arch St. Philadelphia, Pa. 
ee MATS LLL © LLL LLL bh athe 
= ; 5 
E 0 0 3 
; 10 "9 10 / 0 : 
5 i 
2 100% Full Capacity—100% Rubber Heels’ 5 
g : 
2 100% Sole Leather Counters—100% Kid — 3 
g = 
: 100% Best Sole Leather—100% Quality; 
5 i 
: NO WONDER WE ARE 100% BUSY! 5 
5 ‘““THERE’S A REASON” E 
a es H. K. GARDINER COMPANY E 
: See? SA NASHINGTON STREET | LYNN, MASS. : 
5 E 
ee MS OM Me LC 
































2 June 24, 1922 BOOT AND SHOE RECORDER 13 
_ oO 6 ee ee ee ei ee ee 
Wherever you go the 
one strap is still the 
favorite. Here we show 
them in Patent leather, 
Satin and White 
Reignskin. 
No. 345. Price, $3.75 
No. 342. Price, $4.25 Patent Fenway one-strap, single sole, full leather 
Patent Ritz One-Strap Imitation Turn, Full Spanish Louis heel, Euclid last. AA to D. 
a Heel, Euclid Last. AA to C. No. 344—Same in Black Kid............ $3.50 
343—Same in Levor White Kid........ $4.25 
iD: 





No. 550. Price, $4. 
Patent Dora one-strap Goodyear welt, Tremont 
last, 13-8 rubber heel. AA to C. 


No. 552. Price, $3.50 
No. 551—Same in Black Kid............ $3.75 


Peters White Reignskin Dora, one-strap Goodyear 
welt, Tremont last, 13-8 rubber heel. AA to C. 


ZAOaoswn:'A= 





Many other styles 
carried in stock 





No. 379. Price, $4.00 
Patent Flora one-strap, single sole, Tremont last 


No. 380. Price, $4.00 


13-8 military wood heel. AA to C. Send for Catalog ane eae n a 4 wee ten, 196 
THOMSON CROOKER SHOE CO. 
C. R. THOMSON, President J. M. THOMSON, Treasurer 


C. H. SULLIVAN, Secretary 
P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


6} — a > i ° a © 6 a © © Ee © a 6 ee © 9 ee 9 
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BUFORD H. JONES, Vice-President and Sales Manager 


| 
, 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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The 


Longest-W earing 


Boot 


The 
Most Comfortable 


Boot 


The 
Most Flexible 


Boot 


The 


Greatest Value 


ever produced 
in a woman’s 
high grade 
hiking boot 


— Dr. Sommer’s Health-Hike Shoe 


HALF BELLOWS Made by patented Improved Welt process 
TONGUE with patented nail-less heel seat and pat- 
ented nerve-resting shock absorber. Khaki 
color elkskin of very fine texture and grain; 
half bellows tongue; men’s weight best 
quality oak bend outsole; one-piece solid 
leather innersole; modified up-to-date round 
toe last. The patented construction pro- 
duces more uniform wear on the bottom, 
which means longer wear. Soles as pliable 
as a hand-turn. 14-inch height. 


IN STOCK JULY 15 
C and D Widths 


Made to order A, B and E 
Widths. 2 1-2 to 8 Sizes 
No. 930—14-inch height, Khaki Elk, price $6.00 
Made to order, 12-inch height, price $5.75. Also 
made to order 14-inch height in Chocolate Elk or 

Mahogany Kip, price $5.50. 


No. 930 :: 14-inch :: $6.00 


Absolutely without comparison for hiking, touring, riding, camping, and outing. 
Will outwear and is more comfortable than any outing shoe ever made. Upon 
receipt of these boots, if you’re not convinced that they’re the finest 
value on the market, we'll take them back and pay your express charges. 


Manufactured exclusively by 


Matathon Shoe 


WAUSAU, WISCONSIN - 
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SAILS 
BON 


SUGGESTIONS FOR 


VACATION TIME 


NOW READY 


1109—WHITE CANVAS SPORT 1139—WHITE CANVAS 
PAT. APRON ONE STRAP — PAT. TRIMMED 
GOODYEAR WELT GOODYEAR WELT 
AALTO C AA TO C 


$4.50 


1132—-WH ITE LINEN OXFORD 
WHITE BUCK TRIMMED 
GOODYEAR WELT 
AA TO C 


$4.25 


WT: HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 
“ea ** 


G 
° 





















































(qt) 
See 
We 
My 
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WAR DEPARTMENT SELLING PROGRAM 








June — M. p~ PPL Ber on 
a., actoe. or catalog . 
In checking over the 


write, Q. Gen. In- 
termed. * A, hei Ave. and ° 
59th St., Brooklyn, N. Y. accompanying pro- 
June a M. SUPPLIES—Brook- gram of sales, note that 


lyn, N. Y. Auction. _ 


IN. ¥;, Auction. ; t rrr 

ay hf tg the designation of “Q. 

Ave, and 59th St., Brooklyn, M. SU PPLIES i a 

June 29—AIRPLANE ENGINES — cloak to a list of 65,000 


Washi mam ©, led o.° 
bid. Des eotsleg wala, Chief, commodities. Not all 


&S.S 624 M . e 
—— eee of this great number is 
6—Q. M. SUPPLIES—San An- included in each sale, 
tonio, Tex., Auction. For - 
catalog write, Q. M. S. O., of course. Nor will the 
Ft. Sam Heuston, Tex. 
manufacturer and deal- 


July 7—Q. M. SUPPLIES—Wash- . 
ington, D. C., Auction. For er in the leather, boot 


catalog write, Q. M. S. O., . . 
Ist Ave. and 59th St., and shoe field be in- 


Brooklyn, N. Y. J 
July 11—AIR SERVICE SUPPLIES terested in all of the 


—Buffalo, N. Y., Auction. 65 000 items Your in 
5) . as 


_ — — — o., 
—_«.”.hCUC dividual needs govern 
July 12—Q. M, SUPPLIES — San your purchases. Cata- 
Francisco, Calif., Auction. ; jm 
- qencies write, Q. M. S. logs of each sale will 
O., Gen oe Depot, 4 » 
2 ee San Francisco, guide you to wise buv- 
an Ks « 
July 13—Q. M. SUPPLIES—Omaha, ing. The sales listed 
ob. Auction, Fer cession will present some or all 


a Q. M. &. O., 1819 
Pershing Rd., “Chicago, il of the following com- 


» 18—O. M. SUPPLIES—Chi ‘ iti 
July 18—Q. M. SUPPLI icago modities :— 


Ill., Auction. - cocae 


M.'s. O., 1819 : = 
Pershing Rad. Chicago, Ill Shoes, shoe findings, 


July 20—Q. M, SUPPLIES—Colum- shoe machinery, mot- 
P o., —— M4 ~- | ° l oF 

log ras Rd., Chicago, — % ectrical _—— 
iil. hammers, nails, etc., 


ly 25— M. SUPPLIES—C ; r 
jely 33D, SURP TEE neatsfootoil,wax, leath- 
cptales wie, © Bf. O er preservative, etc. 


Candler Warehouse, Atlanta, 


-_ The Government 
reserves the right 
to reject any or 
SEND FOR CATALOG S7T~ SEND FOR CATALOG all bids 


July 
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Your hand can dam the mighty Mississippi at its 
source. Lift your hand, and the labors of a nation 
cannot halt the majestic sweep of the waters near their 
mouth. 

Business is like the Mississippi. Remove the barrier 
at the source of supply, and the stream of trade will 
grow in volume as the rivulet becomes the river. 

The War Department today is the greatest single 
source of supply the business world has ever known. 


BOOT AND SHOE RECORDER 
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——_——_ 


ATHVUR 
WEGGS 


iniess 
Impounded in its warehouses are millions of dollars’ 
worth of materials—bought to meet the acid test of 
use by your Army in the struggle “‘over there”. Their 
nature is as varied as the demands of diversified 
industry. : 
Better business depends in large measure upon un- 
hindered distribution of this surplus in the chan#iels of 


trade. Do your part in releasing these stores. The 
catalogs of offerings show the way. Write: 


Chief, Sales Promotion Section, Office, Director of Sales 
Room 2515 Munitions Bldg., Washington, D. C. 


RTMENT 
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HEN has a man got his shoe store 

established? If you agree with the 
Mesmer-Smith Shoe Company of Oakland 
California, it is certainly not the day he opens 
its doors for business. 


- MAN has his shoe ‘store established,” 

say Mesmer-Smith, “when a fair pro- 
portion of the buying public of his community 
follows him as an authority on shoes—quality, 
style and price ” 


ND this expresses completely the Mes- 

mer-Smith creed of successful shoe mer- 
chandising—a creed upon which they have 
established a thoroughly successful business. 


TF WAS the soundness of this policy of mer- 
chandising that enabled the Mesmer-Smith 
Shoe Company to go through the trying busi- 
ness period of 1921 making good their slogan 
of “Volume in Spite of Conditions,” 


AS BUSINESS in Oakland began to move 
more freely during the early weeks of 
this year and the great number of consumers 
who went adrift from their regu.ar buying 
connections during the months of readjust- 
ment were again ready to settle down, Mesmer- 
Smith felt they faced an opportunity of the 
rarest sort to increase their business. 


T WAS natural that the Mesmer-Smith 
Shoe Company should choose Kelly Service 
to direct their greatest selling effort. It was 
just as natural that the campaign should prove 
a great success—more than $20,000 being done 
in the brief selling period—with after-sale 
business testifying daily as to the great number 
of new customers secured. 


NDOUBTEDLY, the Mesmer - Smith 

Shoe Company wi'l tell any interested 
merchant how it was done by Kelly Service 
at their store. 


O FIND out how Kelly Service will do it 

at your store simply write us the size 

and kind of stock you carry. Our information 
will be complete and carries no obligation. 








K KELLY SALES Sys 


MINNEAPOLIS-MINNESOTA 





U.S.A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





June 24, 1922 








June 24, 1922 








i Jorercens 
LO feetureArch 4 


SS 


\NLexiate icin SH 


mean to You as 
a Shoe merchant 
to have women 
walking along 
in comfort ? 
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being customers. 
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hardly thought possible 


for sample and full details. 


ohansen Bros. Shoe Co. 


Makers- Women’s Shoes Exclusively 


Saint Louis. 





; If a woman who has been a foot sufferer for years gets 
“an a hold of a shoe that gives her complete comfort, what 
is the chance of again selling her the old uncomfortable 


And that is what Johansen’s Feeture Arch Shoes mean 
to dealers—new customers and customers that keep on 


For this wonder shank brings comfort to troubled feet— 
and assures comfort to normal feet in a completeness 


Dealers selling Johansen’s Feeture Arch Shoes enthusi- 
astically welcome the help they are in creating new 
business. There is still a possibility that you are in 
time to secure representation in your locality. Write 


19 
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APID turnover is re- 
cognized as the basis 
of increased profit. 


The average retail mer- 
chant is said to turn his 
stock two and one-half 
times a year. 


If he can increase his turn- 
over to five times a year, he 
doubles the profit on his in- 
vestment. 


It is not at all unusual for 

. shoe merchants who intelligently 

use Department 5 to make a 

better turnover than five times 
on Stetson Shoes. 


There is no mystery about it; 
just the intelligent application 
of a well-thought-out plan. 


If you are interested write us 
and we will inform you fully just 
how the plan works. 


Fall catalog ready July 15. 


ay THE STETSON SHOE 
COMPANY, Inc. 


a" SOUTH WEYMOUTH, MASS. 
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DISPLAY 
CREATES 


SALES 





De Lipp Footwear 
Makes it Easy 
to Sell 
“QUALITY” 


DEGEN LIPP, Inc. 


FACTORY: 
BROOKLYN, N. Y. 








NEW YORK OFFICE: 
607 MARBRIDGE BUILDING 

















The “Novel-Tie” Saddle Strap 
Instantly converts any light-colored oxford into a snappy 


sport shoe. Fits all shoes perfectly, regardless of height 
of heels. 


Made in three sizes to conform with the arch. Latest 
shades: Patent Leather, Brown, Green, Red, Yellow, 
Blue and Black Gun Metal. 


Samples and price quotations sent gladly. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET  SWAMPSCOTT, MASS. 
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brings ’em in — 


QUALITY 


brings ’em back 





W ITH Wobst slippers you 
have the two “hooks” 


necessary to get and hold 
the women’s trade— 
price and quality. For 
more customers, more 
sales, more pairs, more 
dollars, push the Wobst 
Jine. 














No. 304 
Patent Leather Instep Stra Slipper. 
Two Jeweled Buttons, Leather Insole 
and Heel, Solid McKay Sewed Soles. 











Sizes: 1134-2, Heel......... $1.85 Net 
Sizes: 844-11, Wedge or iicel® y 70 Net 
Sizes: 5-8, Wedge bseseusess 1.55 Net 
No. 300 

Patent Leather Ankle Sue, Mary 
Jane, Leather Insole and Heel, Solid 
McKay Soles. 

Sizes: 1114-2, Heel......... $1.75 Net 
Sizes: 844-11, Wedge. ...... : -60 Net 
Sizes: 5-8, Wedge ebeees oon 1.45 Net 





No. 600 


Genuine Glazed Kid Comfort Slippers 
with Cushion Insoles and Rubber Is. 


$1.60 Net 


Always In Stock 


Sample a insists 


Same as No. 600, except with two 


Dozen Pair straps. 13-8 Rubber Heel. 
$1.75 Net 


No. 602 
Genuine Glazed Kid Oxford with 


Leather insoles and 9-8 rubber heels. 
$2.00 Net 
; No. 606 
Glazed Kid Oxford as No. 602, 13-8 
Rubber Heel. 
Shoe C QO. 


411-421 Vliet St., Milwaukee, Wis. 


$2.00 Net 
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IN STOCK 


White Washable Kid, 14-8 Spanish LXV Heel $6.50 


Black Satin, 14-8 Spanish LXV Heel .. | 
White Washable Kid, 16-8 Spanish LXV Heel 6.50 
Black Satin, 16-8 Spanish LXV Heel 5.75 
In the following sizes 
35 4 Ms 5 Sie 6 65 7 T35 

AA a a Re 5 
A 1 1 , 222134 -292 
B >. © 22awstt ft «38 
Cc ret 4 - 6 

36 


Sold only in lots of 36 pairs 







IN STOCK 


THE “NORMA” 
Made Over Medium Toe Lasts 





in 
14-8 and 16-8 Spanish LXV Heels 


We have placed this model in stock due to the many orders we have,booked from representative retailers for 


this number in the past few weeks. 


There is a persistent demand for a plain pattern of custom lines that is typical of past-time aristocracy in 


footwear and modern in last and heel. 


If in doubt, a trial case will soon convince you that this model will sell best. 


BERT E. DRAKE & CO. 





June 24, 1922 





~ 


' 
| 
! 
N 
! 
| 
! 
| 
’ 
N 
’ 
| 
! 
| 
! 
\ 
' 





















































The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 


MAKERS 
PARK at CLINTON AVENUE, BROOKLYN, N. Y. j 
—————— eee oe 

Re UU LL OU SO Se Seb AL A eh Lh eA Lh aL LL 
. ‘ UAINTED With Us = 
> COME To The BIG FAIR” And GET ACQUAIN ith Us 
= AND : 
fe] if ion § = 
: CHANDLER'S” Money Making, Quick Selling SHOE NOVELITE : 
2 BOOTH 524 i 
2 New Designs In WHITE CONVERTING STRAPS = 
= With (Non-Rust) Buckles or Buttons z 
5 SIDE ORNAMENTS o 
= Unique Designs = 
= To Sell .25 to 4.00. CREA, SUCELES = 
a Imported Steel Designs o 
= RHINESTONES 1.00 to 10.00 per pair. = 
= Brilliant & High-Grade = 
= To Sell .75 ap. THE “UP-TO-DATE” o 
= ORNAMENTAL BUTTONS Coming Ornament. = 
= New Designs = 
oO 1.25 to 2.00 doz. pair. 2 
3 CONVERTING STRAPS, Pat. 35 (ILLUSTRATED) =< | = 
= = Other Styles in One, Two or Three Straps, Buckles or Buttons. o 
g “LACES” For The NEW SIDE-LACE OXFORD and “PUSS” BOOTS. = 
= Send for New Catalogue Folder. = 
= o 
5s W. K. Chandler, Inc., 125 Summer St., Boston, Mass. = 
FH OWIOM OHO ON OO OUTTA 
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TYLISH STOU) 
OuT SIZES 








TRADE MARK _ 


Reg. U. S. Pat. Off. 








NOTICE: No shipments will be made between July 3rd 
and 10th (mid-summer vacation period). 
into consideration when anticipating your requirements. 


Please take this 








IN STOCK 





i 


No. B 254—Patent Leather Perforated Pump, 
14-8 Cuban Heel, 202 Last. Sizes, 2% to Ll. 
Widths, C to EEE. Price.. . $4.50 


Note: Sizes 84% and 9 
are 35c. extra; 

916 and 10, 50c.; 

10% and 11, 75e; 


11% and 12, $1.00. 





P 


No. B 269—Black Glazed Kid One Strap, 14-8, 
Cuban Heel, 202 Last. Sizes, 24% to ll. 
Widths, A to EEE. Price............. $4.50 


Red-Line-In lining. 
Reinforced 

built-in steel 
arch-supporting 


Shanks in every pair. 


° No. B 260—Black Glazed Kid Adjustable Cross 
Strap Sandal, 14-8 Cuban Heel, 202 Last. Sizes, 


2% toll. Widths, A to EEE. 


Back in 1914, when 99 per cent of the fair sex in- 
sisted upon patenc leather, cloth top shoes, W. B. 
Coon Co. produced No. 79, a patent leather button 
with measurements that took care of the stout ankle 
and extra wide ball. 

No. 79 proved highly successful and resulted in the 
development of “STYLISH,STOUT OUTSIZES,” 
a line which now comprises seventy-six “outsize” 
adaptations of styles which are in demand. 


Price. .. $4.75 


The majority of dealers who took a chance (?) on 
No. 79, are still represented among the 6,000 W. B. 
COON CO. accounts, and many attribute their 
success to “STYLISH STOUT OUT-SIZES.” 


This W. B. COON Co. specialty is an “open and 
shut” proposition. Sell a woman her first pair and 
she is your customer as long as you carry “STYL- 


* ISH STOUT OUT SIZES.” 


Why not write for a catalog, or better still, a few pairs of the numbers illustrated above ? 


ROCHESTER, N. Y. 


: 506 Security Building 
Chicago Office: 189 w. Madison Street 
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WHETHER you are man- 
ufacturer or retailer you 
increase your good will in 
direct proportion to the 
amount of value you give 
your customers. 








In the light of its service in fac- 
tory, store and on the feet of 
wearers, TOBACCO BROWN 
VICI KID assures you that 
value which multiplies good 
will. 


For long service— for color 
; permanence—for uniformity 


insist on VICI KID. 


It should be strictly borne in mind that 
the only VICI KID is made solely by 


Robert H. Foerderer, Inc. 


Sole Manufacturers of VICI KID 
PHILADELPHIA, PENN. 


- FOERDERER 
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Send For Our New | 
' he Summer and Fall Catalogue | 






Bunker 


Colt, One Strap Button, 
Imitation Turn. 14-8 
Baby Louis Covered | 
Heel. Price $3.00. In } 
Black Satin same style } 
and price. 


P964—50 Last. Patent | 













P962—20 Last. Patent 
Colt, One Strap Button, 
Imitation Turn. 17-8 
One Half Louis Covered 
Heel. Price $3. 00. _ia 


Black Satin same “style 











Three of our leaders! Sizes—2)% to 8. 
Widths; B, C and D. Delivery—3 to 
4 weeks. Terms $3.00, less 7%—10. 
Net 30. Our Booth is No. 53. Sec. A. 
At the Boston Show. Welcome! 


Bunker Hill Shoe Co. 


Manufacturers 





and price. 









P963—10 Last. Patent 
Colt, One Strap Button } 
Grecian, Imitation 
Turn 14-8 Spanish 
Cuban Covered Heel 
Price $3.00. In Black 


Satin same style and 














price 












EVERETT MASS. 
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For NEN SHOE 


EPrints itt tits 
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[The Shoes You Hear So Much About| 






Plan fo take in 





10° 


Style 146—Altman 
Last, Gallun’s Color 


Meet Us at Booth 186 Si Wingtoce as 
Poole & Johnston, Ine. 
Boston BROCKTON, MASS. New York 
183 Essex St. (Campello Sta.) 433 Marbridge Bldg. 


FOL LIM UL LMM en elmiiniinen iii en iiit 
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Belgian Blue Light Brown 
Slaple Brown Bronze 
Beozie Blue 
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Oscar Scherer 2% Bro.,Inc. 


| 29 Spruce St.New York Cily. ) 
‘ | Tactory,Newark,N.J : 
Se — = See ke 

















FTO ULL LLL LULL © Lub 

















BOOT AND SHOE RECORDER June 24, 1922 


IN STOCK! 


FINALE HOPPER SANDAL 

















No. 160—Cherry Chrome Upper, Oak Sole, 214 to 7.............000+++ $1.85 
No. 174—Cherry Crystal, Full Grain, Oak Sole, 2144 to 7................ 2.45 
: St a No. 115—Brown Lotus, Oak Sole, 21% to 7......c..c cece cece ceeecveee eld 
FINALE HOPPER SANDAL 
SANDALS 


58 8%-ll 11%2 


No. 15—Brown Lotus, Best Bend Oak Sole.......... .$1.00 $1.15 $1.35 
No. 50—Cherry Chrome, Elk Sole..............2.+-- 9 1.10 1.30 
PLUG OXFORD 

5-8 8¥4-l1ll 11%-2 
No. 200—Cherry Chrome, Best Bend Oak Soles....... $0.95 $1.10 $1.25 
No. 250—Cherry Chrome, Elk Sole.................. 9 1.10 1.25 
No. 215—Brown Lotus, Best Bend Oak Sole.......... 1.05 1.20 1.40 


SANDAL 





“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE Wa? WELT 


ROW OF STITCHING HOLOINO UPPER To INBOLA an ‘Y THAT Is. 
OUTSOLB 





ont 
PLUG OXFORD Two nows oF QOODVEAR STITCHING HOLDING OUTSOLE TO INSOLR RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
























“ 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 











These points make La 
France Rest Cure Shoe 
our biggest seller. 












In Stock NOW 


AA-D. Sizes up to 10. 


653-—Black Kid Oxford 5.00 
983-—Brown Kid Oxford 5.50 
353-White Fabric Oxford 4.35 


New 

















Williams Clark & Co. 
Lynn, Mass. 
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VENTILATED OXFORD 





ALL DOUBLE STITCHED EXCEPT 
STYLE 820 
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Just a Few Left 


Styles Made with - 


Leathers 
Discontinued 


Make 


BUTTON SHOE 





VENTILATED OXFORD 
Regular Price Sales Price 


No. 920—Cherry Chrome, Oak Sole, 6 to 11.............. $2.00 $1.60 
No. 906—Men’s Cherry Ooze, Oak Sole, 6 to 1l.......... 1.85 1.50 
Boy’s Cherry Ooze, Oak Sole, 24% to 5%........ 1.70 1.40 
BLUCHER OXFORD 
No. 820—Cherry Chrome, Oak Sole (same style as Venti- 
lated Oxford without perforations), Single 
LE ee rer ree $2.00 $1.60 
SPORT OXFORD 
No. 720—Cherry Chrome, Oak Sole, 21% to 7.............$1.85 $1.50 
SPORT OXFORD BAREFOOT SANDAL 
No. 6—Cherry Ooze, Oak Soles— 
LEE PRPS e se porerrrrr rs $0.65 
| SEE EAE er ee ee IS 
IEE Miike cent Aiewacies su dela auras eta 85 
SRE SS ew 1.10 
BUTTON SHOE 
No. 5606—Cherry Ooze, Oak Sole, 814 to 12 only........ . $1.20 $1.00 





SANDAL 


967 Atlantic Ave. 


E. J. RAMSEY CO. 


Brooklyn, N. Y. 














In Stock 
NOW 


Reliable in style and construc- 
tion. UNION MADE and in 
accordance with long established 
quality standards. 


Weber Bros. Shoe Co. 


NORTH fADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


The Famous 





Shoe 2 for: en 








Sizes 6-11; D Width, 
5-11. 

P RICE, $3.40 
Net 30 days 


No. 848—Medium Tan 


PRICE, $4.25 
Net 30 days 
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X ] HEN merchants go to market they invariably 

seek good variety and satisfactory prices. The 

manufacturer or distributor who can offer both 

best fills their demands. And the one avenue to this 

profitable state of transaction is volume production of 

dependable merchandise. Therein lies the key to the 
successful conduct of all business, great or small. 
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NIMPEDED by labor wrangles, with every 
wage scale and operating schedule draughted 


to the mutual satisfaction of all concerned, 
Lynn can serve you best through volume production. 
Lynn is the huge mart for novelty and sport footwear, 
comfort and staple footwear. There is sufficient va- 
riety for every merchant and, regardless of price, you 
receive quality shoes. 
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Welde ‘HOSIERY \ Veldrest TAILORED HOSIERY 


INFRINGEMENT SUIT : 





E beg to advise that on June 6, 1922, we brought suit in the 
W site States District Court, at Trenton, New Jersey, 

against Taubel, Scott Kitzmiller Company for Infringe- 

ment of our Patent No. 1353659, which is the broad 
flat tailored seam feature of our Weldrest Hosiery. They are 
manufacturers. 


There will, furthermore, at an early date, be suits for injunction, 
accounting and damages instituted against every jobber under the 
evidence we have been and are still gathering who has sold or may 
sell either the Taubel stocking or any other that infringes our patents 
in any manner. 












ALLEN HOSIERY COMPANY 
23rd and Allegheny Avenue 
PHILADELPHIA, Pa. 


wy ee 


Patentees of circular made broad flat seamed hosiery. 








Look for the broad flat 
tailored seam 
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FOR MEN 


THE AUGUSTAN SHOE 


‘““Makes Walking Easy”’ 


Trade Mark 


AUGUSTAN Shoes sell because they meet the demand 
of to-day for quality at lowest possible price. 


EIGHT OXFORDS IN STOCK 





wetDie @iewe a? 
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Stock No.M1126 
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Gun Metal Dress and 
Dancing Oxford, Close 
Edge. Short Toe Box, 

8 Heel, Flexible Sole The Gun Metal Oxford 
and Innersole, Blind is increasing in favor— 
Eyelets, Foxtrot Last. Order now. 


Sizes and Widths 
AA, 7-11; A, 7-11; 
B, 6-11; C and D, 5-11 


Price - $4.25 








Stock No.M1174 


Medium Brown No. 104 
ites a Gunes. 
: erforated Vamp, Fox 
6 fost. and Tip; 15 Iron (Raw- 
It is a good fitter and is hide Undersole) 7/8 
one of the most popular Rca hel ie 
aaate Ss Ge GoeEND. lets, Thorobred Last. 
Sizes and Widths 
A, 7-11; _B, 6-11; 
C and D, 5-11. 


Price - $4.75 





Lewis A. Crossett Co., - - 





Stock No.M1133 


Van Dyke Brown Calf 
Oxf., 12Iron Sole, Wing- 
foot Heel, Prado Last. 
~ and Widths 
A, 7-11; B, 6-11; 
Cand D, 5-11. 


Price - $4.60 








Stock No.M1116 


BrownCalf, BlucherOx- 
A good seller in a pop- ford, 9/8 “‘Goodyear”’ 
ular shade of Brown Wingfoot Heel, Snap 
Calf. Last. 


Sizes and Widths 
B, 6-11; 
C to E,_5-11 
Price - $4.60 


North Abington, Mass. 
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FOR MEN 


THE AUGUSTAN SHOE 


“Makes Walking Easy”’ 


Trade Mark 


AUGUSTAN Shoes are made in a complete variety ot 
lasts and patterns, in a factory built on the most modern 
lines of efficiency to produce quality at lowest cost. 


OXFORDS IN STOCK 


Stock No.M1132 Stock No.M1124 
Dark Ruby Red Calf, Fuser am oy 
12 Iron Sole, Wingfoot — r an ancing Oxford, 
Heel, Thorobred Last. This style brings Close Edge, Short Box 
extra business the Toe. 7/8 Heel. Flexible 

Sizes and Widths year round. Try to Sele and Innersole 
sell a pair to every Foxtrot Last. . ' 


A, 7-11; B, 6-11; customer. 
C and D, 5-11. 4 F Sizes and Widths 


Price - $4.60 AA, 74-11; A, 7-11, 
B, 6-11; C and D, 5-11 


Price - $4.25 


Stock No.M1117 


Stock No.M1 134 Brown Calf Oxford, 

Black Wayne Calf, 12 Embossed Vamp and 

Iron Sole, Wingfoot Eyelet Row, 1 inch A medium English 

Heel, Thorobred Last ““Goodyear"’ Wingfoot toe that has made a 
Heel, Parkway Last. host of friends. 


Sizes and Widths 

A, 7-11; B, 611, Sizes and Widths 

C and D, 5-11 A, 7-1]; B, 6-11; 
C, D, and E, 5-11 


$4.60 Price - $4.60 


Price 


Lewis A. Crossett Co., North Abington, Mass. 
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A New Display Fixture 
in Chippendale 
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The neater the fixture the 
more attractive the display. 


























This page shows wood period 
design fixtures in Chippen- 
dale design. 


Chippendale Plateau 
No. 2808 


Catalogue I describes our com- 


plete line. Your letterhead 
will bring you a copy. 


‘ 


















































Shoe Stands 
No. 2807 


Hugh Lyons & Company 
707 South Street, Lansing, Michigan 








New York Office Chicago Office Boston Office 
| 35 West 32nd Street 232 S. Franklin Street 52 Chauncy Street 
| 
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SHOE DEP’T, JOS. HORNE &CO., PITTSBURGH, PA. 


American Tnierlocking Shoe Store Chairs 


are usually to be seen in the busiest and most success- 
ful stores. For this there are several good reasons. 


They conserve space. Seven American Interlock- 
ing Shoe Store Chairs take the same floor space as six 
of other types. 

Their newness lasts because they are built as 
substantially as any chairs can be. 

They delight the eye because they are designed 
along true architectural lines. 


Write for Catalog and let us submit recommendations 
covering your own requirements. 


ICAN SEATING [OMPANY 


General Offices: 1016 Lytton Bldg. 
- CHICAGO = 

Room 707--250 So. Broad St. 
PHILADELPHIA 
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ANE and Saxon wore 
shoes reaching above the 
ankle and often well up 

the leg. At first the Saxon shoe 
was wholly free from ornamen- 
tation, butsoon embroidery gave 
it embellishment, and various 
hues, together with precious 
stones, made the shoe what it 
had been —— the Greeks and 


Romans, a work of art. 


Charlemagne’s shoes were orna- 
mented with gems. Bernard, who was 
King of Italy in the 9th Century, wore 

! shoes with wooden soles and uppers 
of red leather, which laced with thongs 
so tightly that the order of the toes 
could be seen. 


The principal difference between the 
modern and the medieval boots was 
-that the former laced to the instep, 
while the latter laced to the toe. 














The most modern of all shoe laces—the 
stiffened braid formsthetip,small,smooth 
and permanent—no metal. 


FOR SALE BY FINDINGS JOBBERS 
EVERY WHERE 


The Hutmacher Braiding Co. 
Braiders ot Good Shoe Laces 
PATERSON, N. J. 
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NOS. 1375-1375 








HARMONY 


Buckles will be an im- 
portant factor in 
making strap slip- 
pers attractive for 
Summer. 


¥ 


We are in a position 
to supply buckles of 
the finest quality in 
a variety of designs, 
sizes and finishes. 


¥ 


“Anchor Brand” 
Buckles harmonize 
with straps and 
vamps in desirable 


¥ 


If interested in seeing 
samples, kindly write 
stating sizes and fin- 
ishes desired, and we 
shall be pleased to 
co-operate with you. 


No. 1374-1374”% 


No. 1364 





NOTE 
NO. 1141 All tn a 
LL“‘A Brand”’ 
Write for booklet showing - pee 
other designs. 




















NORTH & JUDD MFG. CO., 
NEW BRITAIN, CONN., U. S. A. 


NEW YORK ST. LOUIS 
127 DUANE ST. 6086 VICTORIA BLDG. 
CHICAGO SAN FRANCISCO 


POSTAL TEL. BLDG. 





326 W. MADISON ST, 
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Heathers. She was more than twice too high, but her opinion indicates their 
unmatchable value. 


JA iets buyer from New York guessed $1.50 as the retail price of Burson 


This is the light weight sports stocking that made the hosiery world sit up and 
take notice. If you are not carrying Burson Heathers you're losing a lot of fine hosiery 
business. They’re made in summer weight and summer colors—and selling wonderfully 


right now. Order from your jobber today. 


Burson Knittinc CoMPANY, “OCKFOoRD, ILLINOIS 


FASHIONED HOSE 


iate your mentioning the publication in replies te advertisements. 
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July and Cold Feet 


OTH producers and distributors of commodities 
are doing more to get the view point of the 
purchasing public than ever before. 

Manufacturers for years have made use of what is 
commonly termed “efficiency methods” in production, 
with the purpose of cutting down production costs. It 
has taken years for many of them to take another step 
forward and make a survey of what people actually 
want produced. 


which they are willing to buy at a profit. There are 
certain other things that even the leverage of half 
price sales will not pry from the shelves. 

There was a time when as the weather became hot, 
merchants’ feet became cold. As soon as July 1 
showed up on the calendar, everything in the store was 
sacrificed and profit was unthought of. 

This year, July presents an opportunity for profit for 

the merchant who has 





No matter to how low a 
point production costs can 
be brought unless there is 
a demand for the article 
produced at that particular 
time it cannot be sold at a 
profit: 

Manufacturing organi- 
zations are larger and bet- 
ter equipped to analyze 
their problems than are 
retail merchants. It is 
logical that they should be 
the first to adopt scientific 
methods of finding their 


or a knocker? 


volume in July. Advertisin 


now. Styles for fall a 


be glad to join you. 


that can be advertised at a 
the latter part of July and 


Merchandising Calendar 
for July 


July 1-8—July Fourth. Store closed. Your community 
should -properly celebrate the day. 
part toward community betterment? Are you a 


Jaly10-15—You may not believe i in “hurrah” sales, and 
it may not be wise to stage a big * 
it takes extra effort and extra me to keep up 


but have all the punch possible. 


July 17-22—Better check over fall pupehegee. 
changes are to be made in orders already RI laced make thers 
pretty well set. 

can be done with confidence. Monthly employees’ meeting. 
Why not make it a picnic? Other stores would no doubt 


July 24-31—It is always possible to pick u 


properly mechandised his 
stock during the first six 
months of the year. 

Whites are good. Don’t 
get cold feet on them. 
Back sixty days ago when 
only patents and satins 
were selling, many mer- 
chants got the idea that 
this would be an off year 
on white footwear. - The 
hot weather is demonstrat- 
ing that the public has no 
such idea. 

The tendency is towards 


Are you doing your 
ter 


‘splurge” just now, but 
should be clean and hcnest, 
Push white footwear. 

If any 


dditional buying 


bargains 
ice to stimulate iness ia 
first part of August. Mail 
Have you paid your 





statements of 


problems and solving them. 
Only within very recent 
years have retail merchants 





local and Government taxes? 


strap effects, hence steam 
should be put behind ox- 
fords even in white. But 








realized the importance of 
advance surveys, but through organizations, conven- 
tions and style expositions they have realized that suc- 
cessful merchandising depends on having the right ma- 
terials and right styles rightly priced at the right time. 

As individuals and as organizations, merchants are 
getting in closer contact with the allied fields. The 
National Shoe Retailers Association, through a com- 
mittee, is working in close relationship with the 
garment makers and the big garment distributors. 

The more such analyses and investigations are made, 
the more it becomes apparent that each month in the 
year there are certain things which people desire and 


do not lose faith in white 
footwear and cut the price, providing they are rightly 
priced, when the firecrackers cease to make a noise on 
the night of July 4th. 

There is undoubtedly merchandise in the store which 
should be sold at less than regular price during July 
but this same statement can be applied to every month 
in the year. Short lots and broken sizes are never worth 
full price no matter how good a seller a certain shoe may 
have been when there was a full run of sizes and widths. 

One of the largest and most progressive merchants 
in Chicago says that unless there is a frost in July his 

(Continued on page 52) 
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A Constructive Program fo 
of International Associ 
at the Coliseum 


Prominent display men from all parts of the world will take part in this big convention, 
which bids fair to eclipse all previous gatherings held by this body, not alone in point of at- 
tendance but in the real educational value of the demonstrations, lectures and exhibits. Each 
display man and merchant on the program is widely known for his mastery of the part assigned 


to him. 
This is a convention for merchants as well as for display men, as it will deal in a con- 


structive manner with some of the most vitally important phases of merchandising. It can do 


MONDAY, JULY 10 


Forenoon 


10:00—Call to Order—President B. J. Millward, St. Paul, Minn. 

Singing of America—Band Accompaniment. 

Invocation. 

Address of Welcome—Edward E. 
Association of Commerce. 

Response—J. J. Cronin, President of Metropolitan Display 
Men’s Club, New York City. 

Speaker from Near East Relief Association. 

Appointment of Committees. 

Adjournment for Luncheon. 


Gore, President of Chicago 


Aflernoon 


2:00—Silver Jubilee Mass Meeting. 

C. J. Potter, New York City, Chairman. 

At this meeting plans will be outlined for the future betterment 
of the I.A.D.M., with general discussion by members from 
the floor. All members are invited to participate. 

4:30—Executive Committee Meeting. 


Evening 


8:30—Sily er Anniversary Dance: 
“Pershing Room,” Lexington Hotel, 
22d Street. 
Compliments of MERCHANTS RECORD AND SHOW 


WINDOW. 
Prizes for MERCHANTS RECORD AND SHOW WINDOW 
Contest will be awarded at this time. 
ALL ARE INVITED 


Michigan Avenue, at 


TUESDAY, JULY,11 
Forenoon 


10:00-——Address—By a Master Merchant of State Street, Chicago, 
(Name withheld as a surprise). 
10:30—A morning of practical demonstrations by the Chicago 
Display Men’s Club. 
Window No. 1—Men’s Clothing and Furnishing Goods— 
. H. Leaker, Henry C. Lytton & Sons. 
Window No. 2—Women’s Shoes and Hosiery—R. D. Graffis, 
Walk-Over Shoe Company. 
Window No. 3—Artistic Drapes—J. E. 
Pirie, Scott & Co. 


Tannehill, Carson, 


Lecture—Subject: “Why is a Display Man?”—J. Duncan 
Williams. 

Window No. 1—Women’s Wear—A. H. Kagey, Mandel Bros. 

Window No. 2—Millinery—Wm. A. McCormick, Boston 
Store. 

Window No. 3—Lingerie—H. C. Oehler, W. A. Wieboldt & Co. 

Short Talk by Club Spokesman. 

Window No. 1—Druggist Supplies and Candy—J. B. Slifer, 
Owl Drug Company. 

Window No. 2—Surprise Demonstration. 

Window No. 3—Musical Instruments—W. G. Stewart, Lyon 
& Healey Co. 

Adjournment for Luncheon. 


Afternoon 


2:00—Address—Mr. F. T. Stevens, Chas. A. Stevens Bros., 
Chicago. 
2:30—Demonstrations by the St. Louis Display Men’s Club. 
Baer & 
Fuller. 

Window No. 2—Batik Work and Parchment for Window 
Backgrounds—Otto Lasche, St. Clair Gas & Electric Co. 
Window No. 3—Men’s Furnishings—E. W. Calvin, Werner 

°  & Werner. 
Short Talk by a Club Spokesman. 
Window No. 1—Men’s Hats—Geo. W. Foster, Browning, 
King & Co 
Window No. 3—Making Show Cards Talk—B. A. Rainwater, 
Hess & Culbertson Jewelry Co 
3:30—Demonstrations by Bloomington Display Men’s Club. 
Window No. 1—Men’s Furnishings—W. W. Yeager, Wolf, 
Griesheim & Sons. 
Window No. 2—Novelty Millinery—J. H. Eiff, A. Livingston 
& Sons. 
Window No. 3—Putting Life into Shoe Displays—A. Freder- 
ickson, Meyer, Livingston & Co. 
Special Demonstration of Dress Draping with Silks and Laces 
—Ellsworth H. Bates, C. W. Klemm, Inc. 
4:30—Report of Executive Committee: 
1. Officers Nominated for Ensuing Year. 
2. Reading of Invitation for 1923 Convention City. 
3. Discussion of I.A.D.M. Affairs. 


Evening 


7:30—10:00—Coliseum open for the inspection of exhibits by the 
visiting delegates, and all those who are interested in window 
display advertising. 





Wilver Anniversar 


June 24, 1922 
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y Convention 


‘Ation of Display Men 
‘Chicago, July 10-13 





much toward promoting closer teamwork between the men in charge of the buying, adver- 
tising and displaying of merchandise. 


The Chicago Display Men’s Club will undertake to see that the visitors are royally 


entertained. All parts of the country will be well represented and large delegations are assured 
from most of the principal cities. 


Arrangements for reservations, etc., can be made by communicating with L. A. Rogers, 


WEDNESDAY, JULY 12 


Forenoon 


10:00—Address—W. L. Ware, Trade Commissioner, Chicago 


Association of Commerce. 
Demonstrations by Toledo Association of Display Men. 
Window No. 1—Attractive Display—Claud S. Clary, LaSalle 
& Koch; Don Shasteen, Shasteen Studios. 
—— No. 2—Effective Draping—Fern Kettel, Lamson 
ros. 
Window No. 3—Lingerie—Max Herzberg, Stein’s. 





10:45—Address—Jerome A. Koerber, Strawbridge & Clothier, 


Philadelphia. 
Subject: “The Evolution of Draping.” 


11:00—Demonstrations by the Youngstown Association of Dis- 


play Men. 

Window No. 1—Simplicity of Background: Its Composition 
and Decoration—T. B. Morris, G. M. McKelvey Co. 

Window No. 2—Men’s Wear Display Using Quantity of Mer- 
chandise—O. H. Munger, McFadden’s. 

Window No. 3—Draping Live Models in Evening Silks— 
M. L. Black, Strauss & Hirshberg Co. 

Adjourn for Luncheon. 


Afternoon 


2:00—Address—Homer J. Buckley, Buckley, Dement & Co., 
Chicago—Subject: “Better Business.” 
Demonstrations by the Kansas Display Men’s Club. 
Window No. 1—Draping Silk Materials—Fred L. McMurray, 
T. J. Senecker & Co., McPherson. 
Window No. 2—Efficient Display—J. H. Everetts, Pegues, 
Wright Company, Hutchinson. 
Window No. 3—Selling Goods with Display—J. G. Wiegand, 
The Lischesky Dry Goods Company, Great Bend. 
Special Demonstration—F. E. Osgood, Star Clothiers Com- 
pany, Inc., Hutchinson. 
3:00—Address—L. E. Weisgerber, Lord & Taylor, New York 
City—Subject: “The Display Man and the Display 
Window.” 
3:30—Demonstrations by the Dayton Display Men’s Club. 
Window No. 1—Washing Machines—Everett W. Quintrell, 
Elder-Johnston Company. 
Window No. 2—Paints—Eldred Jackson, Lowe Bros. 
Window No. 3—Candy—Henry W. Lins, Louis Traxler Co. 
Special Demonstration of Coffee Displays—L. F. Dittmar, 
Rike-Kumler Company. 
Window No. 1—AutomobiJe Tires—W. Allen Barber, Dayton 
Rubber Company. 
Window No. 2—Golf Sticks and Accessories—Geo. B. Scott, 
Metropolitan Company. 
Window No. 3—School Supplies—Chas. Andress, Rike- 
Kumler Company. 
1:15—Annual Election of Officers and Convention City for the 
Ensuing Year by the Australian Ballot System. 





Secretary, International Association of Display Men, 5707 West Lake Street, Chicago. 


THURSDAY, JULY 13 


Forenoon 


10:00—Announcement of Officers Elected and City Chosen for 


1923 Convention. : 

Address—Miss Elizabeth Wells Robertson, Chicago Art In- 
stitute—Subject: ‘‘My Impressions of the Display Man and 
His Work.” 


11:00—Demonstrations by St. Paul Display Men’s Club. 


Address—H. E. Bartlett, Golden Rule. 

Window No. 1—Lingerie—A. G. Munroe, Schuneman & 
Evans, Inc. 

Window No. 2—Men’s Wear—Harold Kneeland, M. L. 
Rothschild & Co. : 

Window No. 3—Draping—C. R. Gregory, Schlick Co. 

Remarks by Spokesman of Club. 

Window No. 1—Millinery—Wm. Umbreit, Husch Bros. 

Window No. 3—Lingerie—Mr. Oakland, Golden Rule. 


11:30—Demonstrations by Minneapolis Display Men’s Club. 


Address—C. E. Thieme, L. S. Donaldson Company. 
Window No. 1—Frank VoPava, Dayton Company. 

Window No. 2—A. M. Olson, L. S. Donaldson Company. 
Window No. 3—Sidney Anderson, E. E. Atkinson Company. 
Adjourn for Luncheon. 


Afternoon 
2:00—Address. 
Demonstrations by Buffalo Display Men’s Club. 
Window No. 1—G. S. Robinson, Oppenheim, Collins Co. 
Window No. 2—E. T. Browder, Surprise Store. 
Window No. 3—Ellwyn McEachnie, Jahraus Braun Co. 
Short Talk by Spokesman of Club. 
Window No. 1—John Fiebelkorn, F. A. Anderson. 
Window No. 2—Edward D. O’Dea, McCarthy Bros. & Ford. 
Window No. 3—Clement Kieffer, Kleinhans Company. 
Special—Wm. J. Amborski, Frank Winch Company. 
3:15—Demonstrations by Detroit Display Men’s Club. _ 
Window No. 1—Shoes and Accessories—R. T. Kann, R. H. 
Fyfe Company. ’ : 
Window No. 2—How to Interest the Merchant in Better Dis- 
plays—Guy Warner and Lawrence Hood. ‘ 
Window No. 3—Jewelry—Bert M. Holmes, Friedberg’s. 
4:30—Final Meeting for 1922 of Executive Committee and 
Board of Directors. . 
Reading of Report of Secretary and Report of Committees. 
Installation of Officers. 


Evening 


6:30—Annual Banquet, Ball and Entertainment. 


Congress Hotel, Michigan Blvd. and Congress Street. 

Given by courtesy of Chicago Display Equipment Manufac- 
turers’ Association and designed to close the Silver Jubilee 
Convention in a blaze of glory. 





42 BOOT AND SHOE RECORDER June 24, 1922 





June 3, 1922. 


Mr. General Manager: 


A® & progressive executive, you are 
@lweys eager for new ideas or information that 
will increase the sales of your organization. 


You long ago recognized the immense 
advertising value of your show windows. You also 
recognized the «bility of your display manager 
in his handling and treatment of the decoration 
of your windows. Yet you probably have never 
made it a peint to investigate for yourself the 
possibilities of window decoration. The oppor- 
tunity to do that in a better way than ever be- 
fore is afforded by the 25th Annual Convention 
of the I.A.D.M. at Chicago, July 10, 11, 12, and 





We particularly invite to visit 
the largest display floor of artificial flowers 
in the world, Here at the Baumann headquarters 
you will view the most complete presentation of 
floral decorations ever shown under one roof. 
The educational value to you cannotebe reckoned 
in dollars and cents, 


You will then be the better able to 
appreciate your Display Manager's problems and 
to co-operate with him. It is a duty you owe 

“ yourself; and if you accept our invitation, we 
will exert every effort to make it a pleasant 
and profitable trip. 


Will you come? 
Cordially yours, 
L, BAUMANN & COMPANY 














Message 
to the 


General 
er 




















All roads lead to 
Chicago, to the 
Silver Jubilee of 


the I. A. D. M. 
Let’s Go! 


PRaumanne.(. 


357-359 W. Chicago Ave., CHICAGO 
Headquarters for Display Ideas and Service 
Manufacturers and Importers of Flowers and Jloral Decorations 
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| A Few Baumann Units that Suggest 
the Character of the Baumann Line 








R333—24-inch basket, natural 
or tinted, freshly filled with best 


quality flowers, foliage and 
$4.80 


a eS 





R2F187—30x19” Colonial 
Plaque, finished in ebony and 
polychrome. Cluster of rich 
grapes and foliage. A most 
effective unit : $18.75 
Tinsel strap hanger and tassel, 


CMa cicv es ‘ $4.50 


R1F157—Elaborate poppy and 
fcliage garland of best muslin in 
brilliant autumn colorings. “Two 
formacompletefestoon. As shown, 
eee 7.00 





R2F115— Decorative Flower Stand finished 
in ebony, gold and polychrome—flowers of 
finest velvet in brilliant autumn colorings— 
crange ostrich pompoms. Height over all, 
a nk a ee ee $29. 





R2F118—Unusual Grecian 





R1F146—Cluster or drop of black Vase of turned wood, 36” 
luster foliage and brilliantly colored high, decorated in ebony 
fruit and flowers. Length over all, and terra cotta. Handle: 
1 ft. Each. $4.65 cf wrought iron $28.00 

— het Gower piece R222—Mcedern art velvet foliage 

shown  above—elabcrate and flowers with silk fox tails. 

flowers and fcliage in Autumn tenes. Size over all, 30 

inches. Each. eee . » Be 


brilliant autumn shades- 


fe ee 10.00 
~< 











msde fee Sees 389 300) OP J 
o— treated ae a ae 357-359 WwW Chicago Ave, CHICAGO 
white and American dozen...... $2.50 Headquarters for Display Jdeas and Service 
coy SOEs. Manufacturers und Importers of Flowers and oral Decorations 
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Fig 1.— Wall board decorative unit incorporating scenic panel. 


Catching the Summer Trade 


Several Decorative Suggestions To Tune Up The Show Windows And 
Overcome The Summer Lassitude That Attacks Business 
During The Hot Summer Months. 


ULY is considered to be one of the dull months of 
the year’s business, and the display man is often 
at a loss to know just how to make his summer 

window displays bring in the business in the same 
manner as other displays which he has installed. 

Vacation time is here—within the next few months 
many people will lay off from the daily cares and details 
and are now making their plans for vacation and travel. 
This, of course, means new footwear. 

No matter how and where they have decided to 
spend their vacation and recreation period, to be 
properly shod is one of the first thoughts in their minds, 
therefore it behooves the store display-man and adver- 
tising man to push shoe styles that will appeal to the 
eyes of those who are vacation bent, and also to feature 
certain styles for those who are satisfied to be listed 
among the stay-at-homes. 

July is the best month to push footwear for outing 
purposes; also late summer merchandise. More white 
shoes will be sold during the first few weeks of July 
than in the remaining part of the summer season. 


Tie Up With Summer Pleasures 


To make a successful showing of summer footwear 
it is well to have the surroundings in the windows carry 
out some definite decorative idea along the line of 
summer sports, recreation, vacation and travel. 

To attain this end and to incorporate this feeling, 
plan out the display in a careful manner. Tennis nets, 
baseball bats, golf bags, golf sticks, make suggestive 
accessory decorations which will work up in a fine 
manner for a display of sport shoes. 

A tennis net hung around the edge of the window 
along the cornice line will give a very pretty effect. 
The use of matting suit cases make ideal base fixtures 
upon which an attractive shoe unit may be arranged. 

In arranging the summer shoe displays use plenty of 
price tickets, window cards, etc., so that the passer-by 
may get full information in regard to the merchandise 
on display. Summer shoe displays should not be 
crowded. Give plenty of breathing space for the shoes 
and arrange them in such a manner that every shoe 
stands out as an individual trim in itself. 
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Artificial flowers and foliage make the ideal decora- 
tions to use in summer displays. Always select those 
flowers and vines that are light and airy in appearance 
and color. Refrain from massing reds, orange, yellow, 
and the warmer shades and colors. 

In planning on a color scheme fer your summer dis- 
plays always give most prominence to the cool greens, 
pale pinks, lavender and light blues. 


Scenic Paintings for Summer Window Displays 


We have noticed from time to time that some of the 
most effective window displays are brought out by the 








| 
| 
WW 

— 

< Of 


Figure 2.—This background Sketch illustrates one of the many 
effective Uses to which war figures may be put. 


judicious use of scenic paintings in the form of small 
panels, which, when used in connection with a unit 
setting, produce a very pleasing and telling effect. 

We know of no better season of the year to feature 
scenic paintings as a part of the window display than 
during the summer months. First, for the reason that 
so many pleasing subjects can be worked out in the 
featuring of summer footwear and second, because 
they adapt themselves to so many different changes, 
which are so important in show window displays. 


Several Decorative Suggestions 


We illustrate herewith several decorative ideas which 
may be applied in solving your summer decorative 
problems. 

Plate One. This small decorative unit is made in a 
simple manner. It consists of three pieces of wall 
board cut out in circular shape and painted a pale green 
color. These pieces are then assembled by connecting 
the side flank pieces to the center piece by means of a 
two-inch board painted black. 

Two lattice strips painted black are then tacked on 
the back of the center piece as is shown. 

Upon the face of the center panel is placed a piece of 
wall board painted pale green, upon which is mounted 
the scenic panel as shown. 

Just in front of the circular unit is placed the low 
plateau. Below the scenic panel is arranged a small 
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wall flower box made of wall board in which is arranged 
the flowers and foliage. 

Plate Two shows the use of a posed wax figure as a 
central piece for a display of white outing shoes, bathing 
slippers, and shoes for the beach. 

The background is a simple setting consisting of 
three wall board panels arranged as is shown against 
the back of the window. These panels should be 
painted a light bluecolor. The center panelis finished off 
at the top by painting the awning effect on in pink and 
white. Upon each side panel is hung the life preservers 
as is shown. Suspend from these little clusters of 
pink roses and light green foliage as indicated. 

The floor of the window might be covered with sand 
if so desired. If sand is not obtainable, then use tan 
outing flannel or felt laid on smoothly. The use of 
the large beach umbrella back of the posed wax figure 
adds an effective color touch. 

Plate Three. This is an odd decorative unit. showing 
again how well a scenic panel painting will work up as 
a decoration. 

The design is so simple that it needs little description 
as regards construction. Light blue, gold, nile green 
and tones of pink would be a good color scheme to 
adopt in working up this trim. 

Plate Four. We show an easily constructed unit, 
very effective for use in windows that are extremely 
narrow. 
































Figure 3.— The “‘action” of this wallboard back is designed to focus 
the gaze on the scenic panel. 


This unit is made by tacking a piece of wall board 
cut out in circular shape to a 1x1 strip which is attached 
to a wooden base. 

The circular panel, base and standard are painted a 
cool lavender shade. Upon the face of the circular 
panel is placed a poster similar to the one shown or of 
some other timely subject. 

Around this poster is arranged pink roses and light 
green foliage. 

The base of the unit is decorated in gold. 

In all the designs as illustrated in this issue, it will 
be noticed that they are elastic in their measure and 
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cH CAGO CABLE ADORE: POOTEAZER AINGASS 


a e 2K 
TC 


Lor raare IN Li 
BUEr S AIRES A 
MANUFACTURERS OF 


FOOT SPECIALTIES an» ORTHOPEDIC APPLIANCES 


UNDER PATENTS OF DR.W® M. SCHOLL. 


Main Office and Factory 2tt-2tS Wi Schilier Street: 
CHICAGO), USA. 


June 23, 1922. 


TO THE SHOE TRADE: 


Never before in the history of retail 
merchandising has a more generous response been 
made to a great cause than that of Dr. Scholl's 
Sixth Annual Foot Comfort Week, which will come 
to a close this week. 


Reports are already pouring in from 
every city, town and hamlet attesting the value. 
of national co-operation. When thousands of 
live-wire merchants band together in a spirit of 
co-operation and have their efforts supported by 
the enormous national advertising and reputation 
of a manufacturing organization, results are 
bound to be big and lasting. 


I want to take this means of thanking 
shoe merchant, shoe buyer and manager, the 
trimmers and each and every retail sales- 

mm for the great interest they have shown in 


a wel 
SaAUuUsSe ° 





Yours for comfortable feet, 


“Y. brkilt WB. 


President, 
THE SCHOLL MFG. CO. 
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may be made to fit practically any size window by 
simply making the various pieces in proportion. 

In every instance these designs used in the show 
window give plenty of floor space for the display of 
merchandise, which may be arranged in attractive units. 

The Shoe Store Service Department of the Boot and 
Shoe Recorder stands ready to assist all subscribers 














Figure 4.— Narrow units Such as this lend themselves effectively 
to various uses. 


who are interested in window displays. Feel free to 
write us for information or suggestions on any phase 
of your display problems. This service is free. 





For the Window Trimmer 


The exhibits of display fixtures and display materials 
to be shown at the Coliseum, Chicago, during the 
I. A. D. M. Convention, July 10-13, will prove of con- 
siderable help to the man who does the trimming. 
Practically all manufacturers of these accessories will 
on this occasion introduce a number of new; units 
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which have not been shown before. Every assurance is 
offered that these exhibits will be notable for their 
character as well as for the scope of requirements that 
they cover. A visit here will undoubtedly inspire 
many new display ideas. 





The set illustrated will be shown by the Botanical 
Decorating Co., Chicago. The two Phoenician vases 
and the carved wood vase mounted on the center 
plaque are in dull gray finish, with light green grooves. 
The floral decorations are in rich autumn colorings. 





All Aboard for Albany 


New York City Merchants to send big Delegation 
to State Convention. 


New York—At the regular monthly meeting of the 
Retail Shoe Dealers’ Association of New York, held 
Tuesday, June 20; at the Park Avenue Hotel, President 
Percy E. Hart appointed Jesse Adler, chairman of the 
Albany Convention Committee. The other members of 
the committee are as follows:* Benjamin Barmann, 
Capt. E. A. Perlberg, Max Deutsch, A. Gabriel, 
J. Hirsch, A. W. Shiverts, Philip Bender, Geo. Vander- 
porten, C. E. Hutchinson, J. E. Meade. 

The committee will hold a meeting shortly and form 
plans for takirg up a big delegation to Albany, where 
the State Convention is to be held. Some have already 
signified their intention of going in their own machines, 
but quite a number will go by boat. Mr. Adler requests 
thai all those who expect to make this trip from New 
York get in touch with him as soon as possible. 

The headquarters of the New York Shoe Dealers’ 
Association is at Bush Terminal Building, 130 West 
42d Street, New York City. : 
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A Merchant’s Service 
that costs you nothing 


but one that will increase sales efficiency 


N innovation in our Service Bureau includes a series of DeLuxe cata- 
logues and seasonal display suggestions presented in full color 
which we intend to direct to you at intervals during the year. 


These suggestions, designed to increase your sales and enhance the effect- 
iveness of your merchandise, will prove of inestimable value to you— 
measured in dollars and cents. 


This service we desire to place in the hands of only those interested in dis- 
play suggestions and essentials, and will thank you for your co-operation 
in this matter, designating your desire for this service by notifying us by 
card at your earliest convenience. 





This Service Is Free—It Means Money to You! 


The Adler-Jones Co. 


Artificial Flowers and Store Decortions 


206 So. Wabash Avenue - - CHICAGO 














THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—“*HERE IT IS”— 


TIPS TIPS — TIPS 


a 
pen Fo 
Shoe 


CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 
YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 


‘ 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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How Hanan & Son Injected Friendliness 
Into Their Retail Advertising 


BY HARRY SIMMONS 
Advertising Manager, Hanan § Son, Chicago 


(Editors’ Note—Mr. Simmons prepares all advertis- 
ing for Hanan Stores in Chicago, St. Louis, Kansas 
City, Milwaukee, Detroit, Clevetand and Pittsburgh.) 


is undoubtedly the best kind of advertising for 

a high grade shoe store; but an occasional 
touch of informal friendliness is also a very necessary 
ingredient of effect:ve advertising and selling. 

In order to throw the necessary atmosphere of 
friendliness around the Hanan advertising in Chicago, 
we took a leaf from the department store notebook and 
conceived the idea of running, on a certain regular day 
each week, a fair sized one-column newspaper advertise- 
ment with a heading like this: ‘““Thursday’s Foot News 
from Hanan’s, by Lady Fashion.” 

The heading was distinctively hand-lettered with an 
attention-getting top line border. A definite day was 
chosen and put into the heading so as to make it more 
specific and up-to-the-minute; and the words “by Lady 
Fashion” were put in, of course, to catch the interested 
attention of the feminine eye. Each ad consists of four 
or five short, readable paragraphs, written in an interest- 
ing and informal manner, covering a variety of inter- 
esting topics. No cuts were used, the general decorative 
effect being obtained from the arrangement of the 
paragraphs, the character of the typesetting, the slight 
touch of ornamentation between the paragraphs, and 
the hand-lettered heading. 


Object of the Series 


This series of one-column ads was meant to do 
several things. First: to provide an advertising 
continuity that is not always possible when there is not 
some special merchandise on hand to advertise. 
Second: to throw an atmosphere of human interest 
around our entire schedule of dignified advertising of 
more or less formal character. Third: to provide a 
comparatively inexpensive medium for the advertising 
of hosiery, ornaments and other accessories that are 
ordinarily neglected on account of the cost of advertis- 
ing space. Fourth: to provide also an advertising 
medium for items of general publicity regarding Hanan 
Stores in Chicago. And last, but not least, gradually to 
insinuate into the minds of the women of Chicago the 
idea that Hanan & Son are not a cold-blooded, machine- 
like organization for selling high grade footwear, but a 
flesh-and-blood association of trained men and women 
who cater directly to the personal tastes, whims and 
desires of their many patrons. 


D IGNIFIED, characterful newspaper advertising 


The samples of these ads reproduced herewith show 
in detail how each of these objectives was arrived at. 


Tangible Results From 
the First 


This series of one- 
column ads, which was of 
course an actual addition 
to our regular advertis- 
ing appropriation, has 
now been running every 
week for a little more 
than two months. It is 
slowly but surely dem- 
onstrating its value along 
every line originally in- 
tended. It is beginning 
to indicate a more or less 
direct connection with 
our increasing hosiery 
business. It is creating 
for us, we are certain, a 
little more good will and 
interest each week, be- 
cause of the bumanness 
of its appeal. And it is 
proving, in a surprisingly 
useful manner, a splendid 
medium for interesting 
expression to the public 
of the many little direct 
and indirect merchandis- 
ing news items that con- 
stantly arise in any large 
business. 

In short, this series of 
one-column ads is be- 
ginning to pay its own 
way, which means that 
in the very near future 


it will do much more: 


than merely pay its own 
way. 

It is not at all improb- 
able that other shoe 
stores throughout the 





oat es mm 
Thursdays 
FOOT NEWS 


cfrom | 
HANANS 
By Lady Fashion 
4 


THE newest of thenewand the 
finest of the best! Women's 
two-tone heavy all-silk Hosiery 
articularly suitable for the 
ster costume: Gold and 
Black, Brown and White, Royal 
Blue and Russia, Blue and 
White, Blue and Gold. Also 
silk-and-lisle in Black and 
White mixture. At all Hanan 
stores. 


4 4 

[AVE you been in yet to 

see our collection of 
white and colored sport shoes? 
If not, are missing some- 
thing decidedly worth while. 

4 

OW many o men- 

have rahe Lapeer 
out sale of men’s shoes at our 
Dearborn store? Every 
shoe in stock there is being sold 
at prices that it wise to 
buy two or three pair. But... 
quick action! 


4 4 
R Children’s 
at =: Wabash pe 
store Ww! next 
week fitting Ease shoes on 
many little feet. Better bring 
your boy and girl in early! 
4 
i 4 Hanan store is pre- 
to serve . 
fully and satisfactorily in char: 
acteristic Hanan style . . . so 
that you may start your Easter 
shopping ‘“‘with a smile.”’ 


4 4 
HANAN & SON 


FOUR STORES 
State Street, corner Washington 
Wabash Ave., corner Madisoti 
334 Michigan. Avenue, south 
(For Men) 24DearboraSc., south 

















In this form of advertising the aim is 
jlo “humanize” the atmosphere 
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Table Defining Freight Rates 
On Footwear 


country could use a somewhat similar medium to tie 
up their regular advertising schedule and provide a 
means of meeting with and talking to their patrons 


as alll ri sti structive manner. 
im a similarly interesting and construc TABLE A139— Numter of shoes and shipping weight per case 





Some Points to Observe 

If there are any who contemplate such a medium, I 
might suggest several points of cautionary value 
First: provide an interesting physical appearance for 
your ads, which would be conducive to easy reading 
and thus obtain greater attention. Second: get as much 
news value as possible into your items. Third: put 
nothing into these ads that could possibly make them 
appear ridiculous or too familiar. 


| Pairs Pounds Pairs Pounds 





Boys’ .... 24 
Women’s....... 36 
Men’s.. 24 


Infants’ sai 2 
Children’s ‘ 2 
Misses’. . ‘ 2 


| _%5 
107 
130 | 





Sept. 1, Sept. 1, 
1921 


Sept. 1, 


From 1913 1918 








TABLE A140—Freight rates on shoes 
(Any quantity per 100 pounds.) 











Sept. 1, 


Sept. 1, | Sept. 1, 
} 1921 


1913 1918 


ee 
Thursdays 
FOOT NEWS 
from | 
HANANS 
By Lady Fashion 


OT 
Thursdays 
FOOT NEWS 


from | 
HANANS 


$0.60 | 
"401% 





Philadelphia, Pa. .| Pittsburgh, Pa 

ork, 
Rochester, N. Y..|St. Paul, Minn... . 
Grand Rapids, Mich.. . 
Binghamton, N.Y.|St. Paul, Minn. . . 
Pontiac, Mich 
.| Keene, be 
Augusta, Me. 
Superior, Nebr. . 
Lincoln, Nebr... . 
Huron, S. Dak 
Sedalia, Mo........ 
Dallas, Tex........ 


Boston, Mass... 


St. Louis, Mo. . 


4 


SG TS and saddles! Four 

feet gathered for a flying 
start and away we're off into 
the glorious dawning of a 
Spring morn Riding 
boots of distinction by Hanan, 
of course, for men and women 
of spirit 


4 4 


YCORES of women are 

looking for Black Chiffon 
Hosiery, but it is difficult to 
find. We have just received a 
number of pairs offered 
at our State Street store at 
$1.95. First come, first served. 


4 


I T'S a strong ankle that knows 

no inrning! Every woman 
with tired feet is urged co try on 
a pair of Hanan’s “Flexo” Ox- 
fords—the shoe with the flex 
ible arch. Made by Hanan! 


4 4 


USKIN defines Art as 
Re Making beautiful things 
useful and useful things beai- 
tiful.” For an exquisite ex- 
ample of beauty onl utility in 
business, visit the Hanan store 
at 334 Michigan Avenue, 
South, af the entrance to the 
McCormick Building 


4 


EMEMBER., there are four 
Hanan stores... one 
eonvenient to any place down- 


. 
=H 
A i} 
o S 


town! 
4 


HANAN & SON 


FOUR STORES 
scare Screet, corner Washington 
Wabash Ave., corner Madisen 
334 Michigan Avenue, south 
(For Men) 24Dearbern Se,, south 




















By Lady Fashion 
? 
T™ few inches of silken charm 
that appear beneath the 
Easter costume can still further 
be graced by wearing hosiery of 
unusual distinction 
? 7 
HREE Easter suggestions in 
uncommonly fine hosiery 
of Hanan’s highest standards 


1. New Silk French Seam 
Hosiery, sounding the 
latest note of distinction 
best two shades, Almond 
and Gunmetal . . $3.75 
Sheer Chiffons, in shades 
to match or contrast with 
the most intricate cos- 
tumes $1.95 to $7.00 
Exquisitely made Silk 
Paris Clox and Hand 
Drawn Clox, in desirable 
shades . . $3.95 to $7.00 

? 

pee Eas‘er opportunity for 

children® shoes. All styles, 
all sizes, all prices, but only one 
standard of quality .. Hanan’s! 
Children's Department at the 
Wabash Avenue store, away 
from State Sereet crowds. 


‘ ‘ 


ICHIGAN Avenne 
WC inppen will find it 
most convenient to shop at 
our Michigan Avenue store, at 
the entrance to the McCormick 
Bidg., just north of Van Buren 
Traditional Hanan service for 
Women and Men amidst sur- 
roundings of quiet elegance. 


‘ 


INCEREST Easter Greetings! 

May the jey of the season 
carry threugh che length of 
the year. 


‘ _ 
HANAN & SON 


POUR STORES, 
Scate Sereet, corner Washington 
Wabash Ave., sorner Madison 
334 Michigan Avenue, sowsh 
(ForMen) 24 Dearborn Sc., ,awth 


Cnet rere ne em manera cen anema 











These “ads” illustrate how cold formality can be thrown to the winds 
withoul sacrificing dignity 





Austin, Tex... RS 


Burlington, Towa 
Hannibal, | 


St. Paul, Minn. . 
Columbus, Ohio 


Indianapolis, Ind 


|Laurel, Miss. 


Indianapolis, Ind. . | 


| 
Savannah, Ga... .| 
Birmingham, Ala. 


Chicago, Ill... . . | 





Asheville, N.C... 
Springfield, Il. 
erre Haute, Ind.. 
Evansville, Ind 
Macon, Ga... 
Gadsden, Ala.... 
Anniston, Ala... 


pee Rapids, Mich... 


rdeen 5. Dak 


Watertown, Wis............ 


Indianapolis, Ind 
Marshalltown, Iowa 
Greeley, Colo 

Sioux City, lowa 


Coldwater, Mich 
Kankakee, Ill 
Burlington, Iowa 
Hannibal, Mo 





St. Paul, Minn............. 


es 2 








TABLE A141—Freight rates on shoes 
(Any quantity per 100 pounds.) 





From Lynp, Mass., to 


Sept. 1, 
1913 





Pittsburgh, Pa 
Rochester, 


tll 


Springficl 
Chicago, 
Burlington, Iowa 
Marshalltown, Iowa 


id, 
Il 


St. Paul, Minn 
Columbus, Ohio 
Laurel, Miss 
Dallas, Texas 
Ashville, N. C 
Macon, Ga... 
Anpiston, Ala. . 
Watertown, Wis.. 
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Want Display Fixtures? 
Want Decorations? 
Want New Seating? 
Want Show Cases? 


lf you wish to be posted on’some of the newest 
things available along thesejJines—if you wish to 
know who makes them and what they cost— 
Write the Shoe Store Service Department of The 
Boot and Shoe Recorder. 


lf you wish suggestions on anything pertaining 
to store equipment or merchandising policy, the 
counsel of widely experienced and capable men 
on the Recorder staff and in the field is available 
through the Shee Store Service Department of The 
Boot and Shoe Recorder. 


No charge for this. It is part of the Recorder’s 
contribution toward getting more shoes sold 
right. 


If you wish suggestions, please give detailed in- 
formation upon which they may be based. If 
you desire only catalogs and literature, use this 
coupon for convenience, checking the items that 
interest you. 








USE THIS COUPON FOR CONVENIENCE 
Check the Items on which you wish Catalogs or Literature 


OStock Boxes 

DC Store Seating 

0 Metal Ceilings 

OWindow Valances 

0 Waste Paper Balers 

0 Office Appliances 

© Sales Check Books 

C Store Interior Decorations 
OWindow Lighting 

0 Intenor Lighting 
Electric Signs 

DD Adding Machines 
OPlay-Room Equipment 

OC Hosiery Cases & Fixtures 
oO oo Sn 

0 Foot Measuring Devices 
ODuplicators 


0 Store Arrangement 

© Store Front Construction 
0 Counters 

0 Shelving 

0 Show Cases 

OC Show Window Backgrounds 
0 Show Window Decorations 
0 Show Cards 

O Cash Registers 

0 Cash Carriers 

O Store Fixtures 

0 Window Fixtures 

O Glass Fixtures 

O Metal Display Fixtuses 
0 Store Ladders 

O Hosiery 





Fill out and mail to Shoe Store Service Department, “Boot and Shoe 
Reeorder,”” 189 West Madison Street, Chicago, Illinois. 
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Our complete new shoe catalog fixtures will be ready 
for distribution about August Ist. 


WRITE FOR COPY 
J. R. PALMENBERG’S SONS, INC. 
1852 — 70 Years — 1922 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 West Jackson Blvd. 26 Kingston Street 122 W. Baltimore St. 
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ShoePrice Tickets! 


Special Boxed Assortment of 
500 BLANK PRICE TICKETS 


(. S designs ~100 each ) 


with 3 PatentPrice Marking '$ 
and a Bottle of Lettering Pens a SL 


Mailed Prepaid ~-~ ~~ Send check with order 


Easy to make your own tickets with the Patent Marking Pen 
~anybody can handle it and make good looking’ figures. 


STANDARD SHOW CARD SERVICE. wc 
6433 Ravenswood.Ave. —— Chicago, Ill. 
— 4 Cord yy — 
nclosed fin #82 fo . 
of 300 Shoe Price Tickets with Fens ahd Lemeriag take 
name 
address 


City 











| 

















BOOT 
July and Cold Feet 


(Concluded from page 39) 

store will sell 50 per cent more white footwear during 
the summer of 1922 than during any previous year in its 
history. This merchant has watched the tendencies of 
his trade. Early in the season he put samples of his 
white footwear where people could see them, the sales- 
people showed them and asked the opinion of the 
customers as to which were the best looking and most 
desirable. He then placed duplicate orders on these 
particular numbers. The customers had them in mind 
and when the weather got hot they came in and bought 
them. 

In the opinion of this merchant August 10 is soon 
enough to start a sale on white footwear, excepting to 
put P. M. and cut prices on the short lots which should 
be closed out as fast as they become short lots and odds 
and ends. 

Keep busy finding out what people want and have it 
when they want it and they will buy it at a profit. 





Novel Parlor Shoe Shop in Milwaukee 


Milwaukee sets the pace for all American cities by 
introducing one of the most important improvements 
in retail shoe selling since the inception of the modern 
shoe store. 

A real parlor shop, with comfortable living room fur- 
niture, quiet restful atmosphere, and a unique selling 
method, opened at this city, Saturday, June 10. Olsen’s 
Parlor Shoe Shop for Men is the name of the new firm 
that handles exclusively, the agency for the Edmond 
Footfitter shoes in the city. 

Norman L. Olsen of Stockholm, Sweden, who has 
spent the greater part of his life in the shoe business, 
conceived the parlor shop idea from the exclusive men’s 
furnishing and tailoring establishments in London and 
Paris. 

The shop is divided into two rooms. The front room 
is a comfortably fitted parlor, with leather upholstered 
lounge chairs, magazine racks, cigars, cigarettes and 
ash trays distributed in comfortable order. No shoes are 
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in sight, the walls are decorated by tasteful oil paintings. 
In the rear room, or stock room, behind gray velvet 
draperies are all the shelves. In this rear apartment re- 
sides the “genius of good service,” a man thoroughly 
acquainted with the stock. The fitting stools in the 
parlor room are of special make, equipped with an elec- 
tric switch plate, the wires of which communicate with 
a dial in the stock room. The salesman takes the meas- 
urements, presses a button, in the adjoining room the 
size and style of the shoe flashes on an electric board and 
within a few seconds the shoes, cleaned and dusted are 
handed to the salesman by the stockman. The windows 
of the parlor shop, which will follow the conservative 
decoration schemes of the most exclusive establish- 
ments, are an interesting feature. 

“| have dealt with men in the shoe business for many 
years,” said Mr. Olsen in an interview, and I believe 
that I know what they desire. Men like comfort. Give 
them a cigar, a lounge chair, something to read, and 
they are content and appreciative.” 





Endicott-Johnson Building New Factory 


Endicott, N. Y., June 19—The Endicott-Johnson 
Corporation, has placed contracts for construction of a 
shoe factory at West Endicott where it has under way 
extensive housing developments. 

There is suitable land reserved for future factories 
and tanneries. The new factory will be four stories 
and basement, 400 by 60 feet. There also will be a 
one-story daylight cutting room. The factory wiil be 
completed next Spring, will employ about 1,000 and 
will have a capacity of about 7,000 pairs a day. 





Stopping Squeaks in Welts 


To stop a squeak in a welt shoe, a repairman slits the 
seam between the outsole and the welt, and holding the 
soles apart by a screw, or other wedge, blows some 
talcum powder between the soles. Then he sews up 
the seam again. The talcum powder works in between 
the soles, and stops them from chafing together and 
squeaking. 











APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U. S.A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Etc. 


‘“* THE BUTTON IN THE RED LINE BOX”? 


BOSTON: 133 Lincoln St. 


ST. LOUIS: Star Building 
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Page 
A Real Feature for State Conventions .60 


Southeastern merchants lead the way in 
showing how to lay out a buying program 


Our Paris Style Letter 


Skirts continue to lengthen and heels, of 
course, get higher. 


California Has Big Convention. .. ...66 


West Coast merchants have an unusually 
elaborate and practical meeting. 


The Recorder Shoe Store 
Ad-Visor Service. 
Doctor Marshall’s regular article on feet. 
Are Your Mute Salesmen Doing Their Best. 








¢ Jast Visiting with the Pabhsher 


Eleven thousand dollars a day to 
advertise chewing gum! That’s what 
William Wrigley, Jr. President of the 
William Wrigley, Jr. Company is spend- 
ing. What the “Gum-King” says about 
advertising is worth chewing over in 
your mind. 


“The judicious use of printer’s ink is 
the greatest selling force in the world. If 
you do business on a world-wide basis, or 
even in the locality encompassed within 
a few blocks, you have got to keep the 
people interested, or you won't sell them 
your goods.” 


Are you going to keep the people in 
your neighborhood interested »in your 
business this summer? 
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shuns the busy sections. 


never woven about Educator Shoes. 


demand Educators. 


rash register chimes. 


BOSTON 


RICE & HUTCHINS 


























SHOE® 





FDUCATOR 
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SPIDERS WORK FAST 





Dusty shelves and boxes that are never disturbed by 
customer’s demands, form an ideal setting for the weaver 
of stories of business failures— The Spider. 


Active stocks, Success—mean destruction of his work; he 


It is only natural that the Spider’s Story of failure is 


In Retail Stores 


they always occupy the “Busy” section. 
Fifteen thousand Retailers are supplying these remarkable 


shoes to a fast multiplying number of patrons who 


The Story of Educator Success is told to the tune of 


RICE & HUTCHINS, Ine. 


U.S.A. 


OUR NINE AMERICAN DISTRIBUTING BRANCHES 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 

Joseph I. Meany & Co., Inc., Phila, Pa. The Atlas Shoe Co., Boston, Mass. 
The, Rice & Hutchins St. Louis Shoe Co. 
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The Hazard of Business 


Uncertainty Is A Factor in Making Retail Merchandising 
the Most Alert of All Businesses 


HOE stores must be flexible in their service to the 
S public to capture patronage. If a run of wet 
weather retards a season the thing to do is to 
sell the public shoes suitable for the weather given us. 
With torrents of rain in the East and Southeast, the 
light, fancy footwear of Springtime proved that it was 
not serviceable for street wear. The satins and turns 
and cut-out slippers were like no-footwear-at-all. The 
merchant who had oxfords and pushed them was bene- 
fited twofold for he sold an extra pair as well as a 
slow-moving number. 

Strange too, is the fact that the limousine trade i in 

high grade stores is always best when the weather is 
wet. Those who have money and go in for sports find 
a rainy day opportunity for buying shoes. Likewise 
let it here be noted that the automobile and good high- 
way have done most to put the village shoe store out 
of business. 
Weather is the biggest factor in the sale of style 
footwear. When a merchant from Australia tells us 
that for the twenty-six consecutive week-ends of this 
Summer period, the rain descended and gloom covered 
the merchant, hotelman and the public, you get an 
idea of how hard a blow to business weather can hit. 

A run of rain in Florida was followed by a blaze of 
warm weather. Almost as quickly as the sunlight, the 
girls appeared in ginghams and silks, and white inose 
and slippers. White was so much in demand that the 
basic stocks of all stores were practically sold out in a 
few days. The call was then made for whites from in 
stock. Precisely the same experience will hit the rest 
of the country, for the sombre blocks hold the heat 
where the whites and light colors reflect and keep the 
body cool. The faith of the trade in whites rests upon 
a matter of weather as well as sedSep~ 


So much consideration has been given to patterns 
and light. weights in slippers that it is well to voice a 
caution. There may be a run of bad weather next 
Fall, and sturdy footwear and oxfords may be a matter 
of necessity. It is a hazard of weather to be caught 
short on utility footwear, for climate is a factor in busi- 
ness of considerable importance. 

As a hazard the coal supply looms up as an accessory 
to weather. Miners in the anthracite region have not 
been producing since last April, and the bituminous 
situation is no better. Will this mean anything to the 
shoe stores stock as well as to shoe store temperature? 
If the homes have inadequate heating facilities. will it 
mean heavier weights of shoes than the light, easy, 
fairy slippers now in year-round popularity? 

Another hazard often scoffed at—how about shoe 
deliveries this Fall? With less than fifty per cent of 
the factories in operation. some tied up by strikes and 
others by lack of orders—we face a possible demand 
for shoes with not enough style shoes to satisfy it. 
You can’t withdraw fifty per cent of production and 
hope to get in eight weeks an output from the balance 
to justify public demand if that demand is anywhere 
near the normal, or even approximately the needs of 
110,000,000 people over a three month period. 

This is a rich and fortunate country and it spends 
its money freely in normal times. Shoes are still the 
cheapest of wearable articles, considering the service 
they give and are supplied cheaper in the United States 
than they are anywhere else in the world. A buying 
demand of an average sort will clean out every worth- 
while style in a few weeks—and there is a possibility 
of such a demand this Fall. 

We have followed carefully the downward average 
of prices and can see, before long, the possible appear- 
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ance of an upswing. The level of prices of all commod- 
ities indicates somewhat of the same characteristics. 
The Recorder has kept a monthly chart of prices of 
shoes at retail. Here is what a clip of 1000 advertise- 
ments monthly reveals to our statistician: 


COMPARISONS OF RETAIL SHOE PRICES AS SHOWN 
IN SHOE MERCHANTS’ ADVERTISING 


1921 
June 15 Women’s $8.30 Average 
Men’s 7.80 ” 
Children’s 4.50 7 
1922 
June 15 Women’s $7.75 Average 


Men’s 7.00 4 
Children’s 3.50 = 


The hazards are too much those of the merchant— 
for the public, wanting the style of the momert in a 
shoe for the purpose, and at a price close to the mini- 
mum, is getting the better of the shoe proposition by a 
wide margin. 

It is time for the hazards to be corrected into con- 
siderate services—the public should pay a fair price 
for a worthy article based on its being a utility or a 
luxury. 


Is the Dollar Sale Fair? 


NE of the most demoralizing influences in the 
QO category of clearances is the “dollar sale.” The 
evil of jumbling together merchandise in July and 
August, and establishing a price at an almost impos- 
bly low value is even more apparent when you consider 
the following detriments: 

Every shoe listed at $1.00 depreciated the value of 
similar styles in your stock and in your neighbor’s 
stock—making the complete run of that novelty in 
that city valued at not more than $1.00. The public 
does not take into consideration the fact that the shoes 
are in odd sizes, and that the merchant is getting rid of 
them simply because his clientele does not contain 
enough regular customers. 

Once the “dollar price” is clapped on to a style, 
good-bye to every style which closely approaches it in 





appearance. 
There is no customer more unappreciative than the 

individual who buys a shoe at $1.00. That person 

knows that the shoe is only offered at that price as a 


last chance. To that customer the shoe is actually 
only worth $1.00. 

Too many shoes have been sold in retail shoe stores 
throughout the country at the $1.00 clearance price 
this season, and in a total disregard of prices or ethics. 

Sometimes a few shoes have been so priced as a 
malicious attack against a competitor who has dozens 
of pairs of that style on his shelves—everybody realiz- 
ing that clearance prices gravitate to lowest prices 
quoted. 

The attractiveness of the “dollar sale” is entirely 
worn out through the very fact that this sale is usually 
held so close to the height of the season that it ruins 
business for a full two months after being held. It 
seems almost inconceivable that Boards of Trade and 
Chambers of Commerce throughout the country would 
put their endorsement on “dollar sales,”’ and have even 
gone to the extent of preparing special window cards 
and special newspaper publicity enumerating the 
stores co-operating in this great economical wave cal- 
culated to bring thousands of strangers to a city or 
town on the strength of the “sales” bait. 

A dollar is an absolutely impossible price for any 
shoe as far as irftrinsic value is concerned. 

A dollar is an absolutely impossible price for any 
shoe no matter what its style or make, in the month of 
July. 

A dollar is an absolutely impossible price for any 
shoe, if the sale of that shoe demoralizes the entire 
retail shoe business of the community. 

A dollar is an absolutely impossible price for any 
shoe—except in the very last days of the season, when 
it would be folly to hold the shoe longer. 

Hundreds of merchants are falling in line with the 
program as outlined in the Recorder some time ago of 
directing clearances to the customers of the stores 
whose sizes are on record, whose likes are known, and 
whose appreciation would be of continued sales benefit. 





Help Us Protest Postal Taxes 


PPRESSIVE taxation on the nation’s press is in 

itself an indirect form of censorship and a step 
backward toward the dark ages. The publishers of 
newspapers an magazines have appealed to Congress 
for fair play in order that the needs of the reading pub- 
lic may be met. A bili known as H. R. 11965, intro- 
duced by, Congressman. M. :Clyde: Kelty of Pennsy]- 
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vania, is now pending in the Post Offices and Post 
Roads Committee of the House of Representatives. 
It provides for the reduction of the war taxes levied in 
the present high postal rates. The press of the coun- 
try protests against the severity of the imposition 
which tends to jeopardize its freedom of expression. 

Public integrity, political and social freedom depend 
upon the intel.igence and character of our citizens. 
The majority of American citizens are dependent upon 
the press for intellectual inspiration. An enlightened 
press will make illiteracy, isolation and superstition 
give way to progress and prosperity and thus strength- 
en the moral and social fibre of a people. To fulfill this 
mission it is necessary that the channels of communica- 
tion—the transportation of the mails—be kept open at 
reasonable rates for the newspapers and magazines. 

Continuation of wartime tayes on the press of the 
country is a matter which concerns every citizen. At 
the time the tay was imposed it was generally conceded 
that increases in the postal rates on second-ciass mat- 
ter were wholly without justification in economics or 
political equity. The increased rates were imposed 
simply as a war emergency measure and such a tax 
cannot be defended three years after the cessation of 
hostilities. The mode of assessment clearly violates all 
equities of contribution. The war tax on second-class 
mai) subject to zone rates was made in the form of four 
successive annual increases that constitute an increase 
from 100 per cent for the initial zone to 900 per cent 
on the last zone, and this war tax has in no way been 
lessened. Of the taxes levied to defray the war ex- 
penses, experience proved certain impositions to be so 
unduly burdensome or unworkable that they were 
most aptly referred to as “nuisance taxes.’’ Whose re- 
peal at the earliest possible moment was urgently 
demanded. 

The contention that it is a tax that can be shifted to 
an advertiser is obviously unsound. It cannot be 
passed on to the advertiser for the very reason that it 
is levied on only a part of the advertising in newspapers 
and periodicals, and for the further reason that the ad- 


vertising rate is determined not according to the cost - 


of delivering the publication to subscribers, but accord- 
ing to the number of subscribers and their potential 
buying power. This advertising rate is ever governed 
by competition with rates for advertising in non- 
mailed and therefore un-taxed newspapers and periodi- 


cals and the other am-taxetl means 6f-advertising such’! 
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as billboards and posters, as well as the cost of a ter- 
native methods of promoting sales and publicity by 
additional sales agents, discounts to trade prizes, win- 


dow displays, sampling, etc. The conclusion that this 
tax in the form of an excess charge for the advertising 
portion of newspapers and periodicals distributed 
through the mails can be passed on to the advertiser 
whose announcements are thus carried is untenable. 
Based on value, or ability to pay, reflected in revenue, 
the tax would have to be gauged not on weight or on 
distance, but on high or low avdertising rate and 
change constantly with changes in those rates. 

It may be accepted as established by the practice of 
the post office in other countries as well as in the United 
States that efficient postal service adequate to the needs 
of the government in its own operations and available 
to all who may care to share its benefits is the first con- 
sideration. It also follows that, subject to the condi- 
tion that sufficient means to carry on are requisite. 
postal revenue is a secondary object to be kept in view, 
the greatest net revenue being usually obtained through 
the most extensive patronage producing the largest 
possible volume of business and that it is aggregate 
revenue that counts most rather than revenue from any 
particular item of service or from service rendered to a 
particular class of patrons. 

The fact must not be overlooked that the revenue 
accruing to the post office from its operations need not 
be direct or paid in postage or in money to be meas- 
urable and that the indirect returns are specially rote- 
worthy in connection with the distribution of second- 
class mail matter. 

There is an inter-relation of postal traffic whereby 
one class of business leads to, or “produces,” additional 
business. Second-class matter carried at low rate, 
being publications issued at stated intervals going to 
regular readers or newspapers and periodicals, “‘pro- 
duces” large quantities of letter mail paying the highest 
rate of postage. 

The report of the Penrose-Overstreet Commission, 
(a congressional’ organization) refers to the fact that 
“second-class matter is itself the cause of a great vol- 
ume of first-class matter upon which the department 
reaps a handsome profit.”’ 

It has been aptly said that while the freedom of the 
press remains, “we cannot be enslaved, when it is im- 
paired or diminished we shall soon cease to be free.” 

(Continued on page 83) 
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What to buy 
pions Why! 





Left to right—M. A. — of Charleston, S. C.; Louis Funkenstein of Atlanta Ga.; R. R. Wilkinson of Palatka, 


> Werner S. Byck of Atlanta, Ga., 


and Charles Davis, of Tampa, Fla. 


A Real Feature for State Conventions 


HE final feature of the Convention of the South- 
TY eastern Shoe Retailers’ Association was by far the 

most practical and promises to be in the future 
a new and valuable attraction to conventions~ Last 
year at Atlanta the idea was introduced into the Con- 
vention by Ridley R. Wilkinson. It was not scheduled 
on the program but came as a brilliant inspiration to 
take the place of a feature which did not materialize. 
This year it was made a part of the program with a de- 
liberate committee charged with the collecting of sam- 
ples to picture to the average merchant and average 
Fall stock of shoes for the Southeastern corner of the 
country. 

Selecting Styles 

W.S. Byck, Atlanta, Ga., chairman; Louis Funken- 
stein, Athens, Ga.; M. A. Condon, Charleston, S. C.; 
Charles Davis, Tampa, Fla,; J Nick Jones, Mont- 
gomery, Ala. 

Vr. Byck—This feature of the convention is not for 
the benefit as a whole, or even in part, of the merchant 
in the city of practically fifty to two hundred and fifty 
thousand population, because there we have to fight to 
keep from buying more than we ought to have, as every 


body seems to think the big city is the mecca where 
they should get business. This analysis of style is to give 
an idea to the merchants in the city of from 3000 to 
20,000 population of what we consider a line of mer- 
chandise they can buy, and upon which they can do 
considerable business. Now in some States some of the 
shoes that will be shown, might not suit, but the idea 
was to try and gather up as comprehensive a line 
as was possible so that it would suit, practically 
every place. 

We have tried to embody in this exhibition, what is a 
practical demonstration of good selling merchandise 
and styles from infants up to men, and also to embody 
the ideas as laid out in the ladies’ line from what was 
learned at the style show held in New York. No other 
convention has ever brought to your very eyes, the last 
minute styles, and the opportunity of selecting mer- 
chandise which you can safely buy as you will find here 
provided you have not already bought from the sam- 
ples which the traveling men are showing in this hotel, 
and the other hotels in the city. Now, I will turn the 
exhibition over to Mr. Funkenstein who will explain 
the infants’ and growing girls’ line. 
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Analysis of Children’s Styles 


Mr. Funkenstein—We have selected, for growing a 
girl’s shoe, a low tan on which you can have either a 
buckle or a button strap. In oxfords we have selected 
a Russian calf, plain toe, but we are going to reverse the 
style and trim the shoe with a tip on it. We believe with 
these styles any man can successfully sell any customer 
or growing girl shoes, adding two straps and two ox- 
fords. In the misses’ styles we have selected a patent 
leather strap. Some dealers have a demand for white. 
We believe this one style will cover all the demand for 
misses’ party shoes. I believe there will be a demand for 
a growing girls’ boot, both in the better and cheaper 
grades. 

In misses’ boots, 1114 to 2, we have selected a Rus- 
sian calf and black patent leather. My experience is 
that Russian calf is the best offer, but I believe with 
Russian calf and black any merchant can get by. 

I also have here a little boy’s shoe on the scuffer style 
from 81% to 2, in tan for rough wear. 


More Color in Children’s Shoes 


In the infants’ shoes, 2 to 5 and 5 to 8, I believe you 
should buy shoes with different color tops, buttons and 
laces, buttons best, I believe there is a demand up to 8 
in shoes of this calibre. I also have white canvas and I 
think every merchant should have these in his stock, as 
there is always a demand for them. 

Russian calf in 5 to 7 and 8 is the best selection in 
children’s shoes. We also have the same thing in patent 
leather, which I don’t believe is as strong as the tan. 
We have also the kid, but I believe the price is prohibi- 
tive. Then we have the first step, which I believe should 
be bought in white kid, tan kid and black kid. This 
conciudes all that we have in children’s, misses’ and 
growing girls shoes. 

Question from the Floor—Mr. Funkenstein kindly 
show the shoe you had for growing girls. What do you 
think of that in satin? 

Mr. Funkenstein—I think a little higher heel in satin 
would be good, with a buckle or button strap? I believe 
button is best in this class. 

President Wilkinson—Gentlemen, we want every 
idea possible brought out on all these shoes. We want 
everybody to feel at liberty to ask any question. Any- 
thing that might apply in your special location that 
has not been brought out, may be of benefit to every- 
body here. 

A Delegate—I find that tan kid 5 to 8 is better than 
tan calf. : 

Mr. Funkenstein—But the kid costs so much. 

A Delegate—What do you think of laces 5 to 8? 

Mr. F.—I do not sell many laces. 

A Delegate—But they support the ankle so much 
better. 

A Delegate—What do you think of heels on 11 to 2? 

Mr. F.—1 buy everything to 13 with a little heel. 

A Delegate—6-8> 
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Mr. F.—No, about 4-8 on 13% to 2. 5-8 is a good heel 

in misses shoes. 
A Little Disagreement 

A Delegate—Mr. Funkenstein I disagree with you 
for this immediate section on your little calf shoe, I 
believe you said that was the best seller in 3 to 5 and 8? 
In this section patent leather will sell 60 to 75 per cent 
ahead of it. 

Mr. F.—I don’t know about Georgia and Florida, but 
I believe the men from Alabama and South Carolina 
will tell you the tan is the best seller. The salesmen I do 
business with told me he was doing his best business 
on the tan calf shoe. 


Mr. Byck Summarizes Debate 

Mr. Byck—The point is not as to what other sections 
sell, this is mainly an exhibition giving an idea as to 
what would be a fairly complete line of the proposition. 
It is not a question as to whether brown calf or brown 
kid is the best, the idea was to show what we considered 
the better sellers. We understand everybody should 
have one little shoe which we call the first step. Now 
the dealers in the larger cities will have four times as 
many styles as are shown here, that is because their 
trade is bigger and demands more, but if the man in the 
smaller town buys one infants shoe, in black and 
brown, whether he buys in black or brown calf or kid, 
or must have patent leather or all over white canvas, 
that must be according to his trade requirements. 

A Delegate—Mr. Byck what is your idea of the per- 
centage of oxfords for misses to be used for general wear? 

Mr. Byck—Are you speaking for early Fall or Fall 
and Winter? 

A Delegate—Fall. 


The Flapper Comes Alone 

Mr. Byck—35 per cent oxfords and 65 per cent high 
shoes for misses. The mother comes with the misses, 
and the flappers come alone. That is my experience. 

Now, in the boys shoes we have a conservative Eng- 
lish in a brown. Now this can be lightened up in color 
just as the dealer thinks best for his locality, but this 
struck us as just about the right shape for a boy who 
wanted a shoe not too English. 

Now, here is what is considered a more stylish effect 
in a brogue type last, and which we think a store ought 
to have in some cities and we think a store could get by 
with having just this one. Whether they should have 
any black is according to their own ideas. I believe that 
75 per cent should be in colors and 20 per cent to 25 per 
cent in the black. We did not bring any little gent’s 
shoes down, but they are just a little fuller than this. 
Boys want to imitate the men, therefore we have a 
boys oxford which I think is fairly good, which some 
stores can carry in order to sell up to October and 
November selling. Here is a shoe that there is a great 
demand for in boys and little gents, a little gent’s 
army shoe. Whether it is a big city or a small one that 
shoe will be a splendid seller. 
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Proportion of Black for Boys 

1 Delegale—Mr. Byck, what do you think of boys 
black shoes? 

Mr. Byck—Little gents? About 30 per cent black, 
70 per cent brown. Boys’ 20 per cent black and 80 
per cent brown. 

A Delegate—How about little gents patent leather? 

Mr. Byck—Go very light. 1 do not think the little 
towns need any patent leather, but there is no question 
that the larger cities cannot get along on the black and 
brown. What we have tried to show up more than any- 
thing else is the question of toes in boys as well as the 
mens shoes that I am now coming to. Now, whether 
you add blacks in kid, in gun metal or patent leather, 
that is all left to the dealer if he thinks it well to sweeten 
up his stock in the other proposition. 


The Range of Men’s Shoes 

Now in men’s shoes, we selected this model to show 
the shape of the toe in men’s calf, not necessarily the 
oxford. | am referring now to high shoes for men and if 
a dealer buys a shoe with this toe he can get by, now 
whether he will have to have it in black, whether he 
will have to have it in a lighter shade, he will be the 
best one to judge. The next thing is a plain shoe, or some 
other toe, which can be used in a blucher. I am referring 
to high shoes again, and this is a particularly comforta- 
ble last and a great many here have it on, or a shape 
that is similar. 
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Here is what is called a semi-brogue, with a wing tip, 
but we all know practically, that the wing tip is gone. 
This is a modified brogue last. For most towns and 
particularly the college towns, the full brogue without 
the wing tip should be used, as this showing the perfor- 
ation, the pinking, the boxing, etc., and showing the 
bottom and everything that would be right on it. Now 
that is all for the high shoes. 

Personally, in buying low shoes for Fall, 1 think that 
line should be kept up as heavy, I mean in weight or 
sole, as to the man’s individual ideas as to what oxfords 
could be sold in his location. Now, as to whether he 
should have black, some people say black 1s coming 
back and is stronger than it was, but this is problematic. 
Now we come to another proposition which is a little 
foreign to this and that is this—we are approaching the 
time now when a lot of you fellows are going to go home 
and cut prices on oxfords which you will probably have 
to buy later. If you have any odds and ends or broken 
stock you want to sell, don’t put your oxfords in the 
sale, because if you have any money to give away the 
Southeastern Shoe Retailers’ Association can use it. 

A Delegate—Mr. Byck, what about an army shoe? 

Mr. Byck—In the men’s? We have it in the boys’ and 
if a dealer has to have a mans shoe like this, he buys it 
in the same Jast. Strictly speaking I don’t think much 
of an army shoe. We have been carrying men’s shoes 
like this, but we cannot bring up all the styles in men’s 
shoes for if we did it would muddle the minds of a 
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great many people who cannot carry all these styles. 
We are giving here the basic ideas of toes. last and color 
combinations that will suit the small merchant and that 
the larger merchant can build from, either take away 
or add to it according to the demands of his trade. 


Women’s Shoe Analysis 

Mr. Byck—Now this other proposition is a pippin. 
In the women’s end of the proposition we are a little at 
sea, just a little. I know some of these traveling men 
would like to tell them just exactly what the people are 
going to buy and they would go home and get new 
samples. We won’t mention anything as to the price of 
shoes, or anything more than the kind as we are talking 
about the selling of the coming season which is in vari- 
ous localities from the first of August to perhaps the 
middle of October and in other localities like Florida 
and Southern Georgia where the weather is warm, 
probably from the first of September to the first of 
November. Now we think for early Fall wear, as you 
know, oxford ties in black or brown are not very much 
of a seller, but we all feel that we will need an assort- 
ment in the Fall and black oxfords should be added, the 
same thing applies to brown. Here are two soles that we 
think are good. You will observe that we have not 
brought out any boots with long vamp or pointed toes. 
Now as to what prices these shoes will sell for that is 
left to the community in which you are catering. 

Now we came across what is a very pretty low shoe 
and we brought that in a combination showing the 
various shades of the combination of brown and beige, 
brown and champagne. etc. 

A Delegate—Mr. Byck what about the heels on those 
two oxfords? : 

Mr. Byck—These heels are just about right for high- 
grade shoes, about 1 5-8 military. We would not suggest 
a high grade shoe to go above 11% or 1 5-8. Now here is 
an oxford tie which we thought was very pretty, the 
toe, the boxing and facing. We think anybody who 
buys a shoe of this description in either the small or 
large town, will sell it. 

A Delegate—What height heel on that last one? 

Mr. Byck—About 1 5-8. Now this is strictly a walk- 
ing shoe with a heel from about 1’ to 114—strictly a 
walking oxford, different from the 1 5-8. 

A Delegate—While you are on oxfords do you think 
it advisable for a man to carry a corrective shoe? 

Mr. Byck—I would not like to be drawn into that 
‘iscussion as that would be playing a particular game 
as there are a lot of people who sell them and I would not 
like to go on record as saying you could or could not 
sell them. 

Straps Are Good 

Mr. Byck—It is a safe bet to buy them for future sell- 
ing. The gentleman who will follow, will take] up that 
and will take up the present mode and the coming mode 
as we saw it. 

Now there is a muted question as to whether this 


heel will be good: Some'of the committee thought that | 
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this heel was in such marked demand in certain sections 
that it would be good in August and September. We 
believe from what we have heard that strap slippers, 
that is one and two strap slippers, with and without 
cut-outs, will be good during September and possibly 
up to the middle of October. We cannot tell you after 
that time as to what is going to be the thing, you will 
have to be governed by conditions in that in your local- 
ity and as to what the traveling man is showing or the 
demand in your locality. We think that with or without 
the cut-out, quarters will be good and as to the heel 
you will have to use your own discrimination. 

Now the best bets we can get for early Fall, as 
the way we see it, are patent leather straps, satin 
straps next and next black kid and brown kid. 

These four are going to be good in straps with military 
wooden heels 11% to 1 5-8, from the middle of September 
to the middle of October, the satin, we think, would go 
better with the Junior Louis heel than on the wooden 
military heel and would carry 134 Junior heel and could 
go up as high as 1 6-8. There is considerable opinion that 
the low heel is gone. There was considerable discussion 
that the low heel was saleable up to the present time, 
but we did not feel that we were a unit on the subject 
and we pass that up for the convention to decide. 


Low Heels are Good 

A Delegate—Don’t you think there will be 
sufficient demand that each man can market 
each pair of low heels he has without a loss. 

Mr. Byck—Yes, they are ideal to wear at this 
time of the year. 1’, 6-8, 7-8. I don’t think a heel 
will come so low that we will not be able to dispose 
of them. There is probably as much demand for 
the low heel as there has ever been. 

Mr. Condon—I was a little at variance with the 
committee on low heels. I would say that heels 
around 6-8 and 7-8 can be sold at full price right 
now, every pair, but certainly in buying for Fall 
I would buy 8-8. 

Mr. Byckh—Now here is a pretty patent leather slip- 
per with a light welt sole and a strap which is orna- 
mented well and the shoe has a low heel, which the 
committee thought would make a splendid walking 
shoe. We also felt that this in a brown would make a 
very stylish strap slipper with a slight difference in the 
strap. We also think that a certain amount of two straps 
will be sold but with the heel about 44” lower than 
that is on this sample. 

Now that takes up the practical staple features of the 
propositionIf yew had talked about oxfords and 
straps for Winter 15 years ago they would have 


‘thought you were crazy, but now we have them 


the year around and we have to submit to it. 
Now on these shoes we have a combination of patent 
and beige, patent and gray, patent and fawn, brown © 
and fawn, etc., which is something that we want to pass 
on to you for your own discrimination. Some people 
‘ (Continued on page 83) 
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Style In 
the 


Making 
In Paris 


Winter line. For the last two weeks, the city 
has been full of American buyers. 

No radical change in silhouette is to be anticipated, 
the models thus far shown, in all cases, continuing the 
long slim line. The most significant change to note 
is a marked effort to raise the waist line to normal and 
the continued determination to lengthen the skirts. 
The new tailor skirts remain flat at the back, straight 
at the sides, with fullness from the knees to the lower 
edge across the front only. 

The average length of the new tailor skirt is from 
six to seven inches off the ground. Many are even in 
ankle length, but this length being rather awkward 
will hardiy be adopted by the smartly dressed women. 
All that can be said is that the designers are trying it 
out, but that the skirt longer than six inches from the 
ground will not be worn to any extent in the street this 
season. For evening, however, skirts cover the ankle, 
and in the majority of cases touch the floor. Many of 
the evening skirts are still made irregular in length at 
the bottom. 


Pvc dressmakers are now working on their 


Following the Trend 


Styles in shoes follow the general trend of styles in 
costumes; that is to say, there is no important change 
to note in the shape. The low shoe still holds the field 
and both the strap styles, the Colonial and fancy tongue 
shapes and the oxfords are worn. The sandal styles are 
less conspicuous for street wear, being largely replaced 
by plain pumps, but are still extensively worn for the 
evening. 

The medium pointed toe and the medium long vamp 
with 234-inch military heels are favored for street 
wear. For evening, the French heel is used with the 
same medium long pomted vamp as for street shoes. 

Generally speaking, the smartest shoes are very 
simple and are trimmed with self tone stitching, or are 
absolutely untrimmed. 

The plain black or brown suede pump and the black 
suede oxford have latterly been conspicuous at a.l the 
“fashionable gathering places. This is interesting as 
the suede shoe for the last two seasons has been prac- 


tically dead. It must of course be understood how- 


ever that although suede is worn by many of the ultra- 





Lengthened 
Skirts 


Bring Higher 
Heels 


fashionable women, the patent leather is still the great 
quantity selling article. 
Interest in Colored Kid 

In addition latterly a certain revival of interest in 
colored glace kid pumps or single strap slippers in glace 
kid has been noted for day wear, notably navy blue 
glace kid which is worn with navy blue suits or tailor 
dresses. As navy blue is again coming into favor for 
garments, it is possible that these navy blue kid shoes 
will also be worn to greater or less extent for the next 
season. At the present moment of writing, however, 
although the brown suede slipper and the blue glace 
kid pump are worn occasionally, the black shoe either 
in patent leather or in suede dominates all fashions in 
shoes, and are invariably worn with beige or rose taupe 
silk stockings. 

Buckles this year are much less in evidence. Whea 
worn, they are generally small and inconspicuous. In 
fact, buckles are now, to a large extent, replaced by 
smali plaques or disks of carved metal, of cut steel, or 
jet, or smal] jeweted buttons. 

A new style of buckle is being launched in oblong or 
oval form which is placed on the shoe with the narrow 
edge attached to the shoe to form a long narrow 
tongue. This style is being pushed in the endeavor to 
stimulate interest in buckles; but although shown by 
all the high class shoemakers, the style has as yet not 
been endorsed to any extent by the French women 
who continue to wear single strap slippers or pumps 
with small discreet ornaments. 


Elaborate Evening Footwear 
For evening wear, slippers are very elaborate and 
two or more fabric combinations as well as two color 
combinations are prominent. 
Silver brocades on white are very fashionable. 
Black with silver is also in demand. Plain satin slip- 
pers are featured, trimmed with incrustations of col- 


_ored leather, colored velvet or metal. 


For Summer, the white shoe trimmed with black, or 
with a color, and the all white shoe lead. The white 
shoes are similar in styles to those for town wear; that 
is to say fancy tongue effects, strap slippers and ox- 
fords are all shown. 

White buckskin shoes in fancy strap effects, stitched 
in color and with colored heel are well represented, 
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but in general preference is given to black and white, or 
to all white. 

Blue and scarlet, and black and scarlet combinations 
are a'so a marked note, and with these costumes are 
worn blue or black slippers trimmed with scarlet. 

The blue slippers are in glace kid, the black slippers 
are invariably in patent leather. 

Although suede shoes have been practically dead for 
the last two seasons, the suede slipper in black, also in 
color is again coming into vogue, and many of the 
fashionable women at the races were noted wearing 
plain brown opera slippers in suede with high Lovis 
heels. 

Colonials Fashionable 


Colonial ties in black suede are also fashionable, and 
are worn with plain silver buckles, or with biack crystal 
buckles. 

' All of the sandal effects still continve to be the vogue. 
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There is quite a marked fee,ing in Paris for blue glace 
kid trimmed with white. 

For evening wear, colored velvet slippers, and velvet 
slippers combined with plain metal cloth, also plain 
satin slippers, are the three prominent types. The 
majority of the evening slippers are in the sandal ef- 
fects, with fancy straps over the instep, or are in the 
plain opera style with small bands jeweled, or of flow- 
ers, used as ornament on the toe. 


Although quantities of very elaborate fancy tongue 
effects are featured in tulle, in beaded styles, and in 
ribbon for evening wear rooted in solid jeweled plaques 
very few of these are worn by the fashionable women. 


Jeweled heels and much trimmed heels are a marked 
note of evening slippers. These fancy heels are used in 
conjunction with plain untrimmed satin or velvet slip- 
pers. Occasionally these slippers have a toe trimming 
recalling the trim of the heel. 
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California Has 


Big Convention 


Retail Shoe Merchants Adopt Unusually Definite Style Program 


at Meeting 


Retail Shoe Dealers’ Association was held at 

the Maryland Hotel, Pasadena, June 20, 21, 22. 
The various committees in charge of the arrangements 
spared no effort to make this convention one full of 
inspiration and helpfulness to the retail shoe merchant, 
and it was undoubtedly the most comprehensive gath- 
ering of its kind ever held in the State. 

The convention chairman was Fred E. White of the 
C. H. Wolfelt Company, who opened the session 
Tuesday morning, and then turned it over to the various 
speakers, among whom were Al Katschinski, president 
of the C. $. R. A., and C. K. Chisholm, president of the 
N.S. R. A., who came all the way from Cleveland to 
attend. 


T E fourth annual convention of the California 


Present-Day Problems Discussed 

Mr. Katschinski’s address dealt with present-day 
problems of the retail merchant in California, while 
Mr. Chisholm chose as his subject “Stabilizing Your 
Business,” and advocated scientific buying and the 
use of analysis charts. An incident of more than usual 
importance was the invitation extended to C. W. 
Evans, chairman of the Railway Committee of the 
National Shoe Travelers’ Association, to speak. 

Mr. Evans related the efforts of his committee in 
securing the passage of the bill granting a 25 per cent 
reduction on the mileage to the wholesale user of mile- 
age. Next came the report of the style committee, 
headed by Chester Herold, chairman, for shoes to be 
sold up to approximately November 1. This was the 
general average for the entire State, although in many 
instances the North and South were at variance as to 
percentage, owing to climatic differences. The report 
follows: 

Welts in strap effects, 70 per cent. 

Oxfords, 30 per cent in strap materials, divided into 
solid colors and combinations as follows: 


One and Two Straps Both Good 


First. black kid; second brown kid; third patent; 
fourth, medium brown calf. In combination: First, 
fawn ooze with brown kid or brown calf; second, dark 
beige with tan calf; third, R. gray with patent or gun 
metal; fourth, L. ooze with brown kid; fifth, black ooze 
with patent or gun metal. 

In calfskin, 10-8 to 12-8 heels; in patent ooze or kid, 
10-8 to 14-8.It was the general consensus of opinion. 
that patterns would be pretty well divided into one 
and two straps. 

» Welt: oxford materials were classified as follows: 


in Pasadena 


First, black kid; second, brown kid; third, sport 
combinations; fourth, medium brown calf; fifth, pat- 
ent; sixth, gun metal calf. 


Heels 8-8 to 14-8 


Heels to be 8-8 to 14-8. with the 8-8 to 10-8 classified 
as sport heels, and 11-8 to 14-8 as regular street heights. 
In turns, low lasts, medium narrow to medium wide, 
depending on height of heel. Heels 40 per cent box- 
wood to 60 per cent French, which would include any 
curved heel, such as Spanish or semi-Spanish. Mate- 
rials in boxwood heels: 

First, patent; second, combinations such as brown 
kid with fawn, gray patent with fawn; third, black 
kid; fourth, black satin; fifth, L. ooze; sixth, black 
ooze. In Louis heels: 

First, patent; second, black satin; third, combi- 
nations such as L. ooze trim and fawn shades; fourth, 
black kid; fifth, brown satin; sixth, brown and bronze 
kid. 

Limited Number of Colonials 


Boxwood heel patterns will consist of one and two 
straps with variations. French heels will be one and 
two strap effects, with a very limited sale of Colonials 
in high-grade footwear. In evening slippers the pat- 
terns will be straps, and the material as follows: 

First, black satin and black satin brocade; second, 
silver brocade; third, black satin beaded; fourth, gold 
brocade; fifth, white satin. 


Men’s—85% High Shoes 


Ninety-three per cent of staple shoes, including or- 
thopedics, will be low. In men’s the general average 
will be 85 per cent high and 15 per cent low. In high 
shoes, 33 per cent black and 67 per cent tan. In low 
shoes, 20 per cent black and 80 per cent tan. 

Materials in high will be as follows: 

First, Russian; second, black kid; third, brown kid; 
fourth, gun metal. 

In low shoes: 

First, Russian: second, Tony red; third, Tony brown: 
fourth, black calf; fifth, patent; sixth, brown kid; sev- 
enth, brown and kangaroo. 


Style Show in Theater 


Patterns—custom English and broguish type. 

The style show held at the Raymond Theater in 
the evening was a very creditable affair, some thirty- 
eight exhibitors being represented as follows: 

Johansen | Bros. Shee Go.,:0i;Launer; I. Miller and 
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Sons; Burrowes Shoe Co., Mr. Penselson; Johnson, 
Stephens and Shinkle, M. Montgomery; Lavalle and 
Lopresti, C. E. Evans; Bliss and Perry, L. E. Coch- 
rane; Utz and Dunn, G. C. McAtee; Selby Shoe Co., 
A. V. Wolcott; Julian and Kokenge, Carl Mason; Kurz 
and LaPidus, H. C. Marxmiller; Krohn and Fech- 
heimer, Soi. Berner; George W. Baker Shoe Co., A. F. 
Ailcott; Lewis Shoe Co., A. F. Elliott; Laird Schober 
Co., Mr. Coppage; Watson Shoe Co., Charles Cook; 
Boyd-Welsh Shoe Co., “Jim’’ Daugherty; J. and T. 
Cousins, Jack Hotner; J. P. Smith Shoe Co., Charles 
Smith: A. V. Shotwell & Co., A. V. Shotwell. 

A runway was built over the orchestra seats, and 
live models clad in appropriate costumes displayed 
the different shoes during the short intermissions; 
music and vaudeville stunts were a feature. 

Mr. Rogers of the C. H. Wolfelt Company was 
chairman of the committee in charge of the style show. 


No Heavy Buying 


There were over one hundred exhibitors at the con- 
vention, many of them showing the shoes which were 
displayed at the Brooklyn show recently. 

Buying was rather sporadic and hardly equaled ex- 
pectations, but a great deal of interest was shown and 
each exhibit carefully inspected by the lookers. Noth- 
ing new was shown, unless periwinkle blue and the 
turnback cuff oxford could be so designated. A great 
deal of interest was shown in a locally made shoe. 


Round Table Lunches Held 


At Round Table lunches the following subjects were 
discussed and later reported on: — 

First, exchanges, returns, and adjustments; second 
turnover; third, compensation of employees; fourth, 
stock-keeping systems; fifth, buying problems; sixth, 
disposal of unsalable merchandise: seven, overhead. 

The action adopted recently in San Francisco by 
the retail shoe merchants in regard to returned mer- 
chandise was thoroughly discussed and turned over to 
the Resolutions Committee. 

As used in San Francisco, this method provides that 
merchandise must be returned for exchange or credit 
within four days. It has worked very successfully in 
the Bay City, and Los Angeles shoe men will promul- 
gate a rule along similar lines to minimize the return 
merchandise evil. 

A banquet served on the lawn of the Maryland Hotel 
was an enjoyable feature at the day’s close, at which 
the principal speaker was Jas. W. Foley, the poet. 

President Chisholm’s address was one of the most 
interesting of the first day’s speeches. In discussing the 
stabilization of business, he said: , 

“In all branches of industry there have come in recent 
months radical changes in methods of successful pro- 
cedure. We, of the retail shoe business, recognize these 
changes are necessary, and that these changes are here, 
and it is with fore-knowledge of this fact that 1 am sub- 
mitting herewith definite: reconimendations which 1 
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believe to be practical and applicable to every shoeman 
in our country. 

The eventually expected shifting of the sellers’ mar- 
ket to that of the buyers’ market once more brought us 
the “go-getters” age. The shoe manufacturer has his 
problems—the retailer, his. In the past, the dealer has 
doubtless played a greater part in helping to serve the 
ambitions of the manufacturer than vice versa. 

With the epidemic of the manufacturers’ style pro- 
moting “to keep the factory going,” it has become a 
debated question whether that has served its purpose, 
or proven a partial boomerang in the difficulty for 
dealers to remain solvent, to the eventual disadvantage 
of the enterprising manufacturer. 


Style “Fever” Deplored 


The style fever, to the detriment of the staple mer- 
chandising, is analogous to the case of the woman or 
flapper who pays all attention to the complexion and 
ignores the physical health. The style angle has to take 
a tilt immediately, if both dealer and manufacturer 
would retain their normal financial condition. The in- 
flated turnover of fads should not blind the dealer to 
the regular turnover of the stock—better to cut out the 
experimenting and the gamble, than to cut out your 
profits. There is not much blessing in guessing. 

One of the acknowledged, most successful buyers of 
women’s garments in the country (with the same vital 
style and size problems, as the shoe merchant), re- 
marked that the wonderful progress of this department 
was due, firstly, to buying only to the greatest degree 
possible such merchandise as he was sure to sell at a 
profit, and to not being influenced by quantity price, 
because that never compensates for losses from left- 
overs. Secondly, intelligent (or I might more gener- 
ously term it), scientific buying, because his card 
records, by each firm, told him instantly how many of 
each concern’s goods he sold at regular mark-up; what 
proportion at a mark-down; record of sizes sold; at 
what prices, also, a record of successes compared with 
other firm’s goods. He knew, and that is why he grew. 

Instance No. 2—A clothing merchant in Wooster, 
Ohio, could not understand why his hat department 
would not show a better profit. During a special sale I 
noticed most of the hats were of the Jarger sizes left 
over. | suggested to him that in the future, his men keep 
a record of the sizes of the hats sold. He was losing sales 
on account of buying too few of sizes in demand, and 
buying too many of the larger sizes. This latter infor- 
mation has enabled him to buy with the least possible 
chances of lost) sales and mark-downs. The average 
dealer has a record of stock on hand and a record of 
his buying, but not sufficient information about the 
sales to guide him in his buying. 


Wise Buying Defined 


For instance: Some time ago I overheard a prosper- 
ous shoe merchant at an lowa Convention salesroom, 
on being importuned to buy a certain number of pairs 
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of shoes of a new style remark, ““There are just about 
12 or 15 women | know in my town who would buy 
these shoes. Give me just ten pairs. 1 would rather Jose 
the sale on two or three pairs than lose the profits on 
three or four left-overs.”’ Wise buying, I would say, be- 
cause, remember this! The real profit is made on the last 
quarter of a dozen of any article—if you sell 20 per cent 
of your purchase at a mark-down, you are swapping 
dollars. 

Fad-buying breeds overstocking and the underselling 
of regulars which is one of the cancers in the profit sys- 
tem, and our living, bear in mind, must come from the 
nel profits. Better be “out” of a few fads than many 
dollars because, remember, you make money on the 
shoes you consciously buy, not what is “sold’’ you. The 
latter usually make the mark-downs. Leaks and losses 
are seldom represented in staples. 

The time is here when we should recognize more 
science in buying, as well as we have been recognizing 
science in merchandising, and instead of considering 
the style angle only, let us constantly bear in mind our 
clientele, our volume, our population, competition and 
past outlets. We have certainly been over-playing style 
spasms, far beyond the possibility of practical and prof- 
itable consumption by the entire class, while aiming 
only at a certain style. Wehave only to review the past. 


What is “Over-Merchandising?”’ 

For instance, when high toes for women’s shoes were 
in vogue! Everybody showed them at various prices. 
Dealers thought and bought high toes in various types 
and leathers to the exclusion of any thought of how 
many actual possible sales there were in the entire city, 
and not sufficient thought was given to the trade for 
which they were best adapted, or any consideration to 
the amount of trade who would not be interested. 

This kind of thinking and buying naturally meant 
over-merchandising far beyond the power of absorption 
by the respective community. There is a saturation 
point in all sales and we have only to think back of our 
mark-downs on surplus stock of this nature that had 
accumulated from hysterical buying, and allowing our 
impulses and emotions to rule over our judgment. This 
is what leads to confusion, instead of definite conclusion. 

Our retail shelves still tell a woeful story of “influence 
buying,’ which in turn has encouraged manufacturers 
and jobbers to stock uptheir departments unnecessarily, 
again demanding a reduction in price possibilites, and 
again flooding the market to the detriment of the sale 
of regular merchandise. 

The dealer who is susceptible to “stylitis”’ is subject 
to “inventory-paralysis”’ and this contracts a tubercular 
balance sheet. Let us ask ourselves frankly and seri- 
ously, ‘What is my clientele analysis? Just what per cent 
of my trade is women’s and men’s? What percentage is 
above $10 pairs, and below? What percentage of flapper 
business, as against the safe, slaple, steady and sure?” 

We have only to recall our experiences when the long 
pointed last and the No. 2 and 2\%-inch Louis heels 
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were the fad. How so many people played this type al- 
most exclusively, forcing this sort of footwear on the 
people of middle age and elderly women simply be- 
cause it was the style—and this to the detriment of 
thousands of feet not adapted to such lasts and heel 
heights. This was poor merchandising, poor service and 
poor business building. An error recent enough to be 
still vivid in our.minds—the price we paid to sell off 
surplus stock accumulated on this type which was 
bought at peak prices. 


The Value of Analysis Charts 


The successful buyer of any merchandise in our larger 
and more prosperous stores is buying from analysis 
charts. Results—fewer lost sales, fewer special sales, 
less mark-downs and more “velvet: watch the “net” 
before there is “nit.” 

The present season is offering another good illustra- 
tion of over-emphasizing fads. Our show windows in 
shoe stores everywhere tell a story of fad or influence- 
buying without an analysis of selling possibilities. 
Again forcing thousands of women of 30 years of age 
and over back to wearing “chicken” shoes—nothing 
short of ridiculous. for as one woman remarked: “She 
felt as foolish as her feet looked.” 

We must get away from the one-track buying, think- 
ing altogether too much of styles and fads, and not half 
enough of class limitation of the crowd to whom such a 
style will appeal and our possibilities of outlet. 


More Education Needed 


We need more sales education in your shoe stores. not 
simply along the lines of salesmanship, but along mer- 
chandising lines, so that ovr shoes clerks should not run 
immediately for “the very latest” or “something new” 
regardless of whether it is the proper shoe for the cus- 
tomer, or whether it is sold to the detriment of a 
healthy turnover. 

When buying we should figure as closely as possible 
what the possible consumption of a certain shoe may 
be in our town and in our store, because there is a sat- 
uration point and we very quickly will get beyond that 
saturation point if every shoe dealer in the city goes 
at it blindly. 


Looking into the Future 


A chart analysis wiil at least tell us what might hap- 
pen instead of being obliged to relate later ““how it hap- 
pened.” Let us take more stock in stock-charts and you 
will chart your course straighter and safer. Let us do 
less buying on the basis of fear, and better buying on 
the basis of knowledge—not fearing what the other 
fellow in town may do or show, but with a more definite 
decision against a repetition that there is in our own 
business. 

This is still the age of the “survival of the fittest” —not 
“slickest."” Don’t run a spasmodic style show if you 
would stand a show in business. We must never lose 

(Continued on page 86) 
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Recorder Ad-Visor Service 


Law of Association Helps Advertising 


One's mind receives its impressions in groups. This is so, 
scientists say, even in animal life, the horse being the one 
exception. It is said he possesses as nearly as possible 
a one-track mind so he must wear “blinders” to keep 
from seeing too many things, at once. 

Sentences are read in groups of words. It is the mind's 
ability to associate ideas and things due to impressions 
crossing and recrossing nerve paths until a sympathetic 
action sets in. 

A bell rings, for example; fire engines come clattering 
along the street, then flames are seen shooting from a 
building. The auditory nerve transmits the sound, the 
optical nerve takes the image of the fire apparatus, and 


then the fire itself, each impression crossing and recross- 
ing the other until indissoluble. The next time a bell is 
heard the same nerves are set in motion; the apparatus 
and fire are remembered. 

From this fact the psychological term “‘association of 
ideas comes. 

Then again brain movements are forward. To think of 
bread is to recall butter; swimming brings to mind 
sandy shores and breakers, cool glassy ponds overhung 
with trees, etc. 

Memory links circumstances and sights and becomes 
strong thereby. 








Moonlit walks—soft music— 
whispering eaves— 
It's Summer! reason enough, t« 


be sure, for this chummy 
“stroller. 

And in town morning or after- 
noon one will feel more “fit” for 


walk or work when comfortably 
shod in modish “Avenue.” 
Popular black calf. 


The soul of brevity. Whether 
stepping aboard motor or street 
car it does so with éclat. One 
} might say it delineates youth 
so exactly that it dares any 
thing. 


—T]— 


True, for we are having a com- 
ingest party tomorrow, when it 
will be presented to you as the 
freshest and fairest of the 
season 


—_ 


(Street) 











A veritable Fairyland of Footwear 






Betty 
White Duck 


$7.50 


Avenue 
White Kid 
$8.00 


Debutante 
Patent Vamp 
Suede Quarter 


$6.00 


( Your} Name; Here) 


(Town) 
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Ads with column at side have 
been used often, and, we 
think, never fail to get atten- 
tion, the column giving the 
impression of disinterested 
comment on the styles ap- 
pearing to the right. One can 
afford to indulge in a few 
fanciful remarks under the cir- 
cumstances inasmuch as such 
a setting is ideal for that type 
of copy. 


Try to Lead Not Follow 
In Your Town 


In such a departure from 
‘“*regular’’ merchandis- 
ing ideas as shown here 
strikes you as being a little 
daring and not quite enough 
to the point for a man who is 


And Shoes! 


Patents with an effect 
of perfect balance in 
their new styleg heels. 
Murmurs of approval 
were heard and we, agree 
they. were appropriate. 










Your pair will 
please you. So 
will the price of 


per (YOUR NAME HERE) 


(Street) 
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Prettiness of 
Line 


In black calf for that’s popu- 
lar, though there are other 
reasons for a purchase. It fits 
beautifull y—slenderizes one's 
foot, so skillfully is it fash- 
ioned. 
















(Street) 


—” 











SUMMER 


Spring and summer's style lines are 
straight rather than fitted. Thus 
much is left to the ingenuity of the 
designers. Smartly contrived crea- 
tions in spiral crepe for a frock 
harking back to the old days of 
Grecian robes, long-flowing and 
belted loosely. Sparkling, filmy 
lace over charmeuse, combines 
practicality with beauty. Color 
flutters here, there and everywhere 
in bright ribbons. The smartest 
bags for afternoon have borrowed 
some of the rainbow's gayest tints 
and it is left to footwear to provide 4 
a contrast of soberness that is at 
once appropriate and refreshing 
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(YOUR NAME HERE) . (Town) 





















Ata Party Was Seen— 


A cleverly fashioned navy silk dress, 
elaborately embroidered in red and 
green at sleeve and Lodice. Its long 
ines fairly radiated youthful expres- 
sion. 



















Shoes 
For 
Every 
Occasion 


_———$_—$—_—$—$—$———_—$———_————— 
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putting goodmoney into space, 
remember that every time the 
other fellow comes along with 
a good idea first he uses up for 
the time being all the surplus 
buying power, and a follower 
usually comes in on the back- 
wash of interest that is satu- 
rated and lifeless. 


Cut articles out of fashion 
papers and have them repro- 
duced by an engraver or get 
your newspaper to set them 
in- regular news column type 
and measure for newsy, up- 
to-the-minute effect. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct .results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M.D. 


CIRCULATION AND CIRCULATORY TROUBLES OF FEET 


ORMAL ecir- 
culation 
of blood 


through feet is made 
possible by normal 
conditions in arteries 
veins, and capillaries. 
An idea of the elab- 
orate system of 
veins and arteries 
may be obtained 
from Figure 27. 
This shows an ex- 
tensive _ superficial 
network of veins. 
Arteries are repre- 
sented in a darker 
shade, and they are 
fewer and smaller 
than veins in this 
picture. Veins pos- 
sess Many more con- 
necting branches 
than arteries. 
A general idea of 
_ the perfect distri- 
——--~ _ bution of blood to all 
Figure, 27 Some atte wine and tissues simply needs 
sented in light color and form a nel- to be presented, a 
work of many branches. eric are distribution that in- 
anatomical Atlas Republished by special cludes bones, liga- 
—— of Rebman Company, New ments. tendons, 
muscles, joints, skin, 
subcutaneous tissue, nerves, and even walls of blood 
vessels themselves; for these latter are supplied with 
small branches to keep their walls strong and healthy. 
Perfect final distribution is accomplished by small 
capillaries which form extremely fine net works of 
tubes ascontinuations of branches of smallest arteries, or 
arterioles as the latter are called. Capillaries are thin 
walled and leaky. They are designed to be of this 
character. They continue on to merge into smallest 
veinlets, which in turn combine into larger veins, and 
finally unite into few comparatively large ones that 
carry blood away from feet. 
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Figure 28 is a greatly magnified drawing that gives 
a rough idea of how numerous the capillaries are, and 
how every spot within tissues is reached. In this 
picture very small branches of arteries are represented 
in a dark shade, and very small branches of veins in 
light shade. Both are shown against a general ground- 
work of fine capillaries. 

Considerable pressure is required to force blood 
through such extensive networks of fine tubes in uni- 
form manner. Blood flows through arteries therefore 
under a high pressure which is maintained by steady 
pumping of the heart. Blood pressure in veins is 
lower, so low in fact that veins are provided with 
delicate one-way cup-like valves to prevent back flow 
when veins are squeezed by strong outside forces. 

Even distribution of blood to extensive capillary 
fields is accomplished beautifully by means of con- 
tractile walls of arteries. The caliber of an artery can 
be increased quickly so that the region to which it 
delivers blood can be flooded when necessary; or mus- 





Figure 28—Greatly magnified drawing of the network of smallest 

blood vessels which are called capillaries. After Toldt’s ana- 

tomical Atlas Republished by special permission of Rebman 
Company, New York 


cular walls of arteries may contract to cut down the 
volume of blood delivered. There are continual 
changes going op in artery walls throughout the body 
from time to time, some arteries dilating temporarily, 
others contracting. 
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The mechanism of control of the blood flow is intri- 
cate and interesting. Walls of arteries have layers of 
muscle fibers in them. When these muscle fibers con- 
tract they diminish the bore of blood vessels, when 





Figure 29—Greatly magnified drawing of cross sections of a 


small artery and a small vein. The artery is the smaller vessei. 
— Urban § Schwarzenberg—Toldt’s Atlas 


they relax the caliber may be increased. Muscle 
fibers are made to contract and to relax by means of 
delicate nerves in walls of blood vessels. There are 
sets of nerves that produce narrowing of arteries while 
others produce widening of the stream. Nerves are 
controlled from central nervous stations. We are not 
conscious of this complicated automatic muscular- 
nervous control of our circulations by which various 
parts of the body receive variable quantities of blood 
as their needs démand. Nor is it surprising that such 
a delicate mechanism gets out of order at times. 

Some persons are troubled with fingers or toes that 
become white and cold and painful. Such troubles are 
due to difficulties in the control of blood flow which 
are called vaso-motor disturbances, One toe may be- 
come cold and white, and an adjacent one may be 
warm and pink. In the first instance there is too great 
constriction of the small arteries which supply the 
toe, while in the second toe there may be apparently 
useless flooding with blood. Severe types of such 
troubles may exist and even cause gangrene of toes in 
rare instances. 

Figure 29 is a drawing of a cross section of a small 
artery and a cross section of a small vein. The picture 
is magnified greatly. It shows the relative thickness 
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of walls of arteries and veins. Arteries are smaller 
than veins usually, and arteries possess many more 
muscle fibers within their walls, The thin-walled vein 
is represented as partly filled with blood corpuscles 
while the artery appears completely filled with 
them. Blood corpuscles are shown as numberless 
tiny circles in the drawing. 

Hardening of arteries , or arterio sclerosis, is a com- 
mon trouble which comes on gradually in old age. 
Sometimes it develops more quickly in some persons 
who appear to have been provided with poor tubing 
at birth forstheir blood vessels. In consequence their 
arteries age rapidly. In other instances, hardening of 
arteries is produced more rapidly as a result of habitual 
use of strong alcoholic beverages, or continual over- 
eating, or from other causes. 

Hardening is produced by deposition of lime in 
artery walls which makes them more brittle. Usually 
their linings show changes also, and may become 
thickened slowly to such a degree that an artery 
becomes almost a solid cord with an extremely small 
bore running through it. Blood may not be able to 
get through it in sufficient quantities to keep tissues 
alive, and then gangrene slowly makes its appearance, 
as is seen in toes in aged persons not infrequently. 
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Figure 30— X-ray of hardened arteries of ankle and foot. The 

engraver has retouched the outlines of these vessels slightly to 

make them more distinct. The large arrow indicates a fracture 
of the leg bone 





man who was an habitual drinker. He broke his leg 
(see large arrow) while under the influence of alcohol, 
and when the picture was taken there was revealed a 
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hardened state of arteries which is just visible along 
the course of the small arrows. 

Capillaries allow substances in circulating blood to 
soak through their thin walls. There are interchanges 
of substances between tissues and the blood at 
capillaries which are of vital importance to the 
tissues. ’ 

Veins are subject to diseases. Thin walls of small 
veins often become abnormally enlarged and the con- 
dition known as varicose veins results. Veins of feet 
and legs are particularly susceptible to these changes 
which exist in variable degrees. 

Shoe fitters are interested mainly in effects of shoes 
on circulation of the feet under normal conditions, also 
when there are circulatory disturbances. If shoes are 
worn short and tight habitually, one common result 
is chronic inflammation of the skin. As a result of 
skin irritation there are dilatations of small blood 
vessels of the skin, and feet become hot, swollen, burn- 
ing, uncomfortable, congested. Massage and baths 
may afford quick temporary relief, but larger, looser 
shoes should be fitted for permanent comfort. 

Purposeful snug lacing of shoes to prevent feet from 
pushing forward may be advantageous in relieving 
back pressure on toes, but this constriction may inter- 
fere with superficial circulation if carried to extreme 
degrees. A few susceptible persons may develop 
tendencies towards chilblain as a result. 

Tight shoes should be avoided when, for any reason, 
there are obstacles to normal flow of blood as in 
arterio sclerosis, or in derangements of arterial control 
shown by so-called “dead” cold, white toes. Tight 
shoes on the other hand may be useful in supporting 
weakened veins, or weakening ligaments or muscles. 

Puffiness of skin of feet, due to heart and kidney 
diseases, wil! not be discussed, except to state that 
underlying causes of these troubles should receive at- 
tention. Tasks of shoe fitters become difficult and 
unsatisfactory under these conditions because of con- 
tinual changes in sizes of feet from day to day. 





Long Laces for Little Shoes 


It is a good idea to have long laces in little shoes, 
because they may be tied in a bow knot, and thenfa 
hitch made about the knot to make sure that it will 
not come undone. 

Many a mother, buying children’s shoes, gets mad 
because laces are not long enough. And she gets 
madder still if the laces are not strong enough. 





Fooled the Thieves 


Thieves get into a Lynn shoe store the other night, 
and found the safe cemented down to the floor, so they 
could not budge it. Thus were they foiled in their 
favorite game of lifting the safe out of the store and 
carrying it away on a motor truck, to be looted at 
leisure. 
























































The Sea-Going Camel 


The Shipping Board went out to sea, 
And then—what do you think? 
Altho’ the sea was flowing free, 
There wasn’t a drop to drink! 


With ten-cent golf balls a reality— 
how about a nickel cigar as tasty as it 
is inflammable? 


In all “major” operations from now on, 
it will be “gimme radio, doc,” instead of 


“gimme gas.” 





Newspapers say the cost of living 
started to go up again in May. Can’t 
say we got dizzy watching it drop. 


You can’t buy goodwill with money. 
But you can buy money with goodwill. 


It seems that Ponce de Leon should 
have looked for a gland instead of a land. 





The merchant who is always a gentle- 
man nevertheless packs a rough-neck 
wallop for competition. 


If you believe in advertising you can’t 
help practicing it. 


And if you don’t believe in it—well, 
it’s only a matter of time when your 
feelings about it don’t matter a whoop to 
the receiver. 


Those loud sobs you hear are the boys 
saying good-bye to their teachers. 


Dotty 





June 24, 1922 





y 








a em ee SESE at 





























June 24, 1922 


BOOT AND SHOE RECORDER 75 





Unless the interior of a store is inviting then all the good work done by show windows may easily be undone. This interior 
was designed for the Brooklyn Store of I. Miller ¢ Sons 


Are Your MUTE Salesmen Doing 
Their Best 


By EARL C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


but what a man wears is a pretty fair index 

of his habits, his associations, and his char- 
acter. Clothes are the outward expression of what is 
within. 

Just so are store fronts and show windows the out- 
ward expression of what is inside the store, what the 
customers may expect both in merchandise and in 
service. 

Time was when little attention was paid to the style 
or design of store fronts. The fronts of all the build- 
ings on the street were very much alike—all straight, 
with doors flush with the street or at best only two 
or three feet back. 


he it is that clothes do not make the man, 


Enters a New Science 


The value of show windows as advertising and sales 
media has been recognized for-only~a comperatively 


few years, but within those few years rapid strides 
have been made in designing and construction of store 
fronts to provide the most beautiful and attractive 
display space and to make the character and individu- 
ality of the store front express the character and in- 
dividuality of the store- owner. Not only do the store 
front and show windows do this, but they are also a 
pretty sure indication of the types of merchandise and 
the character of service which the passer-by may ex- 
pect to find if he crosses the threshold of the establish- 
ment. 


Type of Front Determined by Dimensions of Room 


In designing plans for a store front the architect 
must necessarily cut his garment according to the 
cloth. 

If the room is narrow and deep, the store front can 
well extend 15 to 20 feet back from the sidewalk. If, 
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the room is shallow, the window must be 
correspondingly short. If the street frontage is wide, 
then the windows do not necessarily need to extend 
back so far in the room in order to secure adequate 
display space. The dominant thought of the architect 
seen the 


however, 


is usually to design a window that can be 
greatest possible distance in either direction from the 
store. 

Opinion varies as to the best height to make the 
bottom or floor of the window in relation to the side- 
walk. Many merchants and architects who have stud- 
ied the problem go on the theory that since the natural 
location of shoes is on the sidewalk, and that they are 
worn on people’s feet rather than on their heads, that 
the floor of the window should be close as possible to 
the sidewalk. 

Other architects and merchants who have given 
equal study to.the subject think that shoes can best 
be shown at an elevation of four feet from the side- 
walk, because the eye rests on that point naturally, 

As a rule, however, 18 inches from the sidewalk is 
considered a desirable height for the window floor. 

Since modern window trimmers have abandoned the 
idea of building their displays up very high in the 
window, the newer types of windows usually have a 
roof or ceiling not over 7 feet above the floor. 

The space between the ceiling of the window and the 
ceiling of the room should be utilized to admit light 
into the store. 

The show windows occupy the most valuable space 


of the whole premises, and every possible effort should 
be put forth to make this space pay a profit on the 
investment. 

Proper lighting of show windows of shoe stores is a 
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serious problem. The best-results are usually obtained 
by reflected lights thrown on the bottom of the window, 
the lighting usually being placed next to the glass at 
the top of the window and concealed from view with 
valances that add to the effectiveness of the window. 

Another important feature of window construction 
is dustproof backs. Nothing detracts more from the 
ability of a show window to make a sale than shoes 
covered with dust and dirt. 


An Invitation to a Party 

The store front, the character and type of the win- 
dow displays are like an invitation to a party. You 
can pretty well judge the class of people you will meet 
at a social function by the tone and character of the 
invitation which you receive. Who do you want to 
come to your party? Do you want a company of doc- 
tors, lawyers, the better class of business and profes- 
sional people. or do you want the class usually referred 
to as the “rabble”? There is an old saying that God 
gave us our relatives, but we are at liberty to choose 
our friends. 

\ merchant is at liberty to a great extent to draw 
to his store the kind of people he wants to do business 
with, and he does it largely through his printed adver- 
tising, his store front, and his window displays. 

Do You Ever Window Shop? 

If you are in a strange town or city and wish to buy 
some article of wearing apparel at retail, what kind of 
a store do you go to? 

Do you select one that has only a few articles in the 
window, but each article so poised that it stands out 
distinctively, so that all its lines and characteristics 





This show window is one of your salesmen and, although accused in the heading of this article of being mute, nevertheless, has an audible 
spokesman in the show card. Notice howthe little circular cards picture the occasions on whitch the footwear displayed may be used. 
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are apparent, and is probably displayed in front of a 
background that aids in bringing out the beautiful and 
artistic features of the merchandise, or do you select a 
store where the show windows give you the impression 
that the window trimmer tried to put the whole stock 
into the window and then wept because he had a few 
more things he wanted to put in, but is compelled to 
leave them out because there was no room for them? 

This is neither a recommendation nor a condemna- 
tion of either type of window trimming. 

Many prosperous stores, especially those carrying 
high-grade merchandise and catering to the more ex- 
clusive trade employ the former method of window 
trimming, while many other prosperous stores, espe- 
cially those appealing to the cheaper class of transient 
trade adhere to the latter method. Between these two 
extremes there is much leeway. 

The plan used in your own window trimming should 
depend on the kind of people you wish to entertain— 
the class of customers you are prepared to serve. 


Windows Are Mute Salesmen 


A flesh and blood salesman cannot successfully sell a 
hundred articles all at the same time. Sales are usually 
made by getting the attention of the customer con- 
centrated on some particular article. 

Since the human eye cannot see and vividly picture 
more than three things at once, it is rather unreason- 
able to expect a show window, a mute salesman, to 
talk about a hundred articles at one time, especially 
when those articles are crowded in close to each other 
so that none of them stand out clearly. 

Best results are usually obtained by putting fewer 
articles in the window at a time and changing the trim 
frequently. Shoes left in a window for any consider- 
able length of time cease to attract attention of passers- 
by, but continuously attract dust and flies. 


Display Fixtures 


Since science and art have become the predominat- 
ing factors in window trimming, styles and types of 
window display fixtures (and fixture is a misnomer) 
have undergone radical changes. 

Decorative effects today are not obtained with “fix- 
tures” but movable units of a wide variety of types. 
Whether these units be made of wood, glass, or metal, 
or combinations of these materials, a set or group of 
units usually consist of a number of stands, plateaus, 
tables, etc. 

No longer does the modern window trimmer set 
shoes in the window in straight rows like so many 
soldiers on parade, but each shoe or each pair is so 
placed that it will stand out and almost sell itself. to 
the passerby. Very seldom does the window trimmer 
arrange his display units the same way twice in suc- 
cession. 

Backgrounds and Drapes 


Because of the exceedingly great value placed on 


_show windows as a-‘means of getting customers into the 


store, the backgrounds and drapes have become im- 
portant items. Window backs are often made of 
selected wood that matches the interior trim of the 
store, but frequently when the backs are of dark oak, 
walnut, or mahogany, temporary backgrounds of wall- 
board or other material are used, tinted in lighter 
shades or decorated in some way that will assist in 
drawing attention to the shoes displayed. 

To display footwear attractively is more difficult 
than is the case in many other lines of merchandise. 
Shoes are rigid and not subject to draping or folding; 


* 





When the store is narrow and deep, it is advisable to have 

also a deep front. Care should be taken, however, to avoid 

the appearance of a tunnel entrance. Some deep fronts become 

so narrow as they go back that a customer instinctively feels 
uncomfortable 


seldom are they made in bright, vivid colors. The 
attractiveness of the display depends upon getting the 
draping and color effect from some other material. 
Strips of velour, satin, or even cotton cloth in silk-like 
finish are used by the modern window trimmer for this 
purpose. 

Baskets of flowers and vines, either real or artificial, 
often add wonderfully to the effectiveness of the dis- 
play. Color harmony is a necessary study of the win- 
dow trimmer. He must know what colors and shades 
blend or contrast, and what clash. 

It should always be kept in mind that shoes and not 
the hackgrounds, display fixtures, and drapes are what 
the window is expected to sell. These accessories should 
add to the attractiveness of the window, but not be 
supreme, outstanding features. 





Show Cards Talk for the Window 

The show window is a salesman, and like every good 
salesman should do some talking. It should have a 
definite message to deliver and it should above all 
things tell the truth. 

The high-priced, flesh-and-blood salesman is the man 
who has learned to win and hold the confidence of a 
great number of people. 

Dig down into his methods and almost without ex- 
ception you will find truth the foundation stone on 
which he has built bis superstructure of salesmanship. 

Your show windows are high-priced, expensive sales- 
men. You cannot afford to have them belie your in- 
stitution. To justify the expense necessitated in their 
maintenance. they must. like the high-priced, flesh- 
and-blood salesman, be able to win and hold the con- 
fidence of the people to whom they mutely speak. 

A show card with an appropriate message about the 
footwear on display can be made an effective mouth- 
piece for the window and a powerful magnet to draw 
people from the sidewalk into the store. 

Ir does not need to be either large or “loud.” Too 
much color and “‘flubdubbery” may have the same- 
effect on the window shopper that an overdressed sales- 
person would have on the customer entering the store 

a doubt as to sincerity and straightforwardness. 

This does not mean that the show card should al- 
ways be devoid of color or illustration. Far from it; 
a show card for Springtime may well be embellished 
with a bunch of roses, violets, or some Spring flower. 
A card accompanying a display of evening slippers 
may well carry an illustration suggestive of a dance or 
a wedding; a picture of a golfer or a golf course may 
well be used on a show card intended to sell shoes for 
this purpose. So on through the whole stock of sea- 
sonable and occasion footwear. The point is that show 
cards should reflect the personality and character of 
the store. They should be clean-cut, neat, and as a 
rule it is best to have them in attractive frames. 

The window card, like the flesh-and-blood salesman, 
should be easily found. Its position should be either 
in front or in some other prominent location. If there 
are several distinct lines, like patents, whites, and tans, 
or sport shoes, street and dress shoes, shown in a win- 
dow at the same time, a show card can be utilized to 
make a sales talk for each. 


Price Tickets 


Occasionally a sale is made in a very high-grade ex- 
clusive store when the customer does not ask the price 
of the merchandise when the purchase is made, but 
such instances are rare. 

Some stores, usually the exclusive high-grade class, 
do not use price tickets in window displays, because 
price tickets are considered superfluous and undignified. 

Through the years these stores have built up the 
good will and have attracted a clientele that shop with 
them more from principle than price. In these stores, 
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charge accounts are the rule, and cash transactions the 
exception. These stores are comparatively few and can 
scarcely be accepted as a criterion by the rank and file 
of stores throughout the country. 

Price is usually a big factor in every transaction be- 
tween buyer and seller. Not that people as a rule are 
“bargain hunters,” but because their purchases must 
be kept within their incomes. 

The average man or woman wants to know the price 
of merchandise about the first thing. 

Here is where price tickets become an important aid 
in helping the show window draw people into the store. 

Many merchants find putting the stock number as 
well as the price on the ticket saves a lot of time of 
salespeople. When shoes are well displayed and a neat 
little ticket tells the price and stock number, thousands 





Where a wide window is also a very shallow one, the appear- 
ance of depth can quite frequently be stimulated by some such 
device as the window in the background 


of customers sell themselves. The customer walks 
into the store, says “Fit me with Number 1496.” The 
window showed the goods; the window card made the 
sales talk; the price ticket told the number and the 
price. These mute salesmen made the sale; all the 
man inside had to do was to select the right size and 
width and take the money. 


Tickets and Cards Should Harmonize 


Price tickets to be effective must be in harmony with 
the show cards and the window trim and must, like the 
show card, reflect the personality and character of the 
store. Some stores prefer perfectly plain tickets with 
no design or embellishment printed or painted on 
them, while other good stores use designs of various 
sorts. Even cartoons are often effectively used. 

Price tickets should be placed so they can be seen 
readily, but they should not cover up or detract from 
the appearance of the merchandise. If a very large or 
loud ticket is placed in the lacing or on the back of a 
shoe, the beauty of line of the shoe may be entirely lost 
to the customer. For this reason, many good window 

as , (Continued on page 79) 
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South Boston to Have Another 
New Shoe Factory 


spirit born of real confidence in the business 
future—is manifesting itself in a number of 
tangible ways. 

The latest development in the shoe and leather in- 
dustry is the decision of the Briggs-Hutchinson Com- 
pany of Lynn, Mass., to build a new and up-to-date 
plant which will allow them not only largely to increase 
their output, but also to grade up their quality in tune 
with the consumer demand. 


T @ new spirit which is abroad in the land—that 


Four-Story Brick Building 


The new factory—a four-story brick structure—will 
be at A and Athens Streets in South Boston. An unusual 
feature will be the inside walls, which will be of white 
enameled brick, reflecting the light and making working 
conditions as nearly ideal in this respect as it is possible 
to have them. 

The arrangement of the factory is to be in accordance 
with the best production methods. The most modern 
equipment obtainable is to be installed and production 
will begin about Aug. 1. In the 30,000 square feet of 
floor space afforded by this building, the firm will have 
a production of 2000 pairs per day—half high-grade 
welts and half equally fine turn-type shoes. 





Are Your MUTE Salesmen Doing 
Their Best 


(Concluded from page 78) 


trimmers prefer tickets of the easel type that can be 
placed alongside the shoe on the stand, plateau, or 
floor of the window. 

The same design of price ticket should be used 
throughout the entire window. A motley collection of 
price tickets, some black and white, some red and 
green, some oval, some square, some dirty and fly- 
specked, is pretty sure to spoil the sales effectiveness 
of any window display. 


If You Can’t Make Them—Buy Them 


Show card designing and writing is part of the art of 
the window trimmer, and those fortunate ones who 
have had the opportunity of taking a course in a school 
specializing in this’ work spend little time worrying 
over this part of the window trim. 

Unfortunately, however, out of the 50,000 or more 
shoe stores in the country, comparatively few windows 
are trimmed by men who have had advantage of this 
specialized education. 

These men generally realize the importance of at- 
tractive show cards ‘and price tickets? but are unable to 


make them. Windows need not suffer on this account, 
because there are a number of good substantial con- 
cerns which have cards and tickets all ready prepared 
or who will execute special designs suggested by the 
merchant or window trimmer. 


A Clean Store Draws Trade 


Advertising may bring a customer to a store. The 
show window may induce him to step inside, but unless 
the interior appearance of the store is inviting and at- 
tractive, the force of all that has gone before may be 
lost and the prospective customer may leave the store 
without even being waited upon. 

No matter whether the store is seeking to merchan- 
dise high-grade, medium-grade, or low-grade footwear, 
it should be “high grade” in one respect at least—it 
should be clean, orderly, and well kept. 

There are lots of merchants serving a conservative, 
medium class of trade who feel it is good policy not to 
put on too much style, not to appear too aristocratic. 
This is all undoubtedly true, but this is no excuse for a 
dirty, filthy, ill-kept store. A store may not be luxuri- 
ously furnished, but if the carpets are clean and chairs 
comfortable, a good impression is made. 

Thank the Lord, ledges are going out of style or 
rather have gone out of style in shoe stores. With 
them passes a loafing place, a dirt collector, and a catch- 
all. 

An innovation that is helping shoe store appearance 
is single carton shelving. This type of shelving not 
only looks better but minimizes broken and torn 
cartons. 

Dirty, ragged cartons are sure to give the impression 
that the shoes which they contain are old, shelf-worn 
and undesirable. A short time ago I saw a clerk (not 
a salesman) showing shoes. Every time he took the 
lid off a carton he got his hands dirty. Every time 
he touched a shoe he left finger marks on it. Did he 
make the sale? Of course he did nof. Dirt seldom 
helps the sale of merchandise. 

About the most expensive furnishings a shoe store 
can have are rickety, battered chairs and dirty, frayed- 
out carpets. A merchant may “kid himself’’ into be- 
lieving he is saving money by using worn-out furniture — 
and furnishings, but in the end it is mighty poor 
economy. 

He is losing the respect of clean people; he is encour- 
aging his salespeople to be uncleanly, untidy, and indo- 
lent. Cleanliness is next to Godliness. 

Too much stress cannot be put on making the store 
attractive and inviting, keeping it clean and orderly, 
and providing for the physical and me ntal comfort of 
customers. 
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The House of Myer puts on its own Style Shows in its own little theatre with seats for the spectators 


Australia Now Buying Shoes in U.S. 


“For First Time Since Start of War,” Says Melbourne 
Buyer—Want Snappy American Styles 


\ ' TALTER A. WILLIAMS, shoe buyer for The 

House of Myer, Melbourne, Australia, re- 

cently arrived in New York on his second shoe 

buying trip to America. His arrival to this country was 

timed so that he might attend the Brooklyn Shoe Style 

Show, after which he “hopped over’’ to Boston and 
made a call at the Recorder office. 

“This is the first time since the big World War that 
we are buying American shoes,” said Mr. Williams. 
“Now that prices are lower and exchange better, we 
want to put into our stock the smart, snappy American 
shoe styles for which the Australian public is looking. 
Particularly do our people like American-made shoes, 
because they can get a variety of widths and fitting. 
And as it costs us very nearly 70 per cent, including 
duty, landing charges, and rate of exchange, to bring 
American shoes into the retail stores of Australia, it 
does not pay to buy too low a grade of shoe, because the 
quality would not carry the excessive cost. We, there- 
fore, must have a medium grade shoe. 


1 Clever Shoe Buyer 


Mr. Williams has been with the House of Myer for 
18 months. Before that, for six years, he was buyer for 
Ball & Welch’s shoe section, Melbourne. All told, he has 
spent about 28 years in various retail shoe stores. He 
started his career as a salesman in a retail shoe store 
when through school, and for the last eight years of his 
life, has bought shoes. 

The House of Myer is one of the biggest in Australia; 
it maintains several factories. For instance, at Ballarat, 
a woolen mill, devoted to the making of tweeds, etc., is 
located; there is a hosiery mill in Melbourne, where is 
made a general line, consisting mainly of woolen and 
cashmere hose. There are also bulk stores, stables and 


a garage. Deliveries are made by a fleet of fast cars. 
Goods are sorted into sections before loading. 


Men Have Exclusive Store 


The opening on April 5, 1922, of a store for men in a 
building by itself, with a “hair-dressing section,” a 
“cozy inviting lounge,” “‘a smoking section,” and a 
men’s shoe section, on the ground floor, certainly fur- 
nished, as their announcements state, “A specialized 
service in personal grooming, from head to foot.” In 
this connection, it may be interesting to note that in the 
men’s section, the House of Myer invites men to avail 
themselves ‘‘fully of the Myer lounge, writing-tables, 
and stationery; to make it a meeting place for them- 
selves and friends, and to there spend a restful half hour 
at any time of the day. 

In the men’s shoe department, there are six salesmen 
to dispense footwear. The men’s shoe department is on 
the first floor. 


Believes in Advertising 


The House of Myer believes in advertising, as is seen 
from a group of “‘ads,’’ many of them double pages, in 
the leading daily papers of Melbourne. The opening of 
their store for men was the occasion for advance 
announcements. The leading “Advance Announce- 
ment” was itself announced in a double-page ad of 
“Another of Myer’s Famous Fridays—till Nine!’ On 
the left-hand page of this double-page ad, a little box 
at the top of the page in handwriting type, said: 

“For Men Mostly!—In the daily papers of Saturday 
next, Myer’s will have a message of supreme signifi- 
cance to menfolk—as well as those who shop for them— 
watch for this message!” 

On the right-hand page, in the upper corner, in type- 
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The women’s and children’s shoe department is on the fourth floor and has a salesforce of 20, all women. 
Light gray is the color of the walls and the show cases have glass shelves, in addition to glass tops. 


writing type, was a card, reading: ““Madam, spread the 
good news! Myer’s are opening a separate store in a 
separate building for men’s and boys’ tailoring and out- 
fitting—on the same popular plan as the famous Myer 
store. Tell the menfolk in your home!” 

“The ad of next Saturday,” was a full-page, with 
artistic border and picture of the separate store, en- 
titled ““A Separate Store in a Separate Building.” 


“Ladies’ Friday Specials” 


Some of the descriptions of the “Friday Specials’’ on 
women’s shoes may be interesting: 

‘24/6 laced shoes—21/6,M yer Friday Special. Ladies’ 
glace kid, laced shoes, built on smart extended last, 
lined with gray suede, fitted with plump soles and half 
Louis heels; very comfortable and good wearing; usually 
24/6; till 9 tomorrow night, 21/ pair.” 

Here’s another: 

“24/6 Tan shoes, 19/11, Myer Friday Special. Lad- 
ies’ willow calf, lace shoes, in rich nigger brown toning, 
full-galoshed and fitted with light, flexible soles and 
Spanish Cuban heels: usually 24/6; till 9 tomorrow 
night, 19/11 pair.” 

And another on felt slippers: 

“7/6 slippers for 5/11, Myer Friday Special. Ladies’ 
felt slippers, with pliable leather soles, in popular colors; 
fit well and wear well. Finished with leather soles; usu- 
ally 7/6; till 9 tomorrow night, 5/11 pair.” 


Men’s Shoes Described 


In the men’s shoe section ad, the description of some 
of the shoes is prefaced with the following statement: 

‘“‘Here the world’s most notable producers vie for 
pride of place—English, American, and Australian; 
every type and tone, and every price level worthily 
represented. See the window displays.’’ A group of the 
descriptions of shoes and prices may be interesting: 
“R. M. I. shows a tan, willow calf, laced shoe; welted 


soles, medium shape toe, built on comfortable lines, in 
the favorite medium brown shade; Myer Store for Men, 
28/6; and another: “RM5 depicts a patent, laced shoe, 
built on the celebrated Paris last; welted soles; a first 
favorite in low-cut shoes; Myer Store for Men, 38/6;” 
“Glace Wallaby galoshed laced boots, welted soles, made 
from specially selected Queensland skins, in three popu- 
lar shapes. Specially priced for the opening day at 
23/6;” “RM4, a particularly-pleasing patent, galoshed 
laced boot, welted soles, dull kid tops, built on the latest 
American-shape lasts; the shape of the moment, 39/6. 
Also in tan willow calf—a genuine Scotch brogue, as 
worn by Scottish golfers. Specially imported for the 
Myer Store for Men, 67/6.” 


Some “‘Catch’’ Phrases 


Catch phrases in ads, taken from March and April, 
1922, daily newspapers are as follows: “Outstanding 
specials in men’s boots;”’ “Right styles, right pricing in 
men’s footwear; “For your Easter goingaway ;” “First 
floor, Myer Store for Men.” “For the ladies’ special at- 
tention; “Easter preparedness at Myer’s!”’; “Big pur- 
chase in children’s shoes! Ladies’ patent leather, laced 
shoes, 21/6, 18/6; 24/6 Tan shoes, 21/6.” In other 
words, the former price is put before the merchandise 
mentioned, and the mark-down price is placed after the 
merchandise mentioned. 


** Keenly,”’ Favored Advertising Word 


One of the “different’’ advertising words used is 
‘keenly’ —for instance, “Gloves and hose keenly spe- 
cialized;”’ “Direct importations from Paris, bearing ex- 
traordinarily keen prices tomorrow.” 


“Customer Always Right” 


Said Mr. Williams: “The motto of the store is: 
‘The customer is always right.” When Sidney Myer, 
head of the House of Myer, visited this country some 
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12 or 18 months ago, he came home more eager for this 
policy than ever. 

“If a customer makes a request for a line which we 
do not carry, it is noted, and if this request is made by 





WALTER A. WILLIAMS 


Shoe buyer for the House of Meyer and 
now in this country stocking up with 
American footwear 


others, within a short time of the first request, we get 
that particular line. 

Meetings of the store people are held once a month, 
when the whole house gets a talk by the managing 
director. 

Women Fond of Suedes 


“| have been buying combination lasts and as to 
leathers, I would state that Melbourne women are very 
fond of suedes, in various color combinations; for in- 
stance, gray and black; two tones of grays and fawn 
combinations. The ladies like patent leather; also beige 
and nigger brown in suede and kid. 

“Many white shoes are sold in Melbourne in the 
Summer time. The ladies prefer leather soles and heels 
—rubber soles and heels are not used, except on special 
request. I intend to get some rubber heels and soles and 
try them on street shoes; of course, rubber heels and 
soles are worn for sport. 

‘The retail shoe merchant relies on the Bool and Shoe 
Recorder and the ‘Dry Goods Economist’ for style 
ideas. These two papers are very widely used in the shoe 
trade. The low heel took our country by storm and has 
been moving strongly for the past six or eight months, 
but 10-8 was the lowest used. We have been using the 
full Louis for such a long time that we call a 10-8 or 12-8 
low, and a drop from a full Louis to a 10-8 Cuban, is a 
big drop. 

“Flapper” Heel Unknown 


“The flapper heel has never reached us and never 
will, I hope. 1 think that it is the ugliest shoe I have 
ever seen on any woman's foot. We have been handling 
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the 12-8 baby Louis for some time—the 15-8 to 16-8 
Louis are not used as freely. 1 note your tendency to 
higher heels. The new American shoes, which I am 
having prepared for me, carry 12-8 to 14-8 heels. 


“Americans Fil Long and Narrow” 


‘Americans fit longer and narrower than do the Eng- 
lish. We are endeavoring all the time to induce our cus- 
tomers to have their shoes fitted longer. As a point 
worthy of citation, 1 might relate the instance of a man 
I know, who wore a 9-E in Australia. On coming to 
America, he was fitted to a 1014%-B. 

““We are now entering our Winter season, you see we 
follow right along after you with style; what you use 
this season, we use the next season. The middle of July 
will be our coldest time and yet the ladies will all want 
low shoes. This is the way it has been for a long time. 
No women in our city buys low shoes, except a woman 
60 years old or over; the ladies all favor silk hose. Their 
argument is: “Why cover up a high-priced pair of silk 
hose with high shoes?’ ” 


Show Shoes With Gowns 


‘“‘We show shoes with gowns always, and about 12 
times a year we show an entire shoe window. We also 





To serve 10,000 customers is just an average day's 
work for this six-story store. The front display 
windows are illuminated every evening 


show hosiery with shoes. Our hosiery department is on 
the ground floor, but we have it in mind to put in a 
hosiery department within our women’s shoe depart- 
mieie! erty rte ent barter ee toed vd 
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Help Us Protest Postal Taxes 
(Continued from page 59) 


Let us then guard the liberty of the press as we do the 
freedom of speech and the rights of juries, for it is one 
of the main props of the Constitution. 





A Proper Repair Price 


OME time ago word was passed along the line that 
— there had been a big increase in sales of shoe repair 
machinery and that the cobbler was having the time 
of his life in repairing people’s shoes. This began in 
1915, which was really a hard-times year, although not 
officially so recognized. Because of the pinch in their 
pocketbooks, thousands of people were digging out of 
their closets shoes that had been laid aside and having 
them fixed up for further use. The incidental effect of 
slackening sales in the shoe stores was noted at that 
time. There has been recovery since in this particular; 
nevertheless there is more shoe repairing being done 
than there was a few years ago, by a big percentage. 

In some towns the local cobblers or newcomers in 
the field got the jump on the local dealers in reaching 
after this business. Those dealers who were alert and 
saw it coming improved their departments, or estab- 
lished departments if they had none and set about 
getting their share of the developing business. 

In shoe repairing, as was long the case with shoe sell- 
ing, it seems that. many dealers are timid about asking 
a proper price. A few years ago, in a straight out, 
heart-to-heart talk with a national association of shoe 
dealers, one of the leading men in the Eastern retail 
trade said: ‘““Too many of us have come into the busi- 
ness of retailing shoes with the souls of cobblers instead 
of merchants. We are content to work merely for 
day’s wages, throwing in the use of our capital free.” 

That was pretty strong talk, but without dissent the 
dealers nodded their heads and said ““That’s so.” To- 
day it would seem that another dose of the same kind 
is needed, because many firms who are doing cobbling 
don’t charge enough for decent wages for a cobbler, to 
say nothing of any profit to the store. In the majority 
of cases there is at most nothing more than wages ap- 
parently expected. 

What is the use of trying to make anything by put- 
ting 50-cent soles on $5.00 shoes? Don’t tempt the 
public so hard. Don’t offer such unreasonable induce- 
ments to them to try to make a pair of shoes wear 
forever. 

There ought to be just as much gross and net profit 
in repairing as in the original sale of the shoe. Cus- 
tomers are likely to get to figuring that they ought to 
be able to get a new pair of uppers for about a dollar, 
this in turn to be sustained by successive application 
of 50-cent soles. 

A fair price for the work done and a suitable outfit 
of machinery for the doing of the work, are two essen- 
tials which ought to be kept in mind in connection with 
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repairing. This issue of the ‘Recorder’ contains special 
information and detail in regard to this department, 
which ought to be a profit-maker for all concerned. 





Join These Associations 


NE of our enthusiastic friends remarked, “The 

readers of the ‘Recorder’ form the greatest of all 
the shoe dealers’ associations, the greatest in the world.”’ 
That is true, as to numbers and quality but it does not 
do away with the need of formal and official organiza- 
tion. When it is realized that our list of bona fide sub- 
scribers is over 10,000 and is steadily growing and 
that this includes dealers in all parts of the country,’ 
from Maine to Mexico, it becomes evident that the 
one we quote above had good grounds for his enthu-’ 
siasm. 

To all of them we say, join an association; if you can, 
join all of them, local, State or national. You can 
benefit them and thereby receive benefit in return. 
There is a vast amount of real reciprocity in the world 
of practical business. 





A Real Feature for State Conventions 
(Continued from page 63) 


thought that every store ought to have a pretty white 
cut-out slipper for August and September selling, 
therefore we brought what we think is a very pretty 
style in a Junior Spanish Louis heel. Here is a beautiful 
design black satin slipper with brocade quarter, which 
I think will be good for staple evening wear. Here is the 
same design with Baby Louis heel in patent and brown 
quarter, which will be good for even street wear. There 
will be some slight demand for gold slippers. The idea 
of the committee in showing these shoes was that under 
the conditions that exist from what we learn, can that 
any man carrying a stock of goods in the small towns, or 
larger towns as the case may be, he could not go far 
wrong if he made his selection on the line that this com- 
mittee has shown on this table. 

Mr. Stewart—What about beaded slippers? 

Mr. Byck—I will let you tell them about that as you 
were at the style show in New York. 

A Delegate—Mr. Byck, what is your opinion of 
patent leather oxfords? 

Mr. Byckh—Well I will give you my experience. I used 
to think I knew a lot about it, but I don’t know so much 
about it now. Like what we sold last Winter? I don’t 
think much of those and if you have any on hand you 
had better sell them. I think I would not buy any as 
they are a little passe. . 

Mr. Jones—I have been requested to ask you whether 
laces or straps in oxfords will be better in welts. 

A Turn to Turns 

Mr. Byck—That is a pretty hard question. Oxford 
ties I believe will never go out and I believe you are 
going to sell as many.oxford ties this year, as, you_sold 
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last year. Oxford welts did not go well at first, but I 
think they are strong now, but the big bet on oxfords 
or strap slippers are turns. 

1 Delegate—What about brown satin? 

Vr. Byck—Not advisable to try to use too many 
different colors. The locality governs that and you must 
be your own judge and can tell best what to buy and in 
what quantity. 

Vr. Funkenstein—Mr. Byck we did not touch on 
black kid straps with brocade quarters, snappy styles. 

Vr. Byck—We simply brought out these samples for 
the men in the small towns, what they can safely buy. 
\s far as the black patent is concerned the consensus 
of opinion is that the strong proposition is black kid, 
black satin and then brown and black kid in turn with 
one or two straps with a wooden military heel. 

Vr. Brady—lIt has been suggested by variousdelegates 
as well as several traveling men, that at the next meet- 
ing this feature of the convention be held the first day, 
as there are several buyers holding back to get the opin- 
ion of the people who are making the talks at this con- 
vention, and I suggest that, in the way of a sugges- 
tion only, that wherever the convention is held next 
year, that this feature be held the first day to help both 
the buyer and the traveling salesmen. 

President Wilkinson—I think Mr. Brady’s suggestion 
is a good one and it occurred to me yesterday. | think 
everybody has been greatly benefited. 


One-Straps Are Good 


Vr. Stewarl—1 was in New York last month at the 
style show and to state in a concrete form what I got 
out of it would say that heavy welts, black and brown 
kid, one strap was the best bet and I bought that shoe 
both ways. Just about 34” strap, 1 1-8 and 11% heel. 
In regard to the shoe with the Baby Louis heel. would 
say they showed more Spanish than they did the Baby 
Louis. But I think the Baby Louis the best bet. Then 
there is a shoe with one strap, turn, Baby Louis heel, 
patent vamp with brocade quarter. You can buy that 
as it is or you can buy it in black kid, or brown. Then in 
the high heel you can go up as high as 16-8. They have 
cut-outs in one strap or two straps, you can buy that 
straight through in four or five styles, 

A Delegate—What is the best the Spanish or the 
Baby Louis heel in that height heel? 

Mr. Slewart—We think the Louis, though they show 
more Spanish heel. 

1 Delegate—What do you think of black kid beaded? 

Vr. Stewart—I don’t think much of it, 1 think black 
satin beaded is good. 

A Delegate—Did they talk much about beaded 
slippers? 

Vr. Stewart—No they only touched the high points. 

1 Delegale—What is your idea from the style show 
two weeks ago as to these combinations we have pro- 
duced here? What seems to be the consensus of opinion? 

Vr. Stewari—I don’t think so much of the fawn but 
the gray and the beige is good. 


A Delegate—What percentage do you think in follow- 
ing out their ideas is good? 

Mr. Stewart—Taking it for granted you were buying 
your August and September needs, why, I would not 
buy over 25 per cent of these, in Baby Louis in 13 or 
16 Louis heel. 

A Delegate—What about welt straps? 

Mr. Stewart—I would say oxfords were better than 
the straps. You will sell more oxfords than you do 
straps. I think the main thing for any buyer is to have a 
record of his stock on hand before him and if everybody 
will go home and take the sizes of their entire stock and 
get one pair of shoes of each style, put them out on a 
table, what you would need would be something to 
sweeten them up. Buy the prettiest shoes, get them out 
quick and keep your orders coming in. 

A Delegate—Mr. Stewart what about vamps? 

Mr. Stewart—About 3-8 vamp. 

A Delegale—On the low heel strap Mr. Stewart, will 
it be in tan calif entirely? 

Mr. Stewart—I would buy in kid. 

A Delegate—Oxfords or strap in kid, what about 
that? 

Mr. Stewart—I would say both. 

A Delegate—What about toes? 

Mr. Stewart—Medium narrow toe. 

Mr. Byck—l am going to ask Mr. Stewart as to the 
value to the customer of the recent style show held in 
New York? 

Mr. Stewart—Whether they should continue to hold 
them? 

Mr. Byck—No, no, as to the style show being held in 
the middle of May. Tell us your opinion as to the value 
of the show being held at that time particularly. 

Mr. Stewart—It satisfied my mind that straps would 
be good and heels high. 

Mr. Byck—I mean as to holding the style show in the 
middle of May, was that the correct time in your judg- 
ment to hold it for the amount of good done. Would it 
have been better to have been held at that time or to 
have been held in the middle of June? 

Mr. Stewart—I would say that was all right. 

Mr. Byck—Would you think it was a very valuable 
assistance to the representatives? 

Mr. Stewart—Buyers in the country? 

Mr. Byck—Yes sir. 

Mr. Stewart—Decidedly. 

President—I know that everybody more than en- 
joyed the remarks of Mr. Stewart. In connection with 
the remarks of Mr. Brady in regard to having this 
feature the first day of the convention, I want to pass 
that on to the resolutions committee as I think it 
should be acted on before this meeting adjourns. 

Mr. Brady—1 would also add to that that this com- 
mittee select certain styles that will be submitted. 

President—The resolution committee will take this 
remark also into consideration. With the remarks made, 
I think everybody is familiar with the program ahead 
so we will now stand adjourned. 
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The moulded insole which fits the curves in the sole of the foot. 

When this is done by Mr. De Riddler’s discovery, a smaller 

size shoe can be worn, and if the foot has been forced out of shape 

wearing flat-tread shoes, it gradually and comfortably returns 
lo its original shape 


The sole of the last is curved to — the proper moulding of 
the sole of the shoe. The upper can be of any design which 
Dame Fashion dictates 


Moulded Innersole the Feature of 
New Rochester Shoe 


tended man to walk barefoot on an earth ordi- 

narily so soft and yielding as to mould itself to 
the shape of the foot sole, thus giving support at almost 
every point on the sole, Oliver E. DeRidder, vice- 
president and general-manager of E. P. Reed & Co. of 
Rochester, N. Y., has perfected and taken out letters 
patent on an entirely new footwear development. 

Put briefly, he has devised a way permanently to 
mould an innersole so that it will conform absolutely to 
the curves of the soles of the feet. This innersole, he 
claims, gives the foot precisely the same degree of sup- 
port which nature intended it to have when walking 
barefoot on the ground. 

It is Mr. DeRidder’s contention that this is the nat- 
ural form for the innersole to take; that it gives the foot 
arches no opportunity to break down; that it will keep 


Pi veveea man on the theory that nature in- 


feet in good condition; and that it will correct foot. 


troubles which have been caused by wearing the im- 
proper kind of shoes. 

The method employed in moulding the innersole is 
complicated and highly technical. The problem was 
solved by Mr. DeRidder, only after he had devoted 
nearly seven years to extensive experimentation, Plaster 
casts of the foot sole are used as the basis and from 


these, heavy steel moulds or dies are made. The bot- 
toms of the lasts, also, are made to conform with the 
curves in the innersoles. 

Another point of real importance is that the treat- 
ment of the sole in no way interferes with the style of 
the shoe. Any upper pattern or any material may be 
used. Shoes may be of the comfort type or of the high 
style type. The moulded sole remains the same in every 
case. 

This shoe has been shown to many prominent sur- 
geons and orthopedic experts, all of whom agree that it 
is a decided forward step. Among others who have en- 
dorsed the shoe is Dr. Adolph Lorenz, the famous Aus- 
trian surgeon and orthopedic expert who recently 
visited this country and who, not content with en- 
dorsing it, took back to Europe with him a number 
of pairs. 





Who Knows His Address? 


C. A. Harper, a merchant of Marshall, Michigan, 
wants the address of J. C. Anton, formerly salesman 
for the Pennington Shoe Company, Manchester, New 
Hampshire, and says that any source of informatior 
regarding his whereabouts will be appreciated. 
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California Has Big Convention 
(Continued from page 68) 


sight of the fact that style fads are and always will be 
over-merchandised, and we can prevent this to a great 
extent by recognizing the psychology of repetition con- 
stantly beating against the merchant’s brain, which 
gradually wears down his perspective, thus losing his 
sense of proportion. 


The Danger of Fad Selling 


Fad selling grows gradually in fear, slowly at first, 
then exploited in ads and trade papers and windows, 
spreading like a cancer into the stock and profits of the 
retailer. If we pay attention to everything we see and 
hear and read on fads, that is all we think about; and 
we lose our sense of proportion in the “bread and 
butter” merchandise. 

We can put a check upon this hysterical merchandis- 
ing by absolutely insisting on our plan or chart of “clien- 
tele merchandising.” Every sample you pick up, ask 
yourselves, ““ How many pairs of these can I sell in my 
store or city? How much trade have I who can intelli- 
gently buy this style satisfactorily?” Do you know exactly 
how many pairs of shoes you sold in each size and style, 
and do you then buy accordingly? These things you 
must know, and you can know, by dividing your trade 
first into two broad branches—male and female—or 
three divisions; women’s and big girls; misses and chil- 
dren; men and boys. Again, divide men’s into three 
broad divisions, like the distinctly young men’s trade; 
the conservative or middle group; and a third group of 
real staple buyers; and then estimate the number of 
men that you sell in each group. 

This you can do when you keep as good a record of 
sales as you do of purchases. It is the record of sales 
that will safely guard your future buying and prevent 
over-buying. If this were done, fewer merchants would 
make errors such as were made in buying ball-straps 
oxfords as (an illustration) in 1921. If you bought these 
goods on the basis of trade possibilities and put them 
in the groups mentioned above, you would have had a 
happier story to tell and your quantities bought would 
have been smaller and within your sales absorption 
possibilities. 


Divide Customers into Classes 


Divide and sub-divide your stock and your clientele 
as well into groups and divisions or separate units. 
Then buy according to these units and you will have a 
real healthy inventory sheet. We must ask ourselves 
seriously and sensibly whether this flapper type of shoe 
will go with certain groups. Consult your chart on the 
fad class. The big group of matrons and grown-up 
women still young enough to want style, but not of the 
extreme variety, and a third group starting with the 
“fair, fat and forty,”’ and ranging upward until we 
strike the real staple buyers. 

I postively affirm and maintain that when we once 


start to visualize our individual customers as a mer- 
chandising proposition we can school ourselves quickly 
into putting any sample shoe into its proper group and 
then await happily the sales possibility. When you do 
this, bear in mind the principle of style buying and the 
danger a riot of style, and that such a style orgy soon 
neutralizes it all, making no style at all. 


Joseph A. Manning Dead 


Joseph Avery Manning, long a Boston shoe mer- 
chant, died Tuesday, June 20, at his home, 209 Buck- 
minster road, Brookline. Mr. Manning was born in 
Worcester, Feb. 19, 1851, and spent his early life in that 
city. In 1885 he removed to Brookline, having then be- 
come identified with the wholesale shoe business in 
Boston. Later he became interested in various shoe 
manufacturing firms and at the time of his death was 
president and treasurer of the Outing Shoe Company, 
Boston; Outing Shoe Company, Worcester; J. A. Man- 
ning Shoe Mfg. Company, Haverhill; and F. J. Thomp- 
son, Inc., Haverhill. Mr Manning is survived by his 
widow, Ella Amsden Manning; a daughter, Frances 
Gleason Bent, and two sons, J Nelson and Edward A. 
Manning, all of Brookline. 

Mr. Manning’s lovable disposition and his willing- 
ness to help all those with whom he came in contact, 
will long be remembered by his friends and associates 
in the shoe industry. 


We Apologize 
(An Advertising Error Corrected) 


A regrettable error occurred in the joint advertise- 
ment of Laird, Schober and Company of Philadelphia 
and the Field and Flint Company of Brockton, Mass., 
appearing in the May 27 issue of the Boot and Shoe 
Recorder. These two companies are combining to run a 
highly artistic advertising campaign devoted to Anato- 
mik shoes. As everyone knows, Laird, Schober and Com- 
pany make Anatomiks for ladies, misses, children and 
infants, while the Field and Flint Company make 
Anatomiks for men, boys and little men. The adver- 
tisement in question, however, by a type transposition, 
made it appear that the feminine shoes were made by 
the Field and Flint Company, while those for the mas- 
culine sex were made by Laird, Schober and Company. 


In thé Karelis Shoe Company advertisement in the 
June 17 issue, stock No. 603 should be priced $3.15, not 
$3; stock No. 803 should be $3.30, not $3.20; stock 
No. 804 of which no price was given should be priced 
$3.20. 


If all you get out of your job is contained in your pay 
envelope, you've got the wrong job—or you're the 
wrong kind of a worker—probably the latter.—Forbes 
Magazine (N. Y.). 


June 24, 1922. 
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A Chapter in Advertising Ethics 


tude of retail merchants; consequently the following 
resolution was passed: 


HEN is advertising not advertising? 
From time to time retail shoe merchants 
as individuals and through State and local 
associations have raised their voice against the practice 
of certain manufacturers and wholesalers who have 
sent out post cards, folders and other one cent mail 
matter showing cuts ‘and prices that were clearly 
visible to the mail carrier and other people who through 
any means would have access to that advertising mat- 
ter. 

An Iowa merchant was among the first to bring the 
evil of this form of advertising directly to the attention 
of the shoe industry. 

This merchant happened to be coming down street 
one day behind the mail carrier. The mail carrier it is 
‘alleged stopped and read several of these advertising 
post cards and took occasion to show them to other 

: people on his route. ; 

It so happened that this particular advertising was 
for some cheap shoes, far cheaper than that particular 
merchant handled in his store, but the advertising was 
cleverly prepared and the illustrations were quite 
attractive. 

To the uninitiated the picture portrayed good shoes. 
The natural inference was that this merchant and others 
selling a good high grade of merchandise were making a 
great big unreasonable profit. 

This kind of advertising has been discussed in several 
State conventions, some of them passing resolutions on 
the subject in which the practice was condemned. 


Resolution of the N.S.R.A. 


At the national convention in Chicago last January 
this matter was the subject of considerable discussion 
on the floor. Merchant after merchant spoke against 


the practice and not one raised his voice in favor of it. 
The National Association in this matter as in all others, 
showed a disposition to play fair with manufacturers 
and wholesalers and was adverse to taking any drastic 
action but at the same time were unwilling to let the 
matter pass without providing a means by which 
manufacturers and wholesalers could know the atti- 


Relationships Among Retailers, Manufacturers and 
Wholesalers 


‘*Be it resolved, that all matters affecting the welfare 
of retail merchants such as open publicity distributed 
by one cent mail and matter of similar nature, in their 
relations with wholesalers and manufacturers, be 
referred to the National Shoe Retailers’ Association 
Conference Committee and that immediate action be 
taken on any question so referred to that committee.” 

Since the last national convention merchants have 
taken occasion to bring incidents of this sort to the 
attention of N.S.R.A. headquarters. In each case 
these have been referred to the conference committee 
which has in turn taken them up with the conference 
committee of the Manufacturers’ Association. 

In one instance at least the manufacturer who had 
sent out the open publicity advertising was not a 
member of the Manufacturers’ Association, but the 
conference committee of that association promised to 
take the matter up with him and write him the same 
sort of a letter that they would to one of their own 
members, calling his attention to the resolution passed 
by the N.S.R.A. 


When Advertising is Not Advertising 


Just last week a mid-week manufacturer sent out to 
their trade a beautifully executed post card on the 
back of which were illustrated shoes, descriptions and 
prices. On receipt of the postcard a progressive, well 
rated merchant returned the post card to the manu- 
facturer with the following letter: 

“Just a reminder in regard to the post card adver- 
tising which I received this morning. At the last 
National Shoe Retailers’ convention held in Chicago last 
Winter it was decided that all retailers should remind 
wholesalers and manufacturers sending out adver- 
tising with prices of merchandise on the same so that 
the mail carrier or public can see it that it is usually 

(Continued on page 93) 
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Convention Arrangements Shaping Up 
Display Space Being Sold on Basis 


‘First Come 


Convention of the National Shoe Retailers’ 
Association? 

Will there be another style show as big and compre- 
hensive as the one staged last year? 

These and similar questions are being asked by men 
in every branch of the shoe industry. At the close of 
each convention there are always some men who pre- 
dict that this is the last big convention; there will 
never be another one as good as this one. The manu- 
facturers will not make displays another time. 


\ RE shoe manufacturers interested in the 1923 


Much Space Already Sold 


If anybody doubts the interest of this big annual 
event or anybody has an idea that manufacturers are 
not anxious to avail themselves of such an opportunity 
personally to meet their merchant customers and face 
to face to discuss the problems of vital interest to each, 
the records in the office of Secretary Spangler would be 
sufficient evidence to dispel any such doubt. 

A look at the diagram of the Coliseum in the national 
headquarters office and a glance at the list of the ex- 
hibitors who have already engaged models for the Cor- 
rect Costume Revue is conclusive evidence that the 
1923 Convention will not fall short of its predecessor. 


Available Space Less than Last Year 


Before the 1922 convention was over it was decided 
not to try again to use the Armory for display purposes. 
All other space used at the last convention has been 
engaged for the forthcoming show. 

The elimination of the Armory cuts down the total 
number of available display spaces to 463. Already 
80 per cent of these spaces have been sold and assigned 
to various shoe groups and individual manufacturers of 
footwear, leather and shoe store accessories. 

Early in the year letters were sent to each exhibitor 
who had a display at last year’s convention advising 
him that first choice of space would be given to those 
who had heretofore supported the show. 

While these letters were sent to individual exhibitors 
manufacturers in a number of important shoe produc- 
ing centers got together and decided to continue the 
plan of group market displays. 

St Louis will be where they were last year in the first 
section to the right of the main aisle. 


Group Displays As Usual 


On the opposite side of the aisle will be Brooklyn. 
New England will stretch across the main aisle, having 
displays on either side in the center of the hall. Back of 


First Served”’ 


New England on the left of the main aisle will be Cin- 
cinnati located where they were last year. Still back of 
Cincinnati wil] be Rochester. On the right of the main 
aisle back of New England will be the Philadelphia 
display. 

Individual manufacturers have contracted for the 
greater part of the remaining spaces in the Auditorium 
and the Annex. 

In each instance assignments of space have been and 
will be made in accordance with the precedent of the 
application. Without fear or favor this rule has been 
adhered to by the present management of the show. 


Number of Models May be Limited 


From present indications every display space will 
be sold months in advance of the opening of the 
convention. 

The number of models on the runway will be 
limited only by the maximum number which the 
Correct Costume Revue Committee believes can be 
accommodated to advantage of the exhibitors. 

Last year it was a problem to sell manufacturers on 
the advisability of putting a model on the runway. 
This year it looks as though it was going to be a prob- 
lem of the committee to determine what manufactur- 
ers would be allowed to show their shoes on the living 
models. 


To Limit Number of Models 

The committee recognizes that if too great a number 
of models are put on the runway the best results will 
not be obtained for either the manufacturers or the 
merchants interested in seeing the show. Consequently, 
it will probably be decided to limit the number of 
models and probably to limit the number that each 
manufacturer may have. 

The same rule “first come first served” is being 
applied to assignment of models that prevailed in the 
assignment of space in the show. 

No manufacturer will be permitted to have a model 
on the runway who is not an exhibitor in the show. 


On to California 


If President C. K. Chisholm keeps up the gait which 
he has so far hit, he will make a reputation as the 
traveling president of the N.S.R.A. So far he has 
attended State conventions in Texas, Ohio and Penn- 
sylvania, and he is now in Pasadena, California, at- 
tending the State convention there. 

(Continued on page 93) 
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Illinois Plans Open Forum 


Display Booths Provided for Manufacturers and 
| Wholesalers 


tion of the Illinois Shoe Retailers’ Association 

to be held in Peoria, July 10, 11 and 12 are 
well under way. The Jefferson Hotel has been selected 
as convention headquarters. The meetings and displays 
will all be held under one roof. Booths will be provided 
for manufacturers and wholesalers in which to exhibit 
their lines. 

Forenoons of each day will be given over to the in- 
spection of displays and buying. The afternoons will be 
devoted to the convention business 
and regular program which will be 
very largely of the open forum or 
round table type. 

Questions of style selection, buying 
methods and general store conduct 
wil! be among the topics discussed. 


(5 a plans for the eighth annual conven- 


Good Times Also Planned 


The entertainment features will be 
under the direction of the local Peoria 
merchants who give the assurance 
that everybody can come expecting, 
a good time. 

S. E. Murray of Clinton, president 
of the association, in a letter recently 
sent to the membership, assures them 
that the convention will be full of pep 
and worth the while of every mer- 
chant in the State. 


Association Bulletin Contains Some 
Good Dope 


A recent bulletin issued by the Illinois Shoe Retailers’ 
Association reviews some of the history of the associa- 
tion, pointing out some of its achievements and quotes 
letters from a number of its leading members, telling 
why membership in the association has been of value to 
them. 

Don’t Fool Yourself 


Under the caption “Don’t Fool Yourself” is this pert- 
inent item—*Business this year is different. Many 
changes in conditions are entering into the avenues of 
shoe selling. The big town fellow, who fought through 
the strife of high prices and bountiful money, now faces 
a new map of shoe selling. The little town fellow is com- 
ing back. He is buying lower values in shoes. The big 
fellow must adjust these prices to the day’s value. 
More than this, he must keep on telling his trade of the 
new lower prices. The shoe game is not easy. Someone 





S. E. MURRAY 


President of the Illinois Shoe Retailers’ 
Association 


said: ‘Are you selling foot covers, or are you fitting 
shoes properly? 


“‘Ads”’ to be Exhibited 


“In comparing sales this year go back to 1913-14, 
then eliminate the war years. You will then find busi- 
ness brighter and better.” 

President Murray is asking each member of the asso- 
ciation to cut from daily or weekly papers all shoe ad- 
vertisements for one week and mail them to him. He 
intends to arrange these advertise- 
ments as an exhibit at the forthcom- 
ing convention, with the expectation 
that every merchant will gain some 
mighty valuable information, on the 
preparation and handling of his own 
advertisements. 





U.S. in Market for 300,000 
Pairs of Shoes 


Washington, June 20—Bids have 
been asked on 300,000 pairs of ser- 
vice shoes to be supplied the War 
Department at general supply dep- 
ots. The proposals will be read June 
26 and delivery will commence as 
soon as possible after the award. 

.Complete delivery will be made on 
or before December 30. 

The War Department has altered 
by additions and omissions, Speci- 
fication 906, which will apply to these 

bids. The changes involve omitting in paragraph 6 
and 23 the words “middle soles” wherever used and 
substituting therefor the words “inside taps.” In 
paragraph 23 add “Inside taps shall be skived with a 
suitable scarf, wide enough to fit smoothly at the 
breast."” To paragraph 17 add at the end “including 
the thread used in the barring row.” Paragraph 16 is 
omitted entirely. 





A Hobby of Health Shoes 


A man, who has made money, has taken up for 
hobby, the development of health shoes. He was 
never in the shoe business before. He has started an 
experimental shop, in co-operation with a retired shoe 
man, of a similar mind. If they strike anything worth 
while in health shoes, they purpose to give it to the 
shoe trade. 
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A Chapter in Advertising Ethics 
(Concluded from page 89) 


goods at a price that are so advertised and the public 
draws the conclusion from this thereby causing trouble 
for retail merchants. 
“We try not to patronize any concern doing such. 
Yours truly.” 


Had the advertising matter been sent under cover 
this merchant might have given it favorable considera- 
tion; he might have become a customer of the manu- 
facturer; at any rate, he would not have been an- 
tagonistic. As it was the manufacturer not only closed 
the door against himself in this particular instance, but 
he lost the good will, at least temporarily, of that 
merchant. 

How many more merchants who received this ad- 
vertising took the same attitude is problematical. The 
most of them who are not favorably impressed with it 
probably grunted, threw the post card in the waste 
basket but did not take the trouble to write the manu- 
facturer their personal impression of his publicity plan. 

One of the objects of advertising is to attract favor- 
able attention and create a desire for the merchandise. 

An advertisement may, as in this case, attract atten- 
tion, but unless the attention is favorable it is not apt to 
create a desire for the product. 

Never before were merchants so deluged with direct- 
by-mail advertising as they are today. 

One merchant says, “I am getting four times as 
much’’; another says he is getting at least eight times 
what he normally received, adding, “If I stopped to 
read all this stuff I would have no time to sell shoes.” 

This does not mean that merchants are not interested 
in advertising of manufacturers and wholesalers; in 
fact, the direct opposite is true. A careful investigation 
among merchants of various classes of stores, covering 
several States proves that merchants are depending on 
advertising more than ever before in making their 
purchases but they are making these purchases 
through advertising which measures up to their code of 
ethics. 

If, in the opinion of good merchants, open publicity 
such as one cent mail matter, works a hardship on 
them by broadcasting wholesale prices, especially 
prices on low grade merchandise, then it is scarcely 
reasonable to expect them to be favorably influenced 
by such advertising. 


Your Recorder is Wrapped 


You have probably noticed that your Recorder is 
coming to you wrapped. The Recorder, some months 
ago sensed this feeling among merchants and although 
it costs considerably more.to wrap each paper, than to 
simply put a sticker on the front cover, we did not 
hesitate to incur the extra expense because it is our 
constant endeavor to aid the merchant in every way 
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possible in his fight for business and we do not intend to 
knowingly throw any stones in his pathway. 





Gordon L. Anderson Joins Recorder 
Staff 


Meet Gordon L. Anderson, the new Assistant 
Western Manager of the Boot and Shoe Recorder. Mr. 
Anderson comes to us from the T. K. Kelly Sales 
System of Minneapolis where he held the position of 
Advertising Manager. 

He has had experience in the manufacturing business. 
For several years he was connected with the Milwaukee 
Journal in the advertising and service department. 
Mr. Anderson is a thorough student of business 
methods and sales expansion. 

He has a very intimate knowledge of the retail 
situation and the problems of the shoe merchant. He 
has had wide experience in writing and preparing ad- 
vertising campaigns that are safe, sane and logical. 


> IN ae 
ae Fy Ke 
GORDON L. ANDERSON 


Who has joined the Recorder force as 
Assistant Western Manager 





We feel that he will bring to this organization and its 
clients a knowledge of merchandising practice and 
contact with the final distribution channel that will be 
invaluable in enabling our clients and ourselves to get 
the very best out of the RECORDER'S pages. 





Convention Arrangements Shaping Up 
(Concluded from page 90) 


President Chisholm has been of great assistance to 
the State associations whose conventions he has at- 
tended. But, from his own viewpoint he believes that 
these State meetings have been of more personal value 
to him than any previous experience in the shoe busi- 
ness. Secretary George M. Spangler will accompany 
Mr. Chisholm to the Pacific Coast and do his part in 
making the convention in that State a success. 
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Whites Furnish Volume Sales 


Some Stores Report Sales Even Exceeding Those of Easter 
Week—Prices Cut on Some Low-Heeled Footwear 


HE past week compares favorably 
with the previous one, which was 
considered one of the paramount six-days” 


business of the year. Some stores last week: . 


reported business larger in volume than 
that of Easter week. This was not alone on 
one store, but two or three told the same 
story. Retail shoe merchants throughout 
the business district are highly elated with 
the results of the past few months’ busi- 
ness. Particularly is there much rejoicing 
over the unanticipated pressure which is 
now being experienced on whites. During 
the early part of the season, many of the 
shoe merchants were in a very dubious 
frame of mind with reference to buying on 
white shoes. However, the past three 
weeks sale on white shoes has been of 
such character that practically all retail 
merchants baye placed re-orders on the 
popular numbers. 

The flurry on whites has increased each 
succeeding week for the last three, and 
the selling throughout the past six days 
and especially Saturday has been exceed- 
ingly brisk. 

The stocks of white shoes have been 
pretty well used up and those fortunate 
ones who have orders with the local manu- 
facturers are pleading for deliveries. Some 
factories here can make deliveries under 
unusual circumstances in four weeks and 
this is particularly good when compared 
with other manufacturers who have placed 
their shipping dates even beyond that. 


Cleaning Out 8-8 Heels 


There has been some dumping on the 
market of the low heeled stuff, especially 
the 8-8 heel patterns on which the death 
sentence has apparently been pronounced. 
Sales have started on these types of shoes 
at prices as low as $2.95. A great many of 
the shoes are obsolete patterns such as the 
flapper one-strap and the combination 
effects of the low-heeled variety. Sport 
oxfords of the smoked horse and elk varie- 
ties are also included in the clean-up. 

Barefoot sandals continue to bask in the 
spotlight of favor. They have been one 
of the best bets in the novelty field for 
some weeks. Each day finds the demand 
more pronounced for these shoes and retail 
shoe merchants are finding it difficult to 
keep pace with the sales. 

One large downtown store which ad- 
vertised a particular type, announced that 
it wished it was possible to get more of the 
same style shoe. 

They are being shown in ivory, white 
buck, and elk. About an 8-8 heel is carried 
on a majority of the patterns. White can- 
vas still leads this field of footwear. While 


white kid is having considerable demand, 
the fact remains that canvas far exceeds 
kid in point of sales. Canvas patterns, es- 
pecially the one- and two-strap have had 
the preference in the call. There has been 
a strong trend toward walking oxfords in 
white canvas, but nothing to compare with 
sales that have been made on the straps 
and cut-outs. The higher heel tendency 
which has asserted itself so strongly within 
the last few months is also felt in the white 
field. Military heels, in the 10-8, 11-8 and 
12-8 types are the wanted styles. 


Patent Leather Slumps 


Patent leather has slumped again and 
continues to slip in a downward direction. 
Satins still are holding well, with a good 
demand for one-strap, with a 15-8 Louis 
heel. 


Style Show Models Selected 


The model committee of the St. Louis 
Style Show this week selected 56 young 
women from a gathering of 250 who as- 
pired to be models. The girls appeared be- 
fore the committee in groups of ten and 
had to pass the scrutiny of four sections, 
the first for appearance, form, poise and 
carriage; the second, for their fitness for 
wearing certain garments; the third, to 
judge their fitness for wearing millinery 
creations, and the last section for trimness 
of feet and ankles. 

The shoe style committee consisted of 
Al. White of Brown Shoe Company, 
chairman; Charles Strayer of Johansen 
Bros. Shoe Company; John Wilson of 
McElroy-Sloan Shoe Company; and W. H. 
Pickett of Brown Shoe Company. 


Advertising Managers Attend 
A. A. C. of W. Convention 


Many of the advertising managers of 
the St. Louis shoe manufacturers went to 
Milwaukee to attend the Associated Ad- 
vertising Clubs of the World Convention, 
which was held in that city starting Sun- 
day, June 10, and terminating Thursday, 
June 15. Bert Barnett, advertising man- 
ager of Friedman-Shelby Shoe Company, 
addressed the Specialty Advertising De- 
partment. Arch DeBow of Roberts, John- 
son and Rand, James Stribling of Peters 
Shoe Company, and P. M. Fahrendorf, of 
Brown Shoe Company, also attended. 


Vogue Has Rec ord-Breaking 
Week 


It was announced by the proprietors of 
the Vogue Boot Shop at 615 Locust Street 
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that last week was the biggest week that 
store has experienced in the history of its 
existence. The sales exceeded those of 
Easter week, which was the largest week's 
business up to last week. 


Hinckley On Buying Trip 

Sam Hinckley, manager of the shoe de- 
partment of Stix, Baer and Fuller depart- 
ment store, is in the East on a buying trip. 
He is expected to remain away for at least 
three weeks, where he will make some 
purchases of his advance Fall styles. He is 
also buying for immediate delivery, espe- 
cially white, on which the store has had an 
unusual heavy run. Irwin Farbestein, 
manager of the down-stairs shoe depart- 
ment, of the store is also accompanying 
Hinckley on the trip. Farbestein expects to 
come back with some excellent values for 
sales that will be conducted in the base- 
ment. 


Huette Store Being Re- 
Modelled 


The work of remodelling the front of 
Huettes’ Sixth Street store will be started 
on Monday. The upper portion of the 
store will be replaced with white terra 
cotta. 


Sensenbrenner Showing New 
Sandal 


Sensenbrenner’s Store has for the past 
week been featuring the Sunshine sandal. 
The shoe is being shown in four ways— 
gray, ivory, patent, and white. It is a bare- 
foot sandal, with a nickle buckle strap. 
An 8-8 rubber heel is carried on the pat- 
tern. 


John Bull Resigns 


John Bull, former vice-president of the 
Brown Shoe Company, has resigned from 
that organization. No plans for the future 
have been announced by Bull, but it is 
believed he will take a vacation until Fall. 


To Raise Money for Style 
Show 


The St. Louis Shoe Manufacturers and 
Wholesalers’ Association expects to raise 
among its members $5000 to support the 
style show, which will be held Aug 2 to 16. 





New Shoe Stores 


M. Yudelson & Sons, (Sol I. Yudelson, 
manager), 95 Whitehall Street, Atlanta, 
Ga. 

Varney Bros. Company, Yuma, Ariz., 
shoe department. 

Star Shoe Store, Atlanta, Ga. 

Self Service Shoe Store (Irving Makow- 
sky), Attleboro, Mass. 

Man’s Shop (Frank S. Chew, proprie- 
tor), Waynesboro, Va., shoe department. 
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Demand for Whites Increases 


Brisk Selling Expected from Now On—Patent Leather 
Continues to Be Popular 


AST week Los Angeles was given 
over to the International Associa- 
tion of Rotary Clubs, holding their thir- 
teenth convention. While the skies were 
bright and the streets crowded, little effect 
was felt in the shoe business, beyond the 
usual steady demand for seasonal foot- 
wear. 

There is a heavier demand for white 
shoes and although the plaint is heard in 
some quarters that the white season got 
such a late start, it will probably not fulfill 
earlier predictions, others are more opti- 
mistic. 

Also, the fact that patents have such a 
strong hold on popular fancy leads many 
to believe they will continue to form a 
large percentage of sales. Perhaps the 
demand for whites will not be so heavy as 
it would be without this handicap, but 
even so, it is believed that all stocks on 
hand will be readily sold. 

White has achieved a place in the ward- 
robe that cannot be filled by any other 
class of footwear, and especially is this 
true in Southern California, where white 
shoes are appropriate the year around. 
Most merchants feel that with three to 
four months of good Summer weather 
ahead there is going to be some brisk sell- 
ing of white footwear. 


Watching Skirt Lengths 


Shoe men are keeping their eye on the 
skirt length, as persistent rumors assert 
that milady’s new clothes are going to be 
somewhat longer than they are at present. 
There are also indications in some quarters 
that a revival of the high shoe would find 
favor among a certain class. It is felt gen- 
erally that something is bound to develop 


within the next few months and everybody 
is sitting back and waiting to see what de- 
velops. With the return of the long skirt 
will also come higher heels, and probably 
a slightly longer forepart. a 
For men, the golf style seems to be th 
dominant influence in footwear, and as it 
is now very effectively combined in dress 
shoes there is no doubt but what this ten- 
dency will be a safe leader for Fall. Sport 
shoes of all descriptions are selling well, 
often with the soft toe. 


Wholesale Business Much 
Better 


Reports from the wholesale district 
state that the shoe business in Southern 
California the past few months has shown 
a very marked increase. 


Los Angeles Line on 
Exhibition 

Among the shoe lines to be exhibited at 
the convention in Pasadena is the Elias- 
Klatz line, manufactured in Los Angeles. 
This firm has demonstrated that women’s 
novelty footwear can be bought here in 
Los Angeles which is in every way equal 
to the Eastern product, price included. 


Los Angeles Notes 


Al Gude is at present in the East looking 
over the style situation. 

Mr. Elmquist of Bullock’s, is also in the 
Eastern market. 

E. L. Jaffa and W. M. Jaffa of The Jaffa 
Company, are leaving for the East and 
will take in the Boston Style Show while 
there. 





CINCINNATI 


Shoe Factories Re-Open 


Practically All Cutting Rooms Have Started and Other 
Departments Will Follow 


HIS week marked the resumption of 
operations by the local shoe fac- 
tories, after four weeks of inactivity fol- 
lowing a refusal of local unions to accept a 
10 per cent reduction in wages. 

Practically all the factories have 
started their cutting rooms, and within 
a short time ali of the departments will 
be under way. 


J. P. Orr Sails for Europe 


James P. Orr, President of the Potter 
Shoe Company, sailed June 20 on the 


steamship “Berangaria”’ for Europe, where 
he expects to spend the entire Summer. 
Besides visiting many points of interest 
on the other side, he intends also to make 
a thorough study of economic conditions. 
He plans to return by October 1. 


The weekly meeting of the store man- 
agement and the employees of the Potter 
Shoe Company, now being held on Tues- 


day morning, was presided over this week 


by Rebecca Scott of the accounting de- 
partment. Miss Dutzer, also of the same 
department gave an interesting and in- 
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structive description of the journey of the 
sales check. It was pvinted out that if 
the sales person has a chear conception 
of the course of the sales check, fewer 
errors will occur. Miss Scott outlined the 
work of assembling the sales under each 
clerk’s number and ex,lained the method 
by which the total pmount of commission 
is figured under codes determining the 
percentage allowed on different shoes, 
thereby enabling the office to have at all 
times a complete record of each salesman’s 
bonus for 9 six months period. 


How to Lessen Returns 


Miss Scott introduced the subject of 
lessening returns. In this connection she 
brought to light the fact thet during the 
past month one clerk’s returns were as 
high as $400. Matt Holleran, of the 
ladies’ department, suggested that a 
notice be put in each package, which 
would not be offensive, but would at the 
same time direct the customer’s attention 
to the importance of returning merchan- 
dise promptly and in good condition. This 
idea was approved and put into execution 
at once. In discussing the problem of 
lessening returns, Mr. Smith advocated 
the policy of never suggesting to the cus- 
tomer the possibility of the goods being 
returned, as this creates dissatisfaction 
and doubt in their minds before leaving 
the store. On the other hand lead them to 
believe that they are purchasing the right 
thing and let them depart with a feeling of 
content and satisfaction in the purchase 
made. 

Miss Alice Engelbardt requested each 
clerk to make it a point when given 
money by a customer, always to count it 
and repeat the amount received, so as to 
avoid any mistakes or misunderstanding 
in making change. 


Becoming More Efficient 


J. P. Orr, in discussing the subject of 
carelessness, brought out the fact that 
while it may be considered of little im- 
portance by many, the eliminationJof 
careless and slipshod methods makes for 
efficiency more than anything else in the 
world. Quoting Mr. Taylor the fi: mous 
statistician and efficiency expert, he said: 

“The world’s daily work could be done 
in three hours if everything were up to 
100 per cent efficiency. We would not be 
working as we do now for 8, 11, and 12 
hours.” 

Mr. Orr stated further that this shows 
not only what efficiency does, but what 
careléssness and mistakes lead to. He 
explained the reason why they were con- 
stantly urging that care be taken was to 
try to bring to each and every one the 
realization that mistakes take more time, 
more labor, and add to the cost of doing 
business. 

The employees of the Potter Store in 
bidding Mr. Orr good-bye for the Sum- 
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mer, expressed their hope of being able to 
show him a 100 per cent efficiency in their 
work while he is in Europe. 


Joseph E. Cahill Dead 


Joseph E. Cahill, 39 years old, for years 
associated with his father in the Cahill 
Shoe Company of this city, died at his 
home in Hyde Park on June 12. He had 
been in failing health for several years 
and recently had returned from a trip to 
New Mexico, where he went in search of 


health. Four weeks previous to his death 


AND 


he underwent an operation. Besides his 
widow and his parents, Mr. and Mrs. 
L. B. Cahill, five brothers and two sisters 
survive. 


Thorne Makes Assignment 


Walter L. Thorne, who less than a year 
ago purchased the business of the Weber 
Shoe Company at 28 West Sixth Street, 
filed a deed of assignment in the Insol- 
vency Court last week. Dull business and 
the expiration of the lease on the building 
were given as the causes of the failure. 





MILWAUKEE 


Increasing Demand for Sport Styles 


Retail Trade Grows Better as Mid-Summer Approaches; 
Footwear Factories Busy 


ILWAUKEE shoe merchants report 

trade trending steadily upward as 
the warm summer months advance. As 
the summer season gets well under way, 
sales of sport lines quicken, and activity in 
the outdoor or golf shoes is renewed. An 
influx of over 6,000 visitors to the city’s 
advertising convention accounts for the 
week's sales spurt to a certain extent, but 
now that the dust of the conventionites 
settles, the weekly average tapers off a 
trifle but continues in its steadfastly 
regular pace. Shoe manufacturers of the 
city are basking in the summer sales boom, 
and near capacity runs are reported by the 
majority of plants. Trade is not stagnant 
in any line, outdoor and sport models 
moving equally well with the dress shoes. 


Features of Grand Avenue Shops 


The greater number of the exclusive 
shops offer weekly features that invariably 
enjoy excellent runs. The Regal Shoe 
Shop, 312 Grand avenue, is offering a 
stylish summer sport shoe for men, made 
in smoked horsehide with a Russia leather 
saddle and a red rubber disc sole and 
flanged heel. It is popularly priced and is 
a shoe that can be worn from “the office 
to the country club and be at home in both 
places.” 

The Brouwer Shoe Shoppe, at 322 
Grand avenue, is featuring a brown and 
black calf men’s oxford with the popular 
new roll edge sole and the wing tip at $6.50. 
A special model, white canvas Palm Beach 
shoe selling for the same price, proved to 
be so popular that a special exhibit of this 
shae was made in the company’s display. 


Shoe Hospital Changes Owner 


Otto Schwanz, owner of the Portage 
Shoe Hospital, Portage, Wis., has sold his 


interests to Ernie Dickow, formerly 


connected with the Lohr Shoe Company of 
this city. The new owner has changed the 
name of his establishment to Ernie’s Shoe 


Store. A new stock will be installed, and 
all lines brought up to date, according to 
Mr. Dickow’s announcement. New ma- 
chinery will be added to the repair 
department of the store, he declared. 





Shoe Merchants to Meet 
In Appleton 


The next state convention to be held in 
Appleton, Wis., will be that of the Wiscon- 
sin Shoe Retail Dealers Association, 
August 8, 9 and 10. Arrangements are 
being made for the entertainment of more 
than 500 visitors from all partsof thestate. 
One of the features of the convention will 
be a display of all the latest styles of shoes 
by manufacturers. 


Groth Heads Leather Society 


Henry Groth of Milwaukee was re- 
e'ected president of the Wisconsin Retail 
Harness Manufacturers and Leather 
Goods Merchants Association at the 
executive meeting of the association held 
this week in the Capitol Hotel, Madison, 
Wis. Other officers re-elected were Louis 
Geffert of Madison, vice-president, and 
Ernest Brant of Milwaukee, secretary and 
treasurer. 

The next convention of the association 
will be held in Eau Claire in June, 1923, 
according to the decision made in the 
week’s meeting. Definite dates will be 
announced later. 

These are the high spots of the Wiscon- 
sin Retail Harness Manufacturers and 
Leather Goods Merchants’ convention at 
Madison, which opened with an early 
morning executive meeting at the Capitol 
Hotel, which was followed by a full 
day’s program. The visiting ladies of the 
convention attended the commencement 
exercises of the state university at this 
city and finished with a frolic at Vinas 
Park. The second day of the convention, 
the Jeather men toured the city in cars and 
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finished their trip at Monona Park where a 
buffet supper was served outdoors. Over 
200 persons attended. Henry Groth, 
president, gave a short talk. Following 
the supper a dance at the Monona Park 
Pavilion closed the evening’s program and 
the convention. 


New System In Racine 
Shoe Store 


The old joke about women trying on all 
the shoes in the store and having the 
salesclerk get downall the boxes, will die a 
natural death if all the stores use the 
system instituted by Mr. Halley of the 
Modern Shoe Store, Racine, Wis. All of 
his stock is displayed on racks and the 
prospective customer selects a shoe to his 
liking and the salesman fits them. By 
displaying all the styles the services of 
several clerks are eliminated. 


Ashland Merchants to 
Close Early 


All the shoe merchants of Ashland, Wis.. 
are giving full co-operation to the early clos- 
ing plan inaugurated by the local Chamber 
of Commerce. During the months of 
June, July and August, all retail shoe 
stores will close at 5 p.m. This decision 
was made following a meeting in the local 
Chamber rooms at which time fifteen of 
the leading retailer merchants of the city 
voted for early closing. Plans are under 
way to have every merchant in the city 
join the 100 per cent forces of the retail 
shoe merchants and adopt the early 
closing schedules. 


New Green Bay Shoe Store 

Articles of incorporation have been 
filed by the Mohr Footwear Company of 
Green Bay, Wis., for the purpose of con- 
ducting a general retail shoe and office 
supply department. The capital stock of 
the new company is $15,000, consisting of 
150 shares of a par value of $100. The 
company will be named the Mohr Foot- 
wear Company and will carry the office 
supply department merely as a side line. 
Incorporators are John Mobhr, Sr., 
John A. Mohr, Jr., and Arthur J. Pfaukuck. 


Shoe Store Burns in 
Big Blaze 


A fire that for a time threatened to wipe 
out the north end of the business district 
of Black Earth, Wis., destroyed the store 
and stock of the Carpenter Shoe Co. of 
that city. The Heusman building, in 
which the shoe store was located, is a total 
loss. Damage is estimated at $8,000. 


Pfister & Vogel Hold Rally 


Closing exercises of the Pfister & Vogel 
English classes and a rally of the naturaliz- 
ation class conducted by the public school 
extension department was held at the 
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Forest Home avenue school, Milwaukee, 
Wis. Milton C. Potter, president of the 
Milwaukee public schools, presided. A 
concert was given by the Milwaukee Mail 
Carriers Band, Matthew DeSio director. 
Judge E. T. Fairchild gave a short address 
on Citizenship, dwelling on its value, its 
use and giving a short definition of the 
duties of a citizen. 
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Mayer Official Honored 


D. L. Sawyer, credit manager of the 
F. Mayer Boot and Shoe Company, 
Milwaukee, was elected national chairman 
of the Shoe and Leather council at its 
annual convention in Indianapolis. The 
council is a division of the National 
Association of Credit Men. 





KANSAS CITY 


Big Demand for Whites 


Increase in Retail Business Indicates Unexpected Degree of 
Confidence on Part of Public 


OT weather—great gobs of it, with 

the temperature rivaling that 

usually dispensed by the weather man in 

July and August—has boosted sales in 

Kansas City in the latter part of May and 
in the earlier portion of June. 

The widely heralded rays of the justly 
famous Old Sol have warmed and glad- 
dened the hearts of the Kansas City shoe 
merchants. They have warmed up the 
mechanism of the cash registers. They 
have enabled the aforesaid cash registers to 
hit on high. And, furthermore, they have 
brought the white season in with a bang. 

Between the warm weather, June brides 
and sweet girl graduates, the demand for 
white stuff has been extremely brisk, 
especially in the last week or so. Byrnes 
reports that whites have been the best 
sellers. Other stores make similar reports. 
The low heeled strap effects have sold 
best. The French heel, however, has been 
in demand also. 


Consumers Spending More Freely 


One thing noticeable in the sales in 
whites in the last week or so is that the 
people seem to have more money to 
invest in shoes than they had at the same 
time last year. Whereas last year the 
demand was centered almost entirely 
about white linens, white kids are more in 
demand now. Of course the white kid 
does not hit the purse quite as hard this 
year as it did last. Still the average sale 
price this year is higher than that of last. 

Take, for example, the case of one 
merchant, handling a line of high class 
women’s footwear. 

“We have noticed,” he said, “that the 
people seem to have more money to spend. 
They are paying more for their shoes than 
they did last year. The average price of 
shoes sold last year was about two dollars 
lower than those sold for a corresponding 
period this year. True, the people are 
buying better shoes now, shoes that would 
have cost them more last year. But at the 
same time it is evident that they have 
more money to spend. Or perhaps they 
were just waiting until the better shoes 
took a little drop, and were content to do 


with inferior grades until that happened. 
However, the fact remains that people 
are spending more money now than they 
did last year. At least, so I have found 
is 
Satins in Fair Demand 

Aside from the whites, the patent 
leather pump, in the low heeled strap 
effects, seems to have had the call. Satin 
pumps also have been in demand. The 
warm weather has also boomed sports 
shoes, both in the men’s and the women’s. 
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Merchants in Kansas City prepared for a 
big year for sport stuff'and thus far 
business has fulfilled their expectations. 

In men’s wear the modified straight 
last with a moderately perforated cap in 
both the brown and the black have sold 
well. The demand for golf and tennis 
shoes has been brisk. 


Bumper Crops Expected 


Indications of a bumper crop both in 
grain and fruits brought about a feeling of 
optimism among the dealers of Kansas 
City and those in the city’s trade area. 

The Ozark district had a great straw- 
berry crop, one of the largest in recent 
years. Prices, as a rule, were steady, and 
the demand was strong enough to allow 
the growers to dispose of their fruit at a 
good profit. 

The frosts which for the last few years 
have visited the fruit growing region 
about Kansas City just about the time the 
fruit trees were blooming were absent this 
year, and growers expect the other fruits 
to pan out just as well as the strawberries. 

All of which means more money in the 
district, better business for the merchants 
and more prosperous times for all. 





CHICAGO 


June Brings Good Business 


Demand for Whites Seems to Be Centering on Strap 
Patterns Rather Than Oxfords 


T is no exaggeration to say that retail 
shoe business in Chicago is good and 

has been good since the first of June. There 
are some stores, of course, that are not 
reaping the volume of business which they 
think should be coming to them, but usu- 
ally there is a reason, and too often the 
reason is in the store, and not with the 


people. 

After the Easter rush, came a lull which 
is very largely chargeable to weather con- 
ditions. May, for the most part was cold, 
rainy and disagreeable and, as a conse- 
quence, many of even the best live-wire, 
wide-awake stores fell short in the volume 
of business as compared with the corres- 
sponding days of last year. Quite a number 
of these stores frankly admitted that their 
volume was not as great, but thanks be to 
the weather man, the deficit has in most 
instances, been overcome during the first 
ten days of June. 

No “In-Between’’ Season 

The fact that the Spring was backward 
and cold weather prevailed for an unusual 
length of time and then suddenly the mer- 
cury shot up well toward the top of the 
thermometer has in a way had a disas- 
trous effect on shoe stocks. 

Even the keenest buyers had some mer- 


chandise bought which they easpected to 
fit in between early Spring and the hot 
Summer months, when the weather was 
midly warm and since there was very little 
of that kind of weather that merchandise 
has been difficult to move. 

The merchants who had a surplus of 
that sort of merchandise and were not pro- 
vided with white strap effects and light, 
airy patents and satins are the ones who 
are registering complaint on the volume of 
business. 

Collections are Better 

The decrease in unemployment and the 
better mental attitude of the public is 
clearly reflected in the collections of retail 
stores. One merchant in one of the best 
outlying districts says he has been agree- 
ably surprised with his collections during 
the last two or three weeks. The most 
agreeable part of it is that his trade is 
coming in, paying their accounts and wear- 
ing a smile. They are apparently happy in 
the fact that they not only have money 
with which to meet their bills, but have 
the assurance of more money coming in. 
This attitude of the public has given this 
merchant more confidence and he is buy- 
ing merchandise more freely and looking 
forward to a better mid-summer and early 
Fall business. 
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White Footwear Holds the Stage 


The extremely warm weather which has 
prevailed in Chicago during the last week 
has created a tremendous demand for 
white footwear. A canvas of the Loop 
stores shows that during the pest week 
white footwear has made up from 40 to 
75 per cent of the business. Some stores 
have had other merchandise which they 
have been endeavoring to force out ahead 
of whites, have featured this other mer- 
chandise in their windows and in their 
advertising; and as a result have not sold 
such a large proportion of white footwear. 

Other stores have felt that the time was 
ripe to push whites, have featured white 
footwear in their advertising and in their 
windows, have allowed their salespeople 
to go the limit in selling white footwear, 
and as a result, have done a tremendous 
volume on whites. 


75 Per Cent Fabric—25 Per Cent Kid 


One merchant after going over his 
records for the early part of the week 
wired his factory for 1600 pairs to be 
shipped at once and up to July 1. Seventy- 
five per cent of this order was white fabric 
and 25 per cent kids, and all-strap effects. 

Next to white, patents and satins in 
very light appearing cut-out vamps are 
the best sellers, with sport in strap effects 
and oxfords following. While black and 
white is selling fairly well, all-white is the 
one big bet. 


Straps Supersede Oxfords 


For several years back there has been a 
mid-season clamor for white oxfords. Not 
a merchant in the country apparently had 
enough of them. Then, of a sudden, the 
demand swings around to straps and ox- 
fords go begging. Some of the State Street 
stores are selling white kid, side lace ox- 
fords and a few side gores, but the quanti- 
ties of these are small as compared with 
the total volume. In kid leathers, strap 
effects are what most women seem to want. 

In white fabrics, which constitute 75 
per cent of all the white business, the de- 
mand for strap effects is just as pro- 
nounced as it is with the white leathers. 
Lace oxfords are selling, of course, and the 
salespeople in practically every store have 
instructions to show oxfords first, talk 
oxtords hard, and sell oxfords if possible, 
because it is thought that as the season 
procecds the demand for straps will be- 
come even stronger than it is now. 

Men's Business Generally 

Slow 





There is nothing particularly new or 
startling, happening in men's shoe stcres. 
There is more complaint about a dearth of 
business in men’s stores and among travel- 
ing men selling men’s shoes, than is the 
case with women's. However, several of 
the more progressive stores say that the 
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volume of business is very satisfactory and 
well up to last year’s records. 

Medium shades of tans are still the big- 
gest selling material, although blacks are 
constantly on the increase. Patent leathers 
have become a big factor in men’s low 
shoes. More stores seem to be short on 
sizes of desirable styles in patent leathers 
than any other one leather on the list. 

Sport oxfords are selling very well; but, 
the expected demand for sport effects with 
rubber soles and heels for street wear has 
not developed very strong. 


Wholesale Houses Busy 


Shipments for the last half of May and 
the first half of June will loom larger in 
several wholesale shoe houses in Chicago 
than at any other period in their history. 
This is largely due to the fact that mer- 
chants are buying as needs develop. Orders 
are not large but frequent, and in the end 
they total up toa very satisfactory volume. 

The shoe wholesaler has prabably had 
to revamp his system of doing business to 
a greater extent than any other one factor 
in the shoe industry. He is forced to keep 
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about one leap ahead of the retail mer- 
chant in doping out styles and business 
conditions. But the wise ones in the game 
have long since realized that they cannot 
keep six months ahead; to attempt it, is to 
get in bad. 


Saturday Business Growing 


Time was when Saturday might well 
have been stricken from the weekly calen- 
dar so far as the wholesale shoe business 
was concerned, but that is past history. 
Saturday, especially Saturday morning, 
has become an important selling time in 
wholesale shoe houses and especially those 
which center their efforts on womeri’s 
novelty shoes. 

It is not an uncommon sight to see a 
number of automobiles and taxicabs stand- 
ing in front of a wholesale house Saturday 
morning, because the merchants in the 
outlying districts have adopted this 
method of buying. Friday night they 
take stock, make out a size sheet, and 
Saturday morning hop into their automo- 
bile or call a taxi, take their size sheet to 
the wholesale house, have the order filled 
and take the merchandise back with them. 





CLEVELAND 


Retail Trade Takes a Spurt 


Big Volume Being Done Despite Adverse Conditions Due to 
Coal Strike and Consequent Partial Stoppage of Lake Traffic 


UNE will be the best month of the 
presen’ year for shoe merchants in 
this city, jud..ng from present indications. 
The first two weeks has witnessed a great 
revival of business in the downtown stores. 
Go into most of them any hour of any day 
of the week, and you will find clerks busy 
with customers. Saturdays, when the 
weather is propitious, tax the capacity of 
the average downtown store. 

The weather has been hot the second 
week of the month, with now and then a 
shower. It is the first stretch of hot weather 
we have had in Cleveland this year, and 
the first chance the merchants have had to 
test the demand that will be made upon 
them this year for sport and white shoes. 


Summer Shoes Selling Fast 

Most of the larger merchants bought 
heavily of Summer-wear goods and the 
trade they have enjoyed in the last two 
weeks has demonstrated they were justi- 
fied in loading up on this class of goods. 
The reports are that buying was especially 
heavy in white shoes, with sport running 
a close second. 

The season for vacations has hardly 
started and when it does open the mer- 
chants are looking for another spurt. 
There are more golf clubs in this city than 
there ever have been. The parks seem to 
be more popular than ever, and the droves 


that have flocked to them during the re- 
cent hot spell were comfortably clad, for 
the most part, in white shoes or in sport 
oxfords. 

The volume of trade has not reached the 
crest in this city according to the judg- 
ment of men, who are keen observers. The 
coal strike has tied up lake traffic to a 
large extent and the several thousands of 
men engaged in the transportation of 
goods by water during the Summer 
months have not been in the market. The 
steel industry is loaded up with orders and 
the automobile industry has not seen any 
signs of a let-up in the volume_of trade. 


Larger Merchants Buying 
Freely for Fall 


This undoubtedly has been an unusu- 
ally late season for Fall and Winter buying. 
Although some of the larger merchants in 
the city, who for years have operated on 
the theory that the early bird catches the 
worm, have been placing orders in large 
quantities for Fall and Winter, yet the 
great majority have been holding off. 

Staples are being bought in considerable 
quantities, but the average merchant is at 
sea about the boot. The low shoe has been 
the big seller during the Fall and Winter 
in recent years, and the question is wheth- 
er the boot will come back this Winter 
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again. Some of the merchants are backing 
the low shoe for another run and are plac- 
ing orders for the galosh, which has been a 
big seller the last two Winters. 

Novelties for Fall and Winter wear have 
been a quandary to the average merchant. 


New Store in Dover Center 


M. Larsen, who is well known to the 
shoe teade in Rocky River, has opened a 
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new shoe store in Dover Center. Rocky 
River is a suburb of the city of Cleveland, 
and Dover Center is located in the same 
county. Mr. Larsen operated a store of his 
own in Rocky River, where be enjoyed a 
splendid trade. He sold this store to 
Bohley & Edman some time ago. At 
Dover Center, Mr. Larsen operates a shoe 
repair department in connection with his 
salesroom. He carries a full line of shoes 
and trade has been good. 





DENVER a 


Business Trend Is Upward 


Bumper Crops Forecasted, Confidence Returns and Retail 
Trade in Good Shape 


CANVASS of Denver retail shoe 

establishments brings forth the fact 
that business is good at this time, with a 
steady improvement noted from week to 
week. The fact that farm crops are in very 
good condition at present, indicating a 
big harvest this Fall, has done much tow- 
wards restoring confidence. 

The “buying strike’’ seems to be over 
and all lines of business are improving 
right along. The condition figures of 
nearly all crops in the State are equal to, 
or above the average, with large increases 
in the acreage of Spring wheat and oats. 

All fruit crops in Colorado are greatly 
above the average. Shoe merchants in 
Denver and other parts of the State are 
making ready to care for a very good Fall 
business as every indication points that 
way. 


New Store Opened 


A new store dealing in men’s furnish- 
ings with a shoe department has been 
opened in Berthoud, Colo., by D. L. 
Sellers and F. P. Weyandt, under the firm 
name of Sellers & Weyandt. The store was 
thrown open to the public June 10. These 
gentlemen have had years of experience 
in merchandising at Hayden, Utah, and 
elsewhere. 


Montrose Store Sells Stock 


Word has reached Denver to the effect 
that the Mabry Shoe and Clothing Com- 
pany, Montrose, Colo., has taken over the 
shoe and clothing stock of Gordon & Bus- 
kirk, also of Montrose. Frank Buskirk 
continues with the new firm and will 
assist Mr. Mabry in the management of 
the business. He will be assisted by Gilbert 
Millet who has been with the old firm. 
Mr. Mabry is an old-time Montrose busi- 
ness man, and has been in business off and 
on in that city for 30 years. 


Featuring White Footwear 


Denver shoe stores are featuring white 
footwear at present. The Broadhurst- 


Young store has been calling attention to 
Cousins’ white linen styles and Garside 
buck and linen, which they are selling at 
from $7 to $10. A window display recently 
featured the firm’s new white styles. Busi- 
ness is said to be showing improvement at 
the Broadhurst-Young store. 
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Brief News Notes 


R. E. Schuster, with the Hamilton- 
Brown Shoe Company, was a Trinidad, 
Colo., business visitor, recently. 





The Josplin Dry Goods Company, Den- 
ver, is pushing the sale of pumps and ox- 
fords for women at this time. 

The Frank J. Terry Clothing store, Lar- 
amie, Wyo., which has been the scene of 
several robberies of late, was again entered 
one night recently, and a number of pairs 
of shoes taken. 





E. W. Baker of Brockton, Mass., with 
the George E. Keith Company, was a 
recent Denver business visitor. 


R. L. Gilliam, of the Brown Shoe Com- 
pany, has been visiting the trade in South- 
ern Colorado. 


W. B. Wise, head of the W. B. Wise 
Shoe Company, Denver’s newest shoe 
store, reports that business is moving 
along very nicely. 





LOUISVILLE 


Men Buying More Freely 


Increased Activity Seen in All Branches of Retail Trade— 
Building Operations at a High Level 


CCORDING to the Louisville shoe 
merchants, business is humming 
along very well at the present time, and 
now that the Spring racing season is over, 
will probably settle down and be a little 
better, as the races generally aid at the 
start, when visitors are in town, but havea 
tendency to slow down things toward the 
end of the meetings. 

Women’s white and sport shoes have 
been in good movement, while men’s shoes 
have been more active. Real Summer 
weather is now at hand, which is bringing 
out white clothing—men’s flannels, Palm 
Beach suits, etc..—and resulting in better 
demand for Summer shoes. So far, men’s 
white shoes, or the combinations of white 
and tan, white and black, etc., for men’s 
sport wear, have not been especially good. 
Golf shoes have been better, as golf is 
rapidly becoming a bigger and better sport 
in this district. Tennis shoes are also selling 
as the season is now opening. 


Building Trades Busier 


Generally speaking, conditions in Louis- 
ville are first-class. Buitding is very active. 
In fact, the first five months of the year 
were ahead of any previous 12 months on 
record, with permits of over seven and 
three-quarter millions of dollars already 
let. Louisville is leading the St. Louis 
Federal Reserve district in gain in building 
operations. Agricultural conditions are 





better, mining active, industrial business 
improving, labor more fully employed, and 
on a fuller time basis. Money is coming 
easier and is being spent more freely. 


Service—Even on the Phone 


The house of Levy Brothers, Louisville, 
believes in service from every angle. An 
interesting illustration is in connection 
with. the method of answering telephones. 
In many business houses the private ex- 
change girl is not trained to say “Levy 
Brothers,” upon taking down the receiver, 
or the name of the house, whatever it may 
be. That causes confusion and loss of time, 
as “Hello” means nothing. Levy Brothers 
go it one better, and the store operator 
says: “Levy Brothers, at your service.” 
Immediately the person calling knows that 
he has secured the right or wrong number, 
and also that the house is at his service. 
There is not another house in Louisville 
that has developed any such telephone 
service that the writer knows of. 





Elizabethtown Merchant 
Dies 


Conrad Hotopp, 90 years of age, for 
more than 50 years in the shoe business at 
Elizabethtown, Ky., and also president, 
since 1887, of the Frist-National Bank of 
that place, died on May 29, at his home 
there. Mr. Hotopp was born in Hanover, 
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Germany, locating at Elizabethtown as a 
boy, and entering business before he was 
21 years of age. He is survived by two 
daughters, Mrs. R. W. Cate and Mrs. 
Alice Johnson. 
Re-Built Factory Opens 
Again 

The F. E. Reeser Shoe Mfg Company, 
Louisville, reports that all damage to its 
plant from the recent fire has been re- 
paired, burned lasts replaced with new 
ones, and that the factory is again ready 
to operate at capacity, but right now is 
not busy, as it is between seasons, and re- 
tail merchants are holding back until July 
in many instances to place their orders. 
F. E. Reeser stated that a good many 
buyers are waiting with the idea of lower 
prices, are not materially considering the 
proposed leather tariff, and are planning to 
wait until July 5, before placing orders. 
If the leather tariff goes on he figures it 
will add about 50 cents a pair to the price 
of shoes. 


Gordon Troxler Takes Honors 


Charles F. Troxler, connected with 
Byck Brothers as manager of the mail 
order department, is quite proud of the 
record made by his son, Gordon Troxler, 
who graduates from the duPont Manual 
Training High School this year as the 
third highest honor man, and also the 
youngest graduate in the class. 


C. 8. Taylor Moves to New 
York 

C. 8. Taylor, for more than a year man- 
ager of the Selz store at Louisville, oper- 
ated as Millers, Ltd., Royal Blue Shoe 
Store, has returned to New York, and has 
been succeeded here by Guy L. Bogard, 
recently with the Up-Stairs Shoe Market, 
and formerly with the Boston Shoe Com- 
pany, also with the Regal at Louisville and 
New York, having gone to New York 
some years ago with Bert B. Davis, from 
the Kaufman Straus Company, store here. 


F. M. Grauel to be Promoted 


Fred MVM. Grauel, assistant manager un- 
der T. R. Brown, of the Sensenbrenner de- 
partment, at Husch Brothers, Louisville, 
has been slated to become manager of a 
new shoe department to be opened by the 
Sensenbrenner interests in the Minneapo- 
lisstore of Husch Brothers, aconcern which 
operates women’s stores in Louisville and 
Minneapolis. This northern store will 
probably not open until about Aug. 1. 





Basement Department 
Opened 
Remarkable improvements have been 
worked in the store of the Dan Cohen 
Company, on Fourth Street, the company 





having installed a number of new fixtures 
on the first floor, and opened a subway 
department in the basement which was 
formerly used merely as a stock room. On 
the first floor, all sales tables have been 
removed and merchandise is now shown 
only in shelved boxes and in glass cases, 
whereas before it was scattered about and 
piled up on tables, in such a way that the 
store could never look attractive. All the 
cheap merchandise is now in the basement, 
where there are fifteen clerks. There are 
12 regular clerks on the first floor. 


Whites Selling Freely 
J. C. Fedler, of the Boston Shoe Com- 
pany, reported that business was holding 
up remarkably well, there being a heavy 
demand for women’s white shoes, while 








sale of men’s shoes had been much better. 
Children’s lines are easing off. somewhat. 

T. R. Brown, of the Sensenbrenner de- 
partment at Husch Brothers, reports that 
he has been having some trouble in secur- 
ing white shoes, but recently secured 
enough strap pumps in white to offer a 
special sale at $4 in all sizes. 

There is plenty of merchandise being 
offered in Louisville today at prices rang- 
ing from $3 to $5 in very: fair quality sales 
merchandise, with better grade merchan- 
dise selling at an average of around $7 to 
$10. In fact, merchandise can be had at 
whatever value the consumer wishes to 
pay, as there is lots of available stock on 
the market, although it is claimed that 
stocks of cheap shoes have been materially 
reduced. 





COLUMBUS 


Better Grades in Most Demand 


Demand for White Footwear, Particularly Strap Models, 
Far in Excess of Expectations 


ITH the hottest weather on tap for 
the first part of June that has been 
experienced here for many years, the retail 
merchant is having a hard time to keep 
desirable merchandise on hand to meet 
the demand of the buying public. The 
better grades of footwear are much in de- 
mand, and need little pushing. The 
cheaper grades of merchandise are a drug 
on the market. This condition is just the 
opposite of what was predicted earlier in 
the season. 

Sport oxfords in many strap effects and 
all white goods are meeting with quite a 
demand. So far, the demand has far ex- 
ceeded expectations. Both in the men’s 
and children’s departments the sale of 
white oxfords has been very good. 

There are still a great many pairs of 
strap sandals and cut-out effects being 
sold, but it is very noticeable that the 
dealers are reducing prices on this style of 
merchandise in order to quicken the sales. 


Hosiery Freely Used in Windows 

All the leading downtown stores are 
featuring white footwear in their adver- 
tisements and also in their window dis- 
plays. Some of these stores operate hosiery 
departments, and all the newest shades of 
hosiery are displayed with the proper 
shade of footwear to match. 

The “Crawford” shoe department of 
Katz-Bryce Company and the Bates Shoe 
Company, two exclusive men’s footwear 
stores, report that business has been very 
good in these exclusive stores and that 
the outlook for the future is bright. 

No one with authority to speak seems 
to be able to advise as to what styles will 
be among the best sellers for Fall and 
Winter. They all expect that black and 


brown will be good, both in kid and calf- 
skin, but do not feel justified in making 
any statement as to any other colors or 
leathers. 


Tennis Business Good 


The tennis business so far this season 
has been good, according to local jobbers. 
This is due to the greatly reduced prices 
on all lines of this popular grade of foot- 
wear. The leather and rubber trimmed 
bals, with either the suction or corrugated 
soles are the most in demand. Salesmen 
for most of the jobbing houses will take a 
vacation during the month of July, enter- 
ing upon their Fall trips the first to the 
middle of August. 


Spring Trips About Over 

Several of the local representatives of 
Eastern manufacturers haye completed 
their Spring trips and are now to be found 
at the Shoe Club Headquarters in the 
Commerce Building. J. E. Kaltenbrun, 
selling “Crawford” shoes has completed 
his trip and reports business good. 


New Store Opens 
Another new shoe store has just opened 
its doors to the public at 104 East Broad 
Street. It is the Cantilever Shoe Shop, 
which specializes in corrective footwear 
for men and women. 


Factories at Near Capacity 


All the local manufacturing plants are 
now operating at near capacity. The C. & 
E. Company, Lape-Adler Company, John 
Fenton Shoe Company and Riley Shoe 
Manufacturing Company are working full 
time on immediate orders. 
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Two New 
No. 845 Patents 
Top Grade Patent 
Colt Bal Oxford, 
Harvard Last, 
Light Leather 
Quarter Lined. 
Price $5.25 


IN STOCK 
A-D 5-12 
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No. 844 
Top Grade Patent 
Colt Bal Oxford, 
_ Midway Last, 
Strictly hand ad Lined - 


lasted and 


fitted, with A- Price — 
fine inner and IN STOCK 
A-D 5-12 


outer oak sole. 


The Stonefield-Evans 


Shoe Company 
Rockford wae 


OU ee 


Illinois 
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Brand New 
ad renchy” 


READY NOW 


Style No. 2830—Patent One Strap. New short vamy 
last.g Box, covered 12-8 heel. Ato C. Price. ..$4.75 


Style No. 2831—Patent New Two Strap. New short 
vamp last. Box, covered 12-8 heel. AtoC. Price, 
$4. 


**Character Shoes’’ Our Specialty 


<ohe 
—— - Roth Shoe 


Footwear Specialti ities 
1251 West Sixth Street 
Cleveland Ohio 
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é he ok is the 


The reason it is wise to introduce 
Hub Pigskin Counters into first 
quality footwear is as old and 
irrefutable as the science of Geo- 
metry. 


T HE W HOLE IS THE SUM OF 
ITS PARTS. 


A shoe, beautifully designed and 
styled, made according to the 
finest standards of modern manu- 
facturing, can still be no better 
than the stuff which goes into it. 


In these days, when the looks and 
durability of the quarter count for 


A. C. LAWRENCE LEATHER CO. 


Boston, Mass. 


Branches: 


New York Philadelphia 
Rochester 





Cincinnati 


so much, is it not better to hold 
that appearance by the “hidden 
counter’ of fine, clean, flexible 
pigskin? 

There is no part of a shoe more 
important than the back quarter 
to the wearer of the shoe. The 
nature of Hub Counters is to turn 
in thus retaining the delicacy of 
original design. They cannot 
bulge. Those quarters built on 
Hub Pigskin counters give com- 
plete satisfaction to the most 
discriminating wearer and the 
most exacting manufacturer. 


Chicago St. Louis 
Milwaukee 
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Sum of Its Farts 











* this novel creation the 
designer's art seems to have 
followed the prevailing motif of 
snug fit at the quarter. Naturally 
in such a shoe, “The Hidden 
Hub Holds the Quarter.” 
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Black Satin Beaded 
SLIPPERS 


On the Floor 
READY TO SHIP 








TERMS: 3% 10 DAYS; NET 30 




















No. 2504—Black Satin Grecian 
Strap, 14-8 full Junior heel, hand 
turn, French bound, Beaded 
Vamp and up center of strap of 
iridescent jet and steel. B,C, D 
Widths 


$4.50 
ON THE FLOOR TODAY 
x—xX-—x 
No. 2505—Black Satin Grecian 
Strap, 16-8 Full Louis Heel, hand 
turn, French bound, Medium 
Short Vamp, Beaded Vamp and 


up center of strap of jet and steel. 


B, C, D Widths. 


$4.50 





ON THE FLOOR TODAY 






No. 3504—Black Satin one strap 
hand turn, Beaded Vamp and 
strap of jet and steel, 16-8 full 
Louis heel, French cord bound. 
B, C, D Widths. 


$4.25 
JULY Ist DELIVERY 





No. 655—Black Satin one strap, 
hand turn Beaded Vamp and strap 
of jet and steel, 15-8 full Junior 
Louis heel, French cord bound, 
A, B, C Widths. 


$4.50 
JULY 1st DELIVERY 


RP PP 





Dave W. Saifer Shoe Co. 


37 S. WELLS STREET CHICAGO 































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





RECORDER 


June 24, 1922 


All our shoes are made on Jasts of special measure- 
ments, designed to fit the high arch and narrow heel. 


Delivery in Three to Four Weeks 












The Latest Styles 


REQUIRE 





















(GUARANTEED) SILK HUB GORE 
In Various Widths to 
Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 
Webster and Spencer Aves. 
MASS. 





CHELSEA, 
395 Broadway, New York City 








, — - = 













June 24, 1922 


BOOT AND 





SHOE RECORDER 


Leather Market Shows Strength 


Sales of Calf and Sole Leather Increase and Prices Hold Steady—Still 
Further Increase Looked for After July 4 


in the leather market during the 

past week with sales divided more 
generally in all kinds of upper leather. 
Prices on the new leather coming through 
the works are held to firmly, at asking 
prices. This is necessary on account of 
the advancing tendency of raw material 
which has been going on for some weeks. 
A larger sale of side leathers is anticipated 
after July 4, when it is expected that the 
demand will increase on most grades of 
leather. 

Patent leather has been moving in good 
quantities, although the demand is not 
quite so heavy as a few weeks ago. Prices 
are firm, with 45c quoted for the top 
grades of patent chrome sides. There has 
been, also, a lot of cheap leather sold. 
There have, likewise, been better sales of 
calf leather with numerous sales of 500 
dozens to different customers. The top 
selections bring around 40c per foot, al- 
though there is considerable good leather 
available at lower price. 

Glazed kid is in better demand and 
some large sales have been made recently 
of the cheaper grades. Some of the glazed 
kid tanners are as busy as at any time 
within the past few years. 


[Mie te 1 has shown improvement 


Improvement in Sole Leather 


Some improvement is noted in the sole 
leather market and tanners have been 
securing higher prices by several cents per 
pound than a few weeks ago. Still further 
advances are talked of on the best lines of 
union and oak backs and bends. There is a 
fair aggregate of sales of green hide sole 
and union sole. Prices are firmly held on 
all new receipts from the tanneries. The 
bargain stocks are about cleaned up in 
both upper and sole leather. 


Calf Leathers 


Orders for calf leather for anywhere 
from 100 to 500 and 1000 dozens have 
been more numerous the past ten days. 
Shoe manufacturers are satisfied that 
prices have reached as low levels as they 
will and are buying accordingly. The 
prices of standard tannages of calf in 
colors range from 40c down to 28c for the 
three selections. Some special selections of 
colors still bring as high as 45c. There is 
more active trading, however, on the 
medium and cheaper grades. Suede calf 
is quoted at from 50c to 60c per foot, witb 
the medium selections at 40c to 45c and 
48c and the lower selections 30c to 35c a 
foot. Business in calf leathers is fair as a 


whole, although buying is in small quan- 
tities to take care of immediate needs. 


Side Upper Leather . 


The side upper leather market has been 
more active of late, with some buyers still 
in search of good leather at a price. Con- 
siderable business is done in side leather 
ranging from 14c to 24c per foot, al- 
though the top selections still run as high 
as 28c. The heavy waterproof and grain 
leathers range from 20c to 27c per foot. 
Colored sides of snuffed leather are 
quoted from 15c to 20c. Elk prices range 
from 17c to 25c and for smoked elk from 
30c to 36c per foot. It is expected there 
will be a better call for the heavier side 
leathers after July 4. 


Patent Leather 


Prices on patent leather are firm with 
the top grades of sides selling at 45c, 40c 
for B grade and 35c for C. There is con- 
siderable cheap patent leather on the 
market which brings from 20c to 30c per 
foot. There is some call for colored patent 
for export trade. Patent kips bring from 
38c to 46c, patent colt 50c to 60c, and 
patent kid 60c to 75c. 


Glazed Kid More Active 
The glazed kid market is more active, 
although some sales of good sides were 
effected at lower prices. Some of the best 
grades of black are bringing 70c, with the 
greater bulk of sales made at 40c to 
65c. 





Comparative Leather and Hide Prices 


Upper Leather (price per foot) 





Pre-War Peak Today 
Calf, suede top grade......... $0.32@$0.35 $1.40@$1.50 $0.50 @$0.60 
Calf,smooth, colored, top grade .28@ .30 1.40@ 1.50 40 @ 43 
Calf, smooth, black,top grade . -26@ .28 1.30@ 1.40 35 @ .38 
Side ‘leathers, colors, top grade. 18@_ .22 -75@ 1.00 20 @ .28 
Side leather, black, top grade. 16@_ .20 65@ .90 20 @ .26 
GND BU coc ccccccccess 45@ .50 1.40@ 1.60 .60 $ -70 
White buck, top grade _ we 28@_ .30 -90@ 1.00 35 38 
Elk, heavy side. . ‘ -.24@ .26 65@ .70 20 @ .24 
Kids, colors, best fancy. 35@ .40 1.40@ 1.65 70 @ .80 
Kid, colors, top grade........ 28@_ .30 1.35@ 1.60 60 @ .70 
Kid, black, top grade......... 28@_ .30 1.35@ 1.50 60 @ .65 
Kid, medium, —-: ae rree 20@ .24 -70@ 1.10 30 @ 45 
Kid, medium, black. . 18@_ .22 .60@ 1.00 25 @ 40 
Kid, cheap. . atiniat .06@ .12 -20@_ .36 «s a ae 
Chrome petent sides. eee .25@ .30 85@ 1.05 40 @ 45 
EE ee 40@ .. 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
Green Hide Sole............. 32@ = .33 56@ .58 28 @ .30 
Ee ae .-@ .36 90@ 45 @ 50 
aaa 38@ .39 ‘92@ 95 45 @ 455 
No. 1 oak bends, shoe mfrs.’ use 46@ 47 -98@ 1.05 50 @ 6; 
No. 1 oak bends, finders’ use.. ..@ 48 1.15@ 1.25 6 @ 5” 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole 
leather, harness, etc. . ..@ .18% 52@ 55 164%@ .17 
Heavy Texas steers, for sole 
leather. gee eeccsceeseceses ..@ .18 ‘ .-@ .50 . @ 15% 
Light om cows, for side @ 
upper lea ey 17% --@ .62 14 @ .14 
— cows; for light ‘sole @ K @ . 
eal RA, ela In ..@ 17% ..@ 50 12%@ .13 
No. 1 buffsfor heavy upper and 
ce ere ..@ .15 45@ .50 10 @ .1l 
No. 1 Chi , calfskins 
for fine calf leather. .....: .. ..@ 17% .80@ 1.02% a @ .17 
_ for “7 Maat ..@ .16% 65@ .80 ll @ .16 
hides, hemlock sole lea. ..@ .30 42@ .46 16Ke 17 
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Doctors § Nurses 
Recommend 


Hospitals are great outlets for Keds. Nurses, doctors, hospital attendants wear 


them and recommend them. 


Here are two dealers who have sold Keds 


to nurses. 
Mr. M. Faulhaber, New York, writes: 


“We found Keds to be very adaptable for use 
as duty shoes for nurses in the various hespitals 
in our neighborhood. We find the Keds line 
constantly increasing in popularity. All our 
numbers are entirely satisfactory.” 


United States Rubber Company 


Plan to take in the Boston Show, July 10-13 





eee a 
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Above is Bellevue Hospital, New York, where 
many of the nurses wear Keds. One of them, 
Miss R. G: Brooks, writes: 


“I have worn Keds for duty while nursing both in 
the Hospital and private nursing and found them very 
satisfactory and comfortable. I am pleased to recom- 
mend them.” 





Mr. G. Sigmund, Washington, D.C., writes: 
“As you know, last year I only bought one pair 
of a size and filled in as I sold them. This 
year the demand for this shoe has been so great 
that I am buying them in case lots.” 
Are you selling Keds to doctors, nurses, 
hospital attendants and others who wear 
what they recommend? 
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How a Keds Window Was Trimmed 


An Idea for the Small as Well as Big Merchant—‘Oh-Boy!’ Gaiter, 
Designed by Walter G. Lewis, Boston Retail Shoe 
Merchant, Is Described—The Rubber Market 


HE Recorder presents the above 
window with the hope that all the 
members of its household of read- 

ers, both great and small, may get a prac- 
tical idea, and one which they can put into 
immediate execution, for an artistic win- 
dow trim that will sell more pairs of can- 
vas rubber soled-footwear. 

For this display, Keds are the mer- 
chandise emphasized and form a happy 
harmony of color with their royal blue silk 
poplin draped background. The floor is 
covered with a blue felt to match back- 
ground. The designs at each side are 
made up from wallboard attached to a 
wooden framework, which in turn is 
painted a peacock blue, decorated in gold 
and orange mosaic block design. 

The foliage consists of an ivy spray in a 
greenish blue color, combined with a rose 
spray, the leaves of same being yellow, 
while the roses are tinted in a delicate 
orange color. Hydrangeas and ferns are 
placed in each corner. 

The eiroular shaped platform is made 





_ “Oh-Boy!"” A neatly fitting gaiter in black— 


“* Hosiery” color lined. Made by Converse Rub- 


from wallboard reiaforced with heavy 
wooden strips and covered with the same 
shade of felt as used on the floor. The 
supports underneath the platform are 
made of wrought iron and are touched up 
here and there with a dull gold paint 
rubbed on to provide a highlight. 

A reflector light is placed at the back of 
baseboard so as to throw a light on the 
curtain. The color of light is lavender, 
which produces a very unusual and strik- 
ing effect at night. There is also a spot 
light attached to the ceiling so that it just 
covers the top of platform. No other 
plan of illuminating is used. This decora- 
tion can be made to fit almost any size of 
window. 


From Summer to Winter Merchandise 


After a study of summer shoe merchan- 
dising, it will be in order to proceed to 
winter merchandise—so let us take a peek 
into the works of the Converse Rubber 
Shoe Company’s plant at Malden, Massa- 


_ chusetts, and see the new gaiter which 
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‘RADIO’ BOOT 


(TRADE MARK REGISTERED) 


“ON AND OFF IN A FLASH, OVER THE SHOE” 

















Your orders should be placed 
early to insure delivery. The 
name of jobbers who carry 
the “RADIO” Boot will be 
supplied on request. 








This boot will not ride the heel. The most highly refined, all-weather boot 
made for the American Girl. Carries “Camco,” ‘Fit-Clos” reversible Astrakhan 
cuff which hugs the leg when reversed, retaining the fine tailored boot effect. 
Styles for Misses and Children. ‘‘Camco”’ sets the pace. 


CAMBRIDGE RUBBER COMPANY 


CHICAGO BRANCH, LEES BUILDING, CAMBRIDGE, MASS. BOSTON STYLE SHOW, BOOTH 40, 


19 SOUTH WELLS STREET MAIN HALL 
MANUFACTURERS OF 





























RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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Converse workers are most busily fashion- 
ing for the stylish woman of fall and win- 
ter, 1922-1923. “Oh-Boy!” is its name 
and it was first built in the mind of a retail 
shoe merchant of Boston, Walter G. 
Lewis, Division Manager of the Shoe de- 
partment of Jordan Marsh Company. 
Mr. Lewis passed his idea along to John 
E. Folan, stockholder and director of the 
Converse Rubber Shoe Company, who 
has been selling rubber footwear to the 
shoe stores of Boston and vicinity for the 
past fifteen years. Mr. Folan and the rest 
of the Converse folks had been watching 
the trend of the times in women’s gaiter 
styles and knew that some innovation of 
this kind was about due. The designer 
at the Converse laboratory was therefore 
called in to submit his ideas and after 
many conferences of Mr. Lewis, Mr. Folan 
and the Converse designer, and after a 
dozen different schemes were worked out, 
the present creation was evolved. So re- 
fined and smart were its lines that its 
builder, Mr. Lewis, exclaimed—*“Oh-Boy!” 
and that is what this bit of feminine style 
footwear will be called for all time. 


Strap and Slide Buckle 


And aside from its fashionable features, 
it is practical—the busy woman may as 
easily slip into this new gaiter as she 
would slip into a pair of rubber boots. 
“Oh-Boy” is made on a two-piece last, 
similar to a rubber boot tree—it is im- 
possible to make this type of boot on a 
single piece last and get the wood out of it. 
The strap with its slide buckle is a very 
high-grade proposition—the strap may be 
brought over the ankle as closely as the 
wearer wishes and the buckle holds the 
strap securely and prevents milady’s foot 
from “chugging” up and down as in the 
old flapping gaiters or the improvised 
rubber boot Russian gaiter. The strap is 
cemented to the counter and is placed far 
enough back so that it has a good pur- 
chase. “The truth is’ said Mr. Folan, 
“that the girls have grown tired of theflap- 
ping gaiters and want something that is 
neat and a good fitter. This gaiter is made 
of elastic material and is so constructed 
that it will accommodate itself to the girl 
who has slim and trim ankles and calves, 
as well as to the girl whom a kindly fate 
has not blessed with shapely propor- 
tions. The net of Oh-Boy will stretch 
a good inch for the lady of portly propor- 
tions.” 


Lining Ideas from Hosiery Men 


And as to the linings, Mr. Folan tells us 
that the Converse folks borrowed their 
ideas from the hosiery men, for the linings 
have been chosen to harmonize or match 
with the latest stocking colors. The gaiter 
shown on this page has a golden brown 
lining; there is also a golden pheasant, a 
light blue and green, all contrasting nicely 
with the black outside surface. 

“Oh-Boy!” stands 13% inches from the 


floor, without cuff effect. With cuff ef- 
fect, it may measure 8% inches or less, 
according to type of cuff desired. If it is 
stormy, the probability will be that the 
lady will pull the boot on, just as she 
would a rubber boot, and its full 13% 
inches will be visible. On a clear winter's 
day, the gaiter top is turned down a few 
inches thus showing the attractive lining 
—then to give a touch of character, the 
black surface is turned back onto the 
light colored net, giving a double cuff 
effect. Or, it is safe to say that some of 
the more venturesome misses will like the 
lining so well that they will turn the top 
down to the instep, thus completely cov- 
ering the buckle—and thus more of har- 
monizing hosiery will show. 


Holiday Gift Ideas 


It is the intention of the Converse Rub- 
ber Shoe Company to send these gaiters 
to the retail shoe merchants neatly packed 
in cartons which will permit of a good dis- 
play of the colored lining nets. “A good 
holiday gift seller’” remarked one mer- 
chant who has ordered an extra supply 
with this idea in mind. 


East and West Like ’Em 


“It is the first time in my twenty-five 
years’ experience as a rubber man,” said 
Mr. Folan, “‘that we have introduced real 
style into rubber footwesr making. We, 
in company with other rubber shoemakers 
are now adding to the gaiter’s protecting 
feature the latest touches of fashion as to 
color and contour. While the retail shoe 
merchants of the East have said “Oh- 
Boy!” with a good sized order, the retail 
shoe merchants of the West, and especially 
the big department stores, have expressed 
themselves as to “Oh-Boy” even stronger; 
for instance, in such cities as Chicago, 
Cleveland, Detroit, St.Paul, Minneapolis, 
and the towns out through that section. 


Republic Rubber Week 
Celebrated 


The Republic Rubber Company cele- 
brated “Republic Rubber Week” com- 
mencing June 12. The Republic Rubber 
Company is one of Youngstown, Ohio’s 
important industries, and did some clever 
publicity work in “putting across” this 
promotional work for industry. The fol- 
lowing letter was received from the White 
House by the Republic Rubber Company 
a few days prior to the big event.” 

“Yours of June 5 to the President en- 





closing copy of the statement by Mayor 


Oles of Youngstown is before me. In be- 
half of the President I have to thank you 
for informing him of this interesting and 
very suggestive movement in Youngs- 
town of which he heartily approves. 
Signed—George B. Christian, Jr., Secre- 
tary to the President.” 

During this week the public of Youngs- 
town, Ohio, who visited the Republic 
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rubber plant and saw for themselves the 
product in the making. The action of 
Youngstown’s Mayor and that of Presi- 
dent Harding, are interesting examples of 
civic and federal co-operation in industry. 

The Youngstown Republic Rubber 
Corporation reports its gross receipts of 
$550,000 in May were 20% higher than in 
April. It is also stated that the company 
will close its first half year without oper- 
ating loss. The company has been making 
substantial expenditures in order to put 
the plant in shape for larger production. 
Operations will be extended as working 
capital increases. 


Rubber Discs in Leather 
Heels 


A new top lift for heels of shoes is of 
leather, like a regular top lift. It has six 
rubber discs set into it, so that it treads 
like a rubber heel, for the discs project a 
bit above the top lift, and take the wear. 

The discs fit as does a stopper in a bot- 
tle, and cannot come out while the shoe is 
being worn. The top lifts may be nailed 
on by the regular nailing machine, which 
is cheaper and quicker than hand nailing. 

Also these top lifts, being of leather, can 
be finished on the edge in black, brown or 
any other color, to match the upper of the 
shoe. 

When these rubber and leather top lifts 
are worn away, a new pair may be at- 
tached in any repair shop. 


William G. Grieb Is Dead 


William G. Grieb, one of the founders 
and formerly President of the Ajax Rub- 
ber Company, died suddenly on June 14 
at his home in Scarsdale, New York. Mr. 
Grieb was born in Philadelphia and early 
in life became connected with the shoe 
industry. He was senior member of the 
firm of J. G. Grieb & Sons, and in 1908 
founded the Grieb Rubber Company, 
which later became the Ajax Rubber Com- 
pany. He was president of the Company 
from 1910 to 1918, when he retired from 
his business to engage in war work for the 
Government. At the time of his death 
Mr. Grieb was Mayor of Longport, N. J., 
where he had his summer home. 

Mr. Grieb was a member of the Fifth 
Presbyterian Church, a member of the 
Union League of Philadelphia, a life mem- 
ber of the New York Athletic Club and a 
member of the Scarsdale Golf Club and 
the Seaview Golf Club at Atlantic City. 
He leaves a wife and six children. 


The Rubber Market 


The usual half-holiday dullness pre- 
vailed in the New York rubber market on 
Saturday, June 17. No one cared to start 
anything, the more so as while London 
was unchanged as to prices, the lowering 
of the cost to import from there by the 
drop in sterling exchange imparted an 
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ANNOUNCEMENT 


We are pleased to announce 
to the trade that our factory 
has resumed operations. Our 
salesmen will soon be in their 
territories. They will-be ready 
and glad to fill your needs 
with Duttenhofer Shoes of the 
usual high quality. Your 
continued patronage will be 
greatly appreciated. 
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7 easy tone to the local market. As buyers *Guayule— competition, because it was allowing the 

; showed no disposition to test the market, MG atinathits o uae’ hina @13 partly cotton product, wrongly labeled 
the prices made by sellers were nomi- peer te Ceeernct tee @26 as all wool and selling at a lower price, to 

: nal. They were slightly under those of *Balata— compete with the honestly all wool prod- 
> the preceding day’s closing, being 147%c Block, Ciudad......... @55 uct. After evidence was taken the Com- 
VS for spot, June and July delivery, 15%c Block, Colombian. . .. @42 mission found the concern guilty, and 
S for July-September, 154%4c for July-De- Ee ordered it to cease and desist. The manu- 
> cember and 154 for October-December, eee facturer appealed to the United States 
\Y with a possibility of 153¢c being accepted *Benguella— Circuit Court of Appeals, which reversed 
iv for the last mentioned position. August- i er re a the Federal Trade Commission, on the 

i? September was offered at 15)%c, but not *Kassal— ground that while it might be a good thing 

. reported taken. i Pret: ty to stop the use of the untrue labels com- 
| 
. \ ; PAM. BE’ ee plained of, the Federal Trade Commission 
i Remedial Uncertainky Increased had nothing to do with it. The Commission 
\* The uncertainty as to the early appli- *Nominal then appealed to the United States Su- 
Ve cation of remedial measures to the deplor- Scrap Rubber preme Court, which in turn reversed the 
<> able situation produced by overproduction , i A , Circuit Court. The Supreme Court bolds 
‘ has been increased by the fact that after Notbing new is presented - this mar- that the labels are fraudulent, that the 
¥ long investigation and deliberation the et: the dullness long characterizing it still case is within the jurisdiction of the Fed- 
> 

ve committee appointed by the British dominating = situation, and rendering 4,4) Trade Commission, and that the use 
il prices nominal. 


Colonial Secretary has got no further 
toward a solution of the difficulty than 
the presentation of two alternative pro- 
posals of a tentative character for control 
of output, both of which are subject to the 
co-operation of all the chief producing 
countries 


Relief Still Remote 


According to the best information, it is 
indicated that much time must be spent 
in reconciling not only the conflicting 
interests of these countries but the differ- 
ences existing among the growers in each 
as to whether or not restriction of indivi- 
dual action in the matter of production is 
desirable or necessary. Temporary per- 
sonal advantage to be gained from the 


Boots and shoes.......... 2%4@.. 
Arctics, trimmed.......... 1%4@.. 
Arctics, untrimmed....... . 14%@.. 
Inner tubes, No. 1......... ..@3% 
Inner tubes, No. 2......... ..-@ 2% 
Hose, steam, fire.......... 4@ % 
Tires—Automobile........ . yY@ &% 


Labels Must Tell the 
Literal Truth 


The United States Supreme Court has 
just handed down another decision which 
is bound to have a widespread effect upon 
the statements to be made on the labels 


of untrue labels constitutes unfair com- 
petition. 

The case is of very great importance, 
because it establishes the rule that labels 
must literally tell the truth, and that the 
excuse that “the trade knows all about it,” 
is no excuse for violating the rule. 

The decision is quite long, and I am 
able to reproduce only the following por- 
tions of it:-— 

The findings here involved are clear, 
specific and comprehensive. * * * The word 
“wool” when used as an adjective means . 
made of wool. The word “‘worsted”” means 
a yarn or fabric made wholly of wool. A 
substantial part of the consuming public 
and also some buyers for retailers and sales 








people, understand the words used on de- 
distress of competing growers would seem which are attached to all sorts of mer-  fendants’ labels to mean that the under- 
to be madé by a certain number para-- chandise. There is a type of manufacturer wear is al. wool. By means of the labels | 
mount to the future permanent benefit of | who ‘believes, and has acted upon that and brands of this company bearing such 
the entire industry. Therefore relief,even belief, that it makes no difference how words, part of the public is misled into 
through government intervention, would many lies you tell in your label, ifthe man __ selling or into buying, as all wool, under- 
appear still to be remote. you sell to, i.e., the trade, knows they are wear which in fact is in large part cotton. 
P lies. Ignoring the fact that the consumer, And these brands and labels tend to aid 
Recent Quotittions who will probably buy on the strength of and encourage the representations of un- 
Plantations— the lying label, does not know the state- scrupulous retailers and their salesmen, 
First latex, crepe spot..... . 14%@.. ments made on the label are lies. who knowingly sell to their customers as 
Suby-Sept.............-. 1§K%@.. The point of the Supreme Court’s de- all wool, underwear which is largely com- 
OE ssc cesces oss * I... cision is that labels must tell the literal posed of cotton. * * * The company’s prod- 
Ribbed, smk, sh., spot..... 14%@.. truth, and that the use of labels which uct labeled as above stated, is being sold 
Suly-Sept............-.. BYE... make misrepresentations on goods that jn competition with all wool underwear 
| ee UM come into competition with correctly and cotton-and-wool underwear. 
*Brown crepe, thin cl’n..... 134@.. labeled goods, is unfair competition and It is contended that the method of com- 
IIs SS eer bo can be forbidden by the Federal Trade _ petition complained of is not unfair within 
|< Amber— Commission. “sce the meaning of the act, because labels such 
ie "ee ....20die.. MB @.. The case I am discussing was brought as the company employs, and particularly 
ve takastcaedaps Sh by the Federal Trade Commission against those bearing the word “Merino,” have 
> errr fe a manufacturer of underwear, which he long been established in the trade and are 
ve Para—Up-river, fine....... 18 @.. sold under the following descriptions: generally understood by it as indicating 
> do coarse............... .. @12% “Natural Merino,” “Gray Wool,” “Nat- goods partly of cotton; and that the trade 
|: ee ll ural Wool,” “Natural Worsted” and is not deceived by them. * * * The labels in 
ve Pnccsnacccccccs oe Mie “Australian Wool.” Although every one of question are literally false. All are calcu- 
va Caucho, Ball— these descriptions imports pure wool, none _Jated to deceive and do in fact, deceive a 
<> Upper... 13%@.. of the underwear sold under these labels substantial portion of the purchasing 
‘ ee 10%@.. was pure wool. The most of it contained public. That deception is due primarily 
KR I ci cexstevedes .. @9% only 10 per cent of wool, and none of it to the words on the labels, and not to de- 
Li *Centrale— contained a very high percentage of wool. liberate deception by the retailer. 
iv Cities... @10 _~ As this was obviously fraudulent, heFed- Copyright, May, 1922, by Elton J. Buoklay, 
> *Esmeralda. ... @10 _ eral Trade Commission brought an action Esq., 643 Land Title Building, 
=H *Mex. screp.............. -» @9% on the theory that the practice was unfair ~ "Philadelphia, Pa. 
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Firecrackers for the Fourth 
ANNAHSON 


FABRIC NOVELTIES 


These Shoes Are In Stock—Order Today 








No. B785 
$3.35 


aay Sarees so Taee Page. $e 6 ee ry Heel, wide strap, 
BLACK SATIN FLAPPER nd toe, A-D. Cod lien dith. 
uine Turn, Low Flat 9-8 Heel, Leather Lined. Code, 


ove except with Rhinestone Button 
. .$3.25 





WHITE CANVAS 
IMITATION TURN 
FLAPPER 
9-8 Low Flat Heel, Wide 
Strap, Slide Buckle. Bto 
D,2%to8 
Code. “Queen.” 
B775—Same as abo 

Black Satin 





No. B1715 
$3.25 


eS K os gy ONE STRAP -S 2 C 1. B-C-D. 
2 8 Mi i lacy Weel, Oe Neen Laskey Uined: ‘ode, Ca. be ie Grecian One-Strap, 12-8 Cuban Heel, B-C 
“Ma . 
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Sizes and Widths Carried In Stock A 4-8, B 3-8, C and D 2%-8 


Hannahsons Shoe Co. 


Haverhill, Massachusetts 
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John D. Baxter 
in Ring 
Former Head of New York 
Boys—A Big Man with a 
Big Heart 


In visiting Cape Cod—the landing 
place of the Pilgrim Fathers—one is im- 
pressed with the similarity of names of the 
old families to those of some of the mem- 
bers of the shoe traveling fraternity—and 
many of these old-time families have hung 
in a conspicious place a coat of arms 
which traces their ancestry back to pre- 
Pilgrim days. Among the crests we recall 
most vividly is one elaborated with lions, 
unicorns, etc., proving a long lineal decent 
which outstretches the average man’s 
historical knowledge. Underneath this 
crest is written in very legible, bold script 
the name of John Baxter. 

We don’t dare say that the familiar 
name of our well-known John D. Baxter 
of the Lounsbury, Mathewson & Co., of 
South Norwalk, Connecticut, is traceable 
back to the John of coat-of-arms emblaz- 
onry, but we do know that he can trace 
his career back to all the good deeds for 
the betterment of fellow shoe salesmen. 


On the Road in ’88 


Born in Springfield, Mass., he decided 
on the shoe traveling profession in 1888, 
when he becameassociated with the Cutler 
& Porter Shoe Co., of that city. At that 
time, this house was by far the largest and 
most prominent of jobbers selling to the 
entire country, and young John D., Baxter 
(not John D. Rockfeller) went forth to 
enlighten the retail merchant until the 
year of 1892, when he changed his firm for 
one doing business on similar lines— 
namely—Morse & Rogers, of Duane 
Street, New York City. He remained 
with the house as salesman until 1900 
when he sought individuality by opening 
an office in New York City, representing 
specialty manufacturing concerns. At 


AND SHOE 


(This Department is conducted by Helen M. 
Haney, Associate Editor) 





this time, offices by salesmen were scarce 
and their maintenance required consider- 
able pluck and confidence on the part of 
the salesmen. The trade was practically 
entirely in the control of the jobbers and 
manufacturers, making for the jobbers. 


With Lounsbury-Mathewson in 1906 


In 1903, the Sherwood Shoe Manufac- 
turing Co., of Rochester, N. Y., recognized 








A. 0. FEIGE 


Who operates oul of the R. g H. Cincinnati 
company 








that Mr. Baxter’s ability and acquaint- 
ance were worth a great deal to them, and 
contracted with him to represent this 
house in the then big territory of New 
York City and vicinity, also New England, 
in Baltimore, Washington and Phila- 
delphia. While with this company, he 
was largely instrumental in conveying to 
the retail merchant the advantages of 
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buying direct from the manufacturers, 
thereby securing individuality in style— 
also exclusiveness. Here we find young 
man Baxter always aspiring to the bigger 
game and this spirit finally located him 
with his present firm---the Lounsbury- 
Mathewson Company of South Norwalk, 
Connecticut, with whom he enrolled in the 
year 1906. This company specializes in 
women’s fine Goodyear welts of the high- 
est type, and through “John D’s’’ sales- 
manship, the big and high-grade retail 
shoe merchants of Pennsylvannia, New 
York and New England, who cater to the 
exclusive women’s trade, have become 
well acquainted with the Lounsbury- 
Mathewson line. Mr. Baxter’s headquart- 
ers are in the Marbridge Building, New 
York City. 


A Herculean Worker 


Socially, John is a mighty likable fel- 
low and professionally, a Hercules in work. 
Untiringly and unceasingly he is plugging 
along to sell shoes and help his fellow 
salesmen. When not with shoes he is 
invariably working on some committee 
for the rectifying of some wrong, or the 
easing of some discomfort to which sales- 
men are prone. He has held the presi- 
dency of the New York Shoe Travelers 
Association, and while in office carried 
into execution really wonderfully con- 
structive works. He later was appointed 
chairman of the Committee on Hotels of 
the N. S. T. A., during which time he 
brought together the heads of the com- 
mittees of the various hotel associations. 


Reduced Hotel Rates 


He was instrumental in the reduction 
of hotel room rates in several cities. He 
also brought about several reductions in 
food prices such as cheaper rates for com- 
bination breakfasts and lunches. 

For two years he held the office of 
Chairman of the National Council of 
Traveling Salesmen which gave him many 
opportunities to familiarize himself with 
hotels and their tariffs. For some time he 
was N. S. T. A. vice-chairman of the com- 
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The Just Wright’ Arch Preserver Shoe 
Is A Trade Preserver Shoe 


It has been our endeavor to incorporate with the Arch Preserver con- 
struction all the snap and appeal to the eye found in our regular line, the 
shoes being made from the very highest grade materials and by our most 


expert workmen. 
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155—Harvard. Imp. Bd. Black Calf Oxford. Last 
$7.00 


No. 580. Price... 


360. Price. .. 


340—Dartmouth. Vici 


No. 390. Price....... 


This shoe, once in your store, will find a regular 
place in your stock. You'll find you cannot do the 
biggest and best business without it. 


It is the first and the only shoe which recognizes 
the necessity of modeling shoes with the relative 
length of fore part and rear part corresponding 
with the anatomical divisions of the human foot in 


162—Yale. Tony Bro. Calf Oxford. Last No. 
Kid Blucher Oxford. Last 


$7.25 


order to make scientific shoe fitting a possibility. 
They are the first and only shoes with which is 
provided a definite system of fitting based upon 
the system employed on modeling the lasts upon 
which the shoe is made. A trial in your store will 
reveal sales and profit possibilities little dreamed 
of. 


E. T. WRIGHT & CO., Inc., Rockland, Mass. 


June 24, 1922 
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mittee on Railroads, and satisfactorily 
adjusted many claims while in this office. 


Interchangeable Mileage Advocate 

His great work, though, has been that 
which he has done and is doing towards a 
reduction in railroad rates. Between sell- 
ing hours, almost including those of sleep, 
he is either interviewing congressmen, 
senators, railroad officials, or collecting 
data, dictating correspondence, or lectur- 
ing in the cause. 


Lower Railroad Fares 


At the last hearing in Washington given 
the proponents of Interchangeable mile- 
age, many of the facts collected in its 
favor were those collaborated by our ever- 
working Baxter, and to him is due very 
much of the continued legislative activity 
of the trade in behalf of an interchange- 
able mileage bill that will meet with the 
approval of the travelers and traveling 
public. 

To get a measure through requires 
patience and work, and John D. certainly 
has these faculties—as also that of pushing 
the laggard along. Besides being active 
in the Shoe Travelers Association, he is 
a prominent member of other fraternities 
among them the B. P. O. E. He lives at 
present in New York City—and from 9 
to 5, A. M. between seasons, is “doping 
out” exclusive styles for his house as well 
as “concocting” new ideas for the lady of 
fashion who insists on the Lounsbury- 
Mathewson exclusive shoe. 


An Orator of Note 


As a public man he has a reputation of 
worth—his ability at conventions having 
been recognized long prior to now. His 
speech-making is that of the orator-born. 
Convincing in argument, easy in style, 
clear in enunciation, and solid in facts—all 
these tend to make him a master in the 
command of attentive listeners. 

In legislative work he was a factor of 
great value in the elimination of the pro- 
posed 10°% tax on hotel rooms when this 
measure was discussed in Washington. 


His Good Works Are Legion 


He is likewise, a strong protester of the 
granting of licenses for the privilege of 
checking hats and garments in hotels, 
restaurants, etc., in New York City. 

With these few enumerations and many 
more we don’t publish—we are more than 
ever convinced that though born far from 
Massachusetts Coast, his ancestry is the 
sturdy old Cape Cod stock. 

But why discuss ancestry? It is not 
material. Suffice it to say that no bigger 
worker of bigger heart exists than our 
friend in the ring—John D. Baxter. 


Mrs. Phoebe J. Childs is Dead 


Mrs. Phoebe J. Childs wife of Davis S. 
Childs died June 8 at her home in Flint, 
Michigan. Mr. Childs was well known as 


a shoe salesman and many of the boys on 
the road have enjoyed the hospitality of 
his home and had the opportunity of 
meeting Mrs. Childs. For twenty-five 
years Mr. Childs was salesman for The 
A. E. Nettleton Company, though for the 
past three years he has found a more 
successful field in the sale of automobiles. 

By the way some days this week have 
been mighty good ones for the rubber 


salesman! 
. 


E. W. Olds Enters Retail 


Business 


E. W. Olds, who for a number of years 
has represented Smith-Wallace Shoe Com- 
pany of Chicago, in Wisconsin, has be- 
come president of a new corporation 
known as the Moss Shoe Store, Inc. which 





E. W. OLDS 


Wisconsin Salesman for Smith-Wallace Shoe 
Co. of Chicago who has just become President 
of the new retail shoe firm of Moss. Shoe Co. Inc. 


on June 1 bought from the W. G. Moss 
Estate the stock, fixtures and good will of 
the W. G. Moss Shoe Store of LaCrosse. 
Actively associated with Mr. Olds is F. A. 
Ruplin, who has for several years been a 
traveling salesman and who has become 
the active manager of the business and 
secretary and treasurer of the new cor- 
poration. The firm is capitalized at 
$25,000. The incorporators are E. W. 
Olds, F. A. Ruplin, Gladys Olds and 
Maud Ruplin. 

The store will be in the location where 
it has been for many years, at 201 Main 
Street, and out of respect for its former 
owner the name of W. G. MOSS will be 
retained. 


Business Established in 1880 


This business was launched by Quinn 
and Batchelder in 1880. Mr. Moss 
entered the store as a clerk several years 
later and in the 90’s purchased the business 
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which he conducted successfully up to the 
time of his death last year. The estate has 
conducted the business since his demise. 

Both Mr. Olds and Mr. Ruplin have had 
a world of experience in the wholesaling 
and retailing of footwear. Mr. Olds was 
at one time advertising manager of the 
Wisconsin State Journal at Madison. 
They are both popular in social and 
business circles of LaCrosse and are 
looking toward the future with a lot of 
confidence. The Moss Shoe Store has 
made an enviable reputation for itself and 
the new owners feel confident that they 
can further enhance the good name of the 
firm. 

Mr. Olds Continues on Road 


Mr. Olds will continue on the road for 
the Smith-Wallace Company and spend 
his week ends in the store. On the road he 
has been a successful salesman, being 
among the top notchers with the Kinder- 
garten line. 


Frank Fales Also A Store 
Salesman 


Frank W. Fales, who sells women’s 
turns, also felt slippers for J. W. Barnard 
& Son, Andover, Mass, with New England 
as his territory, comes into Hagan’s Shoe 
Store, Boston each Saturday as an “extra.” 
Mr. Fales likes to get the consumer’s 
opinion and has been making retail 
Saturday selling a feature for a good many 
years. 





One Peril of Russian 
Boots 


She was pert and she was pretty, 
and she trotted along Tremont 
Street, Boston, as lovely as a lily. 
Along came a wretched man, be- 
hind a wicked cigarette. Russian 
boots he spied, on the lady’s pretty 
feet. Impulsively, he snipped that 
cigarette down the leg of the Rus- 
sian boot. 

“Fire, and police,” yelled the 
maid in accents wild, and she pulled 
off that Russian boot quicker than 
a wink. It was right in public, too. 
Her foot stopped burning when she 
shook off that cigarette stub. So 
there was no need of the firemen 
coming to put out the fire. The 
policeman arrived in time to help 
her put that boot on again. 

But the bold bad man, who used 
‘the Russian boot for an ash tray, 
even though it was on the lady’s 
foot, disappeared down the street. 

The police are looking for a cer- 
tain traveling salesmen, who is 
known to have expressed violent 
and incendiary opinions concerning 
the fashion of Russian boots. 
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Our CX-3 etc. range of two-tone, all silk 
hose with delicate horizontal stripes is 
ideally smart for the beaches or with 
sport costumes. Colors: CX-3 white 
and green, CX-6 gray and green, CX-8 
beige and green, CX-9 beige and laven- 
der. Price $24 a dozen. 


Address Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY at 24th STREET, NEW YORK 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





















22 














June 24, 1922 


BOOT AND SHOE RECORDER 


Put “Pep” in Salesmanship 
The Difference Between “Pep” and ‘‘Peddling”’ 


As related in “The Rule of Thumb Science’’ from Chapter 1 of ‘‘Salesmanship’’ by 
William Mazwell—Copyright. Published by Houghton Mifflin Company. This is 
No. 7 in our “ Pep’’ series 


He wants to make money. You must 
show him certainly and definitely how your 
goods will make money for him. If they 
are priced at such a figure that he can’t 
derive an attractive direct profit from 
their sale, you must be able to show him 
how they will build up his prestige and 
trade, and give him the desired profit in- 
directly, if not directly. 

No matter how excellent your wares 
may be, no matter how satisfactory they 
will prove to the trade, no matter how 
easily they can be sold, our average man 
insists on seeing a satisfactory profit in 
them in some form or other before he will 
give you his order. 


Satisfaction Secondary Consideration 


I have heard salesmen say: “Yes, I 
know, Mr. Jones, the profit on our goods 
is a little less, but consider the satisfaction 
of handling a line like ours.”” The satis- 
faction which a merchant gets from 
handling a high-grade article is secondary 
to the satisfaction he experiences in mak- 
ing an attractive profit. I have never 
known a merchant to place an order for 
goods merely that he might have the satis- 
faction of handling them. Tradesmen 
handle merchandise for the profit. Post- 
age stamps ordinarily yield the apothe- 
cary no direct profit, but his postage- 
stamp business extends his trade and 
affords him an indirect profit. The grocer 
may handle certain widely advertised 
goods at an actual loss, but he has a rea- 
son for doing it quite apart from any 
satisfaction he derives from their sale. 


Tack on Dollar Sign 


Summed up briefly, the third step of a 
sale is to decorate your proposition with 
the dollar sign. The reaction which the 
buyer experiences after you have carried 
to the highest pitch his interest in the 
quality and salability of your goods will 
manifest itself in one controlling thought: 
“Can I make more money by buying these 
goods?” Don’t let him ask the question. 
Anticipate it. You know the climax of 
your quality-and-salability talk. Ring 
down the curtain on that line of talk 
when you have reached this climax and 
instantly ring up on your profit-making 
talk. 

I have asserted that the third step of a 
sale is to nail down what you have previ- 
ously said about your goods. Convince 
the buyer that there is a sure and satis- 
factory profit to be made from the sale of 
your line and you have confirmed to his 


entire satisfaction all of your previous 
claims. Up to the third step of a sale, 
talk quality just as fervidly as the truth 
will permit; then prove your statements 
by showing the buyer how much money 
he is going to make. Not because that 
really proves quality, but because our 
average man wants to believe the best of 
anything that holds forth a convincing 
prospect of more money in his pockets. 

Perhaps you say, ‘““Then why not talk 
about the profit first?” Simply because 
profits in trade are not earned until sales 
are made, and the buyer’s mind is not 
ready to consider the subject of profits 
until you have shown him the possibility 





Don’t Forget Philadel- 
phia Outing July 19 


The Philadelphia Shoe Travelers’ 
Annual Outing, Wednesday, July 
19, at the Philadelphia Rifle Club 
Grounds—baseball and other games 
prizes, good eats, “‘an’ everything.” 

If you are in or near Philadelphia 
on that date, join the boys at the 
outing. Particulars as to how to 
meet the boys will be published in 
a later issue of this magazine. 











of sales. Sales before profits is the order 
of events in trade. Your sales arguments 
should be presented in the same order, for 
that sequence of thought occurs in the 
buyer’s mind as he considers your proposi- 
tion, and he cannot follow you attentively 
if your arguments are presented in a 
different sequence. 


Prepare Lucid Profit Talk 


But in its proper place the profits talk 
is all-important, and every salesman 
should have at his tongue’s end a definite 
and convincing statement and analysis of 
the profits that can be made from the sale 
of his goods. If you are a salesman and 
haven't a lucid profits talk in your reper- 
toire, I beg of you to take pencil and 
paper tonight and work one out to the 
last decimal point, for the accomplish- 
ment of the third step of a sale depends on 
the buyer’s ability to see a profit in store 
for him. 


Seize Your Opportunity 


Now comes the fourth and final step of 
a sale. You have disarmed the buyer by 
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showing the salability and the profitable- 
ness of your goods. He is ready for the 
final stroke. But remember that a buyer 
has wonderful resourcefulness in negation. 
If you let the psychological moment slip 
by, he is likely to recover his shield of 
doubt and sword of disagreement and put 
you to rout. Don’t let your opportunity 
escape. The instant you have reached 
the climax of your profits talk is the time 
to take the hazard. 

I have referred to the faculty of divin- 
ing the proper time to make the closing 
talk. It would have been better to define 
this as the ability to recognize the moment 
you have convinced your prospective cus- 
tomer that there is an inviting profit in 
your goods. When that moment comes, 
say to yourself: “‘Mr. Buyer, I know you're 
going to buy a bill of goods from me. You 
can’t help it. The only question is how 
big a bill you’re going to buy.”” However, 
while you are talking to yorself, don’t give 
the buyer a chance to put an excuse or 
objection into words. A thought that 
gets into words is harder to combat than 
a silent thought. 


Outline an Order 


The best closing stunt I know of is to 
outline an order. It keeps before the 
buyer’s eyes the picture of sales and 
profits that you have drawn and it keeps 
him in the picture. You say: “Now to 
start in on this proposition you'll only 
need’’—well, no matter how much he’s 
going to need. You write it down, com- 
menting on the virtues of the goods as you 
write. 

It is a curious fact that a buyer 
will seldom interrupt you while you are 
writing, and if you talk as you write, his 
mind follows your pencil instead of formu- 
lating excuses, doubts, and objections. 
When you have completed the memoran- 
dum of the goods you think he should 
buy, you pass it over to him and you say: 
“There’s about what you ought to have 
as a starter.” The expression on your 
face is a sort of compromise between the 
ferocity of a man-eating tiger, the wistful- 
ness of a hungry dog, and the self-com- 
placency of a hoot owl. What does the 
buyer do? He either buys or he doesn’t 
buy. You have cast the dice and you 
have won or lost. 


Special “‘Side” Aids 


I have not touched on special discounts, 
impending advances in price, threatened 
shortages of supply, or similar induce- 
ments and arguments that can sometimes 
be offered to the buyer as a part of the 
closing talk. If the salesman can truth- 
fully advance any such reasons why the 
buyer should place his order at once, they 
are legitimate aid in taking the fourth step 
of a sale, but they are not an essential part 
of salesmanship. 
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“DUANE” 
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B142 PATENT LEATHER SANDAL 
RED UNDERLAY AND HEEL 


High Grade Imitation Turn 
French Bound Vamp _ . ' $4. 25 
B140 Same in All Patent Leather . . . . . $4.25 


R141 Same But With Blue Instep Strap and Heel $4.25 
Sizes 2% to 7-C. 


DUANE SHOE COMPANY 
Branch Offices: Philadelphia: 411 Forest Bldg. Los Angeles: 522 Loew’s State Bldg. 
Factory: Haverhill, Mass. 
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I have nearly completed what I have to 
say about salesmanship, the rule-of- 
thumb science. Its fundamental rules are 
few and simple. Their application de- 
pends upon your estimate of yourself and 
the average man with whom you have to 
deal. Your thumb may be either longer 
or shorter than mine—hence salesman- 
ship must always be a rule-of-thumb 
science. 

It has required some restraint to refrain 
from anecdotes to illustrate the points I 
have attempted to make. Illustrative 
stories are almost habitual in articles on 
salesmanship—so much so that the illus- 
trations usually submerge and obliterate 
the points intended to be illustrated. You 
no doubt know as many stories as I, and 
I leave it to you to find your own illus- 
trations. 

I should be entirely through now, except 
that a man who knew that I was writing 
this chapter said to me the other day: “I 








8s. D. DAVENPORT 
Whe travels out of the Rice ¢ Hutchins, 
Chicago Co. 





want to read what you say about person- 
ality. That’s the important thing in a 
salesman, and it’s a thing that’s born in a 
man. It’s something he can’t acquire.” 
To avoid disappointing this gentleman 
I must say a few words about personality. 


Personality Radiation of Self-Confidence 


Personality in salesmanship is merely 
the radiation of self-confidence. Be sure 
of your ground and you will have a con- 
vincing personality. Some people are 
born with self-confidence. If it stops 
short of offensive egotism, they have a cer- 
tain inborn personality. But personality 
is more frequently acquired than inborn. 
Don’t worry about it any more than about 
character reading. Know your goods 
thoroughly, master and practice the 


fundamental principles of salesmanship, 
and personality will descend upon you 
like a halo. 


Cruse is Mason’s_ Sales- 


manager 


On June 2 the Mason Shoe Mfg. Co., 
Chippewa Falls, Wis., signed a contract 
with William P. Cruse for position of 
sales manager. He is to take up his duties 
with this firm on July 1. Mr. Cruse is a 
live wire, has had considerable experience 
and is well known both in the East and 
West. He was formerly connected with 
the Chippewa Shoe Manufacturing Com- 
pany, having spent fourteen years in 
their employ, the first six years as a 
traveling salesman and the last eight 
years as their sales manager. Mr. Cruse 
is a known producer and has some 
aggressive plans for putting Mason’s 
Service Shoes on the market in still 
larger volume. 





WILLIAM P. CRUSE 
Sales Manager for Mason Shoe Mfg. Co., Chi, 
pewa Falls, Wis. = - 


The Mason Shoe Mfg. Co. manu- 
facture unlined, nailed and Goodyear 
welts, also a line of men’s dress shoes. 
Its unlined shoes are known as “‘Mason’s 
Service Shoes” and its dress welts as ““Wil- 
liam H. Seaman’s Dress Welts.” Mr. 
Seaman is the factory superintendent. 
He was formerly connected with one of 
the Milwaukee factories. 


Murray with Conway Mac- 
Laughlin Co. 


Horace W. Murray, widely known shoe 
man, has joined the sales staff of Conway, 
MacLaughlin Co., Lynn, and will visit the 
big city trade, selling the firm’s novelties. 
Mr. Murray was formerly with the Murrya 
Shoe Co., of Lynn, and later with the 
H. W. Murray Shoe Co., of Haverhill. 
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Cuban and Mexican Condi- 
tons Improved 

Arsenio Sanchez, Cuban and Mexican 
representative of the T. D. Barry Co., 
was a visitor at the Barry factory the 
week of June 10. He has looked over 
Brockton again and met many of the 
leading men of the trade and in local 
affairs, renewing in many instances 
previous acquaintances. He toured Cape 
Cod. He gave the greater portion of his 
time, however, at the factory to the 
interests of the Barry folks. 

Mr. Sanchez came direct to Brockton 
after completing an extensive trip through 
Mexico and he finds that country greatly 
improved over what it was a few years ago. 
Right now there is considerable business 
to be had on American footwear under 
certain conditions and he is confident that 
the demand will greatly increase just as 
soon as government affairs have been 
somewhat stabilized. 








JOHN NEFF HINDS 


Who operates out of the Rice g Hutchins, 
Baltimore Co. 





Although Mr. Sanchez has made many 
trips to the states this is the first oppor- 
tunity he has had of touring the Cape 
section of Massachusetts. He was greatly 
impressed with our splendid roads. The 
roads in Cuba, in fact in the city of 
Havana, are in about the same condition 
as those in and around Belleau Woods and 
it is easy to understand why he was 
overjoyed and surprised at such a differ- 
ence. Mr. Sanchez brought with him con- 
siderable business both from Cub: and 
Mexico and assures the Barry Co. it 
will be only a very short time before the 
volume for the first mentioned country 
will be back on the old time basis. ‘The 
only factor that is keeping the sboe 
business at a standstill is the delay in 
negotiating the loan solicited in the states, 
he says. 
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Fust the Thing for Boys 


N the Dolgeville line are several unique styles for boys. 
These felt shoes have sport scenes on the toe that ap- 
peal and attract the boy trade. 










This is only one type of the complete felt footwear line for 
men, women and children which is the standard of quality 
everywhere. 


Into every pair is built the genuine service that is iden- 
tified with all footwear bearing the Dolgeville trade-mark. 


Dolgeville Felt Shoe Company 


DOLGEVILLE, NEW YORK 
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More About Interchangeable 
Mileage 


Interchangeable milage ~bill number 
S 848 which was passed by the Senate on 
January 14:and on June 1 by the House 
Interstate and Foreign Commerce Com- 
mittee will now take its regular place 
on the calendar and should come up for 
action by that body within the next two 
months. 

As has been stated the measure, if 
adopted, will authorize the Interstate 
Commerce Commission to permit railroads 
to issue interstate interchangeable mileage 
books which may be used by traveling 
salesmen from one state to another without 
the bother of individual trip tickets. 

In favorably reporting the bill out of 
Committee the following majority report 
was made on the measure: 


Committee’s Majority Report 


“The Interstate and Foreign Commerce 
Committee of the House held a consider- 
able number of hearings on this bill. No 
one at any time seemed to raise any 
objection to the proposition as such in the 
abstract, but the legal and economic 
features of the subject were held in 
considerable doubt as to legality, work- 
ability, and practicability. 

“The Interstate and Foreign Commerce 
Committee decided finally to report out 
the bill favorably with amendments, here- 
in noted. The principal changes are 
presented by two provisions: 

(a) The provision. for the issuance of a 
scrip coupon book. 

(b) The provison for the exemption of 
certain rail carriers in case the Interstate 
Commerce Commission shall see fit to 
authorize the issuance of a mileage more or 
less general but not universal, as applied 
to all rail carriers. 

“Generally speaking, the bill provides 
that “the commission is directed to require 
after notice and hearing, each carrier by 
rail, subject to this act, toissue * * * 
interchangeable mileage or scrip coupon 
tickets * * * subject to the com- 
mission’s rules, regulations, etc.” 


B. <A. Terhune Proud of 
Grandchild 


E. A. Terhune, who travels _the 
South for Reynolds, Drake & Gabell 
Co., North Easton, says his new grand- 
child is “‘the greatest ever.” He made 
this statement at the Boston Shoe Trades 
Club one day, after receiving a telegram 
from Vancouver, B. C., that his daughter, 
her husband and the baby, had arrived 
safely at that port en route to Boston 
from whence they will go to Maine to 
spend the summer months. A. D. Stewart, 
Mr. Terhune’s son-in-law, is in business in 
Shanghai, China, representing the Stand- 
ard Oil Co. as first assistant auditor. _ 
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A& Reported to House 
With Amendments 


The bill, as it-was reported out of 
‘ Committee, to the House, with 
amendments, was as follows: 

“Be it enacted by the Senate and 
House of Representatives of the 
United States of America if Con- 
gress assembled, that section 22 of 
the Interstate Commerce Act be 
amended by two new paragraphs to 
read: 

“The Commission is directed to 
require, after notice and hearing, 
each carrier by rail, subject to this 
act, to issue at such offices as may 
be prescribed by the commission 
interchangeable mileage or script 
coupon tickets at just and reason- 
able rates, good for passenger 
carriage upon the passenger trains 
of all carriers by rail subject to this 
act. The Commission may at its 
discretion exempt from the provis- 
ions of this amendatory act, either 
in whole or in part any carriers 
where the particular circumstances 
show to the commission to justify 
such exemption to be made. Such 
tickets may be required to be issued 
in such denominations as_ the 
Commission may prescribe. 

“Before making any order re- 
quiring the issuance of any such 
tickets the commission shall make 
and publish such reasonable rules 
and regulations for their issuance 
and use as in its judgment the 
public interest demands; and espe- 
cially it shall prescribe whether such 
ticketsare transferable or nontrans- 
ferable, and if the latter, what 
identification may be required; and 
especially, also to what baggage 
privileges the lawful holder of such 

‘tickets are entitled.” 

A provision of $1,000 is then 
made in the bill for any railraod or 
public carrier who refuses to con- 
form to the rules and regulations 
of the new law. 











It will be noted that practically the 
only major amendment between the 
Senate and the House bill is the provision 
of the Senate that the tickets are to be for 
5,000 miles and in the House this is left at 
the discretion. of the Interstate Com- 
merce Commission. 


Durgin with Kimball and 
Sherman 

Bernard L. Durgin has recently joined 

the sales force of the Kimball & Sherman 


Co. to cover the large department and 
retail store trade of the country. 
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“The Prosperity Special” 
(As suggested by Walter B. Yater in McElroy-Sloan 
Enthusiast of June 17) 

“When we were infants we would get 
up and run around the room making a 
noise, ‘Choo, Choo; Choo, Choo’—like 
an engine. When we were a little older, 
we would endeavor to build an engine out 
of spools of thread and thread boxes. At 
a little later date we would get out in the 
yard dig up an old steam boiler, punch a 
hole in it, fill it full of water, put a pin 
wheel on top, build a fire under it and the 
escaping steam would turn the wheels. 
What young Americans have not done 
these stunts? Then when you got to the 
period of Peck’s Bad Boy, you would go 
down to the railroad station and steal a 
ride on the fender. Always the locomotive 
has attracted. 


Locomotive’s Shriek Animates 


“The shriek of the locomotive stirs up 
animation in dogs, horses and men. It is 
of universal appeal and in fact, the modern 
locomotive is the culmination of all the 
ingenuity of the shrewd Yankee. It con- 
tains nearly every invention’ known to 
modern science, has its own electrical 
plant, its own plumbing system, its own 
system of modern lubrication. On some 
of the larger railroads they have tele- 
phones, automatic start and stop signals 
and we would not be surprised soon to see 
them have their own wireless outfits. 

“When the World War broke out and 
we shipped our mammoth locomotives to 
France, they were a marvel to all. The 
American locomotive is a true example of 
the best modern business. Everything 
works in harmony. When even a small 
part or unit of this machine gets out of 
fix the whole operation is affected. 


Good Salesmanship and Labor 


The ‘Prosperity Special’ train of twenty 
of the largest oil burning locomotives ever 
turned out by the Baldwin Locomotive 
Works which are intended for the South- 
ern Pacific Railway, has just passed 
through East St. Louis where it has been on 
exhibition for a day. This train weighs 
12,420,000 pounds. Think of the coke 
that it took to make the steel that goes 
into those engines. Think of the days of 
skilled labor taken to mold the wheels; to 
fit the steam pumps, to wind the arma- 
tures, to polish and finish. Truly it may 
be called the Prosperity Special and is an 
inspiration to every commercial organiza- 
tion in this country of what good business 
managemént ‘and proper direction of 
labor and salesmanship will do. 

Good Merchandising Exemplified 

“We imagine that when this order was 
sold the Sales Manager of the Baldwin 
Locomotive Works sent out congratula- 


tory telegrams, even surpassing the ones 
Mr. Sloan sends out on special occasions 
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‘The National Assembly 
ofa National Jndustry~ 


0-1) 








Style on Parade 


STYLE parade that al- 
lows you ample time to 
study the style-effects on 

the living-models — that’s what 


oni the Boston Show offers you. See 

“The Capital of what the style-future holds in 
Vacation-land”’ store for you! 

Awaits You But there’ll be more than a style- 


education. There will be a man- 
ufacturing-education, too—by 
means of a shoe factory, a tan- 
nery, a pattern-shop, a last-shop 
and a lining-shop all in actual 
operation at the show. 


Come to the Boston Show— it 
will be full of worth-while in- 
formation that means better 
retailing for 1922-1923. 


THE NATIONAL SHOE AND 
LEATHER EXPOSITION 
AND STYLE SHOW 


CHESTER I. CAMPBELL, 
General Manager 


5 Park Square, Boston, Mass. 
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upon the receipt of- big orders. This 
Prosperity Special should be an example 
to us. It shows what good merchandise, 
what correct prices will do for a manufac- 
turing plant. It will fill the manufac- 
turing plant full of orders and make 
everybody happy in connection with the 
firm. We imagine that even the lowest 
apprentice in the Baldwin Locomotive 
Works is inspired by this great feat of 
merchandising. 


Romance in Business 


“We sometimes become wearied and 
tired with our daily routine. We -go to 
the Picture Shows and Theatres to see 
romance but overlook the romance of 
business which we ourselves are so actively 
engaged in every day. The closer atten- 
tion you give to your business, the more 
romance you will see in it and the better 
conception you will have of it and as you 
see your plans working out, vou realize, 
the part, however humble, you yourself 
are playing in the general progress of com- 
mercial development. 


Success Only for Worker 


We used to hear a great deal of the 
phrase, “Starting at the bottom,” and 
“Working to the top.” We used to have, 
however, in a way averlooked this and 
the young of today want the big salaries 
and the rewards that go with success 
and in many cases are not willing to make 
the sacrifice that is necessary to ‘get there,’ 
and earn ‘their spurs.’ 

“The young bride of today wants to 
start out with a walnut floored apartment, 
a $4,000.00 electric piano, a Pierce auto- 
mobile, and a kitchen and house servant; 
but what has been done by this particular 
young person to deserve and win these 
rewards of the successful. 


Combining of High Efficiency Units 


The thought we are trying to bring outis 
that the modern locomotive is an example 
of highest efficiency made from many indi- 
vidual units which in turn have been made 
after months of careful labor, thought, close 
application and attention and if we are to 
produce the results of a wonderfully large 

big business, we must take our lesson 

ng this lime. Every one must execute 

in the most efficient way, the work of his 

particular function in our big business 

machine in order that we may make a 

‘Going’ concern, pushing forward at a 

high rate of speed, performing the duties 
that are expected of it.” 


Yater’s Energy Well Directed 


The suggestion for the topic of the 
Weekly Letter of June 17—in “‘McElroy- 
Sloan Enthusiast,” “The Prosperity Spe- 
cial” comes from Walter B. Yater, who is 
a friend of one of the officials of the 
Baldwin Locomotive Works. Walter re- 
minds the writer of those big oil burning, 


plain crossing locomotives. A locomotive 


. 


is the impersonation of well directed 
energy. It makes a big noise but it does 
big work. It attracts lots of attention but 
it covers the ground and pulls the load. 
All of these attributes Walter has in a 
remarkable degree. Everybody knows 
that he is working his territory. He is one 
of the best advertised salesmen on the 
road today but it does not stop at that— 
Walter does the work. His efforts are 
constructive—he moves along with a 
steady motion and everything that Walter 
does is done in a systematic way. 


Frank Craddock Uses Head 
F. L. Craddock is 2. Frank has these 


same attributes. Interest and an agree- 
able reception awaits Frank wherever he 











H. L. JOSEPH 
Of Oklahoma, better known as ‘“‘Martha.” He 
travels for the F. Mayer Boot g Shoe Co. 
Before sailing for Europe last week he made 


his quota for the season. 





goes. Frank uses his head and has the 
plan marked out, consequently he is one 
of our leading salesmen. You won't find 
success without both energy and an intel- 
ligent plan. 


Other ‘‘Big Bug’’ Notables 


Tom Crowder is 3. Tom is favorably 
known in his territory and makes a 
noise like a locomotive when he gets 
into town. So does J. P. McElrath. 
Then there is F. Doll, who moves along 
with the smoothness, the ease and the 
grace of one of those electric locomotives 
coming into the Pennsylvania Station 


in New York. Ever since McElpoy: loan :! 


salesmen have started out, Déll’has! been 

sending in orders from Cuba from good 
people who are good merchants. 
Jennings a Big Wheeler 

Arch Jennings is 6. Arch is one of the 


big wheelers and runs with the regularity 
of the United States mail. 
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J. W. Rutland is 7. Rutland runs 
on a regular schedule time. He may 
run into storms and floods but he al- 
ways pulls through. Then there is C. 
L. McCain as 8. Regularity, schedule, 
clocklike precision describes Mr. Me- 
Cain. J. C. Adams is up in the Big 
Bugs for the week of June 17. W. F. 
Owens is 10. Mr. Owens has been appear- 
ing with clocklike regularity in the Big 
Bugs and is getting better every day. 


Zimmer Leads Scotchers 


J. T. Zimmer leads off the Scotchers 
with $4,100.00 for the week of June 17. 
Bert Johnson is 2. Bert is another good 
old regular worker. J. Hanson is 3, P. M. 
Harris is 4, M. T. Coleman is 5, G. E. Blue 
is 6, Wm. Dietz is 7, A. O. Bryant is 8, 
David D. Lynch is 9 and O. V. Elsey is 10. 


““Martha”’ “Joseph Off for 
Europe 


H. L. Joseph of Oklahoma, better known 
as “Martha” among Oklahoma retail 
shoe merchants and who has been mighty 
successful in spreading favorable facts 
regarding Martha Washington shoes, has 
just sailed for Europe, where he will spend 
several months touring and visiting. Mr. 
Joseph is taking his wife and young 
daughter with him. 

He sailed with a light and happy heart 
for before leaving his territory he called 
on each one of his customers and made his 
quota for the season. 

Just before sailing Mr. Joseph said, “I 
hear a lot of talk about conditions but I 
had no trouble in making my quota, 
because when I am on the job, I forget 
that there is any such thing as conditions 
and simply apply all my enthusiasm for 
the shoes that I have to sell.” 





Holmes with United Last 


J. W. Holmes, who has been with Wall, 
Doyle & Daly, Inc.,calling on the whole- 
sale trade with that concern’s line, since 
its inception, will, beginning with July 1, 
become associated with the United Last 
Company in the capacity of assistant 
manager of the factory at R ay we 
Mr. Holmes will remové ‘this from 
Brockton, Mass. to Rochester, N. Y. 
where he will be permanently located. H, 
was formerly connected with the UniteP 
Last Company and now returns to his 
earlier affiliations. 


Tomaso, with: Collins and 
“a, Staple 

S.' Tomaso, Jr., has been engaged by 
Collins & Staples, Haverhill, manufac- 
turers of women’s turn footwear, to carry 
this line to the retail trade in Illinois, 
Wisconsin and Minnesota. His office and 
sample room is at 304 South Wabash 
avenue, Chicago. 
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Black Leather Saddle Strap 








s Lace Oxford, White}I mperial 
Ch th, Turr —j Se = Military Heel $2.25 





Women’s Sport Oxfords 
’s White Canvas Oxford, with 


Sole and Heel Mc me a 
except Black Leather 
, $2.10 








Are You Ready? 


How is your Stock of 
White Shoes for 
the Fourth? 


Manning ‘‘Meadow Brook’”’ 
white shoes please the trade. 


They’re Nationally Advertised. 











Visit us at our Boothat wo. r254 A to D $2.25 
the Boston Style Show, Wivsa soc: tow Mitary Heel. $338 
July 10-13 eo 6 660 6606s aos Soe canons Senter Losie Moet 33-35 








\ ai lait ij yest 
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No. R3218 D and E $1.65 No. R2208 AA to D $3.35 _ 

R3218—Men’s White Duck, McKay Wide R2208— Women’s White Polar Cloth, Turned 

To oe oY Sole, Low Covered Heel................ $3.35 
R2207—Same, Junior Louis Heel..... $3.35 


R2018—Same as 2208, other grade. $2.50 
R2017—Same as 2207, Junior Louis Heel. $2.50 











No. R2300 AA to D $3.50 

R2300—Wo s Slidi Sil Butt 

White Polar ‘loth, Turned Sole. Full Louis No. R2751 A to E $3.00 

Heel..... . -$3.50 R2751—Women’s White Sea Island Welt, 

R2118—Same Style except “Meredith Cloth White Enamel Heel, Ivory Welt . $3.00 

go) ear ee ra $2.40 R2753—Same Style Other Grade $2.75 
Made in our Haverhill Factories For other styles see our complete Spring catalog 


OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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White Footwear Holds Full Sway 


In Ads and Windows, Merchants Are Featuring White Shoes 
and Hosiery—Henry Hagan Starts Mid-Summer Sale Now 


HIS week the retail shoe stores of 

Boston opened to the accompani- 
ment of a heavy rain—it rained all day 
long—sometimes a veritable deluge. As a 
result, the retail shoe stores did not have 
many customers, except for light rubbers 
and footholds. But as the bard of our 
nearby city Cambridge, so well sung, 
“Into each life, some rain must fall, some 
days must be dark and dreary,” so the 
retail merchants of the city take stormy 
days in a philosophical way and “‘furbish 
up” a bit for the pleasant days which are 
just ahead. On Tuesday afternoon the 
sun came out and white footwear shone 
forth resplendently from shoe store win- 
dows and interiors, it even took on an 
added brightness in retail advertisements. 
Three-quarters of all shoes and hosiery 
sold during the past few weeks have been 
white, or white as the predominating 
feature—there have been white and 
grays, whites and blues, whites and reds, 
whites and greens; whites and browns 
and white and black. All white just now, 
however, is the biggest favorite, with one 
straps and cut-outs in low or high heel, 
but going higher as to heel all the time. 


Better Craftsmanship Evident 


“Going higher” does not apply to price. 
It does apply, however, in many cases to 
quality and workmanship. Never were 
there better values for the money. “The 
public is looking,” says I. B. Howe of A. 
H. Howe & Sons, “‘not for cheap shoes, 
but for good shoes cheap.”” The consumer 
today is a discriminating buyer, the con- 
sumer wants good shoes. We are going 
back to old times. Instead of the easily 
satisfied buyer, we find one which is a 
little hard to please, in other words, it 
takes real salesmanship today to sell shoes. 

“‘We have had the third chapter of 
business readjustment,” continued Mr. 
Howe, “and now we are well in the fourth 
chapter of the transition. ‘Craftsmanship’ 
is the all important thought today in shoe 
building. In war time days and those 
immediately following, the query of the 
factory superintendent was, ‘How many 
pairs can the workman make? All right, 
get him at any price.” Today it is, “How 
well can the workman make shoes?’ 
If the answer comes back, ‘He cannot 
make but seven pairs a day, but he is a 
wonder at shoemaking,’ then the reply is 
“Get him at any price.’ Pride of product 
was almost lost during the din of battle. 
It was only the unit count that mattered 
—today it is craftsmanship. 

“The American people today want 
quality and they want it at a reasonable 


price. They want good leather, they want 
good stitching, they want the latest style, 
but they want all of these features at 
just as close margins of profit to the 
merchant as they figure they should be. 
For instance, when we mark a shoe which 
we have been selling at $12.50 at $10, 
there is a big rush on same. It is still 
impossible for us to buy our best shoes 
from the makers to sell under the $10 
price, and with the recent rise in the 
leather market it looks as though a price 
under $10 for best grades was out of the 
question. I think that factories are mak- 
ing more real shoes than ever. Our folks 
have made a study as to how good a shoe 
they can produce, even on a turn shoe, 
they are trying to make one which will 
stand wet weather and many other tests. 


Watch the Style Trend 


“It is necessary to keep one’s finger on 
the pulse of style all the time. The ques- 
tion is—Who sets the style? I believe that 
style is what people want. It is the effect 
of an accumulative tendency, the keynote 
or first chord may be struck in Paris, or 
New York, or in the custom shop, then it 
grows and develops. I recently watched a 
woman in a high-grade department store 
buying a gown. She remarked that she 
liked everything about that gown ex- 
cepting the belt and that she would not 
wear a belt like that for anything. She 
demanded another kind of a belt—now 
this was an innovation—the next woman 
who came along would want a belt on her 
gown which contrasted, rather than 
matched, as did the first woman objector, 
and so it goes. We are watching the style 
trend every minute; we are also watching 
quality and price—the public is appre- 
ciative of our efforts—and not only do the 
women appreciate our endeavors, but the 
men also. Thus we are selling more pairs 
all the time, all over the store.” 


Combination Last in Straps 


One of the new shoes in the women’s 
department of the Walk-Over Tremont 
Street store is a combination last in strap 
effects. This last is two widths wider in the 
ball than in the heel. It is called ‘The 
Relief.” It gives plenty of toe room and a 
close fitting heel; this last also comes in 
an oxford pattern. Some snappy patterns 
in novelties were noted in this store. 
Ordinarily novelties are bought in April, 
but this year, it may be on account of the 
Brooklyn Shoe Style Show, or perhaps 
there is now a tendency to purchase 
novelties monthly, merchants are pur- 
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chasing novelties way into June. So in 
the Walk-Over Shops, there are brand new 
things which have just arrived. For in- 
stance, a one-strap patent leather, with 
center strap, covered cloth button fast- 
ened, medium block heel, broad toe; a 
patent one-strap with gray suede heel, 
gray suede trimmed at collar and gray 
suede center strap, the ankle strap of 
patent leather, gray suede piped, low 
Spanish heel; a black patent side lace, 
with white lacing, white kid interlay over 
the instep, rounded toe, 16/8 white kid 
Spanish heel; another in similar pattern 
but all black was very dainty; as was also 
a patent one strap, with its collar stitched 
with white, rather than perforated. 


Hosiery Clocks Match 
Buckles 


Miss Isabel D. Waugh, in charge of 
the slipper department of the Walk-Over 
Shop, Tremont Street, is showing some 
very artistic effects in enamel buckles 
which slide over the buttons on white 
kid one straps and are made in colors 
which match the clockings of white silk 
hosiery. To illustrate, a white enamel 
buckle with blue, or red, or of silver and 
green, corresponds exactly as to shades 
with the hand painted or silk embroidered 
effects. ; 

Miss Waugh reports that even on rainy 
Monday, her department did about twice 
the business which one would naturally 
expect, and that this store’s slipper and 
hosiery business is growing wonderfully. 


Instructions on Findings 


She also reports a good sale of buckles 
and findings. When patent leather slippers 
are sold, the salespeople are always in- 
structed to recommend trees, which are 
almost a necessity with patent leathers, 
and are most useful with satins and kid 
slippers. For slippers and delicate leathers 
Miss Waugh recommends a very light 
weight tree. For the patent leathers, 
which are selling in very good numbers, 
Miss Waugh instructs the salespeople to 
recommend a patent leather resurface, 
and for white kid shoes, a cleaner is 
always suggested at the time of the sale. 
Satins in black mostly, but also browns, 
in one strap and a few cross straps are 
good sellers at this store. One beautiful 
number was of black satin, trimmed with 
brocaded satin, brocaded satin heel in 
high Spanish effect. “It is amusing to see 
the attitude of the flappers just now,”’ said 
Miss Waugh. They have changed their 
tune almost over night, and whereas they 
had been asking for a low, flat heel, it is 
now the higher heel, for say they, ““The 
low heels make our feet look so big and 
clumsy! While previously their theme 
was, “Haven’t you anything lower? The 
low heels are so easy to walk in!” 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 






















z 








seeeeesnenne 
COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 


No. 160—11/8 Junior Loui 
Heel No. 165 16/8 Full 
Louis Heel Price $4.00, 
less 5 per cent 10 days. 
118 Phoenix Row 
~ Haverhill, Mass. 
123 Essex St., Boston 
Room 306 


MUL 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 






















1GH GRADE 
Ol SLIPPERS, 


Imported Satin Brocadesand Metal Cloths 
$4.45 per pair aad ap 


west M GUSTIN © 


(NEW YORK 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 

PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 
















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Siippers 
76 River St., Haverhill, Miss. 
Baston Office 
207 Easex Street 
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{ popular num- 
ber in the bare- 
foot sandal class. 
Salmon pink kid 


lined with white 








The shoe is beau- 
lifully finished 
and a good fitter. 
Shown by the 
Thayer - Mc Neil 
Company 








A Big Single Sale 


On last Saturday, one of the “extras” in 
the slipper department of the Tremont 
Street Walk-Over Shop sold to a young 
woman going to Italy $105 worth of shoes 
and hosiery. This young man was a 
student at Boston University. He was 
assisted in selling this bill by Miss Waugh, 
who directed the sale upstairs and by one 
of the salesmen downstairs. The time 
which this sale took was one hour and 
thirty minutes. The lady intended to 
stay in Italy for some few months and 
stated that she wanted to buy her entire 
supply before going across as she could 
not get anything over there. Miss Waugh 
says that her remark is not an uncommon 
one, not only for those people going to 
Italy, but to other foreign countries. 


‘‘“Common Sense Founda- 
tion of Success.” 


Mrs. J. Andrews, Retail Shoe . 
Merchant, a Clever Merchandiser 


Boston may well be proud of an un- 
usually clever woman shoe merchant in 
the person of Mrs. J. Andrews, whose 
husband is principal owner of four retail 
shoe stores here. Mrs. Andrews spends 
her time at the store at the corner of 
Washington Street and Temple Place, one 
of the very best business locations in the 
city. She in company with her husband 
supervises the financial end of the busi- 
ness. She also buys the slippers and 
gaiters for this store. 


Prominent Social Service Worker 


Prior to 1915 Mrs. Andrews had not 
thought of shoes except as the woman 
consumer thinks of them. At that time 
Mr. Andrews decided to engage in the 
footwear merchandising. About two years 
ago, during Mr. Andrews’ illness, his good 
wife took up her husband’s burdens, and 
now that Mr. Andrews has recovered and 
is able to attend to three of the stores, 
Mrs. Andrews is still active in the big 
corner store. 


Although she has “stuck right on the 
job,” since her entrance into this field, 
she has not given up her public service 
interests. She is very well known all over 
the State as a social worker. She is a 
trustee of several institutions, including 
the Boston Psychopathic Hospital, and 
served on the minimum wage commission 
board. She was also chairman of the 
Massachusetts Prison Board until it was 
legislated out of functioning. 


Essentially a Woman’s Woman 


To talk to this sweet faced, silver 
haired, motherly looking woman one 
instantly realizes that he is conversing 
with a woman of broad sympathy, good 
judgment, and clear vision. She is essen- 
tially a woman’s woman, and was legis- 
lative suffrage chairman of the State 
Federation of Women’s Clubs in the old 
days before women were given the ballot. 
When in 1919 Mrs. Andrews made her 
report at the State meeting held at Marion 
Mass. and asked sister federationists to 
work for the enfranchisement of 50,000 
voteless women, so effective was her plea 
that the antis fairly howled with rage. 

In the old days before Mrs. Andrews 
was married she was a bookkeeper, and 
had received an excellent training in com- 
mercial life. This old knowledge was not 
forgotten by her and is now a great 
business asset. After Mrs. Andrews was 
married she took a special course at Rad- 
cliffe, specializing in English and has 
traveled extensively with her husband 
having visited European countries several 
times and also South America. 


Small Sizes’ Record 


While she does not wait on trade es a 
general thing, Mrs. Andrews keeps careful 
records of customers, and has in a sepa- 
rate file a list of her customers who want 
small sizes. Many of her friends depend 
upon Mrs. Andrews for suggestions as to 
the type of shoe they should wear. She 
has always held the theory that life was 
not worth living solely for selfish in- 
terests; but rather to help others. She 
says that she cannot conceive of any kind 
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of work which will help the public more 
than the right selling of shoes. 

“I have often wondered why more 
women do not go into the shoe business,” 
said Mrs. Andrews. “If twenty years of 
my life had not been spent so busily in 
social service work, I think I might have 
as profitably served the public by the 
procuring for them of the right types of 
shoes at reasonable prices. I would like 
to have developed, according to my ideas, 
a real nature last. 


Women Should Sell Women’s Shoes 


“The shoe business of today is intensely 
interesting and requires much more study 
than in the old days when the staple lines 
were so much in evidence. The short 
skirt vogue has certainly brought forth a 
great variety of styles. Yes, indeed a 
woman is almost an absolute necessity in 
a woman’s shoe department, both as 
saleswoman and buyer; for she has a nice 
sense of artistic fineness which is abso- 
lutely lacking as a rule in a man. 


Factory People’s Attitude Amusing 


‘““Many of the factory people seem to 
think that a woman has no business 
ability. To me who had always been so 
much accustomed to dealing with big 
civic problems and public workers, both 
men and women, who are admittedly a 
very intelligent class of people, the atti- 
tude of many of these factory people was 
rather amusing at first. They fought shy 
of me and when they did talk, it was 
about almost anything but shoe mer- 
chandise, however, they have learned 
quite a little about me in the past two 
years and now talk about shoes and shoe 
styles just as glibly to Mrs. Andrews as 
to the floor man. 

“The retail shoe business today needs 
much capital, also common sense. While 
Mr. Andrews nor I were shoe people in 
1915, we have made a success by using 
common sense, which is the foundation of 
the success of any business. 


Present Demand for $6.00 Shoe 


“We have some of the best trade, but 
carry a reasonable priced shoe. On the 
popular priced shoe, we have won our 
laurels. The demand today is for a $6.00 
shoe. We carry a higher priced shoe than 
$6.00 and a lower priced shoe than $6.00. 
At present our women’s trade is wild 
about barefoot sandals—strap patterns are 
in big demand, also everything in sport 
varieties. They like the Spanish heel, and 
we have had a big call for the baby Louis. 
Everything in fancy dress shoes has been 
high heels.” 


Irving Sabotsky, M.D., is Buyer 


“Pat J. Montague is manager of the 
store. Mr. Asher is Mr. Montague’s 


assistant in the basement. The buyer for 
all of our four stores is Irving Sabotsky, 


M.D., an Amherst and Harvard graduate, 
who had just commenced to practice at 
the Massachusetts Eye and Ear Infirmary, 
and sacrificed what promised to be a bril- 
liant medical career to help us in the 
intelligent scientific distribution of shoes. 
Before taking the position as buyer, Dr. 
Sabotsky worked with the regular buyer 
for a year until he thoroughly understood 
shoes as only a well trained mind can do. 
He is now considered a most efficient 
buyer and Mr. Andrews and I feel greatly 
relieved in having so capable a merchan- 
dise man connected with our house.” 


A Charming Group 


“A charming array of new styles” is 
what the new things which have recently 
appeared at Hagan’s may be called. These 
were noted by Mrs. Durney at the 
Brooklyn style show and were later pur- 
chased. There is a black patent two strap; 
the foot slips in over the first or instep 
strap; the ankle strap is buckle fastened. 
This shoe is piped with periwinkle blue; 
it has the new 18/8 Spanish heel and a 
rounded toe. A white kid with rounded 
toe is red kid trimmed, a dainty pendant 
effect in white and red kid is suspended 
from the ankle strap; three red straps at 
the sides of the white shoe have the 
appearance of cut-outs. The heel on this 
shoe is a 16/8 Louis. A side lace shoe 
has a brown kid vamp, rounded toe and 
beige suede collar. Lattice work effect 
over the instep; 16/8 Spanish heel. 


Arch Supports, Money Makers 


“One of the easiest items of your findings 
department on which to make money is 
the arch support,” said George O. Jones, 
manager of Willson’s Shoe Shop. It has 
been said that 90 per cent of the human 
race have arch trouble. We have two or 
three men here who have made their 
entire salary, not only this month, but 
right along on selling-arch supports. We 
have no one man designated as a special 
arch support fitter—each one is an arch 
support fitter, but we do not say this to 
the customer, we pick out some one of 
the team of five or six, or seven who may 
have been chosen to sell arch supports. 

When selling a pair of shoes to the cus- 
tomer, one might say, “I do not know for 
sure, but it seems to me that you have a 
little arch trouble. Now we have an 
expert here on the foot and I would like 
to have him look at your foot.” Even if 
the salesman is himself a foot expert, it is 
better to turn your customer over to the 
other man, as it makes a better effect on 
the customer, makes it simpler for the 
other salesman—in other words, the sale 
is half made for the arch support man. 


A Visitor from Ohio 


Ernest Coombs of Van Wert, Ohio, was 
in Boston the past week buying shoes. He 
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Where toBuy 


Women’s Shoes 














Largest manu-~ 
facturers of 
soft soleleather 
slippers. 


Send for catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N. Y. 

















E. A. & M.C.Witherell Co. 
Manufacturers 


Women’s Turn’ 
Boots and Slippers 
























Facto 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 
FERN & POOR CO., Inc. 
Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models 
Hand turn kid lattice work 
quarter—in ali finest 

leathers 
TESSIER & 
BOWDOIN 
172 Washington 
Street 
Haverhill. Mass. 

















Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts. 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washirgwon St. 
Haverbill Mass. 








STOCKBRIDGE SHOE COMPANY 
a 





HAVERHILL, MASS. 








Getting New Trade 
is mainly a matter of going after it. Write 
our Dealers’ Service Department .for .2¢cw 
ways of bringing customers to your store. 
BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 








DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“*Where to. Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Where to Buy 


Men's Shoe 
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(THOMPSON BROS .SHOE ( 
FINE SNOEMAKERS 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 





























“For Men Who Care 
To Dress Well” 
A Sample Order fo: 


a Pair or a Dozen 
Will Start You Right 


T. D. BARRY CO. 
Brockton - - Mass. 














Gentlemen’s | 


Shoes 
A.E. Nettleton Co. 


SYRACUSE, NY. 
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reports that business is good, having made 
a gain in dollars for every month of this 
year, excepting March. 


“Camco” at U. S. Hotel 


“Camco” footwear made by the Cam- 
bridge Rubber Company of Cambridge, 
Mass., will be exhibited at the Boston 
Style Show in booth No. 40, main hall. 
They will also be shown from July 3 to 
July 30 in room 128 U. S. Hotel. The 
convenience of buyers is thus doubly 
served. The “Radio” boot which has 
made such a great hit will be a feature of 
each exhibit. 





New Magnolia Shop 

Thayer McNeil Company opened on 
June 19 its Magnolia, Mass., shop. 
Magnolia is to Massachusetts what the 
Riviera is to Italy, or Nice is to France. 
The Thayer McNeil Company’s shop is 
right in the midst of things at Magnolia. 
It is painted in a cool shade of gray, which 
harmonizes well with the scenic beauty 
of its surroundings. It is in charge of 
Frank Brassau, who travels the princi- 
pal Summer and Winter resorts for Thayer 
McNeil Company. It will be open dur- 
ing the remainder of this month, and also 
during July and August. So successful 
was it last Summer that this its second 
season has been entered upon. 


At $4.85, $6.85 and $8.25 


Hagan’s Shoe Store started a big sale 
on Tuesday, last, at 9 A.M. It was adver- 











crayon. Mr. Hagan’s picture also ap- 
peared. The ad read, “That's the only 
word I can find to write at the head of 
this announcement to properly express 
the quick action I’ve decided upon. 
Instead of the usual shoe store clearance 
about 60 days from today—a very heavy 
stock compels an immediate sacrifice 
NOW! 


Hotel Reports Better Busi- 


ness 


T. A. McCarthy, manager with his 
brother J. J. McCarthy of the Hotel 
Essex, reports a betterment in business 
conditions, is noticeable. Hotel men are 
in a particularly favorable position to note 
the changes which take place in trade 
channels and this observation by Mr. 
McCarthy augers well for the shoe trade. 
For many years the Essex Hotel has 
specialized on service to the shoe and 
leather men who visit Boston more or less 
frequently. The Essex Hotel has rec- 
ognized this patronage by making pro- 
visions for its convenience in every 
department of hotel service. 

Rooms are often engaged by out-of- 
Boston shoe manufacturers for the purpose 
of making displays of seasonable styles 
when the Boston market is most active in 
buying. These periods are measured by 
six months’ intervals, January and July. 
Within the immediate vicinity of the 
Essex Hotel are more than a thousand 
shoe and leather firms, so the Essex can 
rightfully claim that it is located in the 





tised in the daily papers and headed by heart of Boston’s shoe and leather 
the word ‘‘Now”’! printed as if written in _ business. 
BROCKTON 


Fall Business Volume Growing 


Marked Increase Noted by Manufacturers During Last Two 
or Three Weeks—Usual Factory Closing Week of July 4 


ROCKTON factories in general will 

close during the week of Fourth of 
July. This is in accordance with the an- 
nual custom to allow any necessary re- 
pairs of power plants and general factory 
overhauling. This period marks the in- 
terval between the closing of the Spring 
and the opening of the Fall production 
season. Fall orders have been later than 
usual this year. It is only within the past 
two or three weeks that any large volume 
of Fall business has been received at local 
factories. The months of July and August 
therefore will be busy ones in getting out 
orders for September deliveries. One 
manufacturer said, on commenting on 
this situation: 

“Retail shoe merchants who have 
postponed placing Fall orders would, if 
the foreign trade situation was anywhere 
near normal, experience disappointment 


in the receipt of goods. With foreign 
trade practically non-existent shoe fac- 
tories are in a position to get goods out 
quickly. Nevertheless merchants will do 
well to figure on placing their next 
season’s orders further ahead than they 
have been doing of late as a matter of 
protection against delays in deliveries.” 


Note Improved Business 
Conditions 


The Geo. E. Keith Company, referring 
to present industrial conditions say: 

“Orders on hand at the Walk-Over 
factories indicate that conditions through- 
out the country in general are showing 
some improvement, that while no one 
can prophesy with any security, it is 
generally anticipated that the coming 
Fall and Winter will show marked im- 
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provement over the depression we have 
all been through.” 


Plan for Shoe Factory 
Building 
A large plant on Centre Street, for- 
merly utilized by the Sterling Motor 
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Company, is to be converted into a shoe 
manufacturing plant. It is stated by 
Wm. T. Marsh, the owner, that an out-of- 
town concern is interested in the proposi- 
tion. The main building is practically 
new and will require but little alteration 
to convert it into a modern shoe factory. 





NEW YORK 


Conditions Improving Steadily 


June Sales Held By Some Merchants As a Means to Increased 
Pairage 


TEADILY improving conditionsin the 
local shoe retail and wholesale field 
are reported by manufacturers, jobbers 
and the retail merchants. April and 
May, according to reports from the retail 
merchants, were the best months of the 
current year. June has not shown the 
marked gain over previous months that 
April and May showed over the previous 
months of the year. The June sales totals 
bid fair to be increased by the influence of 
sales, which are getting into swing, but it 
is probable that the total of seles for the 
first six months of this year, in general, will 
run under those of the corresponding 
period last year. 

Merchants are hopeful, though, of the 
remainder of the year. They feel that the 
trade has been more stabilized and that 
buying will be more even and sustained 
because of the apparent check in the 
downward course of shoe values. 


Plainer Patterns Indicaled 


The June sales now in progress reveal 
to a certain extent the feeling that 
merchants have regarding the style 
situation. The cut-out strapped models 
are still selling, but even the popular 
priced merchants say they can detect a 
trend toward the plainer patterns and 
are preparing to unload the fancier types 
of shoes as early as possible. Only a 
few sales have been launched in mid- 
June, but more are promised for the 
remainder of the month and extending on 
into July. 

Notable among the early sales was that 
conducted by Cammeyer in that organiza- 
tion’s 34th street store. Some of the 
shoes carried in the company’s Fifth 
avenue establishment, and formerly selling 
up to $25 a pair, were placed on sale at 
$9.95. The Queen Quality Boot Shop ran 
a sale on some numbers grouped into two 
classes and selling at $4.85 end $6.85. 
Lord & Taylor and other of the Fifth 
avenue department stores, have run sales 
on white shoes at which prices around $6 
and $7 have been stressed. 


White Season Developing 


The white season in women’s shoes is 
developing along more normal lines... The 


plain white oxfords or single strapped 
pumps in buck, nu-buck or fabric are the 
prime favorites with the public. In 
combinations the black and white or tan 
and white is far outselling the high colors 
that have been introduced. A certain 
amount of white business, it is felt, has 
been lost because of the smoked elk sport 
shoe craze which has provided many who 
buy but one pair of summer outing shoes 
with their full requirements for the season. 

The men’s white business has not been 
of exceptional proportions, the smoked 
elk and grain leather golf shoes in this 
division replacing much of the usual 
demand for whites. 


Why Men Buy Fewer Pairs 


On the subject of men’s shoes, one of 
the best known men’s retailers has ad- 
vanced the idea that under present style 
conditions the volume of men’s business in 
proportion is bound to be less than that 
developed in women’s shoes. “The 
heavy grain leathers and the heavy soles 
now used in men’s footwear,” he said, 
“have increased their wearing qualities 
fully 25 per cent. On the other hand, the 
light leathers and cut-out construction in 
women’s shoes have decreased their 
wearing quality about 25 per cent. I 
know this to be a fact from personal 
investigation. One of my customers was 
in the store recently with a pair of shoes 
which he had worn constantly without 
change for more than a year, while on a 
trip through Europe. In my own house- 
hold the women have been compelled to 
buy new shoes frequently because one of 
the light straps in the cut-out work gave 
way and could not be repaired in a 
manner to defy detection. To my mind, 
this explains why the men’s shoe business 
has been comparatively dull. It looks as if 
the heavy leathers will continue through 
the fall, but I am anticipating a return 
to lighter construction in men’s shoes for 
the spring, 1923, season.” 


New Firm Making Spats 


Jac. Saks, for 32 years in charge of the 
spat production of S. Rauh & Company, 
has begun the manufacture of a line of 
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spats, bathing shoes and leggins on his 
own accord and under his own name at 
38 West 18th street. Associated with him 
is Al. Rosenthal, who is well known to the 
trade as a traveling representative, sales 
and advertising manager. The company 
moved into its new quarters about June 
1 and already has booked a good business, 
according to Mr. Rosenthal. 


New Member of Spat Family 
Under the name of “Drads,” S. Rauh 


& Company, manufacturers of the well 
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known Standard Spats, 610 Sixth Ave., 
are producing and selling a new article that 
appears to havea brilliant future, judging 
by the orders that have been placed so far. 
The new article is entirely different from 
anything hitherto produced in the spat 
family. It is not a spat, however, but 
takes the place of a spat. It is easy to put 
on and as easily removed, a great con- 
sideration in footwear today. It is also 
readily adjustable, smart and dressy and 
is intensely practical. The company is 
not giving publicity to the design at 
present, as patent application is pending. 








BALTIMORE 


Shoes Selling Well at Retail 


White and Sport Footwear In Good Demand—Wholesalers 
Report Good Orders from Agricultural Sections 


HE white footwear season has gotten 
under way within the last two weeks 
and the retailers of ladies’ styles are selling 
them very extensively. Sports are also 
having quite a run with black and white 
styles leading; white and tan sports are 
also in demand. Patent sandal effects and 
cut-outs with common-sense heels, are 
selling very well. 

Children’s sandals are having quite a 
run, especially in the department stores, 
which secure most of this business. Tans 
are leaders in the demand, with whites and 
patents as runner ups. 

The stores handling men’s styles report 
business as being very good, with an in- 
creasing demand for sports, which has 
been caused by the advent of Summer 
weather. Tans, of course, still lead, but 
have fallen off slightly with an increase in 
demand for sports. One dealer stated that 
it is his opinion that men will wear sports 
more extensively for street wear this year, 
than in former years. He bases his opinion 
on the fact that they are being worn now 
very extensively by the young men for 
street wear and he has observed that a 
great many of his customers purchase 
sports and wear them out of the store. 
The demand seems to be for a $5 and $6- 
style, and some of the stores are pushing 
styles of this price with exceptional re- 
sults. Golf styles are also selling very well. 
One firm which caters to the club men of 
the city reports sales on golf styles as 
being exceedingly good. 

The retail shoe merchants are giving the 
question of findings considerable attention, 
and sales along this line are very gratifying. 


Wholesale Business Normal 


The jobbers report business as being 
about normal. The firms which cover the 
coal field section of West Virginia report 
business as being very poor in this section, 
which is affected by the strike. The mer- 
chants are not stocking up for the miners 


are not in a position to buy, and company- 
operated stores are virtually at a stand- 
still. There is also a depression in the cot- 
ton belt and orders received from this 
section are very small, and salesmen are 
not making their usual trips. Conditions 
covering the agricultural sections are very 
good and some very good orders are being 
received. . 

The manufacturing companies report 
business as very good, and orders coming 
in from the field are gratifying. 


Sylvan Gardner Made 
Manager 








Sylvan Gardner has recently been ap- 
pointed manager for the Leader, which is 
operated by Cahn Coblens Company, to 
succeed Joseph Elinoff, who has entered 
the retail trade as one of the proprietors of 
the Elgar Shop. Mr. Gardner, until his 
appointment, had been assistant manager 
of the department and prior to that time, 
had traveled for the Robert Wise Com- 
pany of Cincinnati. For six years Mr. 
Gardner was associated with S. Halle 
Sons of this city. 


Building Shows Increase 


Building operations in Baltimore for 
May showed an increase of about 40 per 
cent over the corresponding month of 
1921, and permits have been issued for 
improvements, which will amount to 
about $3,500,000. Seven new industries 
opened during the month, with a plant 
investment of $438,000, and 12 plant ex- 
pansions were made at a cost of $1,825,- 
000. The above gave employment to 972 
persons. The purchase of the Lackawanna 
Steel Company by the Bethlehem Steel 
Company, will react on this city, for the 
expenditure of about $10,000,000 at the 
Buffalo plant will doubtless curtail ex- 
penditures at Sparrows Point. It was 
originally intended that additional facili- 
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ties would be built at Sparrows Point. 

During the month announcements were 
made as to building under consideration. 
Included in these activities are ten apart- 
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ment houses, eight churches, three hospit- 
als, five school buildings, one 11-story 
hotel, and an addition to the department 
store of Hutzler Brothers. 





HAVERHILL 


Wider Toes and Higher Heels 


This Is the Tendency Noted Among Creators of Women’s 
Novelty Footwear in Haverhill—Colonials Being Talked Of 


AVERHILL concerns exhibiting at 
the Boston Style Show, and in fact 
all local houses identified with the pro- 
duction of women’s novelty footwear, 
will bring out during July many new pat- 
terns for the inspection of the trade.There 
is a distinct tendency toward wider toe 
lasts as well as higher heels. These points 
will be emphasized in the new styles. 
Cross straps will be featured. Pumps, 
of patent or satin with decorative effects 
in vamp and quarter stitchings will be 
shown. Two tone effects are obtained by 
the use of colored threads. 


Colonials Finding Favor 


Haverhill shoe manufacturers who keep 
their ears close to the ground, and this 
includes practically the entire local trade, 
note a favorable trend toward Colonials. 
This pattern with large buckles or other 
ornament will, in the opinion of style 
men here, enjoy considerable favor the 
coming season. At the same time, manu- 
facturers say these Colonial styles will not 
in the least detract from the stability of 
strap patterns. A Haverhill manufacturer 
said on this point: 

“There never has been a woman's 


slipper style which is better adapted to 
either street or party wear than the strap. 
Being firmly fixed on the foot it is ideal 
for dancing, and in every way justifies 
the popularity which it has enjoyed, is 
enjoying, and will in my opinion, con- 
tinue to enjoy for months to come.” 


Haverhill Men in Style Show 
Work 


George W. Langdon, Jr., or Hazen B. 
Goodrich & Co., and Raymond T. Mills of 
Hannahsons Shoe Company represent 
Haverhill on the publicity committee of 
the Boston Style Show to be held in 
Mechanics Building, July 10-13. Both 
these men are doing important work and 
are well qualified by ability and ex- 
perience to look after Haverhill’s interests. 


Louis Heels in Demand 


Concerns in Haverhill manufacturing 
women’s turn footwear report a demand 
from their trade for the full Louis heels as 
in contrast to the call for the lower heels 
which has prevailed during the past 
few months. 





LYNN 


Making Drive on August Shoes 


“Sell Another Pair of Summer Shoes” is New Lynn Slogan; 


Style Experts 


HOES for August are the center of at- 

tention in the Lynn trade. Samples of 
new shoes for the mid-summer month are 
being made up. Orders booked for them in 
early July will be delivered in early Aug- 
ust. “Sell another pair of summer shoes.” 
That is one Lynn slogan. Impressions and 
productions of styles vary widely. Russian 
oxfords are going through some shops. 
Russian pumps have appeared in others, 
and a lace, collar-top boot, a modification 
of the Russian style, is in one sample line. 
But one firm has returned all its orders for 
Russian boots, and has refused to con- 
sider them further. 


“Russia calf oxfords look good for Fall,” 
says one style leader. “Do not start them 
too early,”’ advises anothe. ~ 


Differ Widely 


Patent Combined with Brocade 


Side lace oxfords, of patent vamps and 
beige quarters, are leading novelties with 
one firm. Also, patent is combined with 
brocade. 

Two-strap pumps look like the best bet 
for August, according to one firm. Wish- 
bone straps, shaped like the famous wish- 
bone, have appeared. Some wishbone 
straps fork down over the throat. Others 
are fastened to the sides. 

Black satins maintain their popularity. 
Suedes continue good, too. Street oxfords 
are of familiar brown leathers, of patent 
and fuschia, red, or even green. Or they 
are of Russia and beige. 

Variety continues to be the spice of the 
Lynn trade. 
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New Shoes for August 


Low Heels Dying But May Revive 
on Winter Oxfords 


Albert N. Blake, of the Watson Shoe 
Company, puts emphasis on the oppor- 
tunity to sell more shoes in August. 

“Shoes ordered at the big exposition in 
Boston,”’ says he “ can be made up and 
delivered by Aug. 15, or just in time for 
mid-August sales. In August, it is too 
early to start sales of Fall footwear, for 
there is still plenty of time to sell more 
Summer shoes. 

“Many people, bear in mind, consider 
the Summer at its height in August. New 
shoes can be sold to them in August. And 
people who started the Summer early, 
have worn out their Summer shoes. Sell 
them another pair. 

“Two straps seem to be the main drive 
for August with us. 

“Three orders, booked today, call for 
higher heels. Salesmen report no interest 
in extreme low heel shoes for August, but 
speak of a probability of a return of low- 
heel shoes, when we make heavy welted 
oxfords for late Fall and Winter. 

“One of our new shoes is of black suede, 
with a new strap of gun metal calf, said 
strap being carried across the counter. 
Uppers for August shoes, are of light mate- 
rials. Edges are thin, and heels are higher.” 


Higher Heels Being Ordered 


“High heels have come,”’ says Charles 
E. Conway of the MacLaughlin-Conway 
Shoe Company. “Most of our orders call 
for heels 15-8 and 16-8 high, all of the 
Louis style. 

“Black shoes show a gain. Orders for 
them are spread over patent leather, black 
satin, black brocade, and some black ‘kid. 

“All white shoes are selling with us, too. 
Buyers are chosing chiefly, either all- 
white shoes, or all-black shoes, for August 
sales. Two-tone shoes, presenting color 
contrasts, are not in as large demand as a 
while ago. 

“Of boots, we hear but little at present. 
Our chief interest is on the quick produc- 
tion of novelties for August sales.” 


To Show New Welts at Show 


V. K. & A. H. Jones & Thomas are pre- 
paring a smart line of welts and will show 
them at the big exposition in Boston. In- 
cidentally, Mr. Thomas is chairman of the 
committee on the Lynn show. 

A walking oxford, of a medium Russia 
brown calf, is among the new shoes. It is 
stitched with orange silk thread. The heel 
is 13-8 high. Buyers, by the way, are choos- 
ing higher heels for street shoes for late 
Summer and early Fall. 

Also, for August sport shoes, V. K. & 
A. H. Jones & Thomas are making pumps 
and ‘oxfords of patent and red, patent and 
green, brown and beige and patent and 
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gray. For dress wear, the firm has patent 
and brocade shoes. 

Frank Terhune, sales manager of the 
company, has returned from a Western 
trip. 


Approves of August Shoes 


“Yes, we certainly approve of August 
shoes,’’ says Mr. Kushins, salesman for 
Harney, Tracey & Crehan. “Already, we 
have booked orders for novelty walking 
welts for Aug. 1 delivery. Most of the 
orders call for light welts, of patent and 
suede, or brown and beige. Some of them 
have wood heels. Indeed, they are Sum- 
mer-like shoes, that should tempt many a 
woman to buy another pair, so as to keep 
their feet as daintily shod in August as in 
July.” 


New Process Combines Turn 
and Welt 


Litch Shoe Company, 497 Union Street, 
incorporated last week, is making a new 
slipper, called ““Turnawelt’’, because it is 
bottomed by a combination of the turn 
and welt processes, invented by Mr. 
Litch. He has applied for patents on it. 
The slipper has a square, fair-stitched 
edge, like a regular welt. And a new sole 
can be sewed to it, after the first sole is 
worn. Also, the firm is making felt slippers 
with chrome soles. 


Long Counters in New Health 
Shoe 


Cruise, Sullivan Company, who have 
made a splendid start, are getting out 
novelty welts in strap and oxford pat- 
terns, and Russian oxfords of patent and 
white, or gray or red. They put tongues in 
their Russian oxfords. 

Also, they are making the “Doctor 
Sullivan” health shoe. This shoe, fashioned 
over a comfort last, has a soft kid upper, 
a soft toe, and a welted bottom. In the 
bottom is a Crawford arch supporting 
shank, to support the instep. A right and 
left wing counter is used, and the inside 
wing is carried almost to the ball of the 
foot. This makes a cradle for the foot. The 
heel, of rubber, is of the orthopedic style. 


New Patterns in Demand 


“There must be something in this argu- 
ment to sell more shoes in August,”’ says 
Phil Sanborn, of “‘Sanborn, of Lynn, Inc.” 
for we are beseiged by shoe manufacturers 
for new patterns of Summer shoes that 
are wanted at once. 

“New and more intricate strap patterns 
seem most in demand. Vamps continue 
about 3 4 inches long, but heels are getting 
higher. 

“By the way, these intricate patterns of 
novelty shoes require unusually accurate 
pattern fitting. Unless the pattern fits, the 
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last, the shoe cannot possibly fit smoothly 


on the foot.” 


Oxfords Lead in School Shoes 


Samples of school shoes for August 
sales are many. The majority of them are 
of brown calf leather. Oxfords lead. Boots 
will: come later. The Lynn idea of a school 
shoe is a substantially-built welt, that will 
wear a long. time, and can be re-soled. 
® Youngsters. like grown folks, now re- 
quire shoes that can_ be. fastened up 
quickly.: This is true of the shoes for the 
big: girls, who hurry away to high school, 
as well as of little folks, who must get 
mother to help them fasten up their shoes. 

One Lynn firm, after experimenting 
with buckles, button, snap fasteners and 
laces for a new line of school shoes, deter- 
mined that laces were the best. Incident- 
ally, it is using the best laces in its shoes, 
and it provides them extra long; also, 
it uses good-sized eyelets, easy to thread 
laces through. 

Another Lynn firm insists that button 
and strap shoes are the easiest shoes to 
fasten up on youngsters, and he adds that 
this facility of fastening, is one reason for 
the continued popularity of strap style 
shoes for little folks. 


New Shoes for Youngsters 


For youngsters just starting to walk the 
Stevens Soft Sole Shoe Company, of 
Salem, is making a soft-sole shoe with a 
flexible split outersole, shaped and edged 
so that youngsters can toddle along with- 
out slipping, and without treading over 
too much on the sides of their feet. 


Exports Show Increase 


Several firms who sell to the export 
trade are pleased by the gain in orders 
from customers abroad. Some of the nov- 
elty styles delight foreign buyers. 


Specifies Fancy Buttons 
One big city buyer is insisting that his 
black satin shoes shall be fastened with 
rhinestone buttons. 


Novelties for Growing Girls 

T. J. Kiely & Co. is making up samples 
of novelty low cuts in growing girls grades 
for August and early Fall sales. Among the 
leathers being cut are sport gray calf, 
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lightly boarded, fuchsia calf, and some 
handsome new browns, in both smooth 
and lightly-boarded finishes. 


Electrical Shaving 


Of course, it is only of incident interest, 
but it may amuse some shoe men to learn 
that an electric motor has been attached 


to the shaving machine, so that skins are 


. 


now shaved by electricity. 


Russia Calf for Fall 


"Lee Briggs, of ‘the Brigge-Hutchineon ! 


Company, expects to see a run on Russia 
calf oxfords for Fall, straight oxfords, of 
fine-grain Russia leather; also, he picks 
side lace oxfords as popular novelties, such 
as oxfords with patent vamps and beige 
suede quarters, and ribbon laces of beige. 


The Timsons Move 


Charles O. Timson Shoe Company has 
moved from the Vamp building, to the 
Herrick factory on Sanderson Avenue, and 
there will increase their production of 
comfort shoes for street and house wear. 

Also, George W. Herrick Shoe Company 
has moved from Rowley back to its fac- 
tory on Sanderson Avenue, which it will 
occupy jointly with the Timsons. The 
Herricks and the Timsons are cousins, by 
the way, and both families have been 
making shoes since 1860, and expect to 
be making them in 1960. 


Machinery to. New Zealand 


A line of machinery for repairing shoes 
was sent to New Zealand last week, by the 
Victor Shoe Machinery Company of Lynn. 
The same day, another line was sent to 
Denmark. 

Mr. Johnson, manager of the company, 
thinks shoe repairing is on a normal basis 
again, and once more following a construc- 
tive policy, which is bringing large business 
in repairing shoes, in face of the reduction 
in prices of new shoes. 

Incidentally, the company has a new 
machine for either rough rounding or 
channeling soles. 


Joins Ayres Company 
R. B. Bartels, who was formerly with 
Bartels & Thelan, has joined the Ayres 
Sons Shoe Company, Everett, makers of 
welt and stitch-down shoes for women, 
misses and children. 





BROOKLYN 


Shoe Demand Is Broadening 


Orders Increasing in Number and Size—Patterns Show a 
More Conservative Tendency 


decided broadening of the demand 
for Brooklyn-made shoes is in evi- 
dence, when reports from various manu- 


facturers are considered. Within the past 
two weeks a considerable upturn in the 
number of orders reaching the factories 
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The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish | 


Creese & Cook Co. S5eu'* Yrs 


Tanneries at Danversport 











T. W. qouecs, 
. G. DONALD, Vice-Pres. 
E. JONES, Treas. 


F. E. JONES “COMPANY 
coors MAT KID 


95 South Street, Boston 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 








Colored 




















INFORMATION f=: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
and learn. 
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Where to Buy 


Shoe Illustrations 
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Miscellaneous 

























COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 

















FOR SALE without any money down, or 
To Let, little over 10 cents square foot, bric’ 
fi H i i for 
Blower and electric lighting system already 


New England Wood Heel Co., 93 Essex St., 
Tel. 3703. 





























here has been registered. In addition to 
this, the individual orders are of larger 
size than has been prevalent up to the 
present. The Retail Merchants appear 
to be ordering large size ranges, although 


_ in this respect conditions are not yet 


normal. 

Orders now coming in, call for delivery 
up to the end of August in many cases and 
are spread over the next two months. 
Little real fall and winter business has 
been booked as yet. 

Nothing radically new in the style line 
has yet appeared on the horizon, but ex- 
periments are being made in several direc- 
tions. Strapped and cut-out models still 
prevail, with the patterns showing a more 
conservative tendency. Some manufac- 
turers report tongued pumps as coming 
into more prominence. A few have been 
sold and it is generally expected that the 
business will expand, although it is not 
anticipated that it will assume large pro- 
portions this season. 


Boots Developing Slowly 


Much the same thing applies to boots. 
Most of the manufacturers here expect 
the boot business to show more life this 
fall than it did last fall. Style uncertainty 
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in boots, however, is holding back their 
development. It is evident, from the 
tenor of conversation in manufacturing 
circles, that the best designing brains in 
the business are swinging toward boots 
and that something will be originated in 
the near future. 

On the low shoe proposition, the manu- 
facturers are not stirring themselves : to 
bring out any really new designs. It is 
hoped here that lasts, at least, will show 
but little change. There is some tendency 
toward slightly narrower toes and higher 
heels, particularly on dress shoes. The 
low-heeled evening slipper, for instance, 
is regarded as completely “out’”’ in Brook- 
lyn manufacturing circles. 


Pincus and Tobias Factory 
Re-Modelled 


Pincus & Tobias, whose factory was 
destroyed by fire late last year will be 
back in their old building, which has been 
completely remodelled and will begin ac- 
tive production about July 1 or possibly 
earlier. The company is not seeking busi- 
ness as yet, but is understood to be work- 
ing with some of its old customers on 
orders with which to begin production. 





ATLANTA 


Trade Good in Cities 


Improvement Much Less Marked in Rural Communities, 
However; Cotton Price Increases Prove Stimulating 


N spite of adverse conditions existent 
throughout this section, the retail and 
wholesale shoe trade has held up well for 
the past month, with gross business now, 
so far as the money volume is concerned, 
appearing to be well above the same period 
of one year ago. This is especially true in 
the larger cities and industrial centers of 
the Southeast, such as Atlanta, Birming- 
ham, Savannah, Macon, etc., but in the 
smaller towns, and especially in the rural 
communities, the improvement is far less 
marked. This is due to the fact that the 
financial condition of the farmers of the 
section remains at a very low ebb and 
doubtless will continue so at least until the 
next crops have been gathered. 

Recent increases in the price of cotton 
have served materially to stimulate all 
lines of business, and as the tendency con- 
tinues upward, due to adverse crop con- 
ditions, the higher prices will continue to 
have a favorable effect on the retail trade. 
The outlook for a good cotton crop this 
year is poor, due to excessive rainfall and 
boll weevil ravages, and farmers all over 
the section are more or less discouraged 
as a result. And this, of course, has an 
effect on retail trade in the smaller com- 
munities. 

The consensus of opinion among the 
retail dealers and travelling salesmen 





present at the Jacksonville convention the 
early part of June was that the turning 
point for the better is definitely at hand, 
and that 1922 as a whole, will prove a 
fairly good year for the retail shoe trade 
of this section. Florida dealers, however, 
were not so optimistic, as conditions in 
that State are less favorable right at this 
time than in other parts of the Southeast. 

Wholesalers and manufacturers of At- 
lanta generally report they are getting 
good orders from the retail merchants for 
Fall lines. At any rate, this business is 
much better than it was at this time last 
year. 


“Dollar Day” a Success 


A “Dollar Day” in a city the size of 
Atlanta has never been considered a feasi- 
ble venture by retail merchants, but a 
group of the Atlanta dealers in the down- 
town shopping district gave the plan a 
tryout a few days ago with results that 
indicate “Dollar Day”’ is as good for a 
large town as it is for a small one. -The 
group of dealers taking part all have 
stores located in the high rent district, and 
special bargains were offered during the 
day at $1 each. The Irving Boot Shop was 
the only shoe store taking part. The event 
proved so successful that hereafter these 
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White Linen Welt 
OXFORDS 


Oxiord, 223 Last, Ivory IN STOCK 
5 12/8 White H 
e 





$4. 15 We are on the threshold of the greatest white 
. 
season that has ever been enjoyed by the shoe 
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industry. Are your stocks complete? If not, 
BB. cidccccccscccoccecssed@en ee order to-day! 
Mi stinsssnnscnasenesenint 4 8 
Riviictidscsicunaacuessenenaiaeel 
oo Our In Stock Catalog Sent On Request 
| Cosveseereerersereeseseee RM OS 
| ® -+-236 8 Terms: Net Thirty Days 
| 








C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 
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An awful good buy. A Black and Witte 
or Tony Red and White 


This shoe has been and is a strong 
seller. We need the floor space this 
seasonable seller is taking up, so name 
a price that is moving them rapidly. 
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Women’s Black and White 


Stock No. 821—Campus Last. Sizes 2 to 8. 
WD Me OP naa ncecninaces Price $4.75 


Jodo sooo 






Women’s 


Campus Last Women’s Tony Red and White 


Stock No. 822—Campus Last. Sizes 2 to 8. 
Widths AA to D............... Price $4.75 


Meet us at the Boston Style Show, July 10-13 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 
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Summer-Time Oxfords 


IN STOCK 












We show herewith an attractive, five eye- 


No. B 7/3—All white cloth five-eyelet let white cloth oxford which we _ have 
oxford, outside tip, narrow space vamp , , ‘ , 
and lace stay, white ivory sole, welt and In Stock for immediate shipment. Wire 


heel, 27 last, 13-8 heel. 


$4.00 


your order today. 

















Sizes: AA, 4% to 8; A, 4 to 8; B and C, 3 to 8. 
Terms: Net 30 Days. 


BURROWS SHOE CO., Inc. 


Rochester, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 









































IN STOCK 





Patent Chrome one strap with Saddle 


High-Grade Turn, made of best ma- . 
terials obtainable. Same in 13-8 Military Buckle. Top. grade Goodyear welt. 
heel. stock No. 9002. B ead C widths Military heel with wingfoot top lift. Sizes 
—a— ae eee and widths, B and C. 3-8. 


Price $4.00 Price $3.85 


B. FRIEDMAN, 145 Duane St., New York City 


Established 1880 
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same dealers will hold a special “Dollar 
Day” once each month. 


New Store Opened by 
Yudelson 


Another retail shoe store has been 
opened in Atlanta, the new store being 
located in the heart of the retail shopping 
district down town at 95 Whitehall Street. 
The store is owned by M. Yudelson & 
Sons, who for ten years operated the 
Atlanta Bargain House at 10 West Mit- 
chell Street. Sol I. Yudelson is the mana- 
ger of the store, which is one of the chain 
of Star Shoe Stores, handling the Star 
brand of shoes, manufactured by Roberts, 
Johnson & Rand, of St. Louis. The new 
store occupies three floors, and has adopted 
as its slogan, “Quality Shoes for Popular 


Prices.” 


Delegates Attend ““Ad” 
Convention 


A special train chartered by the At- 
lanta Advertising Club, which includes in 
its membership a large number of the re- 
tail merchants of the city, carried the dele- 
gates from Atlanta to the annual con- 
vention of the Associated Advertising 
Clubs of the World, held at Milwaukee 
in June. Atlanta entertained the conven- 
tion last year. 


Store to Build Annex 


Frank P. Gracey, president and general 
manager of the J. B. White Company, of 
Augusta, Ga., one of the large department 
stores of that city announces that the 
company is preparing to construct a two- 
story annex in the immediate future, the 
addition to house the shoe and clothing 
departments. 


Attend Wholesale 
Convention 


Among the Atlanta shoe wholesalers 
who attended the recent gathering of 
Southern shoe jobbers held at Knoxville, 
Tenn., were J. K. Orr, of the J. K. Orr Shoe 
Company; C. W. Butler, of the same com- 
pany, and T. E. Gramling, of Gramling, 
Spalding & Collinsworth. Wholesalers and 
manufacturers attended from all of the 
larger Southern cities. Next year’s meeting 
is to be held at Lynchburg. 


$10,000 Order Booked 


The J. K. Orr Shoe Company of At- 
lanta, manufacturers of Red Seal Shoes, 
announced last week the sale of a $10,000 
order to a New Orleans retail store, one of 
the largest single orders obtained by the 
factory in several months. R. J. Bates, 
attending the Jacksonville convention for 
the Orr Company, stated that the factory 
has been running at nearly capacity since 
the first of the year, with the future out- 
look promising an excellent Fall season in 
this section. 


Rich Plans New Store 


M. Rich, president of M. Rich & 
Brothers Co., advises that the new store 
to be constructed in Atlanta by this com- 
pany is to get under way at the earliest 
moment in order that it may be completed 
by next year. The site occupied will be 
200 x 120 x 101 feet, four stories and base- 
ment, providing a total of 30,000 square 
feet of floor space. 


To Tan Sharkskin 


Officials of the Ocean Leather Company, 
a concern organized about two years ago 
to manufacture leather from shark hides, 
have definitely advised Brunswick, Ga., 
stockholders that the company will estab- 
lish its Brunswick plant some time before 
the end of 1922. This plant will include a 
fishing station with a group of fishing 
boats, and a tannery. 


To Fight Boll Weevil 


A constructive effort to defeat the boll 
weevil has been inaugurated by the busi- 
ness men and retail merchants of Athens, 
Ga., where a fund of several thousand dol- 
lars has been subscribed to help the farm- 
ers of that community to wage a scientific 
war against this cotton parasite. Six expert 
agricultural men will be employed who will 
visit every county in that district and in- 
struct the cotton growers in the best 
methods to be employed in combating the 
insect. As the boll weevil costs the South- 
ern farmer millions of dollars per year by 
destroying the growing cotton in the fields 
such a plan as adopted by the Athens 
business men could well be emulated in 
other parts of the cotton belt. 





NEW ORLEANS 


Trade Reports Conflicting 


Medium Priced Shoes, However, Are Moving and Women 
Are Buying Whites in Fair Quantities 


HE shoe trade reports are a little 
conflicting in tone as to the volume 
of business now being done in New Orleans 


wii 


that this month has opened with a bang 
and exceptional business has followed. 
Others report slow business, but do not 
give any reason for it. They admit that 


o 
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the future is bright, and expect the month 
to end as well as the preceding montb. 
The merchants who report good business, 
say shoes of all lines are selling as well as 
ever at this time of year. These mer- 
chants are in the majority. One of them 
claims his business has been so good that 
he is not going to put on his usual Summer 
sale. Hesays his house has so far reduced 
its stock that a sale is unnecessary, and 
would do more damage to trade than good. 
Some of the bears claim that the sales at 
greatly reduced figures in the past have 
been unprofitable because they scare away 
customers, who believe that further de- 
clines are to be expected in the near 
future, which the merchants say is not 
possible, as shoes are about as low as they 
can go. 
Men Not Buying Whites 


Most of the merchants concur in the 
opinion that men’s white shoes are not 
selling as well this year as in the past. 
Some say this is due to the fact that 
white suits are not as much worn as here- 
tofore. Others declare that the white sea- 
son has not opened up yet, and they look 
for it to open in the near future. It is cer- 
tain that continued rains here have inter- 
fered with the sale of white goods, but 
whether the men’s whites will take this 
year as they have done before is to be seen. 

Those believing that the white shoes 
have not done as well as expected, agree 
that the browns are far ahead of last year, 
and are still selling well. Blacks are start- 
ing to move as expected, these will sell 
for the rest of the season. 

In the women’s line the whites are still 
in the lead and going strong. The types 
are getting back to old substantial lines 
that have sold here for years. The flap- 
per’s type seems doomed. Satin and 
patent leather shoes are running a close 
second to whites. High heels are becom- 
ing more fashionable, although some of 
the merchants assert that they have never 
lagged in the least. The Spanish, Cuban 
and the Baby Louis heels have been the 
most popular. 


Advertising Higher Heels 

D. H. Holmes Co. Ltd., are advertising 
satin and patent leather shoes in the bigh 
heel types, low quarters and slippers from 
$8.95 to $11.25, featuring several varieties 
of shoes that they claim to be $12.50 and 
more for $8.95. The text of their full 
page advertisement reads as follows: 
“Dressy satin and patent leather slippers, 
$8.95; regular stock shoes worth $12.50 
and more. 

“There are 43/styles included. These 
being BLACK SATIN, SUEDE, OR 
PATENT LEATHER CAREFULLY 
FITTED FROM STOCK.” 

What Holmes has done is to go through 
his stock of fancy low shoes in dressy 
material, in which all sizes and widths are 
not complete, and put them on sale. 
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“Their Sale Knows No Seasons’”’ 











No. 49 
BLACK CAB 








> Strap. Rubber 
Heel. Gray (Quarter 
and Sock. B, C, D. E 






Widths 
Price. : . $1.75 


No. 500 
BLACK KID 









Plain Toe Oxford 


Heavy Turn Sole. Mili- 











tary Rubber Heel 
Leather Counter. B, 
C, D, E Widths $2.75 
Price... $2.75 
No. 59 —Same as above Above numbers 
with Tip & mA G 


Widths. 











Comfort Footwear 


For ALL the Family 


The Easiephit line has style as well as 
comfort. It is a ready seller—your 
customers buy over and over again. 





Inspect our line at the 
BOSTON STYLE SHOW 
Booth No. 223-AA. 


ABBOTT SHOE CoO. 


Manufacturers for the Wholesale Trade 


NORTH READING, MASS. 


BOSTON OFFICE: 207 ESSEX ST. 








SPECIAL TO CLOSE 


ONLY GOODS NOW ON HAND 


No. 79 
WOMEN’S 
Pearl Elk, Golf 
Oxford, Russia 
Saddle, Golf 
Suction Sole 
A, B, C, D, 3K—7 


THe 


Si 





$4.50 


PLENTY OF SIZES 
NOW 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 








GROPING IN THE 
DARK 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers iad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 


by the Audit Bureau of Circulations. 
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In the men’s shoes, the best sellers are 
the shoes of medium price, selling from 
$5.00 to $8.00. The novelties are losing 
out. Some of the good sellers are as fol- 
lows; a conservative shape of brown calf 
skin, selling for $5.00, while $7.00 or $8.00 
will buy a sporty mahogany colored 
oxford. Palm Beach has not taken well, 
and are selling at $6.50 generally, this is 
not only true of this year, but of preced- 
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ing years. Brogues are selling in black 
and tan for $7.00 to $12.00. If a person 
wishes to buy a dress shoe that is service- 
able the year round he can get a cordovan 
low quarter with a stencil toe, a classy 
looking shoe, for $10.00. One store is 
creating a good demand for a white kid 
shoe, with a dux toe, and stenciled on a 
novelty wave and along the seams, for 
$6.00. 


s 





BUFFALO 


June Brings Record Business 


Sales of Whites Have Exceeded Expectations in Many Cases 
—Demand Expected to Continue Well Into July 


XPECTATION of a brisk demand 

for white wear in June has been ful- 
filled. With half the month gone, sales 
have in many cases even-exceeded the 
hopes of many downtown retail merchants 
and this promises to be by far the best 
month of the year from a dollar and cents 
point of view. The market has been 
pretty thoroughly purged of sport oxfords 
in leather effects but white goods of the 
same type are meeting with equally as 
great a success. 

While the white season is usually con- 
fined to June, it is believed that this 
Summer will find a more prolonged de- 
mand which may extend well into July. 
Buffalo is a Summer town and with so 
many people living at the nearby beaches 
where anything but canvas shoes look 
out of place it seems logical to expect 
sustained popularity for this line. 

Fall styles wil! make their appearance 
hereabouts early in August. Dealers 
anticipate a fine Autumn inquiry for com- 
bination oxfords, dull calf, trimmed with 
beige and patent leather. That low heels 
are doomed is the consensus of opinion, 
and 14/8 to 18/8 heels are expected to 
meet milady’s fancy. 


Watters Celebrates 
Anniversary 


Watters’ main store at Main and 
Mohawk Streets, commemorated 15 years 
of progress at its present location by mark- 
ing down every pair of shoes in the store 
in an anniversary sale covering a period of 
three weeks beginning May 25th. The 
branch store in Ellicott Square offered 
equal values. Patrons were not slow to 
take advantage of the opportunity to 
purchase seasonable merchandise at at- 
tractive prices. 


Warns Against Sudden Change 
In Heel Heights 


Women should’ beware of sudden 
changing from high to low heels, and 
vice versa, according to the Pedic Society 
of New York State, which held its annual 


convention at the Hotel Statler during 
the week of June 6th. Members are 
united in the belief that this is one of the 
greatest causes of foot troubles. 

In an interview with the Boot and Shoe 
Recorder correspondent, Dr. E. K. Bur- 
nett of New York City explained that 
nature provided .the body with muscles 
which would allow the heel to rest on the 
ground. In accommodating the position 
of the body caused by high heels, these 
muscles tighten up and the strain of ex- 
tending them causes all sorts of trouble. 

To prevent the wearing of these high 
and unnatural heels and also to prevent 
other foot troubles, the society is putting 
forth every effort to inform mothers as to 
what is right and wrong for the children 
that they may start the child in right and 
prevent pedal ailments which last for- 
ever. With the aid of the public infor- 
mation bureau the society is attempting to 
introduce a “Prevention of Treatments” 
campaign. They hope to awaken the 
authorities in the schools, Y. M. C. A.’s 
and other institutions for children into 
taking as much interest in the care of the 
feet as in the care of the teeth and other 
parts of the body. 


Sizty One Per Cent Foot Defective 


At the first Institute College of Pedia- 
try, a model school was organized and 61 
per cent of the scholars enrolled were foot- 
defective, while 70 per cent were wearing 
faulty shoes, stockings, or both. Science 
has decided that the old supposedly 
correct position in standing with the toes 
pointing out and the heels together is all 
wrong. To stand correctly the feet should 
be absolutely parallel. The fact that the 
Indians and other savages living naturally, 
stood and walked in that position is the 
basis for this new belief. 

The high heels for women are the 
primary cause of many other discom- 
forts, other than those of the feet and legs, 
said Dr. Burnett, who stated further that 
he believed the high heels to be the cause 
of stomach and spinal disorders. The foot 
and leg should be at right angles when 
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one is standing. A plumb line dropped 
from the ear should pass midway between 
the back and the stomach. The position 
caused by the high heel would cause the 
line to run even with the curvature of the 
back. 

Automobile driving also has a_ bad 
effect upon the feet. The heat of the 
motor and lack of exercise is the cause of 
much trouble. People using an accelera- 
tor are in danger of having trouble with 
the arch of the foot, because of the strain 


of the muscles. Appliance of the foot 


brake and clutch also have a bad effect. 
Women wearing thin-soled shoes while 
driving are in great danger of having foot 
troubles. There has been so much trouble 
from driving cars that there is a develop- 
ment known as “Chauffeur’s Foot.” 


Army Shoes Good 


In regards to the condition of the feet 
of men who had served in the army, Dr. 
Burnett said that the feet of the men 
were in fine condition upon their release 
from the army but that they soon had 
trouble when they changed back to the 
old style of civilian footwear. Of all the 
rejections of men being examined for 
service in the army during the World 
War 57 per cent of the rejections were due 
to the feet. Sanitation, proper shoes and 
stockings are the main requirements for 
healthy feet. 


Removal Sale Held 


I. V. Ritchlin, whose ladies shoe par- 
lors are in the Dellinger Building at Main 
Street and Jefferson Avenue, Batavia is 
holding a big sale preparatory to moving 
his business to the second floor at Main 
and State Streets, above the National 
Hardware Stores. 


Batavia Store Selling Out 


Gordon’s Shoe store, 82 Main Street, 
Batavia is selling out its stock of foot- 
wear, preparatory to retirement from the 
local retail field. The store has been 
operated by Louis G. Gordon of Brock- 
port, who owned a string of stores several 
years ago, but has lately closed them out 
until he now has only two, one in Brock- 
port and the other in Batavia. Ward M. 
Fuller, manager of the Batavia store will 
open a store in Warsaw with Mr. Gordon 
under the name ofGordon & Fuller, after 
the store in Batavia closes. 


Shoe Store Burglarized 


The shoe store of F. J. Arnold at 2286 
Genesee Street was broken into on the 
night of June 6th, according to a report 
made to Sheriff Waldow. Arnold reported 
that a quantity of shoes were taken. En- 
trance was gained by breaking two rear 
windows and the thieves made their es- 
cape by smashing down the front door. 
The store is just beyond the Buffalo city 
line. 























perforated throat; 
out quarter. 


Finest 
Workmanship 





As light as a turn. 
Sizes 3 to 7; Widths 
Band C. Minimum 
order; 12 pair. 
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332 Summer St. 















Leather insole counter 
and, box; imitation tip; 
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$4.25 


Net 30. 
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IN STOCK 


For Immediate Shipment 


The Latest Novelty Welt 
Two Strap 
















Harry W. Felstiner & Co. 


76 Washington Street 


MASS. 


Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 


APPROVED BY 





MEDICAL MEN 


he o cunts cupen, fs Ge anite f 


m and as a fully venti- 


ee a Foot 





1156 No. Main St. 
Brockton, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Another Leader 
IN STOCK 


a $2:68 


5112—Pat.. 12/8 heel. 5115—Pat., 9/8 heel 
112—Pat., 12/8 heel 


Plain vamp, no cut-out. 
115—Pat., 9/8 heel, Plain vamp no cut-out 
All Kid Lined, Rubber Heels 

In Stock Next Week 
16/8 half Louis heels 


. EMIL LUBLIN, Inc. 
138 West Broadway 
NEW YORK 































SPECIALS IN STOCK 


Patent Colt Skin Barefoot Sandal, 
Leather lined. Grain Leather in- 
sole. Shoulder Oak outsole. 






Infants’, 5-8, Spring 
a. ee $1.15 


Children’s,8%-ll, 
Spring Heel... .. $1.30 
Misses’, 114-2, Rubber 
‘Heel. .... $1.45 


Gooving Girls’ "214-7, 


Rubber Heel... . $2.15 
Terms 2 per cent, 10 days. Net 30 days. 
Smoked Elk Sport Oxford and Other Styles in Stock. Send for Samples. 


BROOKLYN SLIPPER CO. 


409 Osborn Street Brooklyn, N. Y. 











——GREELEY’S BOUDOIRS— 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 


These boudoirs 
please the par- 
ticular. Quality is 
our stronghold. 
Send for samples 
and prices. 


























The Bee that puts the Buzz in Business 


Wonderful Increase in Sales 
From using the Success Shoe D Unit 
finished in white, French gray or old ivory, and 
oak, mahogany or mission 


green 
It will sell Your goods for y rou. 7 merchants 
report their broken Peale ye 
fe iece cueet be ue oe & Success Salee 
tem. In six square feet of space it displa: 
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The Muriel | 


A two strap hevtton nnialiain — 





made with Patent Colt vam 
irs and quarter, with Grey Calf 
** a Y col arand straps. Awelt with 
id. wate white stitch canrying a Sa 
les < mi itary eel drawn over our 
7s. new and populor #15 4 last : 
: Can be mince on onbsw~withiin 
a 30 days. 
— Price ®4 85 - 3 %o 350 days. 















“SAT MARBRIDEE B10G., BROADWAY AT 340 ST 
oaCk EVESTER MOR. 


























ECOGNITION of the fact that 

general business in the United 

States is steadily improving and 
has arrived at near-normal proportions is 
well-nigh universal. Consumption is large, 
the volume of production compares well 
with average years, and foreign trade im- 
proves. Nevertheless, from the standpoint 
of profits, conditions are still far from satis- 
factory, but more and more industries are 
entering the profit-making section. The 
widespread feeling of optimism throughout 
the country is not primarily a reflection of 
profitable results achieved, but is due to a 
realization that the huge losses of past 
months have been stopped, reasonable 
consumption and production have mate- 
rialized, commodity prices are in sufli- 
ciently good adjustment to permit trading 
on a large scale, and that good business is 
in near prospect. It has become clear that 
surplus stocks of raw materials, especially 
foodstuffs, wool, cotton, copper, zinc, 
lead and other commodities, have been 
liquidated and no longer hang over the 
market. At last the seller has an even 
chance. Wool is a conspicuous example. 
The enormous weight of surplus wool, 
which it was generally believed would re- 
quire years to absorb, has vanished, and 
wool has doubled in value within a year. 
Iron and steel operations have increased 
to practically a pre-war normal volume, a 
most important index of general activity. 
Retail trade is good, and manufacturing 
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Business Is Increasing and Profits 
Also ‘Trend Upward 


output, while varying widely in different 
industries, is fast approaching an average 
of 100 per cent. Railroad buying is again 
reaching sizable figures, while the auto- 
mobile industry is experiencing specially 
good times. Building construction is ab- 
normally large and is a substantial factor 
in lessening unemployment. After a period 
of gradually easing money rates, funds 
have accumulated in the banks very rap- 
idly in the last month. Money is now very 
plentiful at low rates—New York call rate 
about 3 per cent—and the security rates, 
with occasional setbacks, continue their 
upward swing. It is interesting to note, as 
evidence of the existing ease of money, 
that the bill holdings of the Federal Re- 
serve banks have shrunk from over three 
billions in October, 1920, to less than half 
a billion. The foreign exchanges, generally, 
have been improving, sterling crossing 
$4.50, representing a discount of only 7% 
per cent. It is also interesting, as bearing 
on the better exchange rates and notice- 
ably better foreign trade, to learn that for 
a period of approximately one year, i.e., 
since March, 1921, the volume of foreign 
loans floated in the United States—about 
780 millions—has a little more than 
equaled the trade balances against foreign 
countries. 

Conditions in the iron and steel indus- 
try are conflicting, with some cheerful 
features, and some less encouraging. The 
coal strike, now in its eleventh week, is 








commencing to have a pronounced effec 
upon production, and consequent conges- 
tion at many mills is increasing steadily. 
As a result, sellers generally are showing 
greater hesitancy in making future com- 
mitments. The rail strike agitation, 
caused by the recently announced wage 
reduction, is another deterrent to the 
healthy growth of business. These two 
factors, combined with strong buying pres- 
sure, are steadily forcing the market up- 
ward, in spite of the stabilizing influence 
of some of the larger producers. 

Steel ingot production in May declined 
to 2,711,141 gross tons from a total of 
2,891,561 in April. Pig iron output in- 
creased, however, to 2,309,348 gross tons 
from an April production of 2,070,161. 
Fourteen additional blast furnaces were 
blown in during May, bringing the total 
number of stacks in operation to 175. 
After several weeks’ delay furnaces have 
ordered ore companies to commence ship- 
ments immediately the freight reduction 
of 10 per cent becomes effective. 

The announced reduction in freight 
rates appears to have had little effect on 
railroad buying. Although freight car 
orders dropped from 31,000 cars in April 
to 18,000 in May, demand was broader, 
and much business in contemplation at 
that time has since developed into actual 
orders. Structural awards during the past 
four weeks have not been equal to those 

(Continued on page 147) 
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Additional Trade News from Recorder 
Staff Correspondent 








PORTLAND 


More Money in Circulation 


Industrial Revival Fattens Payrolls and Is Reflected in 
Decided Increase in Retail Trade 


HE good business prospects which 

have been hiding obscurely under 
sa oud practically since the war ended, 
eemingly have burst forth. Perhaps the 
most notable feature is the amount of 
building being done at present as well as a 
vast building program contemplated for 
the future. All of this has set money into 
motion and is benefiting the shoe men as 
well as other retail store men. 

The improved weather conditions, too, 
have had a great deal to do with the large 
number of pairs of shoes which Portland 
people have been buying. When it’s rain- 
ing, people don’t buy new shoes, but when 
the sun comes out, the shoe business im- 
mediately picks up. 

May 1 seems to have been the turning 
point. Until that time there was not so 
much interest shown, but since that date, 
the retail merchants have been kept busy 
supplying shoes for all Portland. 


Steady Increase Noted 


Business has been making steady in- 
creases since the first of May, according to 
Edgar J. Sherman, manager of the Sterling 
Shoe Company, Fourth and Washington 
Streets, formerly known as Flick’s. Most 
of the selling has been in men’s lines, the 
O’Donnel line being particularly popular. 
This firm also has a good trade in O’ Don- 
nel shoes for women, and in novelty shoes 
from Johansen Bros. in San Francisco. 
Mr. Sherman was formerly with the 
Knight Shoe Company and during most 
of his eight years with them, traveled as 
special retailing representative in the 
vicinity of Portland. 


Ahead of Last Year 


Shoe sales are away ahead of last year’s, 
says J. L. Zingleman, manager of the Geo. 
L. Greenfield Shoe Company, and secre- 
tary of the Oregon Retail Shoe Dealers’ 
Association. “It is even ahead of our ex- 
pectations of what this year’s business 
would be,” he declared. 

In April, although no advertising was 
done, business was better than in the same 
month in any previous year, according to 


Mr. Zingleman. In fact, he says, the first 
four months of this year were the best four 
months the store has ever had. During 
January and February a clearance sale 
was conducted with very good results. 
Displays of a large variety of new styles 
were made in March, especially featuring 
good-looking window settings, which costs 
the firm considerable money. It paid, 
however, in added sales. Orchid silk 
drapes at back and sides. with made-to- 
order valance hung at the front, proved an 
attractive inducement for passers-by to 
stop and window-shop for shoes. Later 
many of these became customers. 


Public Wants Variety 


More and more variety is what is wanted 
by the public, according to Mr. Zingle- 
man. And, of course, prices must be right 
too. Women nowadays, must see a lot of 
different styles of shoes before they buy. 
Gray and beige in buckskins, both straps 
and oxfords and patent leathers and patent 
combinations are proving the most popu- 
lar. Mr. Zingleman is also expecting a big 
white season. Early Spring business un- 
loaded most of the merchandise that was 
moving slowly before, in the early part of 
the year. 

A new Economy shoe department, 
50 x 50 feet in size, has been added to the 
two floors and mezzanine selling space, at 
the Greenfield store. The new department 
is on the second floor, opening by a wide 
arch directly off from the juvenile depart- 
ment. This space was formerly used as a 
stock room, and will now be used as a 
clearing room for broken lines and for 
any shoes which can be sold at $5 or under. 

Although Mr. Zingleman believes in 
showing lots of styles, it does not mean a 
heavy investment, he says. His idea is to 
buy a few shoes of each style, and keep on 
getting new models. Even though. those 
previously bought, seem to be going very 
well, don’t reorder, he cautions. Children 
are demanding smart styles, too, and their 
mothers are asking for the same smart 
strap effects and Grecian designs in ox- 
fords, two-tones, etc., for their children, 
as they wear themselves. 


Deplores Sudden Style 
Changes 


The sudden changes of styles are a great 
handicap to the shoe man, according to 
Maurice Goodman, of Goodman Bros. 
Shoe Company, and president of the Pa- 
cific Northwest Shoe Wholesalers’ Asso- 
ciation. Not only to the retail man, but as 
well, to the manufacturing interests is the 
frequent changes a detriment, according 
to Mr. Goodman. Neither the manufac- 
turer nor the retailer can anticipate from 
one day to the next, what people will be 
demanding next. Immediately that a pop- 
ular new style is launched, the dealer is 
left with large stocks on his hands, which 
must be sold at a loss, if sold at all. Serious 
results have already been viewed in the 
failure of a great many concerns, both 
wholesale and retail, throughout the 
country, according to Mr. Goodman. He 
believes conditions will not improve as 
long as the capricious taste of the public 
for continual change, is catered to. 

Manufacturers, thus far, have not at- 
tempted to stand together in facing this 
condition, says Mr. Goodman. Rather 
they have each tried to outdo all the rest 
in presenting greater variety of styles, 
each trying to present a new model, before 
the other one thinks about it. 

Men’s high grade, gold shoes of elk, 
made with soft French toe and without 
apron, have been selling very fast, at the 
Goodman Bros. store. These shoes carry a 
Dryden suction golf sole and heel. In some 
of Portland’s leading exclusive shoe stores, 
it retails at $7.50. 


Anniversary Sale Held 


A sale on 1391 pairs of shoes at popular 
prices was a feature of Lipman’s Wolfe & 
Co.’s 72d anniversary. C. V. Moore, man- 
ager of the department included pumps, 
oxfords and strap sandals in the grouping, 
pricing them at $3.45, $6.45 and $9.45. 
Among the $6.45 numbers, were Red 
Cross and Wichert & Gardner shoes, and 
at $9.45 were many Wichert & Gardner 
models in satin, kid and patent leather, 
with a choice of high, medium or low 
heels. 


J. Breall Buys Store 


The retail store at Third and Burnside 
Streets, formerly owned by N. Bialkin has 
been bought by J. Breall. 
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Retail Trade Holding Up 


Compares Favorably To Date With 1920 and 1921, Say 
Leading Merchants 


EFERRING to local business con- 
ditions, Mr. M. A. Condon, head of 
the shoe department of Jas. F. Condon 
and Sons, spoke very optimistically just 
before leaving Charleston to attend the 
annual convention in Jacksonville, Fla., 
of the Southeastern Shoe Retailers Asso- 
ciation. , Mr. Condon claimed that his 
1922 business has so far kept up to the 
mark of the two preceding years and in 
some cases showed an increase over those 
years. He attributes these excellent con- 
ditions to advertising and the fact that he 
believes in backing up his ads with values. 
Mr. Condon is a pioneer in the training 
of salesmen, and this is shown by the 
acknowledgment on all sides that, es- 
pecially in the shoe department, custom- 
ers at “Condon’s” are served by 
men’’—not simply “clerks.’’ Incidentally, 
Mr. Condon will deliver an address at the 
convention in: Jacksonville this week on 
the subject of training in salesmanship. 
Quite a number of local shoe men are 
attending the convention, as well as many 
merchants from the interior of the State. 
Prominent among the local merchants is 
Morris Ellison, head of the Ellison Shoe 
Stores. 
Mr. Ellison will leave for a trip to Boston 
to look after replenishing the stocks in the 
Ellison stores. Mr. Ellison is a frequent 
visitor to Boston. Asked about business 
conditions, verified the statements 
made by Mr. Condon, declaring he is well 
pleased with the business done so far this 
year. 


“sales- 


As soon as the convention is over 


he 


Baltimore Notes 


W. C. Kenney recently opened a men’s 
retail store at 112 E. Baltimore St. and 
announces business as being excellent. 
Mr. Kenney is handling the Bostonian 
line and while tan oxfords are leading in 
sales, the demand for sports is increasing 
every day and he contemplates a big sea- 
son in sport styles. The new store is up- 
to-date in every way and is located in the 
heart of the business district. Mr. Ken- 
ney was formerly associated with the 
Regal Shoe Co. for about 18 years and is 
well known in the Baltimore shoe field. 

G. R. Kinney Co., Inc., W. W. Lewis, 
manager, has recently opened a place in 
this city. This store is located in the 
shopping district and reports business as 
being excellent. 








The Elgar Shoe Shop recently opened 
at 101 W. Lexington St. and introduced a 
new departure in this city by having the 





store located in the basement with display 
cases and windows on the street floor. 
This store is very artistically decorated 
and up-to-date in every way. The new 
firm consists of Joseph Elinoff and Milton 
E. Gardner. Mr. Elinoff is well known in 
the Baltimore shoe family having started 
in the retail business with Bernheimer 
Brothers about 10 years ago, and has 
since been connected with the Quairy 
Shop, S. Katz, and the Leader. Mr. 
Gardner is a new comer in the local shoe 
field. The new firm received many floral 
designs and many messages wishing them 
success in their new undertaking. 


How to Boost Findings 
Business 


How can the retail merchant boost 
sales on findings? This question has con- 
fronted the retail dealer for years and still 
remains unsolved. One manager of a large 
shoe department when asked about this 
question stated that he had tried many 
plans with varying degrees of success, but 
the question still remained unsolved. He 
is now planning for frequent meetings of 
his sales force to impress upon them the 
importance of pushing this line. This 
manager objects to the establishment of 
the percentage system claiming that it 
should not be necessary to pay employes 
extra to do their work properly. He is 
trying to make each salesman and sales- 
woman realize that it is only part of their 
work to interest the purchaser in polishes 
etc., and that he is not doing his duty ' 
by the firm or the patrons unless he makes 
an effort along this line. The manager is 
noting an increase in the findings sales. 
One large repairman who does a good 
business on findings, was asked this ques- 
tion and he gave the key to the situation 
when he remarked “Talk them to every 
customer.” This manager is continually 
impressing this upon his employees and 
the importance of securing this business, 
not for the profit alone, but it also fosters 
good public relations when handled 
properly. The customer realizes that he 
is receiving every attention and if he is 
not sold, he carries away the impression 
that the salesman is on the job and he 
likes to do business with a business firm. 


M. L. Heath Made 
Manager 

Hochschild, Kohn & Co. announces 

the appointment of Morris L. Heath as 


floor manager of their shoe department. 
Mr. Heath was formerly with the Frank- 
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lin, Simon Company and the Bonwit, 
Tellar Company, both of New York City. 
Nethan Schenthal, manager of this depart- 
ment, advises that business has been 
picking up gradually since the week fol- 
lowing Easter at which time all the deal- 
ers experienced a decrease in sales. He is 
very much pleased with the sales of the 
past week and says that patent straps are 
the choice of the trade. 


Trade Association Holds 
Banquet 


The Allied Shoe Traders’ Association 
held its annual banquet recently and it 
proved a great success, there being about 
100 members present. While the affair 
was a stag affair, talent of the opposite 
sex was obtained from the local theatres 
and judging from information received 
here and there from those who were pres- 
ent it surely was a success. From a passer- 
by came the statement that judging from 
the noise coming from the hall the affair 
surely was “a howling success.” The 
officers of the association are A. D. Slesin- 
ger, president, W. P. Putnam, vice-presi- 
dent, M. C. Pretzfelter, treasurer and 
David Goldstein, secretary. The associa- 
tion is composed of the leading leather 
goods dealers of the city and is one of 
Baltimore’s successful business associa- 
tions. 


New Wholesale Firm Starts 
Up 

The Spear Bros., Myerberg Company, 
jobbers, 104 S. Sharp Street, recently 
incorporated with $100,000 capital and 
will take over the business of Spear Bros. 
Company which has been doing business 
in Baltimore for the past 41 years. New 
quarters have been secured at 108 E. 
Lombard Street which will be occupied 
about June Ist. The firm reports business 
as very good and they will have more floor 
space in the new building. The officers 
are S. P. Spear, president and treasurer 
and Daniel Myerberg, vice-president and 
secretary. 


Shipping Shoes to Europe 


A. H. Colmary & Co. recently an- 
nounced their first shipment of shoes to 
Europe since the beginning of the World 
War. This is said to be the first shoe 
shipment from this port and was con- 
signed to the Scan-Skodom Company at 
Stockholm, Sweden. The shipment con- 
sisted of 240 pairs of women’s oxfords. 
Mr. Colmary stated that prior to the war, 
this city did an active business with Euro- 
pean and South African countries but 
since the closing of hostilities, conditions 
have been such as to discourage any 
attempt to renew the trade with these 
countries. Recently a number of local 
manufacturers have received inquiries 
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from these=two sections and indications 
are that business will be resumed very 
extensively in the near future. 


Rubber Heel Plant Expands 


Announcement was recently made by 
Albert A. Easterson, secretary of the 
Holtite Company that the company has 
awarded a contract for an addition to 
their present plant, which, with the addi- 
tion that will be completed this month 
will increase the present capacity of the 
plant about 100 per cent. The company 
manufactures rubber heels and_ their 
product is sold up for some time to come. 
The plant is running day and night shifts. 
The officers of the firm are President, 
Morris Eisen; vice-president Harry Trager 
secretary-treasurer, Albert A. Esterson. 
Joseph L. Winner, sales manager for the 
firm has recently gone on a selling trip to 
the Pacific coast. 





Louisville Notes 


Between fifty and one hundred pairs of 
shoes valued at about $4.00, including 
men’s and women’s models, were stolen 
from the store of Louis H. Jacobstein, 
4444 Park Boulevard, Highland Park, 
Louisville, on the night of May 18. Mr. 
Jacobstein operates at the Family Shoe 
Store. 


Factory Damaged By Fire 


Damage to machinery and unfinished 
stock, material, lasts, etc. is reported at 
around $20,000 to $25,000, in a fire which 
broke out on the third floor of the shoe 
factory of the F. E. Reeser Shoe Mfg. Co., 
on the night of May 23, The company 
reports that it will be ready to continue 
operation within ten days or two weeks. 
This is the second fire suffered in a period 
of about one year. 


Shoes At $3.85 


The . Boston Shoe Co., Louisville, 
recently announced that it had purchased 
the surplus spring and summer stock of 
the F. E. Reeser Shoe Mfg. Co., Louisville 
manufacturers of fine women’s shoes, at 
about fifty cents on the dollar, and that 
the entire stock was being offered at the 
Boston store at a flat price of $3.85 a 
pair, including tan, kid and colt as well as 
canvas oxfords, pumps, strap pumps, 
sport models, etc. 


To Open New Store 


A deal was recently closed by John 
Besendorf, 2231 West Market Street, 
whereby the latter has purchased a 
building at 2300 West Market Street, on 
the corner, which he will remodel, and 
occupy in the fall. Mr. Besendrof pur- 
chased his old store about three years ago, 
and has developed his business so rapidly 
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that he found that he needed more floor 
space. 


Shoe People Going ‘Abroad’ 


A party of six people, identified with the 
local shoe industry, have left for a four 
months tour of Europe, the party being 
made up of Mr. and Mrs. Edward Bosler, 
of Bosler Brothers (findings;) and Mr. and 
Mrs. John Gates and Mr. and Mrs. Al 
Vogel, of the Vogel Brothers Shoe Mfg. 
Co. The party expects to take in the 
Passion Play while in Europe. 


General Store Enlarged 


Ben Snyder, operating a general store 
on Market Street, between Fifth and 
Sixth Street, since taking in the adjoining 
property, has quite an attractive looking 
store, and wide window space, which is 
enabling the house to feature its shoes to 
much better advantage. 





Strong Wool-Hose Season 
Ahead 


Sales of woolen hosiery by European 
manufacturers to American buyers is an 
instructive transaction in matters pertain- 
ing to footwear for Winter. One distribu- 
tor has built up a business of over 
$1,000,000 during the past year in woolen 
hosiery alone, exclusively for women’s 
wear. 

There will be room for lines of 50-50 
low shoes, viz., vamp on the sport order 
and having quarters and heels adapted 
from Cuban effects. High heels will be in 
good form for wear with costumes. 

It now seems probable that the high 
novelty slippers for evening wear will be 
brocades in multi-colors, the brocades 
being worked out in the color outlined in 
the foregoing forecast. 

Nevertheless black satin slippers of the 
strap variety and colonials decorated in a 
modest way with small black beads will 
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be the creme de la creme with the exclu- 
sives who have learned that simplicity is 
the evidence of: good taste. 





R. & H. Plays Good Ball 


Baltimore, Md.—There is considerable 
baseball activity among the shoe houses 
here this season. One of the early games 
which attracted much comment and inter- 
est was that between the Rice & Hutchins 
Baltimore Co. and the team of S. Halle & 
Sons, which was won by the R. & H. out- 
fit. Manager Putts has gathered together 
for Rice & Hutchins a rather successful 
combination of former high school and 
semi-professional players and it is under- 
stood that they are arranging a schedule 
which may involve other cities. 





A “Leading Number” 


Earl Moore; Buffalo representative of 
Rice & Hutchins, Inc., Boston, received 
last week a copy of the firm’s “prosperity 
letter” to salesmen, giving quotations 
from the country’s leading statesmen, 
financiers and business captains relative 
to the industrial revival in the United 
States. Appended to the quotations is the 
following comment from the company: 
“These facts are to be used and used ag- 
gressively. One of the leading numbers in 
your line and to be spread for every dealer 
is today’s business activity.” 





New Shoe Stores 


A. J. Cohen, Amarillo, Texas, shoe 
department. 

Ernest Chiello (Try-On Shoe Shop, a 
$5 store), 522 Westminster Street, Provi- 
dence, R. I. 

The Honorbilt ($5 and $6 shoe store), 
92 Mathewson Street, Providence, R. I. 

The Stylo Shoe Store, 121 Mathewson 
Street, Providence, R. I. 

M. Larsen, Dover Center, Ohio. 











Beige buck with dark tan calf trimmings, by 
Philmall, Inc., New York, N. Y. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Brockton, Mass.—North American Shoe Co., shoe 
manufacturers, reported into bankruptcy. 
Haverhill, Mass.—B. Segal Finishing Co., leather 

repor assigned to A. Starensier. Liabilities, 
$12,000. 
Bridgeport, Conn.—M. Jacobson, shoes, reported 
petitioned into bankruptcy. 
New Haven, Conn.—Standard Shoe Co., shoes, 
reported petitioned into bankruptcy. 
Deland, Fla.—W. C. McCollum, shoes, etc., re- 
ported assigned. 
Miami, Fla.—M. Dubler, shoes, etc., reported 
petitioned into bankruptcy. 
Orlando, Fla.—Harry Kanner, shoes, etc., reported 
petitioned into | Bo tey. 
Bartow, Fla.—W. Parks Read, shoes, reported 
offering to compromise at 20%. 
a Fla.—H. F. Hunter, shoes, 
~~ y—— into bankruptcy. 
. Rosner, shoes, etc., reported offer- 
ing to com =e at 25%. 
Claxton, Ga.—C. E. Graybill, shoes, etc., reported 
petitioned ay pensrente 
Chicago, Tll.— . Boot Shop. D. Segal, Pro- 
prietor, (a3 Lincoln Avenue, ) shoes, reported 
offering to compromise at 35%. 
Lester Beatty Co., (190 N. 
shoes, reported assigned. 
2. G. Hendrickson & Co., shoes, etc., re- 
ported petitioned into bankruptcy. 
Nathan Itzkowitz (2104 Milwaukee Ave.) 
shoes, etc., reported petioned into bankruptcy. 
Lewis Terminal meg shoes, report 
petitioned into bankruptcy. 
Joliet, Ti.- rs. L. Nahas, shoes, etc., reported 
petitioned into bankruptcy. 
Holton, Kans.—Albert Moser (New Toggery), 
shoes, re ported Foon my into bankruptcy. 
Baltimore, Md.—Schwaber & Strasmich, wholesale 
shoes, ee yetitioned into bankruptcy. 
Eunice, La.—Reed Rw Wyble, shoes, etc., reported 
offering to compromise at 20 per cent. 

Blaine, Mich. vm os rative Co., shoes, 
ete. owt tition nto bankruptcy. 

St. Jose h. Mo. “dam Suff ffern, shoes, etc., reported 

pelted into bankruptcy. 

Alb a. M ch.—N. Machlowitz, shoes, etc., re- 
ported peitioned intto bankruptcy. 

Minneapolis, Minn. a & Navy Supply House, 
shoes, etc., reported petitioned into Eealvaster, 

Franklin, N. H.—C. J. Nourie, shoes, reported 
asking general extension. 

Brooklyn, N. Y.—Benjamin Passin (818 Nostrand 
Avouse), shoes, reported meeting of creditors 


called. 
Ridgewood Boot Sh | (599 Knickerbocker 
Avene), shoes, reported meeting of creditors 

cal 

New York City.—M. B. Martine, Inc. (148 Duane 
Street), manufacturers of trimmi 
reported petitioned | inte ba ptcy. e- 
ported : receiver a) 

Seagrove, N. C.—J. ? Welch howe, etc., reported 

petitioned into bankruptc 

ian. Ohio— Weil Sample Rhos Store (Louis San- 
ders), shoes, reported offering to compromise 
at 25 per cent. 

Coatesville, 4 Brown (Brown's De- 
partment Store), shoes, etc., reported meeti 
of creditors called. as 

Harrisburg, Pa.—Walter L. Stern, shoes, etc., re- 

ted petitioned into bankruptcy. 

T io, Ohio—Frank J. Jocineki shoes, etc., re- 

‘ted petitioned ag bankruptcy 

Richland, Ore.—E. & W. W. Chandler, py etc., 

reported petitioned into bankruptcy 

a Pa.—August Doll, shoes, etc., ” reported 
petitioned into bankru +: 

Greenville, 8. C.—Chas. b. witzer, shoes, etc., 

reported petitioned into bankruptcy. 

Severn, Va.—J. A. Jenkins, formerly shoes, etc., 

reper og  pagitiones into bankruptcy. 

Rock Hill, Diehl-Moore Shoe Co., shoes, 
etc. AL offering to compromise at 40 
per cent. 

Pulaski, Tenn.—Wheeler & Co., shoes, etc., re- 
— petitioned into bankrupic y. 

Newbury .—Jas. Hale & Son, shoes, etc., re- 
ported petitioned into bankruptcy. 

Seattle, Wash.—7. Ahroni, shces, e.c., 
petition.d into bankruptcy. 


etc., 


State Street) 


reported 


Winnipeg, Manitoba.— Max Sorin, shoes, etc., re- 
por compromise effected. 

Regina, Sask.— gie’s, Ltd., shoes, reported 
offering to compromise. 


CHANGES 


Boston—Bay State Shoe Mfg. Co., Inc., manu- 
ae incorporated with authorized capital 
o 0,000 
Keene Tanning Co., Tanner, incorporated 
with authorized capital, $1,000 
Sobel Shoe Co., Inc., wh le shoes, in- 
one S with authorized rawr of $50,000. 
Thayer & Co., Inc. (101 we d 
Street), vi reported sold out to A ° 
Goldman & C 
Buckley-O’ Neill Co., leather, liquidating. 
Brockton, Mass.—M. & H. Stay Co., manufac- 
turers, recently ¢ i 
Los Angeles, Calif.—J ih Moses, shoes, etc., suc- 
ceeded by B. J. M - 
R. Nokamura, shoes, etc., succeeded by 
Harry Blank. 
Meriden, Conn.—Max Slamovitz (Meriden Shoe 
Store), shoes, reported sold out. 
Los Angeles, Calif.—Joseph Moses, shoes, etc., 
succeeded by B. J. Marks. 
. Nokamura, shoes, etc., succeeded by 
Harry Blank. 
Pomona, Calif.—N. Shutz, shoes, etc., 
sold out to Ben Shutz. 
Hartford, Conn.—Union Shoe Store, Inc., shoes, 
reported sold out. 
New Haven, Conn.—Joseph Hardy, Inc., shoes, 
incorporated with authorized capital of 
50,000. 
—— eville, Ga.—J. P. —— shoes, etc. 
by Green & Lengl 
Cc been Ill.— Victory Shoe & c lothing Co. (710 
axwell Street), shoes, etc., incorporated with 
ital of $10,000. 
Cc oho Ind.—Evansons Sons Co., 
L. Eyanson retires 
Fort Madison, la.—Wm. Schulte & Son, shoes, etc., 
succeeded by L. Garland. 
Coes Kans.—Gundy Clothing Co., shoes, 
¥ succeeded by Courtland Mercantile Co. 
Tomphinsville, Ky.— Evans ., shoes, etc., suc- 
ceeded by Je! ’ Williams. 
Deford, Mich.—D. C , shoes, etc., reported sold 
out to George T. Riker. 
St. Louis, Mo.—Fore Shoe Co., ~ 11 [ce 


alan tne. shoes with capital of $15,000. 
Palan shoes, incorporated with capital 


Chishoka*? Minn. Pee pen Clothing Co., shoes, 
etc., L. S. Frisch re 
Minneapolis, Minn.— oT ralt & Fink, or a etc., dis- 


F. Frink. 
St. Paul Mine .—St. — yep S r 


., Suc- 
Florsheim Shoe Capital in- 


poo K ref 000. 
Helena, Mont.—-Paul Schneider (Palace Clothing 
ds WN out. 
West New York, J. a Hilda Crawley, 
shoes, reported i yn 
Brooklyn, N. Y.—Elkin _. 893 Third Avenue), 
shoes, etc., succeeded by ivotoff & Albert. 
Joseph H. Hare shoes, are’s Bootery), 
Grand Street), shoes, liquidating. 
Mutual Shoe Co., Inc., shoe manufacturers, 
—~ ag with capital of $50,000. 
Hammondsport, Gardner, Est., 
shoes, etc., Lael by M. Cohn & Son. 
Newark, N. J.—Charles Roth, shoes, reported sold 
out store at 82 Belleville Avenue. 
Passaic, N. J.—Max Shirote, shoes, reported sold 


out. 
Winston Salem, N. C.—Frank Raiff, shoes, etc., 
ears sold out branch store at Mt. Airy, 


Snow Bros., shoes, etc., reported sold out. 

Lansford, N. D.—Lansford Co-operative Store 
shoes, etc., reported sold out to A. H. Trutna. 

Moraviam Falls, N. C.—Johnson Bros., shoes, etc., 
succeeded by Scroggr & Co. 

—~ Ss. C.—J. B. Smoak, shoes, etc., 

oaed by t M. & B. B. Brickle. 

Fort. Mill. .—M. A. C re shoes, etc., re- 
moved 4 Gastonia. N. 

Brigham City, Utah. * The “Leader, shoes, etc. 
succeeded by 8. J. Selvin. 





reported 


» Suc- 


shoes, etc. 


suc- 


Stowe, Vt.—Miles McMahon & Son, shoes, etc. 
succeeded by Miles McMahon & Co. 
Measewen, Wis.—O. Torrison Co., shoes, etc., 
John Ornes admitted. 
La Crosse, Wis.—W. G. Moss, Est., shoes, suc- 
ceeded by Moss Shoe Co. 





Two Krug Stores Sold 


I. Blyn & Sons, the well-known chain 
shoe store concern, has purchased the two 
Krug stores in Brooklyn. One of the 
stores, at 849 Broadway, Brooklyn, will 
be enlarged and have a men’s department 
added. It will operate under the name 
of Rambler, the Blyn organization having 
absorbed the Rambler chain some months 
ago. The other Krug store at 1819 Myrtle 
Avenue will be operated as a Blyn store. 





Merchant Buys Big Estate 


John F. Lynch, the Niagara Falls shoe 
dealer, has purchased Mang’s Grove on 
the River Road, just east of La Salle, and 
the adjoining property, heretofore owned 
by Mrs. Mary A. Bond, now residing in 
California. It is understood the amount 
paid was in excess of $27,000. Mr. Lynch 
denies he has any immediate plans for 
improvement of this valuable piece of 


property. 





J. J. Long in Europe 


J. J. Long, well-known Woonsocket 
(R. I.) shoe merchant sailed,March 16 for 
an extensive trip to Europe. Mr. Long 
expects to visit every important city and 
country there and will have a story or two 
to tell the members of the R. I. S. R. D. A. 
on his return. 





New Shoe Stores 


Cantilever Shoe Company (Up stairs), 
West Jefferson Street, Syracuse, N. Y. 

The Peck-Vinney Company, men’s 
shoe department, Syracuse, N. Y. 

Bringley Boot Shop, Clinton Avenue, 
Rochester, N. Y. 

Snyder & Berman (shoe department), 
J. T. Kwass, manager, Lynchburg, Va. 

A. Friedland, Kent, Ohio, shoe depart- 
ment. 

G. P. DeMontigny & Son, Montreal, 
P.Q. 
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MISCELLANEOUS 


MISCELLANEOUS 








Celebrated Glass Fixtures 

Ca’ _G. F. 

E in 

Wood Fixtures 

Catalog No. 14 

Artificial Flowers 
Catalog No. 19 

Window Valances 

In Stock 


Pluck _ ‘Windoe Ruge 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 
Chicago 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 
WILL(SLOW SELLERS )FOR 

BUY {Eure PogKe® CASH 


Bargains in shoes always on hand for special sales and b 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Reomes « attention given. 


166 Pulaski St. N. Y. 
Phone Williamsburg a7 fa 








DO YOU CONTEMPLATE 


Retiring or. going out of business? 
vi tire surpl 
pe. FM ue tor your en or us 


Leases having a short term to run taken over. 
tablished 25 years. 


Es' 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


Ser chao came or qupten stacks of chow oo 
oe eae = merchandise. Leases taken over. 
e send a representati to investigate 
and make offer upon ——— a ™ 
Kalter Conf. Mercantile Co., Inc. 
591 Broadway, New York 
Phone Spring Sieosieloi 














BROOKLYN PURCHASING SYNDICATE 


FRANK WA Proprieto: 
610 An ye n 
Phone Stags 1757, 


























SHOE STORE jf 
CHAIRS : 
SETTEES 


WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 


our store. voce sub- 
Joct to approval and sat- 
nteed. 


isfaction guara’ 


Write dt our or - 
alog wing 18 st 

of ladders as wal ao 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


























a men to handle a absolute 

ety to msure for 

hdloe: caktcwaaiten 

ERS NOISELESS 

USHION TIRE STORE LAD. 
DERS. pa | 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











Business Is Increasing and 


Profits Also Trend Upwards 


(Concluded from page 142) 


of the like preceding period, but the mar- 
ket still presents an active aspect. Export 
business continues to expand slowly, with 
Japan and South American countries the 
principal buyers. Two important mergers, 
far-reaching in effect, are noted this 
month—one of the Bethlehem and Lack- 
awanna Steel companies, and the other 
the Midvale, Republic, and Inland. 
The visible supply of raw cotton con- 
tinues to decline. Recent figures show a 
reduction in visible of 1,5799987 bales 
from 1921 and 710,431 bales from 1920. 
The American supply up to the first of 
June was 3,000,680 bales, compared with 
4,532,667 in 1921 and 3,887,111 in 1920. 
The first government crop condition report 
as of May 25 showed cotton as 69.6 per 
cent of normal, as against 66 per cent last 
year, 62.4 per cent in 1920, and 74.6 per 
cent, the 10-year average. On the basis of 
this report, the maximum anticipated 
would be 11,000,000 bales, but it is appre- 
ciated that the crop has a late start in 
ground thoroughly saturated. Favorable 
growing weather and a late Fall may 
easily brighten the immediate prospect. 
Spot cotton has been quoted over 22 cents, 
but it has been difficult thus far to trans- 
late the rise in cotton into added cloth 
values. Cotton goods markets, while 
quieter, have held very firm and are ex- 
pected to be stable during the next few 
weeks, owing to orders in hand. Mills and 
agents have sold merchandise freely at 
prices below replacement on the day of 
sale, because the rise in raw cotton has 
been greater than consumers would meet. 
Jobbers and retailers continue to feature 
relatively low prices, but have been mov- 
ing more goods. Strike troubles in New 
England have begun to break down slowly 
and a pressure has been manifested to 
reopen mills affected by labor troubles, 
which does not arise from any immediate 
demand for the goods they produce. Mill 
selling agents indicate it hard to advance 
prices, and finished goods distributors 
have not found business as active as in- 
creased buying of finished goods would 
seem to indicate. The seasonable increase 
in demand is somewhat enhanced by oper- 
ations to make up for deferred buying, 
and merchants still anticipate a satisfac- 
tory Fall trade at very close margins. The 
immediate situation shows a feature of 
considerable importance in the better tone 
of the heavy cotton goods market, where 


’ buying is influenced by conditions prevail- 


ing generally in commerce and industry. 
Cotton ducks, wide drills and_twills, 
osnaburgs, narrow heavy drills, shoe 
fabrics, and automobile supply fabrics are 
going into consumption more freely, and 
buying for replknishment is on a much 
healthier basis | ecause of the liquidation 
of war-time accumulations. 
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“Recorder” 
page per issue: 
Space 1 time 7 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 . 7.00 
3 in... 15.00 12.00 10.50 
4 20.00 16.00 14.00 








13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


rates for space less than one-eight P Minima, WANTED—Four cents per word for each insertion. 


“Want” 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum amount accepted, seventy-five cents. For other 
advertisements, seven cents per w: 
Minimum amount accepted, $1.25. 


desire replies forwarded direct 
word of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be sent under letter postage. 


for each insertion. 
Ads under this heading will be 


to their address, each 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 

















A thoroughly competitive, solid 
leather, full vamp Milwaukee 
market service shoe line has 
several attractive territories 
open. Men appreciating the 
tremendous value this next sea- 
son of a correctly priced Outing 
line and who are willing to state 
age, reference, and volume of 
sales secured with former con- 
nection are given an opportu- 
nity to make a profitable con- 
nection. Address all applica- 
tions, with full particulars, to 
PORTAGE SHOE CO. 


Portage, Wisconsin. 




















Salesman Wanted 
eS of play 


and school shoes, triple 
stitched, guaranteed not to rip. 
Built up to a standard that will 
give service and repeat. Have a 
few choice territories open. 
Liberal commissions. 25 sam- 
ples. Must cover territory close. 
Give full references and terri- 
tory covered in detail, in first 
letter. E. J. Ramsey Co., 967 
Atlantic Ave., Brooklyn, N. Y. 





REAL LIVE SALESMAN will find our propo- 

:ition for selling quality wood heels made by 
an established Boston concern, a fine opportunity 
for using cither part or all of his time We want to 
increase our business and possibly you are the man 
to help us accomplish this. Please state your qualifi- 
cations. Add ess D-303, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





GALESMEN WANTED—Manufacturers’ line 
Infants’ and children's square edge turns. Most 
complete line on the market, and of unusual value. 
Stock proposition. 6 per cent commission, paid 
weekly. A few choice territories. References and 
lines carried. Address D-302, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ALESMEN, TEXAS: What section of Texas are 
you covering thoroughly and | closely with fac- 
tory line? Could you handle 75 samples, stitch- 
downs, McKays, leggings, in connection with your 
esent non-competitive line? Hagerstown Shoe 


Legging Co., Hagerstown, Maryland. 





GAL sESMAN WANTED to carry a line of infants’ 
~ and misses turn shoes on commission basis 
Territory, Montana, Wyoming, Arizona, New 
Mexico and Colorado. Address, with references, 
D-300, car Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SAL. /ESMEN wanted to carry high-grade lire of 
felt and satin slippers for Southern States, as a 
side line. Only salesmen with good following con- 
sidered, on a strictly liberal commission basis. 
Address K-612, care Boot and Shoe Recorder, 
27 Duane St., New York 





Vy TANTED—Salesman who is thoroughly familiar 

with all kinds of canvas shoes, men's and 
women's, to sell the jobbing trade. Only those who 
have been in close connection with the above lines 
will be considered State line carried. Address 
D-306, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





7. ANTED—Experienced salesmen to sell a line 
of medium-priced infants’ and children’s turns 
with another non-conflicting line on 7% commis- 
sion basis. Good stock proposition. In applica- 
tion state length of time on territory, and give 
references. Address D-287, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





’ANTED—Shoe salesman to take charge of the 
shoe department of the Bennett Davis Store. 
Titusville, Pa. None but experienced need apply. 





OGDEN SHOES 


The following choice territories open 
for live-wire salesmen: 

Colorado, New Mexico and Arizona, 
Southern Texas, Virginia, Wisconsin, 
New England. 


OGDEN SHOE COMPANY, Milwaukee 











SALESMEN WANTED 
The Edmonds Shoe Company 
of Milwaukee, have openings for 
experienced salesmen in the 
following territories: Georgia, 
Alabama, Kansas, Northern In- 
diana, Central Pennsylvania, 
Baltimore and Maryland. 

We manufacture a complete 
line of 19 numbers, including 
our new straight bal, in Morro 
Brown and Black Kaffor-Kid, 
Black Calf, Double-Sole “*Police 
Special,”’ a French Bal in both 
brown and black calfskin, and 
our Munson and semi-English 
Bluchers in Calf and Kaffor-Kid 
leathers. 

We will consider only first-class 
and experienced salesmen of 
good character. 


EDMONDS SHOE COMPANY 
Milwaukee, Wis. 














H'Gc# CALIBER SALESMEN wanted, to sell 4 
snappy up-to-the-minute line of 10 men’s 
solid quality dress welts, to retail at $5. Only men 
with established trade on men’s dress welts need 
apply. Send references and photo with application. 
Address D-298, care Boot and Shoe jecorder, 
189 W. Madison St., Chicago, Ill. 





GAL .ES MANAGER wanted who can take over 
“ ona commission basis the sales of 500 pairs per 
day of men’s dress welts to retail at $5. State ref- 
erences and present connection when applying. 
Address D-297, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Hl. 








MILWAUKEE KING 


The following territories open on the 
MILWAUKEE KING salesforce for live- 
wire salesmen. Minnesota, Illinois, 
Kansas, Indiana, ~ oe North 
Texas and Northern Wisconsi 
EDWARD A. LUEDKE SHOE co., 


ilwaukee, Wisconsin 














GALESMEN WANTED to carry as side line: 

women’s turn comfort shoes to retail at popular 
ice. Liberal commission. Address D-294, care 

reat and Shoe Recorder, 207 South St., Boston, 
ass. 





WISCONSIN manufacturer of bigh-orede work 
apd sporting shoes will have following terri- 
tories open efter July 1: Maine, New Hampshire 
and Vermont, Southern New York, Pennsylvania, 
Virgmia and West Vieginia, Ohio, Georga and 
Florida, Arkansas, Kansas 
and Nebraska; Nene Indiana, Illinois, Iowa, 
and Texas. Would like to communicate with high- 
grade salesmen. No others considered. Prefer 
men with work shoe experience. Seven La cent 
commisson. Address D-282, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 





Shoe Salesmen 


Popular Cincinnati manufacturer of 
women’s welt and turn shoes needs 
salesmen to start traveling in Septem- 
ber. in following territories: 

Nebraska and Iowa 
Missouri and Kansas 
Kentucky and Tennessee 

Excellent opportunity for men with 
experience. Reference required. Per- 
sonal interview preferred. Applications 
treated confidential. 

THE ROBERT WISE CO., 


Cincinnati, O. 











ALESMEN—Ohio. Indiana and Eastern terri- 
) tory open to high-grade salesmen with estab- 
lished trade who can sell high-grade line to best 
stores. Pied Piper children’s and Dr. Sommer’s 
New Dawn shoes for men and women. Splendid 
selling features. Big possibilities. Write fully. 
Marathon Shoe Company, Wausau, Wis. 





A HIGH class salesman for New York City 
é territory, y those who have handled men’s 
lines will be prener Anew 9 Address D-299, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass 





SALESMEN WANTED 

Opportunity to sell manufacturers’ 
line of men’s dress shoes (six popular 
numbers at $3.35). Must have estab- 
lished trade and non-conflicting line. 
Must be volume busine s getter. State 
references and territory desired. 
Straight commission, © cent. 
HONORBILD SHOE CO.., 73 Albany St. 
Boston. Mass. 
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AND 


of the entire allied industries relating to ¥ An. and 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighled by the Bool and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


SHOE 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “right”; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the 


a profit. This is the great problem of the retail shoe 
—... aan chief purpose of **The Boot and Shoe Recorder” 


to hel Ip solve it; for this is the basic problem upon 





Per copy, 25 cents 


3 their p ion and distribution. 
Canadian, $6.00 Foreign, $10.00 
Year 


Root Newspaper Ass'n. 
Entered at the Post Office, Boston, Mass., as second class matter. 


Member of Audit Bureau of Circulation. 


Printed in U. S. A. 











SALESMEN WANTED 


POSITION WANTED 





GALESMEN, ATTENTION—Wanted in all ter- 
ritories a real sales producer to carry one sample 
of a new leather bedroom slipper. To men who can 
show results we have an extraordinary proposition. 
Address D-301, care Suite 1420, Widener Building, 
Philadelphia, Pa. 











SALES MANAGER WANTED 


A firm selling shoes to 
retailers throughout the 
United States desires the 
services of a Sales Manager. 

Must be a man familiar 
with the shoe trade in all 
sections of the country, 
capable of hiring and di- 
recting salesmen, and ar- 
ranging territories. One 
who has had experience 
with a large, national job- 
bing house preferred. 


State in first letter age, ex- 
perience, and with what firms 
experience was obtained. 


Address D-295, care Boot 
and Shoe Recorder, 207 
South St., Boston, Mass. 




















LINE WANTED 


WANTED— By experienced taveling. salesman 

a line of factory floor shoes for Mic os terri- 

tory, with seh me nme in Mt. Clemens. Address 

D-284, > Boot and Shoe Recorder, 207 South St., 
ton, Mass. 








GLIPPER SALESMAN selling large jobbing 
\ trade wants to add turn boudoirs, straps and 
ballets. Strictly commission basis. Only large well- 
rated concerns. Address Room 612, Hotel Sidney, 
New York. 





TO RENT 


Fe. RENT —space for Shoes in the finest store 
nd best business town in Colorada. Popula 

tion 65, 00. Payroll over $2,000,000 ee 

Fixtures in. Commission basis, to live 

Address Ratners, Pueblo, Colo. 








7OUNG MAN who has worked i in upper leather 
tannery from be to room, 
also on office end. High school graduate, two years 
college, and ex-service man. Desires ition with 
leather house. Best of references can furnished. 
Address D-304, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








XECUTIVE SHOE BUYER—Big Shoe oper- 

ator will be available July 10. Has bought and 
sold 40 millions in shoes. Expert mail order Execu- 
tive Volume Sales Producer. W. H. Sheahan, 
21 Monticello Ave., Jersey City, N. J. 





PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND oe. RECORDER 
PUBLISHING CO. 


(Incorporated under ~~ lll Laws) 
CAPITAL $150,000 
woo OF THE CORPORATION 
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POSITION WANTED ~ 


EPENDABLE, desirable, ex- 
perienced man released 
from employment by the clos- 
ing out of the business with 
which he has been. connected 
for the past ten years, seeks new 
connections, preferably with 
some Boston shoe manufac- 
turer or Jobbing House. Knows 
shoes, both men’s and women’s, 
and how to give service to cus- 
tomers. R. H. Jordan, 97 Henry 
St.; Cambridge, Mass. 














ANAGER and shoe buyer, thirty years old. 
Fully experienced, g organizer and busi- 
ness getter, wishes patos with live —- in 
Middle West. Excellent references. 
D-292, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





FOR SALE 





)R SALE—Faber sample trunks like new. One 
men’s, 84; one women’s, 72. W. E. Merry, 178 
Johnson St., Springfield, Mass. 





PUBLISHER'S NOTICE 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Phili vine Islands and Mexico. The price 
for Canada is $6.00 a year including oh my 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furni on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. Cor- 
respondence relating to all departments 

hould be add d to the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. HILL, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second Nationa! 
Bank Bidg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 


ROCHESTER OFFICE: 609 Powers Bldg. 











HOE STORE FOR SALE—Best loca- 
ion, building 20x110 ft.—on busy 
main thoroughfare in large, fast-grow- 
ing seaport city. Stock inventory about 
$20,000, all new. Equipment and ar- 
rangement unsurpassed. The possibili- 
ties for making money in this store are 
unlimited, but the owner has a good 
reason for selling quick, so act imme- 
diately, if you are interested. A — 
store that will make money for 
Address D-296, care Boot and d. Sho 
Recorder, 207 South St., Boston, Mass. 











STORE FOR LEASE 


In very best retail location in City of 
over 100,000; about 150 miles from 
New York. Long lease can be had. 
E. P. CAMPBELL 
141 W. 36th St., New York 








FOR SALE 


Shoe store for sale in thriving city of 
40,000. Center location, fine fixtures, 
will sell as whole, or sell fixtures, and 
will turn over lease of 444 years. Reason 
for selling, in another line of business. 

Address D-305, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass, 











L. Seward, Western = York 
Representative. Telephone Stone 63 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer, 


Ri $3 323, *, 1 Ae — 


WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


—— OFFICE: John & Custios. Manager, 


11 Haymarket, London, 8S. 1. England. 
AUSTRALIAN OFFICE: a "Lit. Collins St., 
Melbourne. Manager. 


CONTINENTAL PFICE: William Salzman, 
ARGENTINA: Boones’ Airs, fvadavia, 2721, 
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CHILE: Santiago, Las Rosas 1123-1127. Otto 


itt mann, Gerente. 
CUBA: Mr. H. Gomes, Corrales, 24 Havana, 


Cu - 
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vi e heturn of the Lacing foo 
52 § 
7 a (As Viewed by a Leading Shoe Trade Editor) 
.133 ‘ 
.104 | 
102-103 “The lacing hook has come back. The once popular 
hill, stud is again meeting with public favor and buyers of 
ioe men’s footwear, retailers, wholesalers and consumers are 
onn. 37 demanding that shoes be equipped with the old fashion 
..151 hook. As a result, the hook factories are now operating at 
aoe 10 nearly normal, and there is every reason to believe that 
.53, 152 this branch of the shoe industry will be on a pre-war basis 
o. . 133 | by Fall. The lacing hook lost favor with many manufac- 
ello, turers of both men’s and women’s shoes. About the time the 
... 131 shoemakers decreed that the hook must go, the war 
| started. 
PPLIES 
-= ““Metal and camphor used in making the celluloid hook 
— | coverings became scarce, the government commandeered, 
- almost the entire output of the manufacturers, hooks were 
ay scarce, buyers took what they got and were satisfied. 
“* | 
oe | “As a result, in the days following the war the hook 
_ became almost a curiosity on high-grade shoes. 
not «0 
Sete 133 “Buyers, especially men, began to demand the hook. 
.. -e Even women, in buying high sport or walking boots for 
++ -132 Winter wear, sought the hook. 
ipids 
eur - “There came a moderate volume of business, amounting 
oe AMT to less than 20 per cent of the normal average, less than six 
o. F months ago. Orders started piling up. Today business is 
panes 132 almost at the normal level, and there is every reason to 
pase ie . believe that it will reach this mark in a few weeks. 
ieee 147 
sees 147 “Retailers and wholesalers are keenly interested in the 
fan 147 attitude of women buyers, who in the past few months 
ty... SI have been displaying keen interest in the comparatively . 
hia. .132 few boots shown which carry lacing hooks. | 
— 46 | 
veeee Sl “Women of the athletic type have expressed a preference 
eee when buying high boots for hunting or Winter sport wear, 
- 132 for those which have the stud.” | 
ae ‘8 | 
sooo o 
a Lacing Hooks are Found on Advanced 
at . 
so ms Models in Footwear for Men, 
cate 
“ W d Child 
ae omen an laren 
a....122 
ae | ‘ L - - 
MM | Specify Lacing Hooks, and Insist 
..134 
* 
tae 134 On Having What You Want 
sane 134 | 
.16-17 | 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of you: patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Auburn, Me. Milwaukee 
258 Fourth 


87 Main 
Brockton, Mass. New Orleans 
216 Chartres 


93 Centre 
Cincinnati New York 
37 Warren 


— United Shoe Machinery 3. Krieg. N.Y. 


18 South Market 
Haverhill, Mass. Philadelphia 


. 

145 Essex Co 221 North 13th 

Johnson City, N. Y. rporation Rochester, N. Y. 
124 Main 130 Mill 


M00 Broad Boston, Massachusetts $4438 Olive 


Marlboro, Mass. San Francisco 
11 Florence 859 Mission 




















Nothing in the Shoe 
But the Foot 


LocKine SHANK TO INSOLE 
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SHE-WHO-MUST-BE-OBEYED, IN OTHER WORDS, DAME FASHION, REVEALS HERSELF IN FOX 
SLIPPERS, PUMPS AND OXFORDS. 

FOX FOOTERY FOLLOWS FASHIONS EVERY PRECEPT. AND IN DOING SO IT DOES NOT NEG- 
LECT THOSE NICETIES OF WORKMANSHIP OR THE PRACTICAL FEATURES THAT CONVINCE 
AND SELL YOUR MOST DIFFICULT-TO-PLEASE CUSTOMER. 


Charles K. Fox, Inc., Haverhill, Mass., U. S. A. 


Boston: 54 Lincoln St., Room 632 New York: Marbridge Bidg., Broadway and 34th St. 
Chicago: Great Northern Building 
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nstant Comh 


‘*America’s Best Comfort Shoes’’ 


99 


ALL IN STOCK 


DEPENDABLE QUALITY 
PROMPT SHIPMENT 





While at the Style Show don’t 
fail to visit our booth, No. 168 











No. 478R—High Grade Black Kid Oxford, 11-8 

Wingfoot Heel, Gray Ooze Lining, Combination 

Last % No. 78—High Grade Black Kid Oxford, 13-8 
No. 477R—Same Seve f in Plain Toe. e. Wingfoot Heel, Gray Ooze Lining. 

i | i eS 4) 4 Oe $3.15 No. 77 — Same Style inJPlain Toe. 


Both In Stock A, B, C, D 


No. 83R—Black Kid Two-Strap Sandal, 12-8 

Wingfoot Heel, Gray Ooze Lining. 

In Stock A, B, C, D, E 

No. 47R—Similar Style, Next Grade, with Drill 

Lining, No Ornament. 

In Stock A, B, C, D, E ‘i é 

No. Sep Some as No. 47 in One-Strap. In Stock No. 62R—Black Kid Oxford, 12-8 Cat’s Paw Heel 
No.74R—High Grade Black Kid Blucher Oxford, A. B. C, D, $2. Gray Ooze Lining. : . 
12-8 Cat's Paw Heel, Gray Ooze Lining. No. 66R—Same Style with Stock Tip. 
No. 73R—Same Style in Straight Lace Oxford. tts Be Bees TG, GA Bis cc eccksaccceseds $2.60 
Both In Stock B, C, D, E senceesces Cee 


No. 81R—Black Kid One-Strap Sandal, 8-8 Cat’s No, 99R—Black Kid Stock Tip Oxford, 9-8 Cat’s 
Heel. 


Paw Heel, Gray Ooze Lining $2.40 Paw 
No. 54R—Black Kid Common Sense Oxford, 8-8 No. 86R—Same Style, Next Grade, Drill Lining. No. 91R—Same Style with Plain Toe. 
Cat's Paw Heel. In Stock D, E, EE $2.15 Both In Stock B, C, D, E. $2.00 Both In Stock C, D, E, EE 


Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn sas, xen orice. sm x, sn grazer Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 
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») STANDARD 
KID 




















GUARANTEED SELECTIONS 


SF 
VOLUME 


The best test of the popularity of a leather is the 
volume of business being done on it. Retailers 
are showing their approval of STANDARD 
KID by giving us through the shoe manufac- 
turer, a big volume of business on the various 


colors of STANDARD KID. 
You can depend upon STANDARD, for it is 


always made from good raw stock and sold at 
fair-and-square prices. 


Specify STANDARD KID 











THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati 
Chicago, St. Louis 
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Our Glass Display Fixtures 


Are constantly gaining popularity among a large class of 
merchants who like a clear, transparent, neutral and light 
interchangeable fixture. Cuts Nos. | and 2 show various 
shapes of plate glasses. No. 3 illustrates the pedestals which 
come 6, 9, 12, and 15 inches high. 


No. 4 shows some of the individual shoe stands. 


Ask for Catalog G-F 























-No. 8 


No. 5 No. 6 No. 7 No. 

WooD DISPLAY FIXTURES Nos. 5 and 6 show 2 styles of our beau- 
tiful Real American Walnut genuine 

Hand Carved Line—which embraces many new and original designs. 

Our new Catalog shows all the leading period designs. Ask for Catalog No. 14. 

Window Rugs. No. 7 cut shows a few designs made of silk Velour or Monk cloth. 

Ask for Circular in actual colors and samples of materials. 

Window Valances (Cuts 8 and 9). In stock for immediate delivery—Ask for Samples. 

Artificial Flowers, our beautiful catalog No. 19, in colors, just off the press. Ask for it. 

Decorating Plushes in stock, write for samples. 


Visit Our Chicago or New York Show Room 


meee | THE HECHT FIATURE CO. 


70 West 36th Street 


eee Ot oe Medinah Building, Wells St. and Jackson Blvd., Chicago, Ill. 


























- 
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IN-STOCK 


For Summer and Early Fall 
GROWING GIRLS’ LOW SHOES 


Five Fast Selling Low Heel, Tailored Patterns, Made Over TWO popular Lasts 


No. 17948—Patent Leather Golf Pattern Lace No. 14950—Nut Brown Calf Full Quarter, 
Oxford, Last 65 Frenchy, 24-7, A to D Imitation Straight Tip Lace Oxford, t 65 
Price $3.75 Frenchy, 244-7 A to D Price $3.50 








No. 17550—Black Calf Full Queer, Imitation No. 13555— Mahogany Kid Full Quarter Cap No. 31548— Mahogany Eric Calf Golf Pattern 
vite 3 Tet Lace O: Oxford, Last 50, 4-8 AAA to og Lace Oxford, Last 50, 4-8 AAA-AA; 3-8 A, — Ome. Last 50, 4-8 AAA- Aas 3-8 A, = 
AA B; 2%-8 C, D; Price $3. 50 2 | | Gg “eR Price $3.75 , D; 





T AILORE TWO-STRAP SLIPPERS IN SAME MATERIALS, OVER 
SAME TWO LASTS (50 AND 65) AT SAME PRICES 











MAKE EVERY MONTH A PROFITABLE MONTH 

The ‘Growing-ups’ want shoes like the ‘Grown-ups’ are wearing. You merchants 
who supply this want will make August a profitable month. We have the shoes 
with snap and style, for GROWING GIRLS, oxfords that fit growing feet. They 
are rightly made, all solid leather inside and out, calf skin uppers, solid oak outer 
soles and insoles, Red-Line-in linings, leather quarter lining, wood pegged leather 
heel or Spring Step rubber—rightly priced—Calfs $3.50 (Patents and Kids at 
$3.75). ‘Foster’ bottom stamp or unbranded 


Terms 2% 10 Days; Net 30 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 
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| POLISHES 


ARE SUPERIOR 
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Genuine Gray Buck 
Quarter, patent one 
strap, 2 button pump, 
perforated vamp. 
Bound Edge. 

Sizes | to 5 and 3 to 8. 





Black Vici, Gray Ooze 
Lace Stay, Spring Heel. 
Sizes 3 to 8. 





Stylish Turns for Little Folks 


Humphrey stylish turns for little folks are carried by leading whole- 
sale distributors countrywide. They are always up-to-the-minute 
in newness and clever combinations of leathers. If you need a fast 
turning line of children’s shoes, write us for name of jobber in your 
district who can show you Humphrey numbers. 


Herbert Humphrey’s Sons Marblehead, Mass. 


Boston Office: 59 Lincoln Street 


Fine White Nubuck Dull Top Patent Fox 
Button Boot. Sizes | Pony Cut Polish, Patent 
to 5, no heel. Sizes 3 to Turnover Collar, Red 
8. Spring heel, D Width. Insert. 


Sizes 3 to 8. 


AUMPHREYV 


TURNS 
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CLASSIC PLACES mi, 


AND PRODUCTS 

The “Elysian Fields” and yi 
“STERLING” are names for ) P 
places and products of classic 

distinction. Rivalling the fame 

and fashion of the Boulevards 

of Paris, STERLING Patent 

Leathers are world-famous 

for style and quality. Take 

advantage of this leadership 

by specifying, 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS 
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Plan to take in the Boston Show, July 10 to 13. Call at our Booth 67 
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Complete 
Constructive 
Commendable 


That is the summing up of opinion of hundreds of 
representative shoe merchants throughout the United 
States when they consider 


\; 


LPOSNER'> 


SHOES & STOCKINGS 
FOR YOUNG PEOPLE 


COMPLETE because they include both welts and 
turns in every wanted style—and material, and with 
over two hundred numbers carried in stock. 



















CONSTRUCTIVE because the line is one that no 
matter where your store, it will build up and strengthen 
your children’s and misses’ department. 


COMMENDABLE because the designing is the 
result of years of experience and is invariably good 
fitting. The materials are of the best obtainable—the 
grade is high—and the in-stock service is adequate, not 
some of the time, but all the time. 





Could you ask for more? 





An example from our in stock lines 









Patent Leather — stocked in 
welts and turns. All sizes, 
infants’ to growing girls’. 


Dr A. Posner, Shoes, Inc 


Office, 142 W. Broadway 
NEW YORK CITY 


Factory, 
BROOKLYN, N. Y. 
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FIFTY YEARS 
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PRODUCING HONEST LEATHERS 











‘Ohere is only. 
one VICT KID 


COhere mever 


has bee 
amy other” 
































PATENT 
COLT 
JAQOD 
SIDES 
































AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIP AND SIDES 


ALL COLORS AND FINISHES 
SMOKED ELK~ SPLITS 


CALF LININGS 














SHEEP SKINS 





COTTON FINDINGS 





CHROME SOLE 








129 SOUTH STREET, BOSTON, MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





July 1,1922 | 

























July 1, 1922 


BOOT AND SHOE RECORDER 








The Doctor Says 


If men toe in when 
they walk, practically 
all arch trouble will 
be a thing of the past. 








é 


Tor 1in—WaA LK STRAIGHT 


wx 


For men who want to 
step along and step 
along lively. 


TOE IN—It’s the right way to walk or stand. 
When a man walks or stands the right way he’s 
going to get more foot comfort than ever before in 
his life. And the Doctor Shoe tends to make a man 
walk and stand the right way. The dealer who sells 
a man a pair of shoes like these has made a cus- 


tomer for life. 


JOHN MEIER 


SHOE COMPANY 
SAINT LOUIS 


Good Shoes for Men since 1874 
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PRICE 













































































. $750.00 
. 850.00 


Alternating Current. . 
Direct Current...... 





F. 0. B. MILWAUKEE 
TERMS IF DESIRED 


The New Way 


Fit Cannot Be 





A Correct Shoe 
Gquessed at. 


It must be seen. 


The Simplex Foot X-Ray Machine 
is a novel and very simple X-Ray 
apparatus which enables your cus- 
tomers to actually see the Fit of 
the Shoe. 


WONDERFUL TIME SAVER 
IN MAKING SALES 


Working with these Foot Ma- 
chines your salespeople are able 
to make more sales in less time. 










It Pleases your customers 
It Insures a perfect FIT 
It Attracts new Business 








CAN YOU AFFORD TO LET 
YOUR COMPETITOR 
GET THE BUSINESS? 





Manufactured by 


General Industrial X-Ray Co. 


246 W. Water Street 
MILWAUKEE WIS. 
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The Old Way 
“Guessing” 















NEW WAY—NO GUESSING 


“Oh, Mama, see my feet through the shoes.” 
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The Popular One-Strap 
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Visiting buyers are 
urged to visit Booth 
No. 151, Boston 
Style Show, and see 
our complete line of 
samples. 














No. 550. Price, $4.00 
Patent Dora one-strap Goodyear welt, Tremont 
last, 13-8 rubber heel. AA to C. 
No. 551—Same in Black Kid 


No. 379. Price, $4.00 
Patent Flora one-strap, single sole, Tremont last, 
13-8 military wood heel. AA to C. 


Wherever you go the 
one-strap is still the 
favorite. Here we show 
them in Patent leather, 
Satin and White 
Reignskin. 


Many other styles 
carried in stock 


Send for catalog 


No. 345. Price, $3.75 
Patent Fenway one-strap, single sole, full leather 
Louis heel, Euclid last. AA to D. 


No. 344—Same in Black Kid 


No. 552. Price, $3.50 
Peters White Reignskin Dora, one-strap Goodyear 
welt, Tremont last, 13-8 rubber heel. AA to C. 


No. 380. Price, $4.00 
Black Satin Dora, single sole, Tremont last, 13-8 
military wood heel. AA to C. 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


C, H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


em me mm em meee mem ee 
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Judge It By Its Users “ H A —V y% N A 
BROWN 


NEW CASTLE KID 


The Outstanding (olored Leather Surety 
On Which There Is No Speculation 











UNUUEIUL ELON EINDOHOHEH NNO ER EPO NED 








Wihcert of Brooklyn has pro- 
duced a richly different style 
effect in this model of all 
New Castle HAVANA 
BROW N kid, stitched and 
bound in biege silk thread 
and French cording. 


Draped frock 
of dark brown 
rajah silk—a 
style which 
Paris 1s now 
favoring. 


Seen recently 
at the West- 
chester-B il t - 
more Golf 
Club—perfect- 
ly matched 
with dainty 
strap slippers 
of HAVANA 
BROW N kid. 


—New Castle, 


of Course. 





‘ 








New CASTLE HAVANA BROWN 


KID is easily recognized by well- 


informed shoe men. 
Its peculiarly rich color has 
never been successfully imitated 
and is, therefore, in first demand 
with retail merchants whos cus- 
tomers insist on exclusiveness in 


their footwear. 


NEW CASTLE LEATHER CO., Inc., 
NEW YORK 
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SEASONABLE SUMMER STYLES 


Al86—Women's “Barbara Brown” 
White Cloth Sport Lace Oxford. 
patent leather trimmed, 1-inch 
rubber top heel, welt, Bab Last, 
A width, sizes 3%-8; B_ width, 
sizes 3-8; C and D widths, sizes 


D304— Women’s “Maxine” White 
Cloth Parade Strap, plain toe, 134- 
inch covered wood Cuban heel, 
imitation turn, Vogue Last, A 
width, sizes 344-8; B width, sizes 
3-8; C width, sizes 24%4-8....$2.90 


T288—Women’s “Ideal” White Canvas 
5-Eyelet Lace Oxford, 14-inch 
Cuban heel, imitation turn, Avenue 
Last, C and D widths, sizes 


Dwswrs Vass Goungsinay 7 


IN STOCK 


Immediate Shipment 


Al91—Women’s “Barbara Brown” 
White Cloth Flapper Strap, pat- 
ent leather tip and strap, 1-inch 
rubber heel, welt, Bab Last, A 
width, sizes 3%4-8; B width, sizes 
3-8: C width, sizes 24%4-8....$3.50 


G153—Women’s_ “Brown’s Every- 
woman” White Canvas Flapper 
Strap, plain toe, l-inch rubber top 
heel, welt, Kippy Last, B width, 
sizes 3-8; C and D widths, sizes 
2%-8 $2.60 


G150—Women’s “Brown’s’ Every- 
woman” White Canvas 5-Eyelet 
Lace Oxford, corded tip, 1%-inch 
rubber heel, welt, Virginia Last, 
B_ width, sizes 3-8; 
widths, sizes 2%-8 


FIRST SUCCESSFUL SHOE MANUFACTURERS IN ST.LOUIS. 


’ 


A187—Women’s “Barbara Brown’ 
White Cloth Sport Lace Oxford, 
patent trimmed, 1%-inch rubber 
top heel, welt, Corine Last, A 
width, sizes 31%4-8; B width, sizes 

; C and D _ widths, sizes 


Gi52—Women’s “Brown’s’ Every- 
woman” White Canvas One-strap, 
1%4-inch rubber heel, welt, Vir- 
ginia Last, B width, sizes 3-8; C 
and D widths, sizes 2%-8..,$2.50 


~ 


Gi51—Women’s “Brown’s’ Every- 
woman” White Canvas 5-Eyelet 
Lace Oxford, corded tip, 1-inch 
rubber heel, welt, Kippy Last, B 
width, sizes 3-8; C and D widths, 


sizes 2%-8 
€ BROWN 
Qx5x9 
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© BETTER/S) 
NOTKY 


Posed especially for 
Cedar Cliff Silk Com- 
pany by Peggy Mathews 
of theGreenwich Village 
Follies. 
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G |a lermanent Market 


Shoe merchants remember the days when every-so-often Satin 
Slippers would loom up for a seasonal or temporary style swing. 
In those days Satins were merely a novelty—a daring and dan- 
gerous item to stock. 


Today Satin is standard as a footwear material. Whatever risk 
there may have been before in the ordering of Satin Styles has 
been completely overcome. 


Dealers now order Shoes of Satin with the same confidence and 
security that they feel for any item in their stock, particularly if 
they specify Cedar Cliff. 


Satin now has a permanent market. It will always have a per- 
manent market—it will always be a standard line while manu- 
facturers and merchants demand the quality found in Cedar 
Cliff—the satin made especially for fine footwear. 


Cedar Cliff quality has taken Satin Styles out of the realm of 
speculation. For Cedar Cliff Satin is a standard footwear ma- 
terial. It has that delicacy and lustrous surface which enhance 
the charm of any shoe design. Its rugged strength makes it 
most practical and durable. 


Cedar Cliff insures the permanence of the market for Shoes of 
Satin. Order accordingly. 


Ve CEDAR CLIFF 
SILI. COMPANY 


251-255 FOURTH AVE. 
NEW YORK 








SHOE SATINS 


+>: > 98 
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———‘‘The King of|, 


BARGAIN HEADQ 


140-144 ESSEX STREET 


Buyers in the Boston Market 


who are interested in saving 15% to 30% should 
make our store their first visiting point. 


Our policy of volume purchases for cash and our 
unusual ability to absorb large quantities of mer- 
chandise enable us to undersell all competition. 


S. ROSENBERG & SON 


Remember — We Are Jobbers to Jobbers 











Here are some examples of the}; 
savings we offer you 


Men’s Mahogany Calf 
At $2. 35 Bluchers. Goodyear welt. 
Grain leather inner sole. Rubber heel. Sizes 


6-10, 6-11, D Width. 


Ladies’ Ribbon Trim- 
At 67 1-2c med Felt Moccasin. 
Extra heavy padded chrome sole. 2 1-2 inch 
pompom. Sizes 3-7, 3-8, 4-7, 4-8. 


A t $ 2 00 Men’s High-grade Mahog- 

. any Calf Bals. Goodyear 
Welt. Leather inner soles. Leather heel. A-D 
widths. 


A t $ 1 0 3 Men’s Brown Cabretta 
° Everett. The style that 
most men want. Good quality soles and heel. 


Sizes 6-10, 6-11, 7-10, 7-11. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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-I'| BOSTON, MASS. 


S ROSENBERG & SON 
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, We sell 
€ I in case 
lots 
only 
abo 1 At $1.65 ee, mien 
A-D value—also in brown vici. Sizes 3-7, 3-8, 4-8. 


A t $ 1 0 Men’s Brown Cabretta Ro- 

. meo. Particularly good 
bretta examples of this popular slipper style. Sizes 6-10, 
. that 6-11, 7-10, 7-11. 


| heel. — 1 
Ladies’ Black Satin One- 
At $1 ° 7 Straps. High-grade Satin. 
Louis Heel. Baby Louis Heel and Cuban Heel. 


S. ROSENBERG 





L. ROSENBERG 


M 
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IN STOCK 


Ready For Immediate Delivery 





No. 210 (Code “Grace’’) White Buck Pump—Apron Oxford, Fully Per- 
forated, Goodyear Welt. Widths A-B-C-D Price $3.30 


No. 220 (Code “‘Helen’””) White Buck One Buckle Sandal, Fully Perforated 
Goodyear Welt. Widths A-B-C-D Price $3.30 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


** Sane Styles.and Sound Values” 
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SANDAL SPORT OXFORD FINALE HOPPER SANDAL 


IN STOCK 


Sandals 
5-8 8%-1l 11%-2 
0—C herr y Chrome, Oak 
Leather Sole: é $ .90 $1.05 
00—C herry Chrome, Best 
8” Ee te e 1.05 1.20 
50—C herr y Chrome, Best 
Bend Elk Sole. . é 1.05 1.20 
12— —CherryElk, Best 
Bend Oak Sole 1.00 1.15 1.35 
53—Smoked Elk, Best Bend 
Elk Sole 1.00 1.15 1.35 
- 14—Cherry Full Grain Crystal, 
PLUG OXFOSD Best Bend Oak Sole 1.00 : 1.35 
15—Brown Lotus, Best Bend 
1.35 


1.50 


00 
9—Patent Leather, Sheepskin . 
i 1.1 


Plug Oxford 


20—C herry Chrome, Oak 
Leather Sole 
. 240—Cherry Chrome, Neolin 
Sole 


No. 2 
No. 
No. 


| 
No. 214—Cherry Full Grain Crys- 
tal, Best Bend Oak Sole... 1.05 
Bal Lace Oxford 
No. 2315—Brown Lotus Bal, Best 
a Sa Bend Oak Sole : $1.50 $1.70 
Ladies’ Sport Oxford—Outside Rubber Heel 
No. 700—Cherry Chrome, Oak Sole, 24% to 7 
No. 714—Cherry Full Grain Crystal, Oak Sole, 2} 
Finale Hopper Sandal—Outside Rubber Heel 


No. 109—Patent Leather, Sheepskin ee Oak Sole, 274 ht Pee 
No. 115—Brown Lotus, Oak Sole, 24% to 7 

No. 113—Smoked Elk, ‘Oak Sole, 2% to 7 

No. 111—Pearl or White Elk, 24% to 7 

No. 160—Cherry Chrome, Oak Sole, 2% to 7 

No. 174—Cherry Full Grain Crystal, Oak Sole, 2% to 7 


Boys’ and Men’s Ventilated Oxford—Outside Rubber Heel 
No. 900—Cherry Chrome, Oak Sole— 


No. 
BAL OXFORD 


Ji ONLY COMPLETED STITCHDOWN™ 


TRI PLE wm? WE my 


ONE ROW OF STITCHING HOLDINO UPPER TO THAT Is 
Two nows OOO VEAR STITCHING HOLOIN: cures rot op pty 
or OF GOOOVRAR STTTOUNO ‘smourueo ont ro RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
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eA very prominent shoe buyer recently said 





“Our line would not be complete unless 
it included All The TONY COLORS 
RED, BROWN and BLACK.”’ 











\VVSTTORS TO BOSTON during Style Show 
Week will not have completed their oppor- 


tunities, if they do not call at our Boston Office, 
95 South Street, and see these Nationally known 
Leathers to the best advantage. 


Tony Red 


Reg U.S. Pat. Off 





Tony Brown Tony Black 


Reg. U. S. Pat. Off. 


CREESE and COOK COMPANY 


TANNERIES 


: —¥ DANVERSPORT, MASS. 


95 SOUTH STREET, BOSTON 
P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 
706 Broadway, Cincinnati, O. Deven ) 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. 7on WA NEW YORK 
1N 





| MOMS LPL PHL MeL L I ele@niiiiliiieniiiiiiiieniiiiiiieliiiiiiieliiiiiiiieliiiiit ten 
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MORE WHITES 


THE SEASON IS:JUST BEGINNING 


IN STOCK 


LU = 
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1731—Eve Cloth One Strap, with 2404—Eve Cloth One Strap, Cov- 
Buckle ered Heel, Goodyear Welt 
1732—Eve Cloth One Strap, with AA to C 


Button, 9-8 Covered Heel $4.00 
AA to C 


$3.00 











1733—Eve Cloth Pat. Apron, 9-8 
Heel 
1734—Eve Cloth Pat. Apron, 12-8 
Heel, AA to C 


$3.75 


WT: HOLMES COMPANY 


Exclusively Ladies Shoes 
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iy Adding a Gold 
Book of f 











The most valuable kind of foot- 
wear to merchandise is that which 
keeps on advertising you and your 
store long after the sales have been 
made. By having your manu- 
facturer stamp your name and 
address in gold inside the shoe, 
you create for yourself a powerful 
and effective kind of reminder 
advertising. 


The manufacturer can do this at the almost 
negligible cost of one-quarter cent per pair. 
This cost also allows use of the finest Patent 
Sized Gold Leaf available, which is that 
made by Rauskolb. Pleased customers 
constantly reminded of the merchant who 
can meet their needs fully, return to buy 
more shoes and recommend that their friends 
be fitted at the same store. 





HAMMET2 
16 Franklin Stceet 
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{| Leaf to Your 
f nN Profits 









Medford , 








OLB 


LEAF 





It costs you nothing to have your name 
stamped in every shoe. The manufacturer 
will be glad to comply with your request. 
It means more business for him, and greater 
profits for you. Your name once impressed 
in the shoes you sell, your customer will be 
reminded, day by day, of the store where 
more good shoes may be bought. 


Write your manufacturer today 
- and tell him you want a brass die 
made up with your name and 
address. Specify that, in future, 
every pair you buy from him shall 
bear your business notation in 
Rauskolb’s permanent and untar- 
nishing Patent Sized Gold Leaf. 


Mass: 
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The Goodrich Pavlovo Boot 


Astrakan cuff which turns up and snaps 
—no buckles—giving leg protection 
equal to six-buckle arctic; opening in 
vent hidden under cuff permits slip- 
ping easily over oxford or pump— 


Something new —a positive sensation 
in footwear circles! 


A remarkable combination of com- 
fort and convenience—with a pungent 
little dash of the Russian in its lines 
and its cozy Astrakan cuff. 


Just check off the advantages of the 
Goodrich PAVLOVO over the regular 
buckle arctic or gaiter—Top of water- 
proof jersey; unusually high foxing; 
wool fleece lining; black or grey 


Plus—a uniqueness and style hitherto 
unknown in such footwear—something 
every woman will want. 


Better order today. It’s “first come 
first served” and the demand, already 
Big, is daily increasing Tremendously. 


THE B. F. GOODRICH RUBBER COMPANY 


NEW YORK AKRON CHICAGO 


MINNEAPOLIS 


KANSAS CITY DENVER 


July 1, 1922 
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The Standard of Excellence 











Gallun’s 


NORWEGIAN 
CALF and VEALS 


VIKING CALF 

















Season after Season finds Gallun 
Leathers the Standard of Excellence— 
a Bell Wether guiding the buying of 
the industry. 


For the coming Autumn Gallun colors 
are again in line with the latest style 


tendencies. 


We recommend the purchase of: Nor- 
wegian, Colors 3 and 4—also Black. 
Viking Calf in five colors and black. 


Every Gallun product is firmly estab- 
lished in the confidence of manufacturers 
and merchants who are most exacting 
in the selection of the parts which make 
up their shoes 


Buyers—Insist on Getting Genuine Gallun Leathers in Your Shoes 


A. F GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, Inc. 
H. A. Ely, Manager, |] East Street, Boston 
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WHITE 


Shoe Dressings 




















= — 
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We have added to our stock the new 
model White Canvas Oxford—now 


ready for shipment. 


These shoes are made of the highest 
grade materials money can buy and by 
expert workmen. They are flexible, 
straight on the inside and are designed 
along lines specified by the leading 
orthopedists and are meeting with 
great success where they are now 
carried in stock. 


Boston Canvas Cream 


Whitens shoes immediately, equally good for canvas 
and nu-buck, comes in cake form in attractive glass 
jar with sponge. Price: Dozen, $2.00; Gross, $22.32. 


Startright shoes are carried in stock in 


seven styles—AAA-D, 2-10. 


and Catalogue Dept. A. 


‘Baker 


SHOES FOR WOMEN 











Boston White Kid Dressing 


is especially for white kid and is applied with a 
cloth. Price: Dozen, $2.00; Gross, $22.32. 


323-343 CLASSON AVE. 
BROOKLYN, N. Y. 


And our complete line of shoe dressings 
If your jobber cannot supply you—write te us 


Boston Blacking Company 


Specialty Department 
EAST CAMBRIDGE MASS. U.S.A. 
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Firestone-Apsley 


ARENA BAL. 


For BASKET BALL and GYMNASIUM 





1 
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A Sure Fall and Winter Seller 


To Thousands of Men, Boys, 
Girls and Young Women 























—_ cannot buy a better shoe 
‘to meet the rapidly spread- 
ing basket ball and gymnasium 
wear demand. 


It is made on the famous Fire- 
stone-Apsley principle of 
“balancedconstruction” through- 
out, which means the best of 
materials in every particular. 


Buyers in the Boston market dur- 
ing July may see a complete line 
of Firestone-Apsley specialties at 
our Boston Sales Rooms— 520 
Atlantic Avenue. 

Avail yourself of this opportu- 
nity to get acquainted with the 
famous Firestone-Apsley stand- 
ards of value. 


Order from your Wholesaler. 


Firestone-Apsley Rubber Company 


Hudson, Mass. 
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Art Mat & Leather 


Wu At leather is to your shoes, paper is to your 
catalogue. DrEJONGE Art Mat prints with such 
photographic realism that the selling value of your 
catalogue is at its maximum. The surface of this 
paper is like ivory, inviting to the eye and to the 
touch. It prints uniformly on both sides. There is 
no reflection to distract the eye. When printed on 
DrJoNGE Art Mat the shoe itself dominates the 
page as effectively as it would in a store window. 





You must have samples to appreciate the full force 
of this truth. Write us today for printed specimens. 


lOUIS DEJONGE & CO. 


69-73 Duane Street New York City 








The Boot and Shee Recorder will appreciate your mentioning the pablication in replies to advertisements. 
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“The Slipper Beautiful” 
IN BOSTON 
Our complete line of Fancy and Felt KREEP-A- 
WA Slippers will be on display in Boston, July 5th 
to 15th at the 
HOTEL ESSEX 
Rooms 26-28 


Mr. J. A. Schwngel, who will be in charge, will be 
pleased to explain the many features of this line and 
we extend a most cordial invitation to the trade to 


visit his al rooms. 


BLUM SHOE MFG. CO. 


Factories at 


DANSVILLE, NEW YORK. 


e y 7 IN Ne i ff 
ER V4 a. p Ky > ~~ SX 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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DISCOVERED 


A NEW METHOD OF LAST REMODELING 








We will announce, shortly, an entirely 
new patented process of remodeling and 
preserving, for future use, all old lasts. 


Shoe manufacturers everywhere are de- 
claring this process a most marvelous inven- 
tion for saving money. 










“Jt will save millions.” 


GET IN TOUCH WITH US EARLY 













AAGERT REMODEL CINCINNATI O. | 
SS DESIGNERS , 


717 MAIN ST. 
i nesateieeed aieeiieaaae 






These Are In Stock 


The two numbers shown on this page have proven 
the styles to be most generally in demand. They 
are smart enough, yet sufficiently conservative to 
a ae please the greatest diversity of taste, and we be- 
lieve them to be especially good right now. 
White Sheep Quarter Lined . ™ 
Of course they are 


Turn 
Fairy 138—Wedge Heel. C-D. 3-8. .$1.65 
Fairy 238—Spring Heel. C-D. 84-11 2.10 e 
Fairy 338—Low Heel. C-D. 1114-2... 2.60 S- 
hoes 


TRADE MARK 



















which means they are our own production, and 
_our best grade at ‘that. 













Patent Leather—Panel Strap 


White Sheep Quarter Lined Grieb Shoe Manufacturing Co., 


Turn 


Fairy 139—Wedge Heel. C-D. 3-8. .$1.60 309 Arch Street : : : Philadelphia, Pa. 


Fairy 239—Spring Heel. C-D. 8%-11 1.95 
Fairy 339—Low Heel. C-D. 11%-2.. 2.45 Factories: Palmyra, Pa., and Vineland, N. J. 









The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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FOR MEN 


The Augustan Shoe 


“Makes Walking Easy” 


Trade Mark 





AUGUSTAN Shoes are made in one great factory built 
for the one purpose of making men’s shoes at low produc- 
tion costs from high grade materials. 


AUGUSTAN Shoes are made with great care so as to sat- 
isfy your customers. Are made in a complete variety of 
lasts, patterns and leathers, 


AUGUSTAN Shoes are made of genuine calf and kid 
skins with oak tanned soles throughout. 


AUGUSTAN prices enable you to do a big volume of 


business. 


Fourteen Styles In Stock 
For Immediate Shipment 


A French modet 


Stock No.M1112 


Medium Brown No. 104 
Lotus Calf Fox Bal, 
Perforated Vamp, Fox 
and Tip, 12 Iron Sole, 
l-inch “Goodyear” 
Wingfoot Heel, Blind 
Eyelets, Parisian Last. 

Sizes and Widths 

A, 7-11; B, 6-11; 

C and D, 5-11. 


Price, . $4.75 


Stock No.M1118 


Dark Brown Chrome 
Calf Blucher, 12 Iron 
Sole, 9/8 “‘Goodvear”’ 
Wingfoot Heel, Hooks 
and Eyelets, Snap Last. 
Sizes and Widths 
an 11; C, D, E, 


Price, - $4.75 


SDDS SNe OAD AO Oe OOD e OO Die Pe ae eee ITT 


that is up to the 
A bread and 


times, both in 
last and leather. butter number. 


LEWIS A. CROSSETT COMPANY 
NORTH ABINGTON, MASS. 
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FOR MEN 


AUGUSTAN 


AUGUSTAN Shoes are manufactured under 
most modern and efficient factory conditions, 
wherein costs of production are reduced to the 
minimum. This wonderful shoe sells and makes 
friends everywhere. 


Stock No.M1132 
Dark Ruby Red Calf, 
12 Iron Sole, Wingfoot 
Heel, Thorobred Last. 

Sizes and Widths 

A, 7-11; B, 6-11; 

C and D, 5-11. 


Price - $4.60 


Stock No.M1134 
Black Wayne Calf, 12 
Iron Sole, Wingfoot 
Heel, Thorobred Last. 
Sizes and Widths 
A, 7-11; B, 6-11; 
C and D, 5-11. 


$4.60 


Price - 


Lewis A. Crossett Co., 


These Styles 
In Stock 


This style brings extra 
business the year round. 
Try to sell a pair to every 
customer. 


Stock No.M1117 


Brown Calf Oxford, 
Embos Vamp and 
Eyelet Row, 1 inch 
“Goodyear” Wingfoot 
Heel, Parkway Last. 
Sizes and Widths 
A, 7-11; _B, 6-11; 
C, D and E, 5-11. 


Price - $4.60 


Stock No.M1124 


Patent Leather Dress 
and Dancing Oxford, 
Close Edge, Short Box 

oe, 7/8 Heel, Flexi- 
ble Sole and Innersole, 
Foxtrot Last. 

Sizes and Widths 

AA, 7%-11; A, 7-11; 

B, 6-11; C and D, 5-11. 


Price - $4.25 


A medium English 
toe that has made a 
host of friends. 


North Abington, Mass. 
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FOR MEN 


AUGUSTAN 


AUGUSTAN Shoes carry the co-operation of 
high-class advertising materials and prompt ser- 
vice in the handling of orders. 


Stock No.M1126 


Gun Metal Dress_and 
Dancing Oxford, Close 
Edge, Short Toe Box, 
7/8 Heel, Flexible Sole 
and Innersole, Blind 
Eyelets, Foxtrot Last. 


Sizes and Widths 
,7%-11; A, 7-11; 
; C and D, 5-11. 


Price - $4.25 


A splendid style on a 
new and popular last. 
It isa good fitter and is 
one of the most popular 
lasts in the country. 


These Styles 


The Gun Metal Oxford 
is increasing in favor— 
Order now. 


Stock No.M1174 


Medium Brown No. 104 
Lotus Calf Fox Oxford, 
Perforated Vamp, Fox 
and Tip, 15 Iron (Raw- 
hide undersole) 7/8 
“Goodyear” Wingfoot 
Cupid Brass 
Eyelets, horobred 
Last. 
Sizes and Widths 
A, 7-11; B, 6-11; 
C and D, 5-11. 


Price - $4.75 


Lewis A. Crossett Co., 


In Stock 


Stock No.M1133 
Van Dyke Brown Calf, 
12 Iron Sole, Wingfoot 
Heel, Prado Last. 

Sizes and Widths 

A, 7-11; B, 6-11; 

C and D, 5-11. 


Price - ‘$4.60 


Stock No.M1116 


Brown Calf Blucher 
Oxford, 9/8inch “Good- 
year’ Wingfoot Heel, 
Snap Last. 


Sizes and Widths 
B, 6-11; C to E, 5-11. 


A good seller ina 
popular shade o) 
Brown Calf. 


$4.60 


Price - 


North Abington, Mass. 
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Made in a complete variety of lasts and patterns 
—to order in three to four weeks—fourteen shoes 
in stock for immediate shipment. 

We handle mail orders promptly. 


r catalogue of 


STOCK Stytes,also 


1} shoes 
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Stock No.M1101 


Stock No. 05 
tock No.M1IC Dark Brown Calf Bal, 
Dark Brown Kid Bal, 1 Invisible Eyelets to 
12 Iron Sole, 1 inch A comfortable Bal Top, 12 Iron Sole, linch 
“ Goodyear " Wingfoot A_ splendid model anda fine * Goodyear” Wingfoot 
Heel, Hooks and Eye- straight last for fitter. A trial wWeel, Cord Tip; 
lets; London Last. your hard-to-fit order will con- Suburban Last , 
customers. vince you. ~ 











Sizes and Widths 
C, Dand E, 5-11 


Price - $5.25 


Stock No M1110 
Dark Brown Chrome 
Calf Bal, 12 Iron Sole, 
linch “Goodyear” 
Wingfoot Heel, Blind 
Eyeletsto top; Parkway 
Last. 

Sizes and Widths 

A, 7-11; B, 611; 

C, Dand E, 5-11. 


Price - $4.75 


Stock No.M1104 


Dark Brown Kid 
Blucher, 12 Iron Sole, 
l inch “Goodyear” 
Wingfoot Heel, Hooks 
and Eyelets; Madison 
“Combination” Last. 

Sizes and Widths 

C, D and E, 5-11. 


Price - $5.25 


Sizes and Widths 
C, D and E, 5-11 


Price - $4.75 


An exceptionally 
good fitter—ts al- 
ways in demand 


North Abington, Mass 





Lewis A. Crossett Co., 





i} = SO HTT S HOT MeN OF RKO PKS Ce TH SOs OKA OA Ae APART Mes Oe Sees mee eS 
oOo = = ————SS———— 2 : 
6 vie meee. = ° 














July 1, 1922 





a 








BOOT AND 





BOOT ad SHOE 


SHOE RECORDER 


RECORDER 


THE GREAT NATIONAL SHOE WEEKLY 
207 SOUTH ST.,- BOSTON MASS. 


— 




















In This Number 














t—~ 


+ 


1) 


Q 

















An Even Flow of Merchandise..... . 39 


And a few mighty gqod reasons for getting 
out of the store and into the markets dur- 
ing July. 


What Do You Know About Feet? .. 42 


This, the tenth of a series of articles by 
Dr. Herman W. Marshall, deals with the 
nerves of the foot and the trouble they can 
cause when they “‘go wrong.” 


The Lady Shopper Passes By....... 48 


Ever see a woman driving a car signal for 
a left turn and then swerve sharply to the 
right? That's the way many of them buy 
their shoes, declares the author of this 
semi-humorous monologue. 


Will the Merchant Buy for Fall at 


Manufacturers are hoping they will and 
have made unusually elaborate prepara- 
tions to stage an exhibition worthy of 
New England. A complete dese iption of 
what you will see is contai in a series 
of articles beginning on Page 117 of this 
issue. 


How to Sell Hosiery in the Shoe 
Pi schacnsnknekthehannnses ame 199 


Fall style forecast and buying chart. 
Adequate stock records. 

How to achieve rapid turnover. 

The story of success achieved by Volk’s 
store in Dallas, Texas. 





Can You Afford to Increase Your 
Business? 


It is possible for you to take a pencil 
and figure out whether you ought or 
ought not to attend the Boston Show. 


Statistics show that the average sale 
in the average shoe store is one pair per 
salesman per hour—or, about eight pairs 
a day. 


Now if you come to this great, national 
exchange of ideas, and merchandise and 
pick up new ideas or new lines which will 
increase your sales from—say—eight 
pairs to twelve—or 50 per cent—it will 
certainly pay you to give up a week to the 
job. 


Your presence or absence really boils 
down to a question of whether you can 
or cannot afford to increase your business. 


gig 
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A Peek Into The Future 


AT THE BIG SHOW 


Bigger, better business for the Retailer—the purpose of the Big Show to 
be held in Boston is to put punch in the Business Comeback. 


Here is another opportunity to “get” the other fellow’s angle on the 
situation—to get a line on what’s going to happen, and prepare for it. 


The Big Show will allow you to take a peek into the future. 


The advanced products of the Foremost Shoe Manufacturers of the world 
will be exhibited under one roof. 


An organization of workmen will demonstrate the complete process of 
shoemaking, from the tanning of the leather to the polishing of the finished 
product. 


A retail store of Educator Shoes, with a possible 180 per cent yearly profit, will 
be a feature of the Rice Hutchins erhibit—booth number 101. 


Our Exhibition Booth, our Executive Offices at 10 High Street, and the 
headquarters of our New England Distributors, the Atlas Shoe Company, 
at 612-24 Atlantic Avenue, will be alive with the spirit of the Big Show. 


You're coming to take a profitable peek, of course! 


RICE & HUTCHINS, INC. 


BOSTON U. S. A. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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An Even Flow 


of Merchandise 


Good Reason for Getting Out of the 
Mid-July 


Store in 


T has been often wished by the Recorder that this 
i] great two billion-dollar industry at retail had a 
way of voicing itself, organically and unitedly, 
upon important trade matters. If a unity of interest 
could be expressed in any one style, or group of styles, 
what a saving of shoes could be accomplished. There is 
more unity of interest in one type of shoe at a time than 
the industry is aware of when it nibbles on a dozen 
types to find all sales on one. With a complex of style 
ideas in the merchant’s mind—what chance has the 
consumer to “stay-put” on her selections of footwear 
for immediate wear, much less the shoes needed for a 
month or two ahead as was formerly possible for her 
to buy. 

With such a general condition the only safeguard is 
for a merchant to keep moving—mixing with other 
merchants, salesmen and manufacturers, and getting a 
substantial estimate of his needs through the Recorder 
and these above sources. But for all this, he has to move 
in the direction of the merchants more often—he must 
mix and mould his own style opinion. Therefore, we say, 
use this July as a great educational period and take in 
every market in your pilgrimage for there is merit and 
merchandise in each. 

What is the real significance of the market season? 

What relation does it bear to the economics of 
industry? 

What effect has bulk buying on the factor of prices of 
shoes and of leather? Three pertinent questions and of 
general interest. 

Out of a custom of half-century or more, buyers visit 
the big markets in the months of July and January to 
negotiate in person the orders for shoes needed in ad- 
vance. These two months represent the easiest months 
for these buyers to get away from their businesses, as 


well as represent a period directly in advance of two 
important seasonable openings, namely, September 
and Fall. 

Now, with it established in mind that these months 
are the logical months for the greater number of buyers 
to come to market, consider the point “‘what relation 
the market season bears to the economics of industry,”’ 
and we bump against facts such as these—the market 
season is a term best applied to the actual placing of 
“size and number’’—orders by wholesalers from all 
parts of the country for his advance season. The retail 
merchant comes to market more often to confirm his 
order given to the traveling salesman or to buy jobs and 
floor goods for his basement department. The actual 
buyer—and we speak in terms of volume—in July and 
January is the wholesale house man who places a group 
order to cover his retail customers together with a sur- 
plus stock, to take care of “filling in’’ business. Some 
houses anticipate in huge volume as far ahead as next 
Spring—practically all have covered on Fall styles in 
staples and what orders are now placed are on novelties, 
etc. 

The shrewd men of the trade are watching the trend 
of shoe buying. If the wholesale house buyer puts in 
healthy sized orders, and his fellows rush to follow suit 
—rest assured the coming season will at least maintain 
the present range of prices. 

It can be stated positively that the maintenance of 
the present price scale at least all through the Fall buy- 
ing season, will not only be the sign of a healthy 
market, but will be an actual safeguard to the entire 
trade, from the manufacturer to the retail merchant. It 
is also true that representative merchants the country 
over, report the prospects of a real volume of Fall 
business. 
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Dangerous Tinder in Coal 
Strike 


HE coal strike is an indication of the grave dan- 
gers from the misuse or abuse of collective powers. 
There were the peremptory demands without warning 
or attempt at preliminary discussion and the wholesale 
stoppage of the work because the assumed distatorial 
powers of the leaders were not at once, and abjectly 
acknowledged. Now there are attempts to call out work- 
ers in other industries and induce them to violate agree- 
ments. There were the same attempts at destroying 
property and crippling establishments so that the 
threatened injuries would terrorize the public and force 
a submission. 

It is no hostility to labor or labor unions to point out 
the evil results of such hot-headed leadership which if 
allowed to continue, must ultimately develop into 
anarchy and mob-rule of the worst kind. If laborers 
have real or fancied grievances, persistent agitation in a 
legitimate way and fair-minded discussion with em- 
ployers cannot fail to bring measures of relief. When the 
grievances are not oppressive, but when on the con- 
trary, as in the cases of the iron and steel workers and 
the miners, the men can boast of their ability to stand a 
strike because they have accumulated savings enough 
for a long struggle, the general strike without first ex- 
hausting all other methods becomes a crime. It robs 
the workmen of the earnings they should have and 
causes widespread injury through all other departments 
of industry, with losses and suffering for thousands of 
other workmen who have nothing to say concerning 
the original dispute. 

Some well-meaning persons have argued for compul- 
sory arbitration by government authority as the proper 
remedy, but it is sufficient on this point to ask how the 
awards could be enforced? Employers could not long 
carry on business at a loss on one hand, and it would not 
be easy to force workmen to work under armed guards 
or their equivalent on the other. In New Zealand, for 
example, where something of this kind has had a trial 
both sides have become disgusted. As long as the awards 
were in favor of the workmen, the latter were naturally 
satisfied, but when, as must happen, the decisions were 
the other way, there was fierce denunciation of the law 
and the tribunals and a strong movement is in progress 
for the repeal of the entire law. 

The really effective remedy must come from the 
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workmen in a better understanding of the situation and 
from public sentiment, which will compel a decent 
regard for the rights of others. If a mob of mine workers 
will defy all laws in assaulting and killing all who oppose 
them today, it will not be long before other mobs will 
in turn make war on the miners. The organizations are 
all right as long as they keep within their proper limits, 
but they must not assume to boss all the rest of the 
world. 

The Boot and Shoe Workers’ Union, to which we 
have frequently referred, have set an example of pro- 
moting the interests of the workers, without resort to 
the insane and ruinous method of striking for the pur- 
pose of showing their power for destruction in the 
industry. 

Everyone knows that a mob can destroy in an hour 
what will take decades to rebuild. Men need capital for 
the enterprises which furnish the employment, and it is 
a poor encouragement for capital, looking for invest- 
ment, to feel that it will be at the mercy of irresponsible 
leaders who may order ruinous strikes because of some 
trivial disputes in distant parts of the country. 

In short, if mine owners, or employers in any line 
owe something to the public in the way of furnishing 
supplies of necessary articles, surely by the same rule 
labor unions should have some regard for other laborers 
who must suffer as the result of the reckless and unwar- 
ranted strikes. The labor unions must learn this lesson 
and select leaders who have brains enough to act accord- 
ingly. As long as they neglect this, the workmen them- 
selves must pay the heaviest penalty. 





The Merchant is ‘‘Out of It’’ 


FFORTS of a small group of senators to make 
retail merchants a football of the tariff politics 
has fallen short of the mark. A pathetic spectacle has 
been presented on several occasions in the Senate by 
ardent protectionists, hopeful of bolstering their claims, 
that a high tariff wall must be erected to prevent ex- 
tortionate prices being levied against the American 
consumer. The inadequacy of their arguments is easily 
apparent and few people have been convinced that the 
consumer will benefit by the imposition of high tariff 
rates on imported merchandise. 
Despite the charge of Senator McCumber, chairman 
of the Senate Finance Committee, that retailers were 
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reaping enormous profits on imported goods, there has 
been no effort on the part of the federal agencies to 
prosecute these reported instances of profiteering. Little 
or no credence is given the contention of Chairman 
McCumber that retailers are manipulating newspapers 
in an effort to defeat the pending Tariff Bill. It is gen- 
erally conceded that there is no justification for the 
contention that the press is attacking the tariff measure 
at the behest of merchants who advertise in their col- 
umns. Belief exists that it is merely one of the oppor- 
tunist’s ideas of the senator in charge of the tariff bill, 
and intended to arouse prejudice against merchants, 
especially among the labor element. 

We will never hear the end of “merchant influence” 
on the editorial side of the daily press—but there isn’t 
an atom of truth in it, as many a merchant can testify 
who has read items injurious to his business, and those 
items have oftentimes been run adjacent to his adver- 
tisement. 

The dissatisfaction of Congress is something in line 
with general dissatisfaction of the country with Con- 
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gress. A scapegoat cannot be made of the merchant in 
the case of the tariff delay. 





The “Stunt Flivered’”’ 


HE bald facts are these: A small manufacturer in a 
small city, joining in the game of getting closer to 
the consumer, sent out twenty-five salesmen to sell shoes 
from house to house. He agreed to pay them $1 a pair 
for every pair of shoes sold. After a few weeks’ exper- 
ience he discharged those twenty-five salesmen and 
resumed the sale of shoes through the regular channels. 
He is convinced by experience that house to house 
sales are not what they are cracked up to be, and that 
the only way to sell shoes at a profit, is to sell them 
through good retail stores. 

People have the habit of coming to stores for shoes, 
just the same as they have the habit of going to a thea- 
ter to see a play. Why try to break them of this 
habit? 














Come Out of the 
Shoe Store 


The great season for ‘mizability” 
is in July and August. Plan to visit 
every ‘Main Street” to and from the 
market centers. In every market- 
place there are style showings in 





sample rooms. 


Get Your Fall Selling 
Ideas Early 
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WHEN GOOD FELLERS GET TOGETHER 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet thai was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


NERVES OF THE FEET 


HEN a foot becomes painful, usually nerve 
W fibers somewhere in the affected member are 

sending in a warning to a central nervous 
station, that local trouble exists. There are important 
exceptions to this statement, however, that will be 
explained later. 

Various kinds of nerves perform variable tasks in 
each foot. There are motor nerves which run from 
central stations of the spinal cord through tissues of 
legs to terminate in muscles that control foot motions. 
By means of motor nerves feet can be moved at will. 
There are vaso-motor nerves in blood vessels which 
contract involuntary muscle fibers of vessel walls, and 
these act automatically without knowledge of the 
individual as requirements demand. 5 


f 
There are sensory nerves which carry | © 
messages, or nervous impulses as | 
they are properly called, in reverse 


direction from motor nerves. Sen- 
sory nerves convey nervous impulses 
from feet to spinal centers. There 
are various kinds and combinations 
of sensations carried, as sensations of 
touch, pain, numbness, itching, burn- 
ing, heat, cold. 

How sensory nerves are distributed 
to all parts of the skin of feet is 
shown in Figures 31 and 32. Notice 
the thick pads of fat in which these 
nerves run beneath the outer skin of 
the sole of the foot. There are vari- 
ous other nerves within deep tissues 
that convey sensations from joints, 
muscles, and blood vessels; 
but in the present connection it is 
not necessary to enter on discussion 
of exact distributions of nerves. 

All nerves may act normally, or 
some of them may act abnormally 
at times in transmitting nervous im- 
pulses with unusual ease or unusual 
difficulty. Motor nerves and their 
nerve cells may be dulled in function 
so that muscles to which these nerves 
run become partly paralyzed. If 





bones, 


Fig igure 34—Nerves of the wre of the 
foot as they appear under the skin— 
Afler Toldt’s anatomical Atlas— Re- 
published by special permission of 
Rebman Company, New York. 


motor nerves on the other hand convey nervous im- 
pulses too readily, there may be spasm of muscles. 

When sensory nerves are dulled, numbness or 
diminished sensations of other sorts are noticed. 
Feelings locally may be lost entirely in some nervous 
diseases, and damage to skin may result in conse- 
quence of absence of warning painful sensations. 
Sores may develop at points of greatest pressure on 
heels or balls of feet when sensations are dulled. 

If sensory nerves become excessively sensitive, as 
happens not infrequently in nervous disorders, then 
ordinary pressures of shoes may become uncomfort- 
able so that tasks of fitting shoes may be very difficult. 
Even with normal individuals who make no complaints 

Wo there may be fairly wide variations 
in sensitiveness of skin of the feet. 

Causes of normal, sub-normal and 
super-normal sensitiveness of nerves 
have to be sought in nervous tend- 
dencies sometimes present at birth. 
Certain persons have average nervous 
functions from the outset, while 
others show early weakness or un- 
usually strong, healthy function of 
nerves. During life much depends 
on the state of an individual’s health 
from time to time, on presence or 
absence of recurring nervous symp- 
toms of variable grades which develop 
in response to variable conditions of 
blood, personal habits, and so on. 
Nerves that were weak in the begin- 
ning may become strong gradually; 
or those which were originally strong 
may become weakened and delicate 
from unhygienic modes of living. 

Pale, tired, debilitated persons 
often have so-called neurasthenic 
pains of shifting nature in backs, 
arms, shoulders, necks, legs, or feet. 
Nervous systems of such patients 
are in a condition that approaches the 
transition line between normalcy and 
a pathological state. In such people 
slight (Continued on page 47 
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“I'll be the Prince and discover 
your pretty feet.” 

“And I'll be the Princess to your 
Christopher Columbo,” remarked 
Columbine graciously. 


Ill 


“Be seated, darling. Well cut 
out the pumpkin and the mice in 
livery and substitute a peach and 
a wise old bird. Look ‘em over, 
Birdie. No daintier trotters step 
down the boulevard. N’'est-ce pas?" 
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IV 


“As I live! My petite Cinderella 
of the fireside. This slipper fits 
perfectly!” 

“Bravo! Pierrot! Spoken like a 
Prince. But ‘the slipper has been 
fitting perfectly from the first 
picture.” 


V 


‘How about a taxi to the palace? 
My guests are still shimmying the 
night away!’ 

‘Go to it, Prince; but pause at a 
lobster palace on the way, for I 
would fain get used to living with a 
lobster.” 
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VI 

“And why, my Prince Pierrot, do 
you expose me to lockjaw and cold 
feet by putting that lovely bit of 
footwear over your |! pluses?” -4 

‘Because, dear one, they always 
develop twin soles toward the last 
act of Cinderella. It gives the ef- 
fect of a Boston Style Show.”’ 


Vil 


‘And now for the close-up! Hold 
it, bebe? The photographer's tic- 
kled purple. He wants to get home 
to his radio outfit.” 

“Peace, Pierrot! And make a 
noise like wedding bells. You seem 
to forget who | am!" 
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pressures of shoes may cause as much real discomfort 
as very tight shoes produce on very healthy individuals. 

Mistakes should not be made of attributing painful 
symptoms to flat feet wholly when functional defects 
of nerves constitute the principal trouble. Changes 
of shoes, arch supports, exercises, may fail to give 








Figure 32—Superficial nerves of the ankle and foot— After Toldt’s 
anatomical oii by special —— of Rebman 
Jompany, New York. 
relief until underlying nervous instability is overcome. 
Muscles and nerves apparently may be involved equally 
if poor circulating blood influences both of them in 
unfavorable ways to produce muscle weakness and 
nervous weakness. One physician may emphasize 
muscle strain while another may call attention to ner- 
vous peculiarities, and each may be right_as far as he 
goes with the complete explanation. 

Painful symptoms referred to feet and arising from 
causes acting outside of feet, can be understood clearly 
from leg amputations. Amputations may be followed 
by sensations of pain referred to feet after the latter 
have been removed. Central receiving stations do not 
discriminate between incoming nervous impulses that 
have traveled entire distances from feet and those 
which come from amputation stumps. Centers register 
simply that painful messages have been received 
through usual channels, and they are interpreted as evi- 
dences of trouble in regions usually regulated by nerves 
in question, whether feet have or have notbeenremoved. 

Painful impulses may be transmitted along usual 


sensory pathways from points outside of feet when. 


there have been no amputations. As a result of pull- 
ing or pressure On incoming sensory nerves from lower 
extremities very near to their destinations inside the 
bony spinal canal, there may be painful symptoms in 
thighs, calves of legs, and heels of feet at times, caused 
from strains of lower regions of backs. Sensory nerves 
which have been squeezed or stretched, send in reports 
of pain which are interpreted, as in amputations. as 
coming from regions from which nerves usually collect 
sensations. Relief from leg or foot symptoms has to 
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be sought in proper treatment of back strains, in 
these instances, not in local treatment of legs or feet. 

Sensory nervous pathways from feet to the spine may 
beinterfered with inother waysthanby mechanical pres- 
sures and tensions. Painful impulses may be aroused 
by harmful influence of faulty circulating blood. 
Habitual use of alcohol in large quantities is liable to 
produce alcoholic neuritis in nerves of the extremities. 
In diabetes, there are liable to be disturbed sensations 
in legs and feet from similar obscure effects of cir- 
culating blood on sensory nerve paths. Nerve centers 
themselves may become unbalanced and register im- 
pressions as coming from extremities that never 
started in the latter, as a result of the influence of poor 
blood on nerve cells. 

Shifting pains in different parts of the body due to 
debility, anaemia, loss in weight, have been alluded 
to earlier. Blood defects of anaemia and debility, 
appear to be important in producing neurasthenic 
pains of temporary character. One patient who con- 
sulted the writer complained of vague foot pains for 
which he had purchased five new pairs of shoes in a 
short time. He also had occasional pains in his wrists, 
and his eye muscles became fatigued quickly. He 
complained of depressed feelings which increased and 
finally led to an attempt at suicide. 

Morton’s toe is a name given to a local painful dis- 
turbance in third or fourth toes usually. Sharp locali- 
zation and severity of symptoms suggest that a single 
sensory nerve in the ball of the foot is being pinched 
between bones, painful feelings being referred in usual 
manner to the region from which the particular nerve 
normally collects sensations. Proper treatment con- 
sists in relieving the harmful pressure; and this may 
be accomplished at times by shoes, by anterior arch 
pads, by operations, or by physio-therapeutic measures. 

Main facts that shoe fitters need to realize clearly, 
are that various causes in other regions of the body 
may produce aches and pains in feet; and that it is 
useless to try to relieve symptoms by footwear alone 
which are derived from such origins, although careful 
fitting of shoes always is indicated. Flat feet, on the 
contrary, may contribute to development of painful 
symptoms at a distance in knees and backs as will be 
explained in another chapter. 





One Worthy Endeavor 


To provide good shoes for school children, whose par- 
ents are unable to buy them, is a problem in many a 
community. In one neighborhood of the North Shore 
district in Massachusetts, it is being solved by a public 
school association. This association is raising $1000, by 
various methods. It will use the money for providing 
shoes and clothing, for needy pupils. A message from 
the teacher to the association, will provide what the 
child needs, and the youngster may not know the origin of 
the gift. Incidentally, a shoe manufacturer is president 
of the school association, and working for it is his hobby. 
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The Lady Shopper Passes By 


A Human Interest Drama from Real Shoe Store Life—Lots of Action 
—Plays All Summer—And Then Some 


(By way of explanation—One bright sunshiny day in June, a 
retail shoe merchant from the State which has furnished so many 
presidents lo the White House, came into the editorial department to 
get some information from our Research Department. He obtained 
same, then he talked. He is a man of positive ideas with a keen sense 
of humor, and above all, a clever merchandiser. But, he does not like 
the ladies—that is as shoppers, and so he has sent us the following 
dissertation from real shoe store life. 

His “typewritten” manuscript (with apologies to the typewriting 
machine), he tells us, “was written by a Filipino on Sunday.” and 
he adds, “I do not think that the Filipinos shoutd have their inde- 
pendence. I think they should be locked up.” 

It may be that some of his brother shoe merchants throughout the 
country are Filipinos when it comes to typewriting. However, 
that as it may, his ideas so graphically expressed were found very 
interesting to the Recorder woman, and she feels that they will be fully 
as interesting to shoe men who have doubtless been the principals 
many times in similar shoe store dramas.) 


HAT a disagreeable subject! Don’t grit your 
teeth. You have handled the subject before, 
let me do it now. 


Do you have a vision of a regal creature, faint rustle 
of soft garments, poised lorgnette, “Send it on approval 


Lwant 
A SmaAce SIZE 
SHOB — SOMETHING 


YOU WANT SOMETHING 
EXPENSIVE But 
CHEear DonT 


to Blank Street,” then, in the limousine, “Home, 
James?” Well, then—hold it. That’s the shopper. They 
are all like that. At least that is the impression she 
wishes to give. “The customer is always right,” so play 
the game! 

There is a legend that a lady came in a shoe store and 
said: “I would like a small sized shoe, something large 
and comfortable.” The clerk replied: ‘You want some- 
thing expensive bui cheap, don’t you?”’ She answered 


“Yes.”” Now we think that “formula” covers all cases. 
Let's try the first proposition, “A small size shoe that is 
roomy and comfortable.” 


“A Small Size— Roomy and Comfortable”’ 


All set? Lady comes into the store. Conduct her to a 
seat. Start a little dissertation on style. Having secured 
her pleased attention, gently remove her shoe. Note the 
small projection under the silk stocking at about the 
position of the small toe. Let the lady breath two or 
three sighs of relief. Slip on an oxford. Have it large. 
Then a strap pump. You may use ditto marks here for 
a while. But keep them a little large. Finally she says: 
“I believe I like that style, but don’t you think the shoe 
is a little large?” Take your size stick and measure her 
foot. The customer will inquire: “What size do I really 
wear?” Studiously consulting the size stick you reply, 
“You want a 4% A.” You have not prevaricated. That 
is what she wants, but of course, she can’t get it on her 
foot,—following her suggestion select a shoe in the 
wanted style that will fit reasonably tight. As she steps 
on the rug, she realizes that/all this fitting has irritated 
the corn and if she takes that shoe off it will H URT. 
Rather than admit defeat or chance that corn in the 
open she will wear the shoe out of the store. 

Is that all there is to fitting? Let me ask you a ques- 
tion. You have read articles on “Quacktopedics,” care 
of the feet and shoe fitting. During those years the 
manufacturers designed and the merchants sold shoes 
with 4)4-inch vamps and 16-8 French heels. Did you 
ever see a foot shaped like one of those shoes? 


“Something Expensive, but Cheap” 


But thenext topic “Something expensive, but cheap.” 
Perhaps you think you have it in stock—one of those 
high-heel, pointed toe boots. They were expensive 
enough. Probably cost you $8; also cheap, worth about 
98 cents. 

But don’t spring that on her. She would probably 
look you coldly in the eye and say, “Is that all you 
have?”’ You would then get a snappy shoe in a cheap 


‘grade. A short inspection and “I don’t like that shoe.” 


Take a brace, you are slipping, grab the best one you 
have and make a perfect fit the first trial. She will lan- 
guidly ask the price and then, “It doesn’t feel just right 
on my foot, besides I did not want to pay so much as I 

only wanted it for the house.” 


Intermission—Subject **Vacations”’ 


Let us digress a little right here. Where are you 
going to spend your vacation? One likes to be out of 
doors this warm weather, doesn’t he? 
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Did you ever see a lady drive up to a crossing signal 
with her right hand and turn abruptly to the left? 
“Mercy, couldn’t you see where I was going? I did 
NOT signal, I merely waved my hand at a friend.” 
The writer asked a clerk in a ten-cent store which 


IL HAVE BEEN To 
NEARLY EVERY 
STORE IN TOWN AND 
I JuST CANT GET 

i. WHAT L WANT ! 


customer she preferred to wait on, a man or woman. 
She replied, “A man. Ten to one and every time. 
Women will paw over and disarrange every article on a 
table as they pass along, then, instead of coming where 
I am at, they stand at the end of the counter and make 
me run down there just to wait on them, but. of course, 
you can’t say anything.” 


Service, Service and More Service 


Certainly not, the policy of a store is service and 
more service. Perfectly right if the shopper is willing 
to pay for it. A city clerk spent 40 minutes selling 
mother and daughter two pairs of cheap shoes. The 
mother remarked, “You ought to give us something for 
buying two pairs of shoes at once.”” He asked: “Lady, 
did you ever tip a shoe clerk?” *“‘No do they?” The clerk 
replied, ““No, but why not? The bell-boy gets 25 per 
pitcher for ice water and the Pullman porter receives 
50 cents for one minute’s exercise with a whisk broom. 
The shoe clerk may try on shoes for 30 or 40 minutes, 
and not make a sale. All he will get is a contemptuous 
look and have to put the stock away afterward.” 


A Reply Which is a “Classic” 

The real shopper does not pay for one-tenth of the 
service she gets. The consumer pays it and he objects 
to the cost. There are about as many ladies’ shoes 
wasted as worn. The depreciation is too heavy to admit 
of low prices. You have heard this remark—it is a 
classic: “J have been to nearly every store in town and I 
Just can’t get what I want.” 
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Did you ever figure the store cost of one of those 
shopping expeditions, the depreciation of dead display 
stock? Or the store loss on a dozen shoppers in a busy 
day? The writer has. We do not mean to imply that all 
shoppers are women, or that all women are shoppers. 


All Women Not Shoppers 

A lady came into our store for a child’s strap pump. 
Owing to the heavy business stock was exhausted on 
that size. We apologized, hoping to serve her next time. 
We had some in transit and were going to the shoe mar- 
ket in a few days. She replied, “I will pay you for them 
and you can let me know when they come.” Do you 
think that customer got a fine pair of child’s pumps by 
parcel post? Yes, most emphatically, yes. 

Then there are the mothers who come in and say: 
“IT want shoes for the girls, I would like to see Mr. 
Blank.”’” Now, Mr. Blank knows a lot of those girls. 
They are fine, pretty girls and all friends of his, so he 
fits them in shoes that are just right. Mother says in a 


WHAT SIZE 
Do I REALLY 


WEAR ¢ 


low voice, ‘“‘How much?” Then, “Is that all? I did not 
think I would get off that easily on shoes for the girls, | 
believe I will get a pair for myself.” 


A Better Business Recipe 

That is the answer to the manufacturer who thinks 
that without the rapid changes in style and the enor- 
mous waste the factory could not run. 

With styles saner and fewer and prices lower, the 
fathers and mothers and those who are “‘skimping”’ and 
doing without would come into the market with in- 
creased consumption of goods. The masses of the people 
would be better and more comfortably dressed, while 
the wheels of industry would hum still faster. 
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FRANK W. WHITCHER 


General chairman of the convention committee of the Nationat 
Leather and Shoe Finders’ Association 


Finders to Have Big Convention 


vention of the National Leather & Shoe Finders’ 

Association, which is to be held in the Copley 
Plaza Hotel, Boston, July 17 to 20th, inclusive. At 
this convention officers will be elected to succeed those 
whose terms expire this year. The following announce- 
ment has been made by Secretary Knapp in the Na- 
tional Association’s Bulletin: 

“As provided for in our by-laws (Art. III, Sec. a) I 
am furnishing below the names of the Nominating 
Committee who have been appointed by your exec- 
utive committee, to serve at the Boston convention: 

“Henry Spies, 1414 W. 9th Street, Cleveland, Ohio; 
J. H. Wilensky, 23 S. Forsyth Street, Atlanta, Ga.; 
S. W. Burtchaell, 619 Mission Street, San Francisco, 
Cal.; P. W. Peterson, 23 S. Wells Street, Chicago, IIl.; 
W. N. Hinckley, 1607 Houston Street, Ft. Worth, Tex. 

“They will place in nomination regular members 
only, for the following offices, which will become vacant 
at the time of the annual convention at Boston, July 

7-20, 1922, at the Copley Plaza Hotel: 

“President, five vice-presidents, treasurer, four 
members of the executive committee who will serve 
for three years, national councillor to the Chamber of 
Commerce, U. S. A., and national representative to 
the Chamber of Commerce, U.S. A. 

“Present members of the executive committee will 
retire at the time of the Boston convention: J. L. 


Pas are practically completed for the big con- 


Marx, Edw. E. Gustin, J. H. Wilensky, and W. H. 
Potts. They will not be eligible to election on the 
executive committee for one year. (See by-laws, Art. 
II, Sec. e.) 

“This information is given you at this time so that, 
should you have a choice for any or all of these offices 
to be filled, you: may register such choice with any 
member of the nominating committee, and that body 
will give your choice due consideration. 

“The nominating committee will choose its own 
chairman when they meet at Boston.” 


Interesting Program Arranged 


The committees appointed to take charge of the 
various activities have been very busy, and have suc- 
ceeded in arranging a program which leaves nothing to 
be desired either in the way of useful and valuable 
business information and guidance, or in the interest- 
ing entertainment which they have provided for the 
members and guests. Addresses are to be given by 
prominent men connected with the industry, which 
should be of valuable assistance. Speeches are to be 
given by Governor Cox and by other notable men. 

Frank W. Whitcher of the Frank W. Whitcher Com- 
pany, Boston, is general chairman of the committee in 
charge of the convention, and his deep interest in the 
association and his well-known energy make him par- 
ticularly valuable in that capacity. 








July 1, 1922 


George A. Stetson of the Elastic Tip Company, Bos- 
ton, well known through his connection with the Rub- 
ber Heel Company of America, is vice-chairman. 

William E. Thayer, who has served as corresponding 
secretary of the Greater Boston Leather & Shoe. Find- 
ers’ Association, is secretary of the committee. 

Eugene Sherry of E. C. Sherry & Co., one of the 
original members of the association, and widely known 
throughout the trade, is treasurer of the committee. 


Chairmen of Various Committees 


George A. Stetson, Elastic Tip Company, Program 
Committee. 

Herbert A. Derry, U. S. Rubber Company, Finance 
Committee. 

James W. Meloon, United Shoe Repairing Machinery 
Company, Hotel Committee. 

Major Charles T. Cahill, United Shoe Machinery 
Corporation, Publicity Committee. 

Stephen R. Nichols, Frank W. Whitcher Company, 
Badge and Registration Committee. 

Arthur R. Baker, United Shoe Repairing Company, 
Information Bureau. 

Charles B. Baldwin, United Shoe Machinery Corpo- 
ration, Transportation Committee. 

Bertram Urban, Kistler Leather Company, Reception 
Committee. 

Walter F. Baker, Charles F. Baker & Co., Entertain- 
ment Committee. 

Miss Mercy V. Nichols, Ladies’ Reception Com- 
mittee. 

Entertainment Plans Completed 

The entertainment committee, under the chairman- 
ship of Walter F. Baker, has arranged a program which 
embraces features that will appeal to all. Banquets 
and luncheons have been arranged; points of historical 
interest will be visited, and trips both by land and 
water to many of the beauty spots will make the visit 
an interesting one. Massachusetts in mid-Summer 
offers an abundance of attractions, and Boston, with 
its historic points, its parks, and, within an hour or 
two’s ride, the many famous Summer resorts—all go 
to make it an ideal spot to visit at this time. 
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The committee has arranged the following schedule 
of entertainment: 

Monday Evening—Reception and get-together party. 
Copley-Plaza Hotel, 7.45 P.M., in the convention hall, 
with a lecture by F. S. Jones of the traveling depart- 
ment of the Boston & Maine Railroad, with illustra- 
tions of all points of interest from Provincetown up the 
South Shore and the North Shore, through the White 
Mountains. Immediately afterwards reception will 
commence. There will be dancing, and ice cream, 
cake, and coffee will be served. 

Tuesday—Ladies will start from the Copley-Plaza 
at 10.30A.M. in automobiles for a drive to Marble- 
head, and, if time permits, to Manchester, returning - 
for lunch at either the Relay House, Nahant, or the 
Point Shirley Club, Winthrop. Men’s luncheon will 
be held on the Westminster roof. In the evening the 
Tom-Tom Club takes charge of the entertainment. 

Wednesday—Entire convention leaves Copley-Plaza 
Hotel in busses for Rowes Wharf at 9 A.M. Special 
boat will be at wharf, sailing down Boston Harbor, ar- 
riving at Pemberton at 12.30. Swimming may be en- 
joyed in the pool. Lunch to be held at Pemberton Inn. 
After lunch the boat will take all to Nantasket. Every 
one for himself until 6 P.M., when dinner will be served 
at Paragon Park, where there will be an entertainment. 
In the evening busses will meet boat at Rowes Wharf 
and carry guests to Copley Square. 

Thursday—Ladies will take automobiles at 10.30 _ 
A.M. from the Copley-Plaza Hotel for a trip through 
the Fisher Hill section of Brookline, arriving at Norum- 
bega Park in time for 1.30 luncheon. At 4 o’clock autos 
will be ready to take them back to the hotel. Men’s 
luncheon will be held at the Hotel Brunswick. Ban- 
quet will be held at 7 o’clock. There will be speeches 
by Governor Cox, the president of the association, and 
a Chamber of Commerce member. Immediately after, 
the floor will be cleared for dancing. 


Reduced Rates to Boston 


Arrangements have been made for reduced fares to 
Boston on the basis of fare and one-half for the round 
trip, on the so-called identification plan. Under this 








Two Timely Products Manufactured 
North of Boston 


No matter what the high style trend may be, 
good, substantial oxfords will surely have 
their place in the scheme of things this Fall 
and Winter. The spat shown was made by 
C. R., -Whittredge ¢ Co. of Swampscott, 
Mass., and the oxford by Hennessey, Maz- 
well and Hennessey, of Lynn. 
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plan every member of the association will be furnished 
with identification convention certificates for himself 
and members of his family, so that they may partici- 
pate in-the reduced rates. Tickets “going” can be pur- 
chased on July 13 to 19 inclusive, and “returning 
tickets” will be accepted to destination not later than 
midnight on July 26. An effort is being made to have 
the return date extended beyond the ordinary limit. 

In order to purchase these round-trip tickets at the 
reduced fare, it will be necessary that members present 
to ticket agents identification certificates, which will 
be furnished by the National Association. One iden- 
tification certificate will be required for each member, 
including dependent members of his or her family, and 
it will not be necessary to furnish separate certificates 
for dependent members of the family, if the tickets are 
purchased to include such dependents at the time the 
member's ticket is purchased. 


Officers Of Association 


President, W. G. Battle, James Clark Leather Com- 
pany, St. Louis; treasurer, P. W. Peterson, Chicago 
Shoe Store Supplies Company, Chicago; secretary, 
George A. Knapp, 812 Pontiac Building, St. Louis; 
vice-presidents: first, Albert J. Ehlers, Thompson- 
Ehlers Company, Chicago, IIl.; second, C. H. Triesch- 
mann, C. Trieschmann Company, Milwaukee, Wis.; 
third, C. A. Workman, Ohio Leather Company, Co- 
lumbus, Ohio; fourth, Paul B. Hyatt, Scheibler & Co., 
Memphis, Tenn.; fifth, John H. Kalb, J. J. Kalb & 
Sons, Rochester, N. Y. 


California Merchants Elect Officers 


Pasadena, Cal., June 26—On Thursday, June 22, the 
last day of the convention held here by the California 
Retail Shoe Dealers’ Association, N. S. R. A. commis- 
sioner, George Spangler, spoke at some length on the 
work done in Washington to refute the charges of profit- 
eering and in connection the president read a wire from 
the chairman of the Agricultural Inquiry Committee 
containing a summary of the findings of the committee 
as follows: 

“In the retail shoe trade the average profits for the 
entire period from 1913 to 1921 inclusive were 6 7-100 
cents for the consumer's dollar. In 1919, the high profit 
peak, the average profit was 9 13-100 cents.” 

This report which will be released in July clears the 
retail shoe merchant of profiteering. Mr. Spangler also 
urged support of the National Organization and spoke 
of the work the Harvard Bureau of Business Research 
is doing. 

Other speakers included Clark J. Milliron, income 
tax attorney, and Wm. C. Kateman, certified public 
accountant, on how to prepare profit and loss state- 
ments. 

The convention program as a whole was directed 
towards the average-sized shoe concern, and dealt with 
its problems. 
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Officers elected were Chester Herold, president ; Fred 
E. White, first vice-president; Max Streisher, second 
vice-president; Melville Kauffman, secretary-treasurer ; 
directors, Paul Jesburg, Frank More, Charles Dahly, 
Lou Brayton, C. A. Cover, Henry Peters—to serve for 
three years. 

The next convention will probably be held in Oak- 
land. 





E. T. Shipp Severely Injured 
Brockton, Mass.—E. T. Shipp, who travels the Pa- 
cific Coast for Field & Flint Company, and who is 
probably as well known to retail shoe merchants from 
coast to coast as any man in the country, was the vic- 
tim of a serious automobile accident on June 12, when 
his car collided with another car in San Francisco. 
Both machines were badly wrecked, and Mr. Shipp, 
who was sitting on the rear seat, was thrown forward 
against the back of the front seat. He suffered a com- 
pound fracture of the left leg, a broken rib, and severe 
lacerations and bruises. He will be confined to the 

San Francisco Hospital for a couple of months. 





Importance of Ankle Dress 


“Ankle Dress” —a new term in footwear language— 
shows the importance of hosiery in shoe stores. Hosiery 
is footwear, just as truly footwear as are shoes. Men 
have begun to pay more attention to “ankle dress ”’ 
and the ladies continue to see to it that their hosiery is 
matched with footwear. Four of the types of “ankle 
dress’’—and those well understood by the expert hos- 
iery buyers—are the full-fashioned, the mock seam with- 
knots on either side of seam, the seamless and the seam 
less with mock seam. The “‘full-fashioned model’’ is 
‘‘fashioned”’ or fitted at the ankle through the foot and 
the entire leg. One of the principal earmarks by which 
the full-fashioned stocking may be designated are the 
little knots on either side of the backseam at the calf of 
the leg. 

The mock seam is also known as “‘a knit seamless.” 
A new patented process shapes the ankle to a per- 
manently smooth fit, eliminating stretching or wrink- 
ling of ankle or heel; the machine on which this model 
is knitted produces the fashioning knot and the back 
seam of the full-fashioned hose. This model distinctly 
differs from the first in its method of making, inasmuch 
as the “knit seamless’’ is knitted on a round surface, 
whereas the full-fashioned is knitted on a flat surface. 

The “seamless” is knitted on a round surface and no 
attempt is made at camouflaging. This is a stocking 
which is not fashioned to the foot or leg and its fitting 
qualities cannot be guaranteed—it may fit well for a 
while, and later may bag at different points. It shows 
neither seam nor knots in the back. 

The fourth model, or the “seamless with mock seam,” 
is made exactly like the third type mentioned, but in 
order to ‘‘camouflage”’ a bit the back is gathered into a 


seam. 
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Vulco-Unit 
Children give their shoes more abuse than their elders. 
The Vulco-Unit Box Toe being durable and abso- 
lutely waterproof, will double the life of little shoes. pe 


The Genuine ** VULCO-UNIT ”’ BOX TOE is-made and sold only by 


: 


rnocess ano BECKWITH MANUFACTURING COMPANY 


PRODUCT: 


oe 111 SUMMER STREET, BOSTON, MASS. 
Largest Manufacturers of Box Toes in the World 


Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. Cincinnati, GEO. A. SPRINGMEIER CO. 
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ever VF as Done Before! 


THE OPERATING EXHIBIT 
AT THE BOSTON SHOW 


EEPING faith with the sound ideals which 
have made New England shoe manufactur- 
ing a synonym for daring supremacy, seven 
Yankee companies, with a total capitaliza- 

tion of more than half a billion dollars, 
| have banded together to do a wonder- 

ful, a tremendous thing—a feat never 


before attempted. 


In an independent Operating Exhibit at the “Boston 
Show,” Mechanics’ Building, July 10 to 13, these companies 
plan to operate the machinery and factory organizations 
which will actually produce, before the eyes of thousands, 
the leather, the lasts, the patterns, the linings and other 
important elements of shoe manufacturing and then, in the 
most complete model shoe factory ever assembled, will unite 
these various materials into men’s footwear to the utter- 


most detail of entirety. 


To cap the climax, these shoes will then be sold to the 
public, which has watched their complete evolution, in a 
specially erected and equipped retail shoe store, perfect in 
detail from the rubber tiled floor to a modern accounting 
department. This feature alone will be a fascinating 
attraction to the legion of retail shoe store proprietors who 


will attend the show. 


Such is an unjustly brief synopsis of a scene of feverish 
activity which will transform the street floor of the big 
convention building at Boston. Before the Show is a day 
old, the news will spread broadcast that here is a sight never 
before witnessed in any place in the world and one which, 


because of the great expense entailed in its production, may 


never be repeated. 


An Object Lesson in Production 


From its very nature, the Emerson Shoe Company’s 
exhibit will occupy about one half of the entire available 
floor space. Gathered about it, according to the laws of 
scientific production, the following firms will manufacture 
and feed their products to the Emerson Shoe Company’s 
model shoe manufacturing plant: the A. C. Lawrence 
Leather Company, making chrome-tanned upper leather; 
the United Last Company, creating models and turning 
lasts; the Dunbar Pattern Company, showing how closely 
the arts of styling and pattern making are united; the 
Farnsworth, Hoyt Company, weaving shoe lining; the 
Tolman Print, Inc. printing labels for shoe cartons, and the 
United Shoe Machinery Company’s machines in action in 
the great Emerson Shoe Company’s demonstration of 


American shoe-making. 


The World’ s Largest T annery in Miniature 


To condense even one department of the largest tannery 
in the world into a few hundred square yards is in itself a 
triumph. The A. C. Lawrence Leather Company will do 
this and, with a working force of about thirty operatives, it 
will show a curious public the intricate and interesting 
processes through which the Lawrence famous chrome tanned 
upper leather must go, from the trimming of the untanned 
skin on the beam to the beautiful glazed, ironed and 
boarded skin on the table, ready to be bundled, labeled 


A.C. Lawrence Leather Co. 


BOSTON, MASS. 
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and shipped. Five of the most important machines of a 
tannery will work the skins in the same way and rotation as 
in the gigantic Peabody plant; a cheeking machine, a 
Whitney fleshing machine, a Turner shaving machine and 
staking and glazing machines by Slocomb. Interspersed 
between these machine operations will be the soaking, 
liming, unhairing, washing, tanning, setting-out, coloring, 
seasoning and final finishing, in the usual paddle-wheels or 
by hand, as the process demands. 


The entire exhibit will be arranged so the visitor can walk 
through this little tannery in comfort and follow the skin, 
step by step, to its completion, ready to be made into 
Emerson Shoes. Courteous attendants will answer all 


questions. 


The Heart of the Style Mystery 


Shifting now from the great basic material to that illusive 
stuff called Style, let us step to the section occupied by the 
United Last Company and then to that of the Dunbar 
Pattern Company. In these two departments the public and 
the visiting merchants will gain a clear insight to the heart 
of that mysterious element of the shoe industry which gives 
it life, movement and color—the creation of styles. 


Until one has actually seen the genuine art and handi- 
craft with which a model last is created, brought into being 
with all the study and inspiration which goes into the making 
of a fine violin or a carven statue, he can have little concep- 
tion that here is as true an art as any in the world. This 
will be the the message the United Last Company will try to 


Dunbar Pattern Co. 


Boston New York Sr. Louis. 
BROCKTON CHICAGO 
























broadcast to the public. This company will show the 


modeling of the last down to its final velvet finishing. Then, 






on one of the most modern of last-turning lathes, certainly 






one of the most fascinating machines to watch in the entire 






shoe industry, the lasts will be turned from the rough maple 






blocks and finished, ready to go foward to the Emerson 






plant. 





Breathing Life Into Wood 





In this exhibit one will see the miracle performed of breath- 





ing life into a dead block of wood—the concentrated genius 






of the ten great individual producing establishments of the 






United Last Company, conveniently located in every shoe- 






producing section of the nation as well as one in Canada. 






The Inspiration of Style 





Interlocking with this admirable presentation of last- 
making genius, is the sister art of the Dunbar Pattern 
Company. It will be crystalized so the beholder may 
keenly realize that shoe designing and pattern making are an 
all-important branch of the footwear world. 
He will see how the manufacturer depends upon 
the designer to bring into his line the style 
which must sell the shoe. And the merchants 
will get acquainted with the men who make the 
fashions which move stock over the counter. 













Two Branches in Pattern Making 







In their operating exhibit, the Dunbar Pat- 
tern Company will clearly show the two sepa- 
rate branches of pattern making: the designing 













United Last Company 


BOSTON, MASS. 












or model making—a model pattern of the shoe being drafted 
from the last—and then the mechanical construction of the 
pattern for use in the adjacent Emerson Shoe section for 
cutting the upper leather which is coming from the A. C. 
Lawrence company’s tannery across the way. 


Pattern Making from A to Z 


Both of these activities will emphasize the care and 
accuracy so essential in pattern making, as well as the 
downright genius and artistic ability and the sense of 
proportion demanded in pattern creation to bring out in the 
finished shoe a pleasing result to the eye as well as fitting 
qualities which are absolutely correct. The grading of sizes, 
by machine, filing, stamping, binding, finishing and finally 
the testing of the pattern for size and accuracy will also be 
shown in every detail. This company covers the shoe 
manufacturing of the country with five plants in various 


sections. 
An Innovation in Lining Weaving 


For the first time in the history of shoe making, the 
Farnsworth, Hoyt Company will show a shoe lining being 
woven outside of the mill in their space at the co-operative 
‘exhibit. The Red-Line-In Lining, such as will be woven at 
this exhibit, will be used exclusively in all of the shoes made 
at the Show by the Emerson Shoe Co. It is only within the 
past few years that the fundamental importance of lining in 
the shoe has been adequately appreciated by manufacturers, 
merchants and wearers. All three will have ample oppor- 
tunity to make a careful study of the weaving and material 
of this strongest and longest-wearing lining. ““Rushur-Wear- 
Proof” lining will also be exhibited to show its remarkable 
moisture-repellent properties. 


Farnsworth, Hoyt Co. 


BOSTON, MASS. 

















The Shoe Carton Label 


It is interesting to know that forty-seven years ago, in 
1875, the late Fred Sawin Tolman conceived the idea of the 
Label for the Shoe Carton. About that time he originated 
many of the Trade Mark designs in use today. 

The Tolman Print, Inc. now furnish most of the labels 
used by the Shoe Trade. Millions of labels are turned out on 
their presses each month and one of their swift-running 
automatic presses known as the “Kelley” Press will be at 
work in the Show turning out labels for the Emerson Shoe 
Co. and others at the rate of several thousand sheets 
an hour. 

This “‘Kelley” Press in action will be well worth seeing as 
will also the Tolman exhibit in the up stairs Exposition where 
they will not only show Labels but also Printed Advertising 
for the Shoe Trade, Catalogs, Booklets, Broadsides, Show 
Cards, Price Tickets, and Shoe Tags of every description, 


including the Manifold Tag. 


Emerson—The Peak of The Exposition 

Thus, like climbing a pyramid, we arrive at the peak of 
this unique exposition—the model shoe factory equipped and 
operated jointly by the United Shoe Machinery Company 
and the Emerson Shoe Company. 

Described in terms of money, it will require thousands of 
dollars merely to “‘put it on,” to use a theatrical expression, 
and this outlay will actually exceed the overhead production 
expense of many pretentious Broadway plays. Pictured in 
terms of labor and planning, the best brains of a great shoe 
factory and an immense machinery company have been 
working and coéperating for months to do it correctly and 
completely. Over one hundred machines will have to be 
installed and connected with an individual motor drive—a 
tidy bit of electrical work alone for a mere preliminary! 
Sketched in terms of activity, more than 12¢ intelligent and 
practical superintendents, operatives and mechanics will 


Tolman Print, Inc. 
BROCKTON, MASS. 
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oversee the production of such ponderous, noisy and spectac- 
Eyeletting 
Machine illustrated above, Pulling-Over machine, the Good- 


’ 


ular shoe-making machines as the “Samson’ 


year Stitcher, the Welting Machine, the Lasting Machine, 
and many others which have helped to build up a great 
industry by a system of standardization. The United Fast 
Color Eyelet Co., will also exhibit here. 


Complete in Detail—Convenient in Arrangement 


The one, outstanding fact emphasized by the officials of 
both companies behind this shoe manufacturing drama is 
this—completeness of detail and convenience of arrangement. 
Aisle by aisle, the life of a growing shoe will develop under 
the eyes of the crowds which will follow its plainly placarded 
course from machine to machine. It will be better than any 
trip through any shoe factory could be because each machine 
will be named and explained by a sign and each operator will 
be instructed to answer all questions. Booklets of informa- 
tion will also be distributed, fully illustrated and making a 
splendid souvenir of the affair. 

Every smallest operation going into an Emerson shoe at 
the Rockland plant will be reproduced, from the reception 
and testing of the leather as it comes into the leather room 
at one end of the factory, until the inspected and O. Ked 
Emerson shoe is wrapped in its carton, with the filled- 
in size label pasted on the end of the latter. 


The United Shoe Machinery Corp. 
BOSTON, MASS. 
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Mighty ‘‘United’’ Machines— 
Almost Human! 
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The (ompleted Emerson Shoe— 
Sold in-An Emerson Store 


There is no better way to grasp 
the wonderful completeness of this 
model factory than to remember 
that the very shoes which are 
manufactured in it will be sold in 
the model Emerson Shoe Store 
connected with it. The manufac- 
turers make the statement that it 
will be a perfect replica of the 
standard Emerson Shoe Store. No- 
thing will be omitted—nothing will 
be added. Dealers will be priviliged 


to go through all the motions of 


buying a pair of Emerson shoes 


without the use of real money, if 
they desire, and can then go behind 
the scenes and see exactly how 
Emerson shoes are stocked and 


merchandised. 


This is Your Invitation 
The Operating Exhibit of Shoe 
Manufacture cordially invites you 
to test its hospitality and interest- 
ing instruction during the mornings, 
afternoons and evenings of the 
““Boston Show.”” Come—and make 


vourself at home! 


The Emerson Shoe Co. 


ROCKLAND, MASS. 
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The country is looking to the 
city of slippers, Haverhill, for 
those popular novelties as will be 
pleasing to stylish girls and women 
during the Fall season. 

Haverhill has reached a new 
pinnacle of usefulness in its style 
service to the retail merchant. 
Probably no city in the country 
has adapted itself so consistently 
to the policy of getting shoes de- 
signed, displayed, manufactured, 
and distributed with the speed 
possible in Haverhill. In the high 
boots era, Haverhill was not as 
busy as it might be, but today 
with the law of style indicating 
pretty patterns in slippers, there 
is no limit to the call for Haverhill 
novelties. 

With the smarter patterns of the 
past 12 months, merchants have 


The Git , SL 
Style 


found that shoes built in Haverhill 
are saMible at a wider margin of 
profit to them, plus the safety of 
having good workmanship and a 
diversity of materials and patterns 
along with speedy deliveries. 

Haverhill is fortunate in work- 
ing as a unit—for pride in the city 
is a part of the business. There is a 
real spirit of fellowship, though 
competition is intense. Haverhill, 
therefore, is grouped in the Boston 
Style Show to show to the world 
that Unity of accomplishment 
makes a better product for ali, as 
well as the creation of Universal 
Interest in the slippers made. 

A study of the Haverhill exhibit 
at Mechanics Building, and a close 
inspection of the models on the 
runway are but two points of in- 
terest in Haverhill. The real thing 
to do is to arrange for a trip to that 
alert and enterprising city on the 
Merrimac, where every merchant 
should know and see where his 
goods are being made. 


July_1, 1922 
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FINE MATERIALS 
SNAPPY LINES 
A PROFIT TO YOU 


Style 936 


IN STOCK, FOR AT ONCE DELIVERY 
ORDER TO-DAY 





The above illustration represents a woman’s Goodyear Welt 
one strap carrying 13-8 heel. Nude Buck inlaid vamp and 
quarter. Also the same with inlaid quarter and plain vamp. 
Widths B and C. Sizes 3-8. 


Price $3.75 Net 


aa R-ILL,MASS. 


WAS * LN 
BOSTON OFFICE: 143 LINCOLN STREET 


See Us at Haverhill Section, Boston Style Show 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Brown Kid Vamp with Brown Ooze Quarter 
makes a very attractive combination for 
Fall and they can be used in a great variety 
of styles satisfactorily. |The above illustra- 
tion suggests only one of these. 


«Kimball and Sherman Quality” 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BLDG., 10 HIGH ST., ROOM 701. 
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“SHEBA”-by GOODRICH 


IN STOCK 


Beaded Black Satin, 16-8 LXV Heel White Kid, 14-8 Spanish LXV Heel 
PRICE $5.75 NET PRICE $6.00 NET 


THE “BABBIE” 


we a Hie New Round Toe. FE eee 
PLAN TO ATTEND 


| 25 cents a pair extra , 
| for ceders less than |  Aschoved-Arch Sten! Shank. | The BOSTON SHOW 
Selected Soles and Counters. | 


three pairs. 








| 
and the Haverhill Section 


One-Inch Heel. al ES 


Immediate Deliveries in the 
following widths: 


AA—3 to 8 
A—3 to 8 
B—2 to 8 
C—2 to 8 





B10C—Pat. Chrome Cut-Out Quarter. B101—All Patent Leather. 
PRICE $4.75 NET PRICE $4.75 NET 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 
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WOMEN’S TURNS ann McKAYS 


Black Satin One- 
Strap. Junior 
Louis Heel. 





one of the latest selling styles for street and 
Orders are made up on four weeks delivery. 


Send for Samples and Prices 


STOCKBRIDGE SHOE CO. 
HAVERHILL, MASS. 


Our Mr. J. N. Ham will be at our Boston Office, 207 Essex Street, Room 214, every day during July. 


This shoe is 
evening wear. 
















































THE HEBERT SHOE COMPANY 


Successors to 


Cushman & Hebert, Inc. 


Makers of Medium Grade Flex- 
ible McKays for Volume Buyers 

Our factory organization and policies will be 
the same as in the past. 

Our selling will be done by Lyman G. Perkins 
and Robert Mills, both well-known to shoe buyers 
Factory at Haverhill 
Boston Office 207 Essex St. 


Your Deliveries are Assured 


Because all Labor Disputes are arbitrated by 
State Board, under our contract with Boot and 
Shoe Workers Union. 








——--—— 





The Boot and Shor Kecorder will appreciate your mentioning the publication in replies to advertisements 
































DiBfw Ne 


UCN C42) (I) (02) Rad eI) 





HNC NEIL? TOUSEN LNJEDIIL SILT OMY) 


MEDIC CAE 145214 






(2) CHEMIN wore 


a 


July 1, 1922 


BOOT AND 











Now in Our 
New Factory 


We cordially invite all our 
customers and friends to visit 
us at our new factory in the 
new Witherell and Dobbins 
Building, 172 Washington 
Street, Haverhill. Lexington 
models of fine turn foot- 
wear, of excellent workman- 
ship and leathers, now on 
exhibition. Shoes for every 
occasion. Prices on request. 


Our samples will be on display at Hotel Essex 
during Boston show week 


Lexington Shoe Co. 
172 Washington Street 


Haverhill Mass. 
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in Quality and Price! 


Women’s Fine Turn Footwear 


Welcome! 


Inspect our new samples and line during 
Boston Style Show Week at our Bos- 
ton Office, 215 Essex Street. 


Jaques & Clement 
Victory Building 
HAVERHILL 
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Black Satin 


The above illustration 
shows one of our latest 
styles. It will prove an 
important factor in your 
season’s sales. We cannot 
too strongly advise its pur- 
chase without delay. 


Witherell 


' TURNS 
Haverhill 


grade one constuction 


are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 


E. A. & M. C. Witherell Co. 


Boston Office: 


t 3 
rani, © Rice Bldg., Room 406 

















GEORGE RULE 


Pacific Coast Representative 
San Francisco, Calif. “| 
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TESSIER & BOWDOIN 





Patent Kid Turn One 


Strap with Colored Kid Inlaid Vamp and Quarter 


HOPKINS & ELLIS—Patent Chrome Daphne 


Strap Pump. Cut out Quarter. 15-8 Louis Heel 





RICKARD SHOE 


combination field mot 





KARELIS SHOE CO 


Patent Turn One Strap 


Black and White Brocaded Quarter Junior 


Louis Full Breasted Heel 


CO —A 


Duchess 


e and brown kid 


Welt in 





WRIGHT—GOREVITZ & McNAMARA—Pat- 
ent One Strap. Cut out Vamp. Junior Louis Heel 
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H. W. FELDSTINER & CO.—Satin One Strap LEXINGTON SHOE CO. White Kid Center One 
Turn. Brocaded Quarter. 17-8 Louis Heel Strap Turn Junior Louis Heel. 





WITHERELL & DOBBINS—Black Satin Turn 
One Strap. Cut Jet and Steel Beaded Vampfand 
Strap. Full Louis Heel. 


HANNAHSON’S SHOE CO.—Af White Fabric JAQUES & CLEMENT—Black Satin one button 
One Strap with patent leather trimmings. center one strap. Cuban Heel. 
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HANNAHSONS LEA 


Two Specially Pricet Bi 


No. 790 


Black Satin One Strap 14-8 Junior Half Louis Heel, Imitation Turn. 


Lined. Widths B, C, D 


Orchid 








ma 


REGULAR HANNAHSON’S CONSTRUCTION 


These two shoes are regular Han- 
nahson quality and _ construction 
throughout. . They are made by 
Haverhill’s skilled workmen from 
high grade, long wearing satin of a 
special construction which is made 


exclusively for us. 


HANNAHSONS SHOE ©.. 


the publicati in replies to advertisements. 


Because we are fabric specialists 
we offer you (at absolute rock bot- 
tom prices) fabric shoes equal if not 
better than many of the so called 
high grades. 

We don’t want you to take our 
word for it—come to our booth at 
the Boston show and see for yourself. 
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NDS THE LEADERS 


eq lack Satin Specials 


115 












Sell hem heite if 
be hg oS es ints Aa sd 
h Cz = eel cc? acs te ‘arty Pads 
' Black Satin One Strap, 12-8 Milicary Heel, Imitatiou Turn, Orchid Lined. 
pst uly 10-13 Widths B, C, D 
VISIT OUR EXHIBIT 
Look us up at the Boston show. For good Fabrics at popular prices, pick 


' Our booth is in the Haverhill Sec- 


tion, and we will be there strong. | The Hannahson’s 


The entire line of Hannahsons r 
stylish Fabrics will be on display | Line 
and the “Hannahson Girl” will be 


there to try them on for you. | . IT’S A SAFE BET 


D., HAVERHILL, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TURN NOVELTIES 


ON NEW WIDER TOE LASTS 


Style 201 
$2.20 


Style No. 201—Same as 204 with Junior Full Louis 
covered heel. B, 3-8. 344-8, 3%-7, C, 3-7, 3-8, 
2%-7, D, 2\%-7. (36 pair cases). 

Style No. 200—As above 15-8 Full Louis Heel. 

ice $2.20. 

Style No. 204—As 
Price $2.10. 

Style No. 206—As 
Price $2.10 


above 12-8 . Military Heel. 


above 8-8 Military Heel 


Style 803 
$3.30 


Style No. 803—Patent Chrome Turn, One Strap, 
High Grade Patent Chrome, Solid Leather Gram 
Counter, Silk Binding, Leather Sock and Quarter 
Lining, Seven Iron Sole, Junior Louis Covered 
Heel. Sizes, B, 3-8, >, 3-7, 244-7, 3-8. 
(36 pair cases) - 

Style No. 800 as above 14-8 F li Louis Heel 
Price $3.30 


244-8, ¢ 


Style 804 
$3.20 


Style No. 804—Patent Chrome, Turn, One Strap, 
Solid Leather Counter, Silk Binding, Leather Sock 
and Quarter Lining Seven Iron Sole. 12-8 Celluloid 
Military Heel. Sizes B, 3-8, 349-8, C,3-7, 3-8, 


24-7. D, 244-7. (36 pair cases). 


Karelis Shoe 


IN STOCK 


All our leather and Satin 
shoes have been comfirmed 
by the most critical buyers 
as the safest and best bets 
for summer and early fall. 


—h4— 


These shoes are excellent value, 
They will please you. Your 
customer will like them be- 
cause of their style, workman- 
ship and fitting qualities. You 
will like them for their quick 
sales and good profits. 


— 33— 


Orders filled in 36 
pair case lots of one 
width, in sizes ad- 
vertised. 


Style 603 
$3.15 


Style No. 603—Black Satin Turn_ One _ Strap, 
High Grade Satin, Silk Binding Solid Leather 
Grain Counter a vather Sock and Quarter Lin- 
ing, Pearl Button Full Louis Junior Covered Heel. 
Sizes. A, 4-7, 4-8, B, 344-7, 344-8, 3-8,C,3-7, 24-7, 
3-8, 2%-8. (36 pair cases). 

Style No. 600—As above with 14-8 Full Louis 
Heel. Price $3.15 


Style 604 
$3.00 


Style No. 604—Black Satin Turn One Strap, 
High Grade Satin, Silk Binding Solid Leather 
Grain Counter and Leather Sock and Quarter Lin- 
ing, Pearl Button 12-8 Military Heel. Sizes B, 
3-8, 344-7, 344-8 C, 3-7, 3-8, 244-8. (36 pair cases) 


Style 703 
$3.15 


Style No. 703—Black Kid Turn, One Strap, Fine 
Grain Kid, Solid Leather Counter, Silk Binding, 
Leather Quarter and Sock Lining, Full Louis 
Junior Covered Heel. Sizes B, 3-8, 244-8, C, 3-7, 
2-7 3-8. (36 pair cases). 
Style No. 704—As above, 
Price $3.05 


12-8 Military Heel. 
se 


Company, Haverhill, Mass. 
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SMILING 
All The While ' | | 


She’s Wearing Collins Se 
& Staples Turn Slippers Bae 


Two Numbers That Are Repeaters 
Illustrated And Described Below 


ORDER TODAY 

















No. 165 


BLACK SATIN ONE STRAP 


IN STOCK 


No. 160 carries 14-8 Junior Louis Heel 
No. 165, 16-8 Full Louis Heel 
Price $4.00 Look for our Line of Turn Novelties in Haverhill 
LESS 5%, 10 DAYS Section at Boston Style Show, July 10-13 
High Grade Construction, Sole Leather 
Counters, Silk French Cord 


COLLINS & STAPLES 


Haverhill, Mass. 


LEWIS pogres OFFICE: ace ESSEX STREET 
188 st. oHARLES ave. . G. COLLINS L. STAPLES 304 So, WABASH FAVE. 
GENE. RICKE ER CHICAGO, ILL. 
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oA. N active business, with increasing income can be built 
up on W. § D. Shoes. There is no secret about the strength 
of the line. The above number is evidence of craftsmanship 
which invites public approval, and purchases in large 
volume. This satin Turn slipper, with its Beaded Throat, 
and Junior Louis Heel, has inspired complimentary 
comments .wherever shown. It is a winner in a line of 
winners which we will display at the Boston Style Show. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W&S DLinze is Featurzd in the Chicag> 
Market bv Harper Kirschten Shoe Co. 


MG 
LAZEL SS 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisemerts. 
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—for your choicest 
trade. 


HE. Tessier & Bowdoin Line will in- 
variably please all your customers in- 
cluding the extremely particular ones. 


Each number is designed to meet exact- 
ing demand. They are beautifully styled, 
finely made and altogether a most satis- 
factory line, typical of high grade Haver- 
hill shoemaking. 











, We distribute through jobbers, thus 
Lanoire ' | . 
making our line available immediately, 


Patent Chrome 


vamp and quarter within a wide radius. 


turn, mat kid trim, 


eidiconan tien: George May and Howard May will be 
at the Copley Plaza with samples during 
Boston Style Show Week. 





























Retail trade handled by 
ISAAC MAY COMPANY 


GEORGE MAY HOWARD MAY 
860-862 Marbridge Bld¢., 
New York City 


tre TESSIER & 


Patent leather 

fancy two button 

center strap turn, ‘ , 7 

17-8 full Louis heel. B D O I N 


172 Washington Street 
Haverhill, : : Mass. 


Boston Office, 183 Essex Street 
New York Office, 860-862 Marbridge Bldg. 
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E A &M C. WITHERELL—One Strap Paten 


Vamp and Quarter, 


Cuft 


STOCKBRIDGE 
Turn Two Strar 


with Nude 


SHOE CO 


Suede Collar and 
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KIMBALL & SHERMAN—Mat Kid Fancy Two- 
Button Instep Strap. Full Louis Heel. Medium 


oe 


A. MANNING SHOE MFG. CO—F 


J 
‘THOMPSON, 


INC—Polar Cloth One-Strap 


urn Junior Louis Heel 


Black Brocaije 


Full Louis Heel, 


EMERY & MARSHALL CO.—Turn Two Strap 

Havana Brown Kid Vamp. Quarter and Heel. 

me ee Buck_Collar and Inserts. 16-8 Full Louis 
ee 
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PHILLIPS-CRAM CORP.—Brocaded Satin HARRY E. ADAMS—Nude Buck Welt Oxford. 
Two-Button Strap. Junior Louis Heel Light Tan Trimmings. 12-8 Military Heel. 


HEBERT SHOE CO.—Patent One-Strap McKay. 
14-8 Cuban Heel. 


HAZEN B. GOODRICH CO.—White Kid Turn COLLINS & STAPLES—Patent Leather Turn 
a Strap. Sheba Pattern. 15-8 Spanish Louis Cross Strap. Spanish Louis Heel. 
eel, 
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Every Shoe a Business Builder 


Orders from all quarters are coming in for these novelty turns. 
Dealers are turning them rapidly and repeating orders in 
increasing size. Why don’t you do business with us and enjoy 


the selling and profit-making advantages H & E turns offord ? 


——-_— 


th | 


No. 153 


X 
RS 


No. 154 


Visiting Buyers in Boston will be welcome to inspect our 
complete line at the Boston Office, 110 Lincoln Street 


HOPKINS & ELLIS 





AT ONCE 
SHIPMENTS 











No. 153—Patent Nancy One Strap. 
Bambo “‘Nubuck”’ collar. Perforated 
Collar. 15-8 Louis heel. A 3-8; B 
2%-8;C2%-8 Price $5.00. Delivery 
Aug. 15. 


No. 144—White Cloth Aida One 
ey | 8-8 way S Heel. A to C. 
Price. . ee . .84.00 


No. 149—Black Satin Aida (like 148, 
no cut outs). One Strap, 14-8 Military 
Heel. AtoC. Price $4.50 


No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 15-8 Louis Heel. A, 3-8; 
I li C,2%-8. Delivery er 


No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 
B, 2} Ya8; Cc,2 wr. Delivery June 20. 

ice. Cas beat eeen eee eee 


No. 146—White Cloth Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
C. Price.. ‘ . -84.40 


No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 2%-8; 
C, 2%-8. Price $5.25 Delivery 
Aug. 15. 


No. 148—Patent Aida One Strap, with 
Cut-out — 14-8 + Heel. 
A to C. Price.. . $4.80 





Attention 
Western Merchants 
Nos. 144— 145— 146— 149— 151 
—152 Carried in stock for at once 


delivery by W. J. Cully, 316 Pax- 
ton Block, Omaha, Neb. 











Haverhill, Mass. 


———— 


f 
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A SELLER NOW 
AND FOR FALL 
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NOT IN STOCK 


This is the latest addition to the E & M Line of Quality. A 
Turn one strap in Patent Leather. Gloria Pattern. Carries 
13-8 Cuban heel. Made on our 81 last. 


_——— =< es 
OOOO ee ee ee 


See our complete line of women’s Turns THe Our salesmen will be pleased to show 
and Welts in the Haverhill section of Piz youE &M shoes. Write us requesting 
the Boston Style Show. So a salesman to call. 

yw 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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Retail profits on ornament sales are worth get- 
If you have not sampled the “Dalco”’ line 


6958—High grade rhine- 
stone strap ornament. Will . 
completely conceal the ting. 
button. ° . 
of strap ornaments, now is a good time to do so. 
This season’s patterns surpass any previously 
shown. There is hardly a design but what has 
found favor in the public eye. Because of our 
manufacturing facilities we can fill orders prompt- 
6£48—Genuine beaded or- “Ny ly. In most cases, at once. We will guide you 


nament with bead pendants. 


$s to > loop —S . . . ° . rT: 
—_— right in making a selection from our line. Write 


on back 


for samples, prices and catalogue. 


ee DALRYMPLE-PULSIFER CO. 
<n HAVERHILL MASS. 


nament, especially suitable 
fo- center of %-inch stra» 





i FF TF 








5525 25252F5252 


POS 


Style 
No. 102 


Ready Now! 


Leather insole counter and box; imitation tip; 
perforated throat; cutout quarter. 


BOUDOIRS 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 


These Boudoirs will bring business for you. 
They have the eye appeal and quality of 
workmanship that wins trade. Let us prove 
this by sending you samples and quoting 
prices, in colors and quantity you desire. 


A. W. 
49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


SS ee ee 


—- a ode 
x es Wooo ee ee ee a 


Finest Workmanship 


As light as a turn. Sizes 3 to 7; Widths B and C. 
Minimum order, 12 pair. 








Terms: 2-10. Net. 30. 


Harry W. Felstiner & Co. 


76 Washington Street 
HAVERHILL, : : : MASS. 
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ARE UNSURPASSED 


By special process, the very finest rubber compound was created and is 
exclusively used in the making of “Tiger” Tread Heels. 


Eighteen sizes are made assuring proper size for all shoes. 


Each one of our attractive face designs calls for use of eight nails, in proper 
place to be driven by the U.S. M. Co’s rubber heel attaching machines. 


In the above design we can fill your immediate orders in any quantity in men’s 


1-2 and 3-8; women’s 3-8 and boy’s 3-8. 


The “Tiger” Tread Heel is fully guaranteed and will be found to give the 
greatest satisfaction 





Meet us at Booth 15, Boston Style Show 


Panther Rubber Company 


Stoughton, Mass. 
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Arouse Their Curtosity 


Your customers that are wearing ‘‘Cordo- 
Hyde” Laces will probably insist on having them, 
but how about the customers that are not yet 


acquainted with this worthwhile Lace. 


When a customer asks for laces if you will in- 
quire if ‘“‘Cordo-Hyde” or ordinary laces are 
wanted, curiosity will prompt them to ask the 
difference, giving you the opportunity to tell 
them that ‘‘Cordo-Hyde” outwears by months 
ordinary laces, stays tied, and never looks shab- 
by. There is no doubt but what nine out of every 
ten will say ‘““Cordo-Hyde”’ and tell you that it is 


the lace they have been waiting for. 
There is a complete variety of ‘‘Cordo-Hyde” 


in all the popular colors. Can we send you a price 
list with full description of the numbers and 


colors? 


Lace Division 


BROCKTON, MASS. 


July 1, 1922 


O. A. MILLER TREEING MACHINE CO. 
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b Rew above masterful Jones & Thomas 


product is one of the results of our forty-six 
vears’ conscientious shoemaking endeavor. 


Today, Jones & Thomas ranks admirably among those style 
leaders who sense Dame Fashion’s tendencies far in advance. 


All leather construction and a price commensurate—that is 


the means we offer for quick turnover. 


And our styles are ready when you want them, from our fac- 
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tory or from distributors. 


Visit Our Booth 120 at the Boston Show 3 




















_VKEAH. JONES & THOMAS Company 
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What Lynn Has to Say for Herself 


In Which a Mythical ‘‘Guy”” Named Larry Uses a Letter to 
“(jet Across” Some Ideas on What to Buy and How 


Lynn, Mass., July 1, 1922. 
Dear Bill: 
Mighty glad I am to hear you're coming to Boston. 
We got to get together and talk things over. There’s no 
telling what they’re going to wear. Besides, you ought 
to see the big show. 

I think you’re right about buying close for the Fall. 
Styles change fast, you know. We don’t want to stick 
you with any dead ones. And you don’t want to bury us 
with returned goods. So buy gently. That’s my advice. 
Remember you can stall the best engine by feeding it 
too much gas. So buy a little, and often. 

You know our game, Bill. Or maybe you don’t take 
it all in yet. We believe that “variety is the spice of 
shoes.”” Shakespeare said so. He never made a shoe. He 
was a poet. But he hit it right about variety. Every- 
body who’s alive wants variety, or change of style. 
People don’t like the same thing for breakfast day after 
day, do they? Well, it’s the same with shoes. They like 
to put on something different, once in a while. It’s just 
for variety. 


Larry Says “Pep Up Variety” 


Now we Lynners undertake to pep up variety. We do 
not make a new style every time the wind changes. But 
we do make up a new style every time we see-a lead to 
more sales. And we do not care whether it is the Fourth 
of July, or the middle of August, that we make up the 
new style. All that we want is an opportunity to sell 
shoes, and we will grab that opportunity as it goes by. 

Do you understand me, Bill? Sell the shoes when the 
selling is good. Never mind the charts of the seasons. 
Sell when there is a chance to seli. Then buy some more. 

“Now, I suppose, Bill, you want some straight talk 
about what is going to sell for Fall. But I’m throwing 
up my hands, and am asking you what’s going to sell in 
your town. I'll show you some boots, some really classy 
boots, and I’m hoping, William, that you will welcome 
them like a long-lost friend. I know that 90 per cent of 
the trade says there is no chance for boots. But, the 
other day, a good priest of our town said, ‘““Too much 
shin, too much calf, too much bare flesh—that is one of 
the great evils of the world today.” So I got a hunch 
that skirts are going to be longer to cover shins and 
calves, and that boots are coming back some time. — 


A True Brown for Fall 


For a safe buy, we have some handsome welted walk- 
oxfords, or a new true brown calf. This brown 
shades neither to the red of cherry, nor to the black of 
tie hogany. It’s a real brown. Study color values, Bill, 


my boy. It will save you from getting stuck many a 
time. 

Blacks look fairly good to me. I think some black kids 
will follow patent leathers. We have some handsome 
black suede walking oxfords, trimmed with gun metal 
calf. Also, we have black shoes, of dull calf and shiny 
leather, both trimmed with suede. 


Shoes of Beauty 


For dress shoes, there are brocades of the richest hues 
ever I have seen, satins, both black and brown, and 
suedes and kids in beiges, sands, teazels, mists, silver. 
otters, morros, and other shades. Read the color card, 
Bill. We can give you any color you choose. 

Straps will sell during August. I mention this Bill, to 
help you in that idea of getting more shoes sold in 
August. You ought to split the Summer into two sea- 
sons,—one, the early season, when business is just nat- 
urally brisk, and the other, the late Summer, or August 
season, when you have to force the sale of shoes. 

As I said before, Bill, straps will be good for August, 
The wishbone strap is the newest. It forks over the 
throat, or down the sides. We've a lot of new front and 
cross straps. 


Vamps and Heels 


Vamps keep 3% or 34 inches long. Toes show a ten- 
dency to get rounder. Vamps are cut whole, that is, 
without any cut outs. We are trying underlays, in place 
of cut outs on some shoes for early Fall. For instance, 
we have a strap pump with a gray kid vamp and patent 
leather underlays in place of cut outs. 

As for heels, Bill, I'll leave it to you. They are surely 
going higher. Already the 16-8 heel is back in the dressy 
line and heels on walking shoes are 13-8 high. But you’ ve 
got to fit the foot, Bill, and it is up to you to pick the 
right heights of heels. You can have anything you 
want, you know. 

We’re all ready to supply you with the quick selling 
styles, Bill. We’ve a new peace agreement, you know, 
and we can put styles into your store right on the tick 
of the clock, as the fashions change, and customers come 
in for new shoes. 

Believe me, Bill, the new shoes are coming along 
handsomely. So get your ticket, come early, and stay 
late, and we will show you things at the big show in 
Boston, and at our shops in Lynn, that will earn you 
health, wealth, and prosperity. 

As ever, your friend, 

(Signed) Larry Lynn. 
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Patent Leather Colonial 
Oxford with Top Strap. 
Colored Ooze Quarter. 15-8 


Louis Heel. By MacLaugh- 
lin-Conway Shoe Co. 
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» White Buck  Six-Eyelet 
Oxford. Perforated Vamp 

















Patent Leather Two-But- and Foxing. 14-8 Military 
ton Regent Cross Strap. Heel. By Bender Shoe Co. 
14-8 Spanish Louis Heel 
By Watson Shoe Co. 




















Cid Five-Eyelet Ox- 
Black Kid Fiv e-Eyelet 
y ine 10-8 Heel. By 








Charles O. Timson Shoe 
Co. 











Patent Leather One 
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Button, One Strap. 18-8 


Q 
Louis Heel. By A. M. r 
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Golden Brown Kid F: 
By Merrill, Porter & oo 
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Mahogany Calf One Strap, 
Perforated Tip and Top. 
a Heel. By Smith Shoe 
0. 








Beige Six-Eyelet Oxford, 
Finger Perforated Apron 
Strap. 11-8 Heel. By 
V. K. & A. H. Jones & 
Thomas Company 

















Patent Leather Five-Eye- 
let Oxford with Slashed 
Quarter. 14-8 Leather 
Heel. By Hoag & Walden, 
Inc. 





wil 





Gray Suede Six-Eyelet Ox- \ 
ford with Patent Vamp and 
Backstay. 16-8 Celluloid INS 
Covered Heel. By J. J. 
Grover's Sons Co. 














Patent Leather One Strap, 
Cut-Out Quarter with Per- 
foration. 7-8 Heel. By 
Burdett Shoe Co. 











——; 





Havana Brown Kid Oxford. 
Low Heel with Rubber 
Inseton outside. By 
Ground Gripper Shoe Co., 
Inc. 
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of children’s shoes can render is 
that of saving the juvenile foot from 
‘‘corrective fitting.’’ A proper gra- 
dation of sizes, on correct lasts, will spare 


VILL 


many a child future foot discomfort. 
Elementary fitting from infancy upward 
through each formative period is 9 a 
nation-wide need. 


Merchants have at last seen the great 
vision of correct fitting. They now realize 
it to be a very fundamental of potential 
future business. Its proper application to 
youthful feet opens the way to unlimited 
possibilities. And our business is to ma- 
terialize all hopes for the best attainable 
in children’s shoes. 
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t JE have no secret formulae; we 

V/ have no zealously guarded pro- 

cesses. Our entire factory is open 

at any time to anyone. We sim- 

ply make shoes along natural lines, that 

the growing foot may be guided without 

merciless cramping or confinement. Ex- 

perienced men draught our patterns and 

model our lasts. Time and expense mean 

nothing if what we have already achieved 

can be improved. One stipulation must 

be met: every shoe must be “‘made to guide 
the growing foot.”’ 


In July, of course, you will attend The 
Boston Show. Call at our Boston office, 
Room 629, 10 High Street, and examine our 
line. Those in attendance will welcome 
you, answer any questions you may care to 
ask, and explain ‘‘Jel Del’’ manufacture. 


yi Massachusetts 
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At The 


Boston Style Show 
Booth 121 
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We will exhibit some of our 
many new designs in Women’s 
High-Grade Specialties. 
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Don’t fail to see this line of 
timely and authentic styles. 
They are real profit-makers for 
the merchant. : 


FD Aad 
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Boston Sales Rooms 93 Lincoln Street. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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**Sweetheart”’ 


18-8, 16-8, 14-8 Heels. Made in 
all leathers and fabrics. Flexible 
McKays. Wide or narrow toe. 
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factory. 
Call us! 
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our specialty. 








Women’s Flexible McKays and Welts. That is 
We also make hand-turned shoes. 
Each pair is a splendid example of Lynn workman- 
ship, and a representative of “THOSE INDIVIDUAL 
LASCO SHOES.” 


Our Fall samples are now ready. 
them finished, or in process of construction, at our 


You may see 


Our representatives are at your service— 


Lippitt -Alfond Shoe Company 


Where “‘Those-Individual LASCO Shoes”’ are_created 
3 and 4 Box Place"— Telephone: Lynn 7976 and 5590 


LYNN, MASSACHUSETTS 
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Winton 


A new one strap, in leather and fabrics, 
stitched or perforated. 





Tuxedo 


Six-eyelet oxford, stitched and designed 
to create a sales appeal. 


OO 


OO 
OU 


High specialization in the style needs 
of the country is one of the under- 
lying principles of Rialto production. 
By developing into salable footwear 
all that is new and acceptable, we 
extend our policy of co-operation 
with the merchant 


That we have pleased, and aided 


materially in the building of many 
a successful business, is evidenced 


by a factory that is running all the 


time. 


Our business has grown and pros- 
pered from word-of-mouth recom- 
mendations. We have an excep- 
tionally interesting proposition for 
volume buyers. 
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Belmont 


One-strap Sport model, particularly good 
for Fall. In calf, Russia and beige, and 


all combinations. 





Cadillac 


A one strap of unusual popularity be- 
cause of its fit, trimness and uniform 


appeal. 


July 1, 1922 





RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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Preeminent in the 


manutacture of : 
Women's and childrens ; 
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oA Woman We All Rrow-and 
the shoes she bu ys. 














(HE opening bars of her day are played to Big Ben’s motif. No 
breakfast in bed or chaise-lounge for her. Just a quick, friendly meal 
with Him—and then the dishes. Or the little maid does them while 
our lady bathes baby bodies or hustles small, mischievous footsteps 
schoolward. Nor is she too fine to play a solo on the washing 


machine in the laundry or make the vacuum cleaner hum. 


Luncheon and housework done, with gay wings, she flits a-shopping, 
to a matinee, to a bridge or elsewhere with Women We All Know. 


And the motive power of those wings may be her own car. 


She is able to cook dinner for her husband and family, even if she does 
not. After dinner—a dance, the theatre, a call or a happy evening at 
home. And so—to bed. 


The shopping intelligence of the Women We All Know unmasks the 
mediocre—the false value. She demands—and gets—for herself and 


her family—shoes of dominant style at a just price. 
It is she who buys Lynn-made shoes. 


Two centuries of patient craftsmanship have taught Lynn to make her 
shoes as she wants them and in quantities large enough to allow an 


acceptable retail price. 
The Woman We All Know will come to vour store today. 


Are you ready for her call? 


Lynn—Mother of American Shoemaking 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 
Women’s Welts Featuring the Formative Shoe | 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. . 
Women’s Novelty Flexible McKays and Welts 


MACLAUGHLIN-CONWAY SHOE CO. 
Women’s Novelty Footwear 


J. I. MELANSON & BRO. 
Children’s Shoes 


MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


MURPHY, GORMAN & WATERHOUSE 
Women’s Flexible McKay Footwear 


RIALTO SHOE CO. 
Women’s McKay and Welt Footwear 


WATSON SHOE CO. 
Women’s Fige Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 
La France Shoe for Women 


a eS aS ee Rvs ee? ERE 
————$ 


INAH 


| 














T 


y 


UAT AAAI 






KLM MMM MM nn 


\ 


SMU 





Uy 


| \—_________/ 


WW 


HVULACU NNUAL HTN ANNULITHTUAU UNLUUUNUAV VU = 


— 





=))/NINALTUN 











Jul 








July 1, 1922 BOOT AND SHOE RECORDER 





est (ure 


Shoes 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER | July 1, 1% 


uly 








uit 


7 TOAST <r = 


yy 
| ‘Follow the Creighton Line 























WE cordially invite you to visit our two booths in 

the Lynn Section of the Boston Style Show. We 
believe it will be to your advantage to look over the 
latest Creighton styles there displayed. 























The number on the opposite page is one of the 
many good ones for early Fall trade.. Our factory is 
running at capacity and we can guarantee prompt 
shipments on all business placed with us. As in the 
past, everything will be done to co-operate with those 
| who ‘Follow the Creighton Line.” 









































Boston Office—183 Essex Street 


A.M. @ geighton. 
Lynn Me 
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Patent colt, Ivory. kid collar and strap. 
Short vamp last. 16-8 covered Spanish heel. 


Boston Office — 183 Essex Street 
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Patent Leather Four-Button Cross 


Strap. 18-8 Hecl. By Gregory & 
Read Co 


on 











Kid Two-Button Cross Strap. Sue 3 
Turn-down Collar. By P. J. Har- 
ney Shoe Co. 











Patent One-Button Colonial with 
Gray Suede Overlay. 18-8 Heel 
By Lippitt-Alfond Shoe Co 














Havana Brown Kid Five-Evelet 


Oxford. 13-8 Hee 
Clark & Co Heel. By W illiams, 








Misses’ Tan Calf Boot with Per- 
forated Tip and Medallion. Rub- 
ber Heel. By J. I. Melanson & 
Bro. 





























Gray Collar and 
13-8 Military Fee, Rubber 


Patent One-Strap. 


Strap. 
Lift By Bartlett-Somers 
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| American fhoemaking 
STYLES Yor FALL 


Ne Kid One Strap. Top and Strap 


Perforations. Medallion. 13-8 Heel 
cD By Harney, Tracy, Crehan Co 
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Patent One Strap. Brocaded Satin 
Strap-and Collar. 14-8 Heel. By 
Murphy, Gorman & Waterhouse. 
Patent Leather One Strap. Suede 
Straps and Vamp Collar. 18-8 
Heel. By Rialto Shoe Co. 
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Black Kid Six-Eyele . ‘ 
ban Heel with yelet Oxford. Cu- 
‘otter Shoe C numer Lift. By 














(9 | | 
Misses’ Tan Calf Boot. Cloth Up- teas hes Cnteall 
é i _ Leather Stays. Kid Stock lip ere 
_ ne Vlog Anderson-Owens Gray Quarter and — i 
Shoe Co ici 12-8 Rubber Heel. y H. K. 
1 : diner Co. 
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See Our Strong Line 
of Flexible McKays 


AT THE 


BOSTON SHOW 


No. 7295—Patent One-Strap Pump, 
Beige Nu buck Vamp Collar, 14-8 Mili- 
tary Covered Heel, New Medium Full 
Toe. Ato D. 





URPHY, GORMAN & WATERHOUSE 

flexible McKays have found ready acceptance 
ig merchants me seek a sure-turning, profitable 
ine. 


Our busy factory is speeding up ‘on high” to fill, the demand. 


A visit to our booth at the Boston Show will benefit you. 
Come and look over the new ideas we have worked up for Fall. 


MURPHY, GORMAN & WATERHOUSE 


Successors to James Phelan & Sons 


FACTORY BOSTON OFFICE 
LYNN, 86 BEACH ST. 


MASS. Plan fo take in U. S. Hotel Bldg. 


LYNN BOOTH 
SECTION 122 
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CHAS. BALDWIN & CO. 


12 SouTH FOUNTAIN AVE. 


SPRINGFIELD, OH1I0 June 19, 2922, 


bir. J.S.Rawding, Representative, 
Ground Gripper Shoe Co., 
Grippertown, Mass. 


Friend Rawding: 


Yours of the l2th raceived. Glad that you are 


feeling better and that your business is s 


See that we get all ordered when you 


were here, as we are running short Ground Grippers are our 


very best bet. 


Yours very truly, 


CB/MB. Chas. Baldwin & Co. 


Ch. Kebbnd 


Always in Demand! 


Even at a time when most shoe merchants are hustling 
to unload “left-overs” in Summer Mark-Down Sales, 
GROUND-GRIPPER agents are ordering NEW STOCK 
and are anxious to get it. 

GROUND-GRIPPERS build steadily increasing high- 
grade business that stays with a retailer year after year 
—forever. Isn’t that the kind of business YOU want? 


Write us for our Exclusive Agency Proposition 


“The most valuable Shoe-Franchise in the World” 








Ground-Gripper Shoe Co., Inc. 


144 Brookline Street East Lynn, Mass. 








GROUND-GRIPPERS 





are the 


ORIGINAL Flexible-Arch 
Health Shoes 
For all the Family 


Imitated but never duplicated 
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ter. 15-8 Heel. By Cushing Shoe Dad 
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Patent Leather One Strap, Per- 
a op. Tip and Side Seam. 
a's Tan Kid Everett Slipper. 7-8 Heel with Rubber Lift. By 
pena Heel, By A. Fisher & Pr. J.Kiely & Co 
Son 
, 
On ‘< Tan Calf Oxford, 
c Children’s Tan © Strap 
any_ Apron. 
e y 
Co. 
E 
9 





Patent Leather Two Strap, Sin- 
gle Sole 12-8 Heel. By Mit- 
chell-Caunt Co 


Misses’ Whole Quarter Lace 
Boot of Gallun’s Russia Calf. 
Shield Tip. By Jelly-Delaney 
Shoe Co. 
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\P J HARNEY [| 


President 










Altractive Harney Sport 
model in patent leather 
and gray suede with low 
heel and rubber toplift. 


‘EARS of cumulative experience go into every shoe produced by 
Harney, Tracy, Crehan Co. Our Mr. P. J. Harney directs person- 
ally the journey of every case through the factory. 


OUR BOSTON OFFICE 


will be a busy place during the Big Show. Drop around and see repre- 
sentative styles by our organization. 

The following representatives of the Harney, Tracy, Crehan Co. sales 
force will be on hand at our Boston Office during July: 


CHARLES HARNEY 
HARRY KUSHINS 
MARK CREHAN, JR. 


HARNEY, TRACY, CREHAN CO. 


Factory, Lynn, Mass. Boston Office, 10 High St. 
Telephone: Lynn 5422 Telephone: Congress 725 
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| See “Formative” 
in Booth 125 


(Lynn Section) 


at the Boston Show 
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Soe on encawn 


O matte: what particular kind of Women’s shoes you especially 
want to see at the Boston Show, week after next, our exhibit 
of Formative Shoes cannot fail to interest you. 





Their embodiment of correct fitting principles in pretty shoes 
having flexible arches, plus their unusually favorable prices, have 
given Formative Shoes prestige as the fastest developing line in the 
world of women’s footwear. 


Representatives of our Sales Department will have charge of our 
Style Show exhibit, will explain our favorable selling plan, and will 
' tell you how satisfactorily the demand for these fine shoes is growing. 


LYNN, MASSACHUSETTS 


: COTTER SHOE CO. 
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Patent Leather One-Strap, Per- 
forated Vamp, Side Seam and 
around Top, 13-8 Military Heel, 
Rubber Top Lift, Single Sole. 





Boston Office, 72 Lincoln Street 
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UICK deliveries on all that’s new and ap- 
proved, backed by fine workmanship, are 
the two big principles of our business. 


M-C McKays, made by real “novelty crafters,” 

have that style vim and vigor which means 
y 4 

quicker turnover and greater profits. 


When in Boston, during the big show, be sure 
and inspect our latest models. 





MITCHELL-CAUNT CO. 


Factory, Lynn, Mass.-Boston Office, 72 Lincoln St. 
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pone Shadow Shyer acne 


Know How the Last Fits the Style 


(BOOTH No. 222—-BOSTON STYLE SHOW) 














: 











OOOO ae ee i 1c 


= se oe os 


The Shadow Shoe is the most important step in scientific 
shoemaking for a century. It was created by A. E. Goodwin, 
Manager of the Lynn Last Company, who is an artist and 
style expert as well as an experienced shoemaker. 
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The Shadow Shoe will feature patterns direct from Paris. 
It’s a development in last making that merits the attention 
of every progressive maker of shoes. 


LYNN LAST COMPANY 


Factories at Harrison Court, Lynn—Boston Office, 56 Lincoln Street 
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We shall show some special designs 
and many new effects 
at the 


BOSTON SHOW 


You will be welcome at 


Booth 115, Lynn Section 


Mr. Lawrence Lenox will be there 
to greet you 


P. J. HARNEY SHOE CO. 


LYNN MASSACHUSETTS 


C The Shoes You Order Are the Shoes You Get” 
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WE SELL 


The 15 er Line 
of Me Slippers 


Women’s Comfort 
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“Are You Prepared for Fall Business?” 


Every live merchant should be asking himself this ques- able to meet the demand if merchants defer ordering 
tion. And now is the time to be asking it. until the eleventh hour. 


Look ahead on your calendar and figure out whether The house of Fisher is ready—ready to fill every need, 
you have placed your orders far enough in advance. great or small. Our plant can fill all orders promptly 


The merchant who delays placing his orders for Fall is and efficiently. 


going to be mightily disappointed. The combined ca- Fisher-made specialties include Men's Slippers and 
pacity of all shoe factories in the country will not be Women’s Comfort Shoes. 


Chicago Office: 
189 W. Madison St. . . V2 Boston Office 
Security Bldg. A: SHE O 60 South St. 


Factory: 264 Broad Street, Lynn, Mass. 
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IN STOCK 


No. 600—Black Kid Oxford 
2 1-2 to 9. C to EEE. 


$4.00 


No. 605—Havana Brown Kid 
Oxford. 2 1-2 to9. CtoEEE. 


$4.50 


Women with large feet and ankles: you have many such customers. 
Have you been able to give them the service they should have? 


Note the oxford illustrated. Its big roomy quarter is designed for 
a snug fit on stout ankles. There’s a well modeled arch, supported 
by a “Crawford Arch-Supporting Shank”—flexible sole—“O’Sullivan Rub- 
ber Heel”—quarter lining of genuine kid—vamp lining of “Red-Line-In,” 
are some of the quality parts. 





and neat. A 


In short, you E 
combination 


have here a shoe 


ICICICIC ICICICIC ICICI 


—well made of 
fine materials, 
in which a stout 
foot looks trim 

















hard to find— 
but here it is! 


May we send you few 
pair on approval? 


SHOE CO. 


MASSACHUSETTS 


ANDERSON-OWENS 
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CATALOG TIME 


Now Is the Time to Get in 
Touch with the Printer on 
Your Fall and Winter 
Catalog 


Within the ee week, orders for three Fall and Winter 
catalogs have been placed with The Howard Print, Inc. 


I'welve other layouts and cover designs have been sub- 
mitted, and we expect that these orders will be placed in 
the next two weeks. 


Many shoe manufacturers have not yet decided as to 
whether or not they will use a catalog this year, and in all 
probability they will make a last minute decision. 


When they are ready they will find The Howard Print 
Inc., in a position to turn out the finest of catalogs and 
advertising literature at the miaimum of cost. 


bya 


Moccasin with Korry Krome Welted Outsole. Outsole Good- 
year Stitched to Flexible Middle Sole. Light and Extremely 
em Ideal Play and School Shoe for Misses and Children. 

$. 


2 


A copy of your last catalog mailed to us willjbring a 
layout and an idea for your new one. 





Send for Catalog and 
Price Quotations. 


THE HOWARD PRINT, INC. 
Qualily and Service 


ms 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 


Campello Station, Brockton, Mass. 
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STYLISH 
SPATS 
FOR 
FALL 





ORDER 
NOW 





The Novel-Tie Saddle Strap The model shown, with Astrakhan Collar, is 


Instantly converts any light-colored oxford into a snappy J . -° 
sport shoe. Fits all shoes perfectly, regardless of height made from selected Kersey and equipped with 
of heels. strong serviceable buttons. Made in approved 


Made,in three sizes to conform with the arch. Latest } colors. Order a few sample pairs today. 
shades: Patent Leather, Brown, Green, Red, Yellow, 
Blue and Black Gun Metal. 


Samples and price quotations sent gladly. C. R. WHITTREDGE & CO. 
¢. R. W HITTREDGE & CO. 245 Burrill Street, Swampscott, Mass. 
245 BURRILL STREET | SWAMPSCOTT, MASS. ! ; PE Sa 
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UR line of Fall novelties, striking in its 

newness, is now ready for your inspec- 

tion. Many shining examples of MacLaughlin- 

Conway applied craftsmanship, similar to the 

above, will be exhibited in our booth — No. 

114— at the great Boston Show. Firm mem- 
bers will welcome you heartily. 





MacLAUGHLIN-CONWAY SHOE CO. 
LYNN, MASS. 


WOMEN’S HIGH-GRADE NOVELTY FOOTWEAR 
BOSTON OFFICE, 183 ESSEX STREET 
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Style No. $842X 


Paris Kid Oxford on No. 185 last. 
Medium toe. Kid tip. Flexible 
Welt. 1% inch heel, with rubber 
top. AA to E IN STOCK. 


Price $5.10 


J. J. GROVER’S SONS COMPANY 
LYNN {MASS. 


(iS amen’ a Bldg. 47 ny ano . ‘ PF hs 
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Cherry 
Our Most Reliable 


Fall Feature sWILO 


eee vu ta 


is now proving its worth, Boarded 


particularly because of its 





Fine Grain and Unusual Quality 


HAVE YOU SAMPLED IT? 


C. D. Kepner Leather Company 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, III. 
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Sketch of the of 
the Boston Style Show 
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The Shoe World Welcomed to Big 
Boston Show 


July 10-13, Mechanics Building—A Strikingly Educational Exposition 
of America’s Allied Shoe and Leather Industry 


tions will go by the board when the doors of 
Mechanics Building, this city, are opened on 
Monday, July 10, for the big 1922 “Boston Show.” 
Never has there been held such a comprehensive and 
up-to-the-minute display and operating exhibit of 
leathers, foot coverings and incidental productions, 
making up the great American allied shoe and leather 
industries and it may very properly be described as a 
liberal education along these lines. 


\ records for shoe and leather industrial exposi- 


“Stepping” Along to Prosperity 


The 1922 Exposition, (the third in the series since the 
New England Shoe and Leather Association took the 
affair over and made it a purely manufacturers’ proposi- 
tion), means a great deal to New England, for it will be 
the complete and perfect answer to the occasional alle- 
gations that the historic shoe and leather industry of 
this section is “‘slipping.”’ 1t is slipping, sure enough, 
but if this great display is any criterion, it is slipping 
along in the direction of even greater progress and 


“Last Word” in Quality, Color, and Shape 


The Exposition, filling as it will the entire Mechanics 
Building, including the basement, will be the fruits of 
the incessant labors of a group of active committees, 
extending over many months, backed by widespread 
international publicity, which has made its impression 
upon the minds of thousands of wholesale and retail 
purchasers of footwear. Everything that stands for the 
latest word in quality, color, shape and style in 1922 
leather and footwear will be on display, and will be 
accentuated through the medium of a magnificently 
staged Style Show, to take place in Grand Hall on three 
of the four evenings of the Exposition—Tuesday, 
Wednesday and Thursday. 


Unique Operating Exhibition 
Of equal, if not of even greater interest, will be the 
unique operating exhibition that will be in progress 
during certain hours, during the day and evening, in the 


lower part of the building, and in which the whole story 
of leather and shoe production will be told through the 
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“Money- Making 


For ten years steady we have achieved a 
record of high production in our field. But 
never in our history have previous values and 
selling power matched our present facilities 


for Money-Making! 


Quick to seize this opportunity for profit, 


the trade has again bought up our output for 
months ahead. 


**Money-Making’’ is what we would like to 
illustrate when you are in Boston; “*Money- 
Making’’ is the basis of our new Fall stock 
shoes now ready—** Money-Making’’ for you. 


of course. 


Whatever one may do, or say or show, that 
alone is the goal we are after, and it is always 


OUR BEST PROOF OF SUCCESS 


PI i 
an fo take in ae 


Bn Booth 


No. 132 eye 10 —No132 
Diamond HhoeG- 


196 Church Street, New York 


Two Factories: Brockton 


Bie Ca inandnhe nnn ee - —_ 
on 
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same processes as are to be studied in the modern tan- 
nery and shoe factory. 


Medel Tannery and Factory 


First, in this educational series of industrial opera- 
tions will be the model tannery installed by the A. C. 
Lawrence Leather Co., of Boston and Peabody, and in 
which raw calfskins will be converted into leather, to 
be_in turn fashioned into ultra-stylish shoes in the ad- 
joining model factory of the Emerson Shoe Company, 


_ Of Rockland, Mass. In this factory there will be in oper- 
ation more than 100 machines, furnished principally by 


the United Shoe Machinery Corporation, the stitching 
machines to be those of the Singer Sewing Machine 
Company, the entire exhibit requiring the attention of 
125 expert operatives. 


Real Retail Shoe Store 


The shoes, when finished, will be displayed in a com- 
pletely equipped retail store in full operation, in con- 
nection with the exhibit, and while all this is going on 
there will be various other incidental processes in full 
blast. These will include the making of lasts by the 
United Last Company, the weaving of the famous 
Red-Line-In shoe lining on a special loom installed by 
Farnsworth, Hoyt & Co., of Boston, the turning out of 
shoe patterns, (a particularly interesting part of the 
bisiness), by the Dunbar Pattern Company of Brock- 
ton, the manufacture of pasteboard cartons by the 


Hoague-Sprague Corporation of Lynn, and the printing 
of labels for these cartons on the presses of the Tolman 
Print of Brockton. 


Rubber Shoes in Making 
Of equal interest with these leather footwear proces- 
ses will be an adjoining section in which rubber boots, 
gaiters and gum shoes will be fabricated by the United 
States Rubber Company, in charge of the production 
manager of the Boston Rubber Shoe Company’s fac- 
tory at Malden, Mass. 


Major Cahill Exhibits Committee Chairman 
The entire department of still and working exhibits 
will be under the direct charge of a committee of which 
Major Charles T. Caaill of t xe United Shoe Machinery 
Corporation is chairman. Major Cahill, through many 
years of experience in such enterprises, has become one 
of the cou itry’s leading industrial exposition experts. 


Good Work of Secretary Anderson 

The secretary of the New England Shoe and Leather 
Association, who is also the clerk of the National Shoe 
and Leather Exposition and Style Show, Inc., 1922, 
Thomas F. Anderson, is to be commended for his untir- 
ing efforts on Boston’s Big Show. Among his many 
other letters and wires is one sent by him to the Cali- 
fornia Shoe Retailers’ Association members, in con- 
vention assembled, on June 19, at Pasadena, Cal., as 
follows: 


Sketched from Actual Dresses to be Worn at Boston Style Show 








Navy Blue Twill 


American Beauty Red 
with Old Rose Braid 


with Red Ribbon Trimmings 


with Peach Color Insertions 
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Orchid Taffeta Navy Tricotine 


with Red Braid 
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A RAO/O INVITATIONW 


“The New England Shoe and Leather Association 
and the National Shoe and Leather Exposition and 
Style Show join in sending best wishes for a most suc- 
cessful convention and in cordially inviting your mem- 
bers to come on and enjoy the great Boston Show to 
take place July 10 to 13.” 

And the boys from the Pacific Coast were quick to 
respond favorably. 


President Blake Sends Message 


“The Editor of the Boot and Shoe Recorder has very 
kindly asked me to extend to the many readers of that 
publication a word of invitation and welcome in con- 
nection with the coming third National Shoe and 
Leather Exposition and Style Show, which is to be seen 
in Mechanics Building, Boston, during the four days of 
July 10, 11, 12, and 13. 

“It certainly is a pleasure to accede to this request, 
because those of us who are responsible for the creation 
of this great educational exhibit of American leather, 
footwear and kindred products sincerely believe that 
never in the entire history of our industry has there 
been held such a comprehensive and thoroughly inter- 
esting Exposition as this one will be. 


Boston the Shoeman’s Mecca 


“It is no exaggeration to state that Boston, the 
country’s great shoe and leather city, is next month 
to be more than ever, the Mecca of all of our shoe mer- 
chants who believe in keeping right up to the minute on 
footwear style questions, and who emphasize, as all 
sensible dealers do, the value of quality in merchandise. 
At this great Exposition, completely filling the vast 
Mechanics Building, everything importantly related to 
our allied industries, from leather to the finished shoe, 
and from tannery to factory, is this year be to 
visualized. 


BOOT AND SHOE RECORDER 


Special Operating Department 


“In addition to the large and varied installation of 
individual exhibits, and the evening Style Show, car- 
ried out under truly impressive artistic conditions, there 
is to be for the first time in the annals of such Exposi- 
tions a special operating department in which all of the 
principal operations connected with the production of 
leather and footwear are to be studied. Tannery, shoe 
factory, the fabrication of lasts, patterns, linings and 
cartons are all to be seen in actual operation, with the 
most up-to-date machinery, controlled by a selected 
group of the highest skilled operatives, and even the 
manufacture of rubber footwear may be witnessed in 
this wonderful tabloid representation of our shoe and 
leather industry. 


Cordial and Brotherly Welcome 


“It will be readily understood that the management 
of this splendid Boston Show takes a pardonable pride 
in announcing it to the trade at large, and in inviting 
every one of its members to come to Boston and see 
this inspiring ensemble of the best and highest that our 
industry can produce, and at the same time receive 
from our New England manufacturers a most cordial 
and brotherly welcome to the capital of Massachusetts 
and the great Summer vacation gateway of New 
England. 

“Our Boston Show assuredly is ‘something that no 
one can afford not to see.’ It has been well described as 
a liberal education in shoe and leather economics.” 

ALBERT N. BLAKE, President 
National Shoe and Leather Exposition 
and Style Show, Inc. 


Vice-President Drake Extends Welcome 


“In behalf of the New England Shoe and Leather 
Association, and its various kindred organizations, I 
extend a most cordial invitation to everybody connected 
with our American-Canadian shoe and leather industry 
to come and spend the week of July 10 of the current 
year in historic Boston. 
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ALBERT N. BLAKE 


President 


“During that week, for the third time since we organ- 
ized our Manufacturers’ Exposition Association, this 
city is to be the scene of a big and comprehensive 
Market-Fair that may well attract the favorable atten- 
tion of our entire trade. 


An Unique Industrial Exposition 

“The news and advertising pages of the Boot and 
Shoe Recorder, and the other publications of the trade, 
have set forth in much detail the manifold attractions 
of this Third National Shoe and Leather Exposition 
and Style Show, so that it is not necessary for me to 
dwell upon them. I would like to state, however, that 
in my opinion, the management of our organization has 
this year created something that will be found entirely 
unique in the history of industrial expositions, and that 
all who come to study it will receive on their investment 
the richest of possible dividends. 


Wenderful Working Exhibition 


“As a shoe manufacturer, I am particularly interested 
in the wonderful working exhibition, which for the first 
time will be a feature of our Boston Show; but this, 
after all, is but one of a multitude of departments the 
inspection of which will do much to broaden the vision 
and whet the enterprise of tanner, shoemaker, retail 
merchant, wholesaler, finder, and indeed, the represent- 
atives of every branchof our highly-specialized industry. 

“Boston also, at this time of year, makes a particu- 
larly strong claim upon the people of the United States 


by reason of its many opportunities for vacation pleas- - 


ure and recreation, and because it is the repository of so 
many of our Republic’s treasured shrines of history. 
Latchstring is Out 


The lJatchstring of Boston and of all New England is 
out to every one in our trade, wherever residing. and 





HERBERT T. DRAKE 


Vice-President 


our Hospitality Committee will see to it that no visitor 
is permitted to feel that he is a stranger. We want you 
all to come and see this great Boston Show, but more 
than all, we desire your presence for the social and per- 
sonal enjoyment that we will all derive from it. 
HERBERT T. DRAKE, President 
New England Shoe and Leather Association 


Treasurer Hoyt Extends Welcome 
“Henry Ford says, in a recent article, that there is 
not much room in his establishment for the man who 
says, ‘can’t be done.” He also does not care for so- 
called experts who ‘know it all.’’ He is constantly look- 
ing for improved methods and short cuts, reduced costs 
and larger output. Possibly these are fundamental rea- 
sons for the tremendous production of Ford cars and 
excellent value at cost. Men of open minds and initia- 
tive and patient persistence dig new channels for busi- 

ness, and are big factors in the world’s progress. 


Good Reasons Why 


“One of the first reasons I will give for your attend- 
ance at the National Shoe and Leather Exposition and 
Style Show July 10-13 is that your business interests 
demand it. No manufacturer, merchant or retail mer- 
chant who gives the time can visit it without taking 
away something of value which should be helpful in his 
individual business. If the head of your concern is grow- 
ing old, becoming conservative, and traveling in a rut, 
how about some of the juniors in the business having an 
opportunity to see the methods of production of leather 
and fabrics and shoemaking which may be new to them, 
if not to yourself? You can see the practical manufac- 
ture of leather which goes into the shoe and the cotton 
cloth which lines them, the making of cartons, etc. 
How about combining business opportunity with a 
pleasure trip and visiting Boston and the Eastern sea- 
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CHARLES C. HOYT 
Treasurer 


shore during one of the finest months of the year for 
outdoor life? 


Show Appreciation by Attendance 


“It is the full intention of the management to give a 
warm welcome to friends coming from outside of New 
England. It is perhaps fitting that New England manu- 
facturers and shoemen should show their appreciation 
of the time and effort given by some of the active men 
in the trade in staging an exposition of this kind with 
its many angles and its multiplicity of detail, all of 
which are necessary for a successful issue. Back them 
up by your attendance and the attendance of your 
friends. 


Massachusetis a Good State 


“To the Captains of Industry in this section of the 
country with their accumulated capital and the intelli- 
gent inherited skill of the rank and file of the workers in 
the shoe and leather trade, is due the cred’t for the fact 
that from all over this country and abroad, comes the 
multitude of dollars for labor, materials and manage- 
ment, which make our community prosperous and 
Massachusetts a good State in which to live and labor. 


A Word from Style Show Director 


George R. Walmsley, under whose able direction 
comes the physical part of the Style Show, writes: “No 
real merchandiser of shoes can afford to miss the Style 
Show of the Third National Shoe and Leather Exposi- 
tion and Style Show. It did not seem possible that the 
big event of 1921 could be excelled, but the 1922 Style 
Show will beat the 1921 exposition by several lengths. 

“In the name of Dame Fashion, I extend to all foot- 
wear stylists a most cordial invitation to come to Boston 
for July 10-13. Here they will find Mechanics Building 
most alluring as to its artistically arranged runway, 


THOMAS F. ANDERSON 


Secretary 


down whose carpeted tread 150 models, beautifully 
gowned from head to foot, will display the latest in 
shoes and hosiery, with gowns and millinery in har- 
monizing effect. 

“There will be one hundred women models, 30 men 
models and 20 children’s models. The show opens with 
a man’s clubroom scene, displaying men’s footwear 
styles. The Palais des Modes is the second scene and 
tells about women’s footwear styles. On the stage in 
front of this palace a garden of beautiful flowers smiles 
enchantingly. 

“The great interest which the exhibitors have taken 
in selecting, ‘shoeing’ and gowning their models is most 
inspiring. The eventful time is almost here and when 
the clock strikes the opening hour of the 1922 Boston 
Show its styleful ring will be heard throughout the 
length and breadth of the land.” 


“Come One, Come All,” Says William 
H. Larkin 


Says William H. Larkin, chairman of the Hospitality 
Committee, composed of knights of the grip, traveling 
out of Boston: 

Come One, Come All, 

Come Ye Shoe Buyers of the land. 

Come Ye Shoe Buyers of the great wide world, too. 
Come to the Big Boston Market, 

Come to that splendid spectacle, the Style Show. 


_ Come to see shoes in the making, 


Come see the styles galore; 

Come see the best values in footwear ever, 

Come and detect the new style trends 

Come and enjoy the hospitality of Boston’s shoe 
travelers. 

Come and have a good time, and go back home again 
with a fresh stock of practical information of shoe 
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Wingfoot Heel, A to D ‘wide 
Number 374 


The Dalton Company Inc. 
BROCKTON, MASS. 
Makers of Fine Shoes 


BOSTON NEW YORK CHICAGO 
183 Essex Street 652 Marbridge Bldg. 706 Security Bldg. 
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MAJ. CHARLES T. CAHILL 


Chairman Exhibits Committee 


styles and values, and a new inspiration that makes the 
shoe business worth while. 


“The Best Ever,” Says Willis R. Fisher 

Willis R. Fisher, of the A. C. Lawrence Leather Com- 
pany, third vice-president and director of the National 
Shoe and Leather Exposition and Style Show, Inc., 
1922, writes: : 

“We extend a cordial invitation to tanners, shoe man- 
ufacturers, wholesalers, retail merchants, shoe finders, 
and all interested in Jeather and shoe manufacture to 
attend the National Shoe Style Show on July 10-13. 
We realize that you have attended meetings of similar 
nature before, but know you have never seen the equal 
of the one to be held at Mechanics Building. 

“The latest styles, living models, a shoe factory, 
model tannery and the largest list of exhibitors that ever 
entered a shoe style show in Boston are some of the fea- 
tures. You cannot be up to date if youmiss attendance, 

“The Summer of 1922 is different from any part of 
1920 or 1921—business is better and improving fast, so 
that we all must keep in step or fall out of the parade. 

“Boston, the Industry and the Style Show’s Officers 
sincerely request your attendance.” 

“Styleful Shoes for the Occasion,’ Says J. A. 
Munroe 


James A. Munroe of the E. T. Wright & Co., Inc., is 
second vice-president, a director, and on the Executive 
Committee of the Exposition. He is also chairman of 
the Style Show Committee. It is under Mr. Munroe’s 
guiding care that the real artistry of the fashion runway 
has been arranged. The importance of this runway has 
been recognized by exhibitors more fully this year than 
on any past occasion—over 100 up to this writing, hav- 
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JAMES A. MUNROE 


Chairman Style Show Committee 


ing models who will appear on the fashion “boards.” 

“My good co-workers on the Style Show Committee, 
said Mr. Munroe, “have been most active in arranging 
a Shoe Style Show which we believe will surpass the 
brightest expectations of style experts. Here will be 
displayed shoes of the highest grades of materials and 
workmanship for father, mother, and baby, and for the 
young man and the young woman—no age has been 
neglected in our style delineation. 


Good “‘Close- Up” Views 


“We have given the beautiful in footwear a harmoni- 
ous atmosphere. A facade of ‘The Palais de Mode’ 
consisting of the entire stage of Mechanics Building has 
brilliantly lighted windows, through which the fashion- 
ably gowned and shod models will walk toward the in- 
side center of the ‘palais.’ The models will then de- 
scend, through its wide doors, opened by pages. down 
the marble steps of the palace to the lawn. On this lawn 
are arranged tea tables about which the models are 
grouped, prior to their promenade along the runway. 
The runway will extend the length of the center of 
Grand Hall and the models will make a complete turn 
of the runway, extending from the stage to either wing, 
thus giving a close-up view. 


“A Dash of Color” 


““Men’s styles are given a‘dash of color’ by a clubroom 
scene. In this scene a close-up view of the model's foot- 
wear is also obtained. The clubroom has been built on 
the stage, the men’s models entering from the runway. 
In the clubroom scene the men will be attired for differ- 
ent occasions,—for business, sport and evening dress. 

“A theatrical effect has been given by a curtain 
draped the entire width and heighth of the stage, con- 
cealing the decorative features of the show until the 
curtain is ‘rung up’ and the show is really on.” 
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“Felt-Welt” 


Patent Applied for 





remember 
that name! 


Dealers have been quick to recognize this felt slipper as an 
innovation—not a freak or a fad. 


TRACY 


cushioned inside with a felt covered inner sole and spring heel, 
is more than a talking point. It’s a selling hook, catching 
slipper trade where it 
never existed before and 


order pleasing old customers 


greatly. 


this slipp er! Re-orders are the test. 


All our re-orders are in- 

creased over the original 
order. Here is a beautiful felt slipper—at the right price which 
has novelty and merit built into it at every point. 


Prices: Women’s, $1.15; misses’; $1.10; children’s, $1.00. 


Send for Samples and Prices. 


The Boston Felt Slipper Co., Inc. 


289 Congress Street, Boston 


The tough, flexible chrome leather sole, welt-sewed and 
| 
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B. L. WALES 


Chairman Publicity Committee 


“A Big and Educational Show,” Says B. L. 
Wales 


Burton L. Wales, of the M. N. Arnold Shoe Company 
is chairman of the Publicity Committee and having well 
in hand detailed information on the Boston Style Show, 
has summed it up briefly as follows: 

“You have been reading and hearing about the big 
‘Boston Show’ to be held in Mechanics Building July 
10-13, and we want you to realize what a big event this 
is really going to be. The committees are sparing no 
expense and no work to make this show a big help to 
the trade in general. 

“It will not only be a big exposition, but an education, 
—a rare opportunity to learn about the various phases 
of our big industry. Here under one roof you can learn 
about the tanning of leather, the manufacture of shoes, 
last making, pattern making, the manufacturing of 
rubbers and canvas shoes, paper carton making, the 
printing of carton labels, the weaving of duck lining, 
and many other things of interest. 

“Many of these things we regard as commonplace, 
but how many of you, for example, have ever really seen 
the actual tanning of leather? 

“In addition, you will see a wonderful Style Show, 
and will see on display most of the prominent lines of 
shoes of the country. 

““We extend a cordial welcome to you, and know you 
will be well repaid for the trip here. 

“Don’t forget the dates, July 10-13.” 


“The Beautiful and Practical,’ Says 
Major Cahill 
Major Charles T. Cahill of the United Shoe Machin- 
ery Corporation is on the board of directors of the Ex- 
position. He is also chairman of the Exhibits Committee 
His thoughts on the big event are as follows: 


BOOT AND SHOE RECORDER 129 





WILLIAM M. LARKIN 
Chairman Hospitality Committee 


‘‘Never before in the history of shoe making has there 
been presented an opportunity to observe under one 
roof so much that is of interest to the makers of shoes 
and those who sell them. 

“The exhibit of shoes, leather and accessories will 
reflect in the most telling way the return to sound 
styles, leathers and designs. The Style Show will not 
only be a most beautiful spectacle, but will afford an 
opportunity to observe the effect of practical, but none 
the less beautiful, footwear, when worn with appro- 
priate costumes. The practical side of shoe production 
will be treated as it never has been before in any exposi- 
tion, for in one department there will be demonstrated 
in a most comprehensive manner, the tanning and fin- 
ishing of calfskins, the making of high-grade Goodyear 
Welt Shoes in a complete shoe factory installation of 
the most up-to-date character, the modeling and mak- 
ing of shoe lasts, the designing and grading of shoe pat- 
terns, the weaving of shoe linings, the making of shoe 
cartons, the printing of carton labels, the making of 
rubber footwear. These in the aggregate, will make an 
exposition which every person interested in shoe or 
leather can attend with much pleasure and much profit.” 


On Gasy! THs 1s 

Gon’ Ta GE Some 

= LE Show's 

MECHANICS Har! in oes 
i wish WE CouLo 
Go DAUGHTER Ht! 














130 BOOT AND SHOE RECORDER July 1, 1922 






======—====K=CKCNNleaeuaccCc**="=*Ix“xocq=Xq=Xrulul=zl=i]cl]l=]]=]{_*_>_>>>]{qxK_]_>__=<_=_>=[K~L_L—==ES==S=S=[==>»»»_=[=D=j 


See How Rubber Heels Are Made! 
at BOOTH 546 


| There you may see us make rubber heels 
| from the pure rubber sheets to the finished 
| perfect heel— 


NU-LIFE 


Standard The Heel That Makes Friends 








. _ Guaranteed 
Shape a Nailing ae aie tiene to give 
‘ n interesting feature of our exhibit wi 
MEN’S be samples from Edwin Clapp, Bion F. SERVICE 
BOY’S Reynolds, Hurley and Stetson shoe lines STYLE 
and WOMEN’S showing the highest type of finishing SATISFACTION 


and attaching our rubber heels on shoes. 


HANOVER RUBBER COMPANY, West Hanover, Mass. 


Boston Office and Salesroom: 10 High St. 
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SK any fastidious woman why she wears 







full-fashioned hosiery and she will answer 
**Because it looks smarter, as it fits the 


contours of the leg.” 


It fits the contours of the leg: in other words, the 


natural lines of nature are followed. 


But how about this same woman’s shoes? Do they 
fit as snugly, as easily, as her stockings? Infre- 
quently. Either the heel slips or is too tight; the 
sides gap when she steps; the toes pinch, or, being 


too long, curve upward. 


Plant Bros. & Co. have been interested observers 
of these defects in women’s shoes. Not only have 


mre they scrutinized and criticized the inaccuracies of 





lasts, but they have sought a remedy for them. 


- And in the new method worked out in their factory 
Plant Bros. & Co. have seen the hope they cherished 
realized. This manner of fitting is sane, logical, like 
full-fashioned hosiery, and bears the same relation 


to the foot that the hosiery does to the leg. 


To avoid confusion in ordering these numbers the 
method has been named the A B C of Foot Fitting, 
or the Anna Belle Clark System of True Fit. 





Turn this cover and see it pictured and explained. 


- PLANT —BROTHERS — COMPANY 








The Anna Belle Clark System 
is really the A B C of correct 
fitting. The sizes and widths 
embraced are the results of a 
carefully planned system of 
last measurements. It seemed 


to us that our dealers would 


appreciate a descriptive word 


for use in ordering. Hence the 
phrase “Anna Belle Clark,” 
which we have copyrighted 
for the exclusive use and 
convenience of our merchant 


friends. 
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For that vast majority—the Average Woman. 


HE demands style, of course, as a first essential. 





Wry, 
“iy 


She 


must also have the comfort of right-fitting shoes. 
That much desired balance of style and comfort is un- 
doubtedly the most important feature in shoe merchandising 
—and it is now made possible and practical by the Anna 


Belle Clark System of True Fit. 





————— 
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Shoes are so moulded at the counter as to fit 


perfectly and prevent slipping at the heel, at 
the same time possessing sufficient flexibility 


to accommodate a broader heel with no dis- 
comfort to the wearer. 


The precision which prevails at the heel is 
again repeated at the arch. In fact, these two 
vital points merge. The construction at the 
heel actually guides the foot into the logical 


kind of arch. 


Since the foot has not been cramped at heel 
and arch the ball is in a state of normal ex- 
pansion. It therefore settles at the ball and 


tip of the shoe in just the way it should. 


This system of fitting insures comfort for 
the average foot and retains every element 
of correct style and design. Plant Bros. 
& Co. shoes made according to the Anna 
Belle Clark method will find ready acceptance 
and favor with your most exacting women 


customers. 


’ 
FACTORY: MANCHESTER, N. H. 








SALES OFFICE 
10 HIGH STREET, BOSTON 


BRANCH OFFICES 
417 Grand Building 





ATLANTA 
BALTIMORE 404 West Baltimore St. 
CHICAGO 1726 Republic Building 
MINNEAPOLIS 7 South 5th St. 
Loeb Arcade Shoe Exchange Bldg. 
NEW YORK 127 Duane St. 
735 Pacific Building 


SAN FRANCISCO 
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No. F 348 





No. F 366 














PLANT —BROTHERS 


Stock No. F 348; Amalfi Strap; 
Patent Leather; Plaza Last; 12/8 
heel; 

Price $4.25. 


Stock No. F 366; Mecca Strap; 
Black Kid; Campus Last; 13/8 
heel; 

Price $3.85. 


Stock No. F258; Athena Oxford; 
Ruddy Calf; Plaza Last; 12/8 
heel; 

Price $3.85. 


Plant Bros. & Co. make shoes of 
advanced style and high quality 
which, thanks to large scale 
production, can be sold at a 
medium price range. The few 
models illustrated are typical. 
See the full line at the Boston 
Style Show, Booths 175 and 176, 
Mechanics Building, or at our 
Sales Offices, Rooms 704, 705 
and 706, 10 High Street, Boston. 


—- COMPANY -— 
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We should be 


pleased to have. 


you make your 
headquarters at 
our Boston 
Sample Rooms, 
183 Essex Street, 
Rooms 501-502, 
or at our Booth 
185 in the Expo- 
sition 














Fit 


CROOKER 
& MORSE mn 


BRIDGEWATER, MASS. 


Novelties—Straps--Sports--Staples 


OOOd 


Makers of High Grade Welt 


Footwear for Women 


Quality 










Patent Jazz Oxford 


Patent Strap Pump 


430 






Brown Calf Oxford 
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Everything for the Shoe Store 
or Factory Under One Roof 


Exhibitors at the National Shoe and Leather Exposition and Style 
Show, Inc., July 10, 11, 12 and 13 


NAME SPACE 
Abbott Shoe Company ..... .. .. .. .223-AA 
J. Q. Adams & Co. ret Bee 
Adame Shee Ce., F.E. .. .. 0.00... @ 
Agoos Tanning Co.,S. L. . je Dw i ee 
Alden Company, C. H.  .. 1. 9s: col) 
Amalgamated Leather Co., Inc. . . . .. 13 
American Oak Leather Co., The . 52 
Armstrong Cork Co. om a Sarg 
Arnold Shoe Co., M.N. .. .. a 
Ault-Williamson Shoe Co. ee. 
Automatic Heel Co. oe ee 
Bancroft Walker Co. . . . 1 te 
Barnet Leather Co., Inc. . .. .. .. .. 105 
Barton Mfg. Co... ce dir sdin sd a se 
Bates Co., A. J. Ss ad ae le 
Basker Shoe Co., Inc., S. J. ie 
Beckwith Mfg. Co. 220,221 
Beebe & Sons, Lucius SCE ne 
ogee Cebit, Betas nce. ». .. . .  » BOD 
Berry Shoe Co., A. H. ...... .... .. .. .. .. 106 
Bliss & Perry Co. _ . oe eae 
Boot and Shoe Recorder... .... .. . .. .. 165 
Bows Moccasin Co. .. Saat alas, be 
Bristol Patent Leather Co. ee 
Brockton Rand Co. .. “141, 142, 143 
Brown & Co., Inc.,C. D. . .. .. .. .. . 130 
Bunker Hill Shoe Co. ce 
Bureau of Foreign & Domestic Cc ommerce, 

503, 504 
Burkhardt Corporation 103-AA 
Bender Shoe Co. ...... ..... .... .. Lynn 
Cushing Shoe Co... |... .. ees 
Cotter Shoe Co. ._. . Sore ae a. vo pep oD 
Cambridge Rubber Co... .. . . .. .. .. 40 
Chandler, Inc., W. K. . .... .. .. .. .. .. .. 524 
Churchill & Alden. sabes ook cb op bd (EE 
Clapp & Sons, Inc., Edwin ......... .. 139 
Clarke-Everson Mfz. Sew Ca te eee 
Clifford Co. .. .. . . 587 
Commonwealth Shoe & Leather Co. . .. 182 
Conrad Shoe Co. . — 
Converse Rubber Shoe Co... . . . .. 23 
ee RE a 
Crooker & Morse, SUSE Raaeess 185 
Crossett Co.,,.Lewis A... .. .. . _ 183, 184 
Claremont Shoe Co. .. . - Haverhill 
Collins & Staples . . a .. Haverhill 
Creighton, A.M. . .. <a an) si ee 
Diamond Shoe Co., The .. . .. 132 
Dodd Shoe Co., Dorothy .. _ 158-161 Inc. 
Dodge Shoe Co., Nathan D. . . . .. .. .. 188 
Donallan & Co., John E. .. .. .. .. (3 
Douglas Shoe Co., W. L. .. .. _ 133, 134 
Dunbar Pattern Co. ‘154 & Dept. Cc. 


Ellis-Eddy Co... .. 27 


NAME SPACE 
Edmonds Shoe Co. ........ .. .. ....... 57 
Emerson Shoe Co. .. .. .. .. .. .. .. .. Dept. Cc. 
Ensign Shoe Co... se oe Sead dated aan ae 
Evans’ Son Co., L. S .. fs 198 


Emery & Marshall Ce shine _ Haverhill 
Farnsworth, Hoyt Co. .. .. 156 and ents C. 
Fellsway Rubber ee a . 528 
Forbes Lithograph a Co., The ..... 10 
Ford Co., The J. B. .. .. .. ae 
Foster Rubber gan ae 
Franklin Shoe Co... .. . eae OO ... « ee 
French, Shriner & iat se vig: ne ae 
- Freidson Shoe Co... =v —— 
eR eer ee Haverhill 
Fisher & Son, A... .................. .. Lynn 
Gregory & Reed Co. i ver tee 4) 0S 
Gitterman & Co., a eee ee 
Golbert Last Co... - Terie 58 
Goodrich Rubber Co., The B. F. .. _ 102-A 
Goodwin Bros. _.. ie ee, te ae a 
Goodyear Tire & Rubber Co. .. ... .. .. 164 
Gordon, Ellis & Sons nae 4 
Gotham Process Shank, Inc. 167 
Griess-Pfleger Tanning _ ei... 
Guptill, Inc., Hervey E. .. . ‘ 181 
Gale Shoe Co. . - Haverhill 
Goodrich & Co., Hazen B. Haverhill 
Hakim Bros. saucer as ee 
Hamilton-Brown Shoe Co. » The dh ee 
Hanover Rubber Co. _.. a 
Hauthaway & Sons, Inc., Se: 
Hoague-Sprague Corporation ‘3 ‘Dept. Cc. 
Hood Rubber Products Co., Ine. .. . 163 
Huckins & Temple, Inc... .. .. .. .. .. .. .. 174 
Hunt-Rankin Leather Co... . .... .. . .. 169 
Hannahson’s Shoe Co. .... .. .. .. Haverhill 
Harney Shoe Co.,P.J. . ...... .. .. .. Lynn 
Ideal Baby Shoe Co. 4 a... 5 
International Shoe Shank Co... .. .. .. .. 541 
Jones & Thomas Co., V. K., & A. H. .. Lynn 
Keith Shoe Co., Preston Be as. os :. | Le 
Little Co., A. E. ey ar. 
Larkide Company, The .. 30 
Lawrence Leather Co., A. _ 147, 148 b Dept. Cc. 
Learned Co., Geo. A. .. .. . 180 
oe LS Ee ee ee 
Lover 4 ia, bme., G. ...........  . . & 
Lynn Last Co. "a eae ae er 
LeBosquet-Moore Co. ... . . « Haverhill 
Lewis, Herman E. ....... .. .. Haverhill 
Marken Machine Co. ............... .. 73 
Martin-Dennis Co., The... ....... .. 56 
MeNichol & Taylor,Inc. ......... 538 
Mildred Shoe Co. .. Se 
Moench Shoe Co., J. Ss cheadtihabagsioninlitgiee 
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During the Boston Style Show 


Follow the Crowd To Our Bos- | 
ton Office and See the Latest | 











IN STOCK 
MEN’S SMART DANCING OXFORD 


Made of Bristol Pat. Colt, Soft Toe, 
Flexible Sole. Widths B, C, D; 5% to 11. 


Price $3.75 




















New York Office, 303 Fifth Avenue 


Styles of — 





“Decidedly Brockton 





Shoes” 

























i 2) 
SHOE MFG. CO., 














Philadelphia Office, 411 Forrest Bldg. Detroit Office, 213 Bowles Bldg. a 
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SALES ROOM 






\\) 

\ “QUALITY AT A PRICE” has made possible 
the big’market“which{we'serve. In three"years 
of making “Decidedly Brockton Shoes” our 
business has broadened to a countrywide dis- 
tribution. Today we are the fourth largest 
producer of men’s and women’s high-grade 
welt shoes in the City of Brockton. 


MR. JOBBER. Be sure and visit our Bos- 
ton Office. Mr. Charles T, Hall will be there 
and will be glad to show you our complete line. 
We are making “Decidedly Brockton Shoes” 
for some of the largest jobbers in the country. 








MR. RETAILER. We are selling some of 
the largest retail accounts in the United States. 
Our large production with least possible over- 
head enables us to sell our shoes at prices that 
will make business for you. “QUALITY AT 
| A PRICE” is our slogan. 


| BROCKTON, (Campello Station) MASS. 


Chicago Office, 209 Security Bldg. Sales Department, 117 Lincoln St., Boston 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Plant Co., Thomas G. 158-161 Inc. 


Poole & Johnston, Inc. .. .. . 186 
Putnam Shoe Co. oe " 17 
Reynolds Co., The . .... . - 140- B 
Rice & Hutchins, Inc. Soh ae ane 
Richards & Brennan Co., Rates Looe ih 
Rousmaniere, Wm. & Co. es 
Rubin Bros. Foot-Wear nai a. sce 
Rickard Shoe Co. .. eee eo 
Sawyer Boot & Shoe Co. ae a 
Shoe & Leather  orei Co. . 31 
Shoe Retailer, The . = _.. .. 102-B 
Shoe Traders Pub. Co. tiae ti 54 
South Leather Co., Inc. .. .. .. .. .. .. _/* 6 


Spaulding & Sons Co., Inc., J. 
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great 
working 
exhibit 
of 
educational 
value 
to every 
Merchant 
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NAME SPACE NAME 
Munroe Shoe Co. eke. to, es he os eee a 
Murphy & Haskell Co. a eek Fas 62 Stetson Co., Inc., The... .. .. . 
McLaughlin, Conway Shoe Co. . . Lynn’ Stone Co., Inc., K. M. 
Murphy, Gorman & Waterhouse .. .. Lynn Thayer Foss Co. . La 
National Aniline & Chemical Co. .. .. .. 526 Thomas, Lake & Whiton. eee, 
a be gee sia Association .. . >. Thomson-Crocker Shoe Co. 
io Leather Cor., e , Tolman Print Co., Inc. 
> 4 ee — r Co., Inc. 22. Tuttle Genstil Shoe Co. 
uting Shoe Co é ‘ - ——= Tweedie Foot Corp. .. . 
Packard Company, M. “ap so tana Pag yer 
ee gd a a m United Lace & Braid Mfz. Co. 
Peerless Mach. Co., The... 49, 50, 51 boars eee ees ee SOI 
Pfister & Vogel Co. Oe ee Corp., 
Plant Bros. & Co. 175, 176 United States Leather Co., The 


107-110 Inc., and ~_ Cc. 
ane oh 


U. S. Rubber Co. 


68-71 Inc., 32-33 Ine., also Dept. C. 


Wall, Doyle & Daly, Inc. 
Wall, Streeter & Doyle Co. 
Webster Sale Co., Geo. H. 
Wilson Process, Eee. . 


Wilson Turn Shoe Co., ‘Inc. ‘ : je i seule 
Winslow Bros. & Smith _ Sera 


Wise & Cooper Co... 
Wright & Co., Inc., E. T. 
Winchell & Co., J. i. 


Witherell & Dobbins Co. | ee 


Watson Shoe Co. 
Zeigler Bros. Co .. .. . 
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Officers, Directors and Committees of the National Shoe and 
Leather Exposition and Style Show, Inc., 1922 


OFFICERS 
Albert N. Blake, President 


Watson Shoe Co., Lynn 


Herbert T. Drake, First Vice-President 
Emerson Shoe Co., Rockland 


James A. Munroe, Second Vice-President 
E. T. Wright & Co., Inc., Rockland 


Willis R. Fisher, Third Vice-President 
A. C. Lawrence Leather Co., Boston 


Charles C. Hoyt, Treasurer 
Farnsworth, Hoyt Co., Boston 


Thomas F. Anderson, Clerk, Boston 
Chester I. Campbell, General Manager 


DIRECTORS 


Harry I. Thayer, Thayer-Foss Co., Boston 

Frank S. Farnum, Churchill & Alden Co., Brockton 

Frank R. Briggs, Thomas G. Plant Co., Boston 

Arthur W. Wellington, United States Leather Co., Boston 

Herbert T. Drake, Emerson Shoe Co., Rockland 

Willis R. Fisher, A. C. Lawrence Leather Co., Boston 

James A. Munroe, E. T. Wright & Co., Inc., Rockland 

Charles C. Hoyt, Farnsworth, Hoyt Co., Boston 

Maj. Charles T. Cahill, United Shoe Machinery Corp., 
Boston 

L. H. Downs, Charles K. Fox, Inc., Haverhill 

Cecil Q. Adams, Bristol Patent Leather Co., Boston 

Albert N. Blake, Watson Shoe Co., Lynn 

Herman E. Lewis, Haverhill 

Edwin P. Holmes, Parker Holmes & Co., Boston 


Thomas F. Anderson, Boston 


EXECUTIVE COMMITTEE 


Albert N. Blake, Chairman, Watson Shoe Co., Lynn 
Herbert T. Drake, Emerson Shoe Co., Rockland 
James A. Munroe, E. T. Wright & Co., Inc., Rockland 
Willis R. Fisher, A. C. Lawrence Leather Co., Boston 
Charles C. Hoyt, Farnsworth, Hoyt Co., Boston 

Cecil Q. Adams, Bristol Patent Leather Co., Boston 
Thomas F. Anderson, Boston 


EXHIBITS COMMITTEE 


Maj. Charles T. Cahill, Chairman, United Shoe Mach. 
Corp. 

Arthur W. Wellington, United States Leather Co., Boston 

Frank S. Farnum, Churchill & Alden Co., Brockton 

Edwin P. Holmes, Parker, Holmes & Co., Boston 

Willis R. Fisher, A. C. Lawrence Leather Co., Boston 

Charles C. Hoyt, Farnsworth, Hoyt Co., Boston 

E. L. Prescott, W. H. McElwain Co., Boston 


F. W. Small, The Gilchrist Company, Boston 
E. L. Phipps, United States Rubber Co., Boston 
W. L. Wardell, United States Rubber Co., Boston 


STYLE SHOW COMMITTEE 
James A. Munroe, Chairman, E. T. Wright & Co., Inc. 
Harry C. Brown, Henry C. Brown Co. 
Paul Jones, Commonwealth Shoe & Leather Co., Whitman 
Hollis B. Scates, Emerson Shoe Co., Rockland 
James H. Stone, The Shoe Retailer, Boston 
Arthur D. Anderson, Boot and Shoe Recorder, Boston 
Walter G. Dennison, Rice & Hutchins, Inc., Boston 
Herman E. Lewis, Haverhill 
Charles D. MacLaughlin, Bresnahan-MacLaughlin Co., 

Lynn 

A. E. Mead, Upham Bros. Co., Stoughton 
Edward Marshall, John Pell & Son Last Co., Brockton 
L. Caywood Clem, Dunbar Pattern Co., Boston 
Joachim D. Rickard, Rickard Shoe Co., Haverhill 
C. W. Pollock, Thayer-McNeil Co., Boston 
George R. Walmsley, Director of Style Show 


PUBLICITY COMMITTEE 


B. L. Wales, Chairman, M. N. Arnold Shoe Co., North 
Abington 

H. W. Fleming, Churchill & Alden Co., Brockton 

L. H. Gilson, Brockton Rand Co., Brockton 

A. C. Doering, Thomas G. Plant Co., Boston 

George Langdon, Hazen B. Goodrich Co., Haverhill 

Ray Fuller, Gregory-Read Co., Lynn 

Harry F. Malloy, The Shoe Retailer, Boston 

William B. LeBrecht, Boot and Shoe Recorder, Boston 

W. W. Willson, Rice & Hutchins, Inc., Boston 

Irving B. Howe, A. H. Howe & Sons, Boston 

Thomas F. Anderson, Boston 


HOSPITALITY COMMITTEE 


William H. Larkin, Chairman, 24 High Street, Boston 

A. L. Puffer, Assistant Chairman, 30 Groveland Street, 
Auburndale 

Thomas A. Delany, 24 High Street, Boston 

David J. Tobin, 3 Nazing Street, Boston 

Edward M. Cox, 575 Eliot Street, Milton 

Sydney L- Curry, 2 Rockland Street,.Roxbury 

Charles F. Maxwell, 5 Bacon Street, Winchester 

George Manson, Dalton Shoe Co., Brockton 

Roy L. Miller, 30 Woodbine Street, Auburndale 

Harry LeFavour, 12 Commons Street, Braintree 

Edward J. Andrews, 77 King Street, Dorchester 

Timothy E. Murphy, Robinwood Avenue, Jamaica Plain 

Frank S. Larkin, 24 High Street, Boston 

E. U. Burditt, Burditt Shoe Company, 278 Broad Street, 
Lynn 
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GLOVE ~ GRIP SHOES 















































THE “GLOVE GRIP” FEATURE IS PATENTED 
AND WILL BE PROTECTED LEGALLY 
AGAINST INFRINGEMENT 











The dealer who does a prosperous business will insure his prosperity by selling “Glove-Grip” 
shoes. These are recognized result getters. They are strongly intrenched in public favor. The sphere 
of their popularity broadens with the advent of each new day. Don’t miss seeing “Glove-Grip” 
shoes which will be— 


Displayed at Booth 177, Boston Style Show 


The “Glove-Grip” feature of construction makes an entirely different and better shoe. It places 
no limit on style possibilities. It provides men and women with footwear which is a treat for the 
feet. The ease with which “Glove-Grip” shoes are fitted is a surprise to experts. A Turnover of a 
“Glove-Grip”’ stock is readily made. Profits are taken by dealers which a less distinguished and 
distinctive line cannot produce. 











M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON =: =: 3: =: MASS. 
Boston Office : :: Room 801 : : 10 High Street 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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An Educational Feature in Boston 


PEAKING before a gathering of advertising men, the President of 
7 one of the iargest and most successful shoe factories in America 
made this statement: 

“T have never been in a tannery but twice in my life. I wish I knew 
more about the manufacture of leather.” 

He was speaking of the great educational value of the industrial ex- 
hibit of shoe and leather manufacturers which will be held in Mechanics 
Building during the Boston Show July 10-13. 

This living picture of the evolution of all that goes into the finished 
shoe, which will be presented daily and freely to every retail merchant 
and every manufacturer attending the Boston Show, is indeed a rare 
opportunity to learn what only one in a possible ten men understands. 

The President of a shoe factory can hire good leather men and other 
buyers to purchase his stock. He really doesn’t need to know all about 
the various materials which go into the footwear he sells the merchants. 

But the merchant cannot afford to buy expert knowledge and advice. 
He either knows the inside truth of the shoes he buys—or he doesn’t. 
And mostly he doesn’t. That is why six, well-known manufacturers are 

oing to run an industrial school in shoe manufacture at the Boston 
fpadtien so that thousands of dealers and the great crowds of the shoe 
consuming public may learn exactly how everything going into the shoe 
is made and how it is all assembled into handsome, completed footwear. 


A Wonderfully Made Article 


Incidentally, the purchasing public will get a vivid idea that a shoe 
isn’t picked out of mid-air by some magic kus-pookus but is slowly 
and laboriously built, bit by bit, through the efforts of many industries 
and thousands of workers and executives. In fect, these enterprising 
exhibitors may have such an illustrative presentation of this highly- 
technical subject, that those who see it will go’ away wondering why 
shoes do not cost more—rather than feeling the average price is too high. 

The A. C. Lawrence Leather Company will present a complete tan- 
nery in operation. They will show the public exactly how a piece of 
chrome tanned leather is handled from the raw skin to the finished piece 
of upper leather, ready to be delivered into the hands of shoe manufac- 
turers. This firm will have in motion practically every sort of leather- 
finishing machinery and they say it will be possible to do this and still 
eliminate most of the disagreeable features of the average tannery. 


A Last to be Made 


In the working exhibit of the United Last Company will be seen the 
birth of shoe styles. The Company will give a vivid picture of exactly 
how the original model is worked out of the wood with infinite care, pre- 
cision, and finish. The model will then be shown, guiding the almost- 
human last turning machines as they produce the last which will event- 
ually go to the shoe manufacturer. After —— this sight, the public 
will appreciate the great fundamental process of the last. 

In the same manner the Dunbar Pattern Company will add its all- 
important quota to the style element of shoe manufacturing, showi 
with intricate machinery, how the shoe patternis cut with noltensiel 
precision and driving home the lesson of the many parts necessary for 
the completed shoe. The keynote of this particular exhibit will be the 
everlasting shifting of style and it will be a wonderful object lesson, even 
to those who may be quite familiar with footwear. 


A Loom for Linings 

The Farnsworth, Hoyt Company, will have a loom weaving their 
Red-Line-In-Shoe-Lining. This will give exhibitors to the Show an 
opportunity to see just how this famous shoe lining is constructed. It 
will be the first time that a shoe lining has ever been made outside of the 
mill, which makes this feature an unusually attractive one. 

Actual shoe manufacturing will be demonstrated by the Emerson 
Shoe Company. Naturally, this will be the most extensive exhibit of all 
because here will gravitate all the parts of the shce to be assembled into 
the finished product. The Company promises to have in operation prac- 
tically every machine which helps to make the American shoe, and they 
will be arranged in the proper sequence so the observer can follow a shoe 
from the cutting of the leather to the stamping of the manufacturer's 


.name inside. 


Another interesting feature is to be the exhibit of the Hoague- 
Sprague Corporation of Lynn, which will install a battery of box-making 
machinery, showing the lightning-like rapidity with which shoe cartons 
are cut, folded and pasted, ready for the shoes inside and the label out- 


side. 

These will be printed by the Tolman Press on one of their marvelously 
fast Kelley Automatic label presses. In 1921 this company alone printed 
over 100,000,000 labels for shoe cartons. 

In addition to the manufacture of leather footwear, United States 
Rubber Company intends to show an equally inclusive and extensive 
exhibit of ber and canvas shoemaking machinery and operations. 
This class of footwear will be made from start to finish in every detail. 
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KEN 


DE X| 


The Perfect Insole 


Try Kendex Insoles yourself. 
Order a sample lot of Kendex 
Slip Insoles, packed one dozen 
pairs, assorted sizes. Your cus- 
tomers will find them ideal because 
they will not bunch up, crack, or 
curl. 


Converse Rubber Shoe 
Company make this Men’s 
SPEEDWAY Blucher with a 
Kendex Insole. This shoe i 
particularly popular for tennis 
and its Kendex Insole gives it 
additional comfort through 
eliminating burning and stain- 
ing of the feet 

















This smart number !1 


combines with the 


against stained hosiery 





Hood Rubber Company use Firestone-Aplsey Rubber 
Kendex Insoles in practic ally 


all their fine outin: footwear in this MATCHLESS BAL for 


om ther 
famous EDEN line has als 
a Kendex Sock Lining which 
Kendex 


Insole to insure the wearer 


EN DEX is “standard equipment” 
with all the best and biggest makers 
of outing and gymnasium footwear. 


For these principal reasons: 


It eliminates burning and sting- 
ing of the feet. 
It absolutely prevents callouses. 


It never hardens nor cracks — 
remains always flexible. 


Users and wearers frankly state that 
Kendex is the ideal insole. 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 










Company use Kendex Insoles 


gymnasium and basketball 
wear They have iound 
Kendex gives special satis- 
faction in this type of shce, 
although Kendex Insoles are 
standard equipment in al! their 
outing footwear. 
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FRENCH.SHRINER & UR 


MENS SHOES 


An Invitation 











Booth 173 


National Shoe 
and Leather 
Exposition and 
Style Show. 
Mechanics 
Hall, 
Boston 


July 10-13 














— to see how ‘superiority is built in’ to 
French, Shriner & Urner men’s shoes. 


To every visitor of the National Shoe and Leather 
Exposition and Style Show, to be held in Boston, 
July 10 to 13, we extend an invitation to visit our 
factory. 


We believe you will find an insight into our modern 
methods of fine shoe-making intensely interesting, as 
well as helpful in retail selling. 


Our exhibit at the show will afford you an oppor- 
tunity to inspect a complete showing of French, 
Shriner & Urner shoes under the most favorable 
conditions. 


We shall be happy to welcome you, both at the fac- 
tory and our booth, at whatever time best suits your 
convenience. 


FRENCH, SHRINER & URNER 


Factory and Salesroom: 63 Melcher Street, Boston, Massachusetts 

















Superiority fult in, 








FRENCH Te eR Not Rubbed On 
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CHROMOK 








PATENT - DULL - COLORS 





Made especially for 
medium priced shoes, 








F asceaneiadl therefore superior for 
amous 
Oak Tanned such _ merchandise. 


Flexible Inner Soles 
Flexible Sides 
and Bends 





W. D. Byron & Sons Leather Co. 


Williamsport, Md. Boston, Mass. 
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Weber UNION MADE shoes for men will uphold your 


reputation for giving full value. 


They are built to meet a standard—never to meet a price, 


WEBER BROS. SHOE Co. 


NORTH ADAMS. MASS. 





New York Office: 1328 Broadway, Marbridge, Bidg. H. Harris, Rep. 
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Where to see 


STETSON SHOES 


during the Boston Show 


Space 171 


In space 171 will be a complete line of 
Stetson In-Stock shoes for Fall. Miss Alys 
Hird will be present and will display Stetson 
Tailored Models for Women. 


Room 1012, Little Building 
This is our Boston Office.. When down- 


town call on us. You'll find a warm welcome 
and a cool refreshing breeze awaiting you, 


as well as a complete line of STE TSON 
Shoes for Fall and Winter. 


The Stetson Factory 


Located in South Weymouth, 15 miles down 
the South Shore. Consider this an invitation 
to visit the Plant should you find time. We 
like to have our friends see our Home. 


The Stetson Shoe Company, Inc. 
South Weymouth, Mass. 


Boston New York Chicago 
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MISS ALYS HIRD 
will wear STETSON Tailored Models 


for Women, on the Main Runway and 
in Space 171. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 
padne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Moccasins 





No. 923—Women’s Smoked Elk Rangeley 
Moccasin, 8-inch, Duflex fibre sole, special 
tennis heel, Kennebago last. Stock, 214 to 
8,C,D. To order, 2% to 8, A to E. 





Stock No. 3841 
Men’s Chocolate Elk Woc-O-Moc, 5-inch, 
Duflex fibre sole, elk mid-sole, special 
tennis heel, Woc-O-Last. To order, 5 to 
12, B to F. 


of Quality 


The kind you can sell 
with just pride. We 
would be glad to send 
catalogue of complete 


No. 923 is a Rangeley Moccasin 
made of a soft gray leather that 
follows the lines of the natural 
foot and is most popular as an 
all-around sport shoe for tramp- 
ing and general camp wear. 


The Woc-O-Moc is a true moc- 
casin made without an inner- 
sole and possessing all the 
qualities of comfort, fit and 
wear—characteristic of Range- 
ley Moccasins. The pattern 
does away with the hand 
seam over the ball of the 
foot, which is the point of 
greatest strain. 








G. H. BASS & CO. Shoemakers Wilton, Maine 
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Send for 





Bunker or 
Hill ‘ao 





Line 


Three of Our Leaders! 


Sizes 2% to 8; widths B, Cand D. Deliv- 
ery 3 to 4 weeks. Terms 7% 10 days. 30 
net. 










P964—50 Last. Patent 
Colt, One Strap Button, 
Imitation Turn. 14-8 
Baby Louis Covered 
Heel. Price $3.00. In 
Black Satin same style 
and price. 














P962—20 Last. Patent 
Colt, One Strap Button, 
Imitation Turn. 17-8 
One Half Louis Covered 
Heel. Price $3.00. In 
Black Satin same style 
and price. 














P963—10 Last. Patent 
Colt, One Strap Button 
Grecian, Imitation 
Turn. 14-8 Spanish 
Cuban Covered Heel. 
Price $3.00. In Black 
Satin same style and 
price. 











Plan fo take in 





10-0 





Meet Us at Booth 53, Sec. A 





WALTER C. CUSHMAN 
formerly of Cushman & Hebert Inc. in charge of our exhibit 


Bunker Hill Shoe Co. 


EVERETT Manufacturers MASS. | 

























“Their Sale Knows No Seasons” 


COMFORT 
SHOES 


That keep sales jumping 










’ TURNS 


IN STOCK! 





No. 49 
BLACK CAB 









One Strap. Rubber 
Heel, Gra Quarter 
and Sock. B, C, D, E 
Widths, 


No. 500 
BLACK KID 






Plain Toe Oxford. 
Heavy Turn Sole. Mili- 
tary Rubber Heel. 
Leather Counter. 

C, D, E Widths. 


galt ee 5 
No. 88 —Same as above Above numbers 
=: IN STOCK 


The Easiephit line has style a3 well as comfort. It is 
a ready seller—your customers buy 
over and over again 


Inspect our line at the Boston 
Style Show, Booth 223— AA 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 
North Reading, Mass. 
Boston Office, 207 Essex Street 
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Mahogany Calf or Gun Calf, 
Tan Side or Patent Leather, 
Guaranteed Soles. All Lea- 


ther Lined. GOODYEAR $5 O00 


WELT. 


cA Friendly (Challenge 
To 


VISITING 
BUYERS 


Show us as good value 







at the price as you will 
find in this smart oxford. 





Specifications 


To ‘Reta il at 


bee above is typical of GLOBE VALUE 

GIVING and we confidently invite 
buyers in wholesale quantities to compare 
our shoes with any offered in our range 
of price. 


Full Line on Display During 
July, at 207 Essex St., Boston 
Room 305 


GLOBE SHOE COMPANY 


Women’s Good Goodyear Welts 
CHELSEA . - - MASS. 
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Boston Style 
Show 


July 10-13 








The Complete Line of s 
Ensign Shoes for Boys — Strand 
No. 203—Boys’ Mahog Bal rs 

No. 204—Boys’ Gun ‘Metal Bal W ill be Shown No. 209—RPoys’ Mahogany Bal 


French 









No. 210—Roys’ Gun Metal Bal 


IN STOCK 


for 


IMMEDIATE DELIVERY 


> Dew a 514 
Middy Boys’ D-wide. Sizes 1 to 51% 


No. 205—Boys’ Mahogany Bal 60 No. 207——Bovs’ M ; ; 
‘ or ; No. —Boys’ Mahogany Blucher 
No. 206—Boys’ Gun Metal Bal ms ‘ No. 208—Poys’ Gun Metal Blucher 






Little Gents’ D-wide. Sizes 9 to 1344 


a 


Goodyear Welts 








Footform 





F ootform 


No. 406—I ittle Gents’ Mahogany Blucher 


No. 404—Little Gents’ Mahogany Bel 
No. 407—L ittle Gents’ Gun Metal Blucher 


“eee LEAS” THE ENSIGN SHOE CO. 


BELFAST, MAINE 
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A Promising Product 
Becomes a 


Proved Sensation 


LARKIDE 


BOOT AND SHOE RECORDER 





It was just a year ago that we announced Larkide, the Ultimate Sole. Manu- 
facturers examined it, tested it and pronounced it “‘a promising product.” 


Today it is a veritable sensation. The preliminary manufacturing tests have 
been further established by the record of Larkide in months of production and 
miles of wear. 


Manufacturers continue to favor Larkide because of the quality and value they 
have found in it. Dealers in increasing numbers are ordering it because of the 
wearing satisfaction it gives and because it is such a distinct advantage in the 
shoes they sell. 


Larkide is made to match perfectly all shades of upper leathers. It is impervious 
to water and is conducive to complete foot comfort. 


THE LARKIDE COMPANY 


Office, 201 Devonshire St., Boston 


The Boot and Shoe R d jate your mentioning the publication in replies to advertisements. 
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BOOTH 198 
At the Boston Style Show 


COSSACK on ENGLISH 
BOOTS Tanoas® SANDALS 


TURN AND 
WELT 
LOW-CUTS 


ESPECIALLY 
DESIGNED 
FOR THE 
COLLEGE GIRL 


NOW IN 
STOCK 
No. 234—Weit 2-Strap ee: No. 134—Turn 2-Strap 


Gun Metal Vamp TAN Patent Priscilla Sandal 
Grey Suede Quarter _—— All Kid Lined 
$3.75 anon $3.25 


L. B. EVANS’ SON COMPANY 
WAKEFIELD, MASS. 





























oa 


No. 15—IN STOCK 


Nt No. 5I—IN STOCK No. 55—IN STOCK 


No. 5—IN STOCK NATURE'S COMFORT 


HIGH QUALITY BLACK GLAZED KID re 
TURN COMFORT SHOES 
MADE BY 
NATHAN, MORPHY & CO., Ince. 
LEWISTON, MAINE 
SAMPLES WILL BE SHOWN JULY 10-13 


No. 8—IN STOCK HOTEL ESSEX, BOSTON 
MR. RAN. J. NATHAN 


No, 29—IN STOCK 


No.34 —IN STOCK 
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a pe 


Posie: 


iy 


f=2 





| ts u) \E 


- THE ULA” 


A 
“Right-up- 
to-the- 
Minute’’ 
Style 


MADE OF 
HUNT-RANKIN’S 
BLACK OOZE CALF 





keeping our big plant going to the tune of 4,000 

pairs daily. It is designed especially for the “‘up- 
to-the-minute”’ trade, and present indications show that 
it will be a money-maker for those merchants wise enough 
to order now. 


Or: of the live, quick-turning numbers that are 


‘actory is organized under the Bool HONS ST will be well taken care of, as all labor 
pg Workne p fo This is a v difficullies are adjusted by the State Board 


practical guarantee that your deliveries acto Arbitration under signed contracts.? 











i im 


i U 
FA ALLEN-GOLLER-LEIGHTON Co. ap 








| \) 60 K STREET, SOUTH BOSTON, MASS. im 
: iC) | 


: | | i 
iA ie) 
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BUYERS 


See Us Before You Place 
That Order, If You Wish To 
Be Ahead of Competition 








We are now specializing on a line of Misses’, 
Children’s and Growing Girls’ McKay Boots 
which are astonishingly low in price. They 
answer the demand for 


Good Shoes at Low Prices 


Also a similar line of Women’s McKay Boots 
and Oxfords 


On Display Through July 
at Our Boston Sales- 
rooms, 207 Essex Street. 





LYONS and HERSHENSON, Inc. 


Better McKay Shoes at Lowest Prices 
CHELSEA - - - MASS. 
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Herey a shoe | know you'll like, /ir 
Jaid tie valeyman in the lore 

We know lie folky thal make if 

Ity the one youve bought before. 


ae thal They pul in it 
e 


Ly from the fineT vource 


Even right down lo the Counléry 
Which are [flouwvam, /ir of courre’ 


Copyright, 1922 
Rogers F ibre Co. 
Boston 
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eAnother New Shade—JLess Than A Week Old 


Cathay 


Color 50 


cA Beautiful Light Brown With A White Back 
Ih 


STARBUCK 


ATHAY is our very latest origination—a rich 
tawny shade that combines artistically with patent 
leather or calfskin. Every close follower of shoe fashion 


should have samples before him. 


May we send you samples 


Tolman Dow and Company, Inc. 


174 Lincoln Street, Boston, Mass. 


ST. LOUIS 

T. M. Fitzgerald & Co. 
1602 Locust St. 
St. Louis, Mo. 


CINCINNATI 
Mohr- Holters Sales Co.., 
203 E. 7th St. 
Cincinnati, Ohio 





ROCHESTER 
Mr. Charles L. Kirk 
22 Andrew St. 
Rochester, N.Y. 




















Telealatata aya alallalalalallala lal ael a) alalalalal all Gnencicn ; 
HONG OVG OOOO GONNA QVaHVOVoVoVoOV Gowen 








We shall also be pleased to send you cuttings of the following 
new STARB UCK, colors for Fall 
Filbert 


Bobolink 
Color 33 


Silver 
Color 9 
Beige 
Color 20 


Color 35 


N ude 
Color 31 


Fog 
Color 78 


cMouse 
Color 30 
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LOD 
C.H.ALDEN CO 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


° ° 3° ° ° 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 














The above is one of the styles that can be delivered 
promptly 
Lot No. 200 
Men’s No. 4 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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You -Are Heartily Invited to Inspect 
The Finest Last Display Rooms in the U.S.A. 


During the week of July 10-17 we shall An augmented sales force will be in 
be especially glad to welcome all visiting attendance to give you a hearty welcome 
shoe men to Boston market at our sales for an exchange of ideas as wall ac te 
headquarters at 212 Essex Street. . 
spection of models. 

There we shall have on display latest 
models—without doubt the most compre- 
hensive showing to be seen anywhere. 


Our interests are mutual and we hope to 
be honored with your presence. 


By no other means 
can you obtain so 
general a viewpoint 
of what is newest in 
lasts than by view- 
ing this extraordi- 
nary exhibit. 


The illustration give 
a limited view 

three display roo 
connecting, and par- 
tially indicates the 
variety and extent 
of the display 


A Most ate 
Rial 
(i omprehensi ve & ssex Street 


Showing of 
LASTS BOSTON 


That are Latest a a Rooms 55-50-57-58 


UNITED LAST COMPANY 


Boston, Massachusetts 
HAVERHILL, MASS. MILWAUKEE, WIS. 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J. 
ST. LOUIS, MO. LYNN, MASS. 


AUBURN, ME. NEW YORK,N. Y. CHICAGO, ILL. 
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ONE GOOD TURN. DESERVES ANOTHER. 


No. 706X—Patent Chrome 
Margaret, 14/8 Cuban heel, 


oparise tan, widths AA-C, July 
5 delivery from New York and d e- 
pane City, code ““Grenade.”’ oO 
ite lt (Correct 


FOR ALL, OCCASIONS 
garet, 12/8 Cuban heel, dime No. 705X—Patent Chrome 


toe, widths AA-C, July 25 de- Margaret, 12/8 Cuban heel, 


livery from Chicago and San quarter toe, widths AA-C, July 
Francisco, code “Audrey.” 15 delivery from Denver, code No. 683X—White Kid Isabel, 
ere “Consul.” Price $4.25 17/8 Louis heel, nickel toe, 
widthe AA-C, at once delivery 
from Newburyport, code “Step- 
an” Dies <ecs . $5.15 





UNTO NOT NGI NG) 


NOI NOT NOT NOTING 


No. 685X—White Kid Mar- 


SN NTN) 


wr 572X—Black Satin Isabel, 
17/8 Louis heel, nickel toe, 
widths AA-D, July 15 delivery 
from Kansas City, Newbury- 
Port, and San Francisco, code 
‘Nimble.” Price.. .. $4.50 


ASG 7:5 


No. 694X—Silver Crystal Cloth No. 697X—Imported Silver 
Behrl, 14/8 josie heel, dime No. 712X—Silver Crystal Cloth Cloth Isabel, 16/8 Louis heel, 
toe, widths A-C, July 25 de- Behr, 14/8 Louis heei, nickel dime toe, widths AA-C, july 
livery from _ Montgomery, San toe’ widths AA-C, July 25 15@delivery from Kansas City, 
Francisco, Chicago, Code delivery from New York, code Newburyport, Boston, New 
“Marie.” Petes... -.+. $600 “Celina.” Price........$6.00 York, Chicago, San Francisco, 
Montgomery, and Denver, code 

“Ducky.” Price $5. 


No. 680X—White Kid Behrl No. [684X—White Kid Isabel, 

14/8 Cuban heel, quarter toe, 14/8 Spanish Louis heel, dime 

widths AA-C, at once delivery toe, widths AA-C, at once de- 

from New York, code “Berk- livery from Newburyport, 
shise.” Price. ..o.....-- $5.35 Kansas City and 
‘ Montgomery, code 
“Molla.” Price $5.15 


| 
| 


LENSING] NG; 


No. 709X—Black Satin Mar- 

garet, 14/8 Spanish Louis heel, 

No. 693X—Imported Crystal dime toe, widths AA-D, July 

No. 681X—White Kid Behrl, Cloth Behri, 13/8 Louis heel, 20tdelivery from ee code 

12/8 Cuban heel, quarter toe, quarter toe, widths AA-D, July “Baltic”. Price.. oo 04.75 
widths AA-D, at once delivery 20 to August 1 delivery from 

frem Boston, code “E ‘eg Boston, Denver, New York, No. 578X—Black Satin Broad 

ae $5.35 Kansas City, and Newburyport, Strap, 13/8 Cuban heel, quarter 

code ‘Florine.’ Price... $6.00 toe, widths AA-C, July 20 deliv- 

ery from Denver and San Fran- 

cisco, code “Willa.” Price $4.50 


ZS SS BSD 


NOT NOTRE? 


REMEMBER—Our Shoes have kid quarter linings, 
silk grosgrain French cord, stitched with silk, first No. 710X — Black 
eer, sole leather counters and leather shanks— Setin Margaret, 12/8 
oT ~~ . a ubdan eel, dime . 
ORRECT DODGE quality. widths AA-C, July 20 
delivery from Mont- 
gomery, code “Stag.” 
Oe 


TNT NOT NOT NG 


Turns Are the Shoes Others Try to Imitate 
PO In Stock Branches: 
amet ace NEW YORK, N. Y. 
BOSTON, MASS. Plan to take in 108-110 Duane St. 
179 Lincoln St. CHICAGO, ILL. 


310 Lees Bldg., 
web gy RY, ALA. 19 South Wells St. 


Cotton Exchange Bldg. 1) 
10 Mercantile Bldg., Rooms 414-415, corner 


NOT NOT NT NOT NOT NOT NG 





KANSAS CITY, MO. Arapahoe and 1 5th Streets, Denver, Colo. 


215 Sheidley Bldg., 
Ninth and Main Sts. Joseph Shaw, 600 Denckla Bldg., Mark-1 
and Eleventh Sts., Philadelphia, Pa. 


SAMO RRA NCaCo, CMe BOOTH Bert Grosskurth, 115 Browning Ave., To- 
Keil Bldg.. No. 188 ronto, Canada. 


bedi D. . Shoe (%. 


Tat 


\ 








ee 
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You will improve your line of shoes 
by using 


~ oAce Calf Calf 

















ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE — 808 
ACE 24 


ACE 909 









































J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘“‘TENRAB” 
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Style 456 — 


Royal last. 














Boarded 
Black Calf blucher ox- 
ford. Soft box toe. Full 
— sole. Stitched heel 

Fla: leather heel. 


(The Shoes You Hear So Much About) 


SEE THE LINE 
AT BOOTH 
186 






Style 136 — Nut Brown 
Calf, blucher oxford. Soft 
box toe. Sti heel 
seat. Fla leather heel. 
Aberdeen last. 


Our shoes have attracted widespread attention. They are con- 
structed of recognized high-grade materials, combined with the 
finest of workmanship. A Brockton product, meeting Brockton 
ideals of Real Value. 


Visit Booth 186, Boston Style Show, and inspect this line in detail. 


Real Shoes at Right Prices 


Poole & Johnston, Ine. 
BROCKTON, MASS. 


ne LL Ls Me Me MM ese 


Oo 

= (Campello Sta.) 

= Boston 

= 183 Essex St., Room 407 New York 

o Phone Beach 2211 433 Marbridge Bldg. 

PUMMO LUO eli eniiiiiiieliiiieniiiiiiiieliiiiiiieniiiiiiueliiiiiienti tc 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Auburn, Me. Milwaukee 
87 Main 258 Fourth 

Brockton, Mass. New Orleans 
93 Centre 216 Chartres 

Cincinnati New York 
708 Broadway 37 Warren 


Chicago United Shoe Machinery J. K. Krieg, N. Y. 


18 South Market 
Haverhill, Mass. Philadelphia 


_ 
145 Essex Co 221 North 13th 
Johnson City, N. Y. rporation Rochester, N. Y. 
124 Main 130 Mill 
Lynn, Mass. St. Louis 
306 Broad Boston, Massachusetts i428 Olive 
Marlboro, Mass. - San Francisco 
11 Florence 859 Mission 




















Nothing in the Shoe 
But the Foot 
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ANOTHER 
“WORTH WHILE” 


STYLE 


You want shoes today that will accelerate sales and 
produce a liberal profit on lowered retail prices 


“Worth While” styles give you this advantage, and 
provide the customer with men’s welt shoes made 
up to standards which have made a market for us, 
and are maintaining it. 





“Worth While” styles are the night buy ‘to boost 
store sales, profit and prestige. Once you get go- 
ing on them we venture the opinion that you will 





stay. 


DOHERTY BROTHERS 


AVON, MASS. 
New York Office: L. W. Gordon Co., 149 Duane Street 


7 — J 
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Goodwill Shoes 


With 200,000 Pairs 
CARRIED IN STOCK 


We are prepared to give you immediate shipment 
in filling your Work Shoe requirements. 

Our many stocks in Men’s and Boys’ shoes “For 
Hard Service and Long Wear” are all ruggedly 
built of the Best Leathers and Priced to give real 
— service and satisfaction to you and your customers. 
iets Terms 5% for cash within 10 days or net 30 days. 







Price list and samples gladly sent 


Chocolate Elk, Soft Toe, Single Leather Sole, on application 
Solid Leather Heel, Full Grain Insole, Goodyear 
Welt. (Whole and half sizes 6-11) 





When you are in Boston 
you are cordially invited 
to visit our Sales Offices 
and Stock Rooms, 15 
High Street. 






L. M. 1.85 
Yths. 2.10 
Boys 2.25 

















No. 4 
No. 234 Ne. 309 


‘Chocolate Elk, Soft Toe, Two Full Leather Soles, 
Solid Leather Heel, Full Grdin Insole. (L. M. 
Tan Army Grain, Soft Toe, Chrome Undersole, 814-13, Yths. 1-2, Boys 244-514) 

Leather Outsole, Munson Last, Solid Leather 

Heel, Goodyear Welt. (Whole and half sizes 5-12) 





ARTHUR WILLIAMS SHOE COMPANY 


‘ MANUFACTURERS OF SHOES 
FOR HARD SERVICE AND LONG WEAR 
HOLLISTON, : : : : MASS. 


Sales Offices and Stock Rooms: 15 High St., Boston, Mass. 





NN Ab tens ene 
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Perfect Tread and Balance on Men’s Low-Heeled Shoes 


accomplished by using the new 


ARMORTRED “WEDGE” HEEL 


By graduating the heel from back to Manufacturers and retailers are en- 

breast as shown in Figure A, a leather thusiastic over the results given by 

base of the proper thickness can be used Armortred Wedge Heels. 

which will give exactly the proper pitch 

to the heel. This is just another instance of our con- 
stant studyfor improving 

Note the contrast between illustrations ARMORTRED HEELS and service 

B and C. B shows how ordinary heels wherever we can. 

tend to rise and strike at the breast but 

not at the back; C how the Armortred In other words—when better rubber 

Wedge Heel corrects this trouble and heels are built they will be branded 

gives the shoe a perfect tread. ARMORTRED. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 




















ARMORTRED 


SOLES AND HEELS 
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ONE OF OUR MANY STYLES 


Meet us at Booth 29, Boston Style Show, July 10-13 


We will show both, novelties and something intensely practical in Fibre Soles 


AVON SOLE COMPANY 


“DU-FLEX” SPORT SOLES 


Ideal For Golf 





Avon, Massachusetts 


























4 




















Fixtures 
that 


Sell Shoes 


The more readily a passerby 
can differentiate your store 
from others, the more quick- 
ly he or she will be converted 
into a customer. 

Window fixtures play a most 
important part in building up 
a definite personality for the 
store. 

We originate fixtures of the 
sort which you will be proud 
to have as distinguishing 
marks for your store. 


Write for Catalog T 


A 64 page book full of fixtures and 
decoratives of real character 


DECORATORS 
SUPPLY CO. 


2553 Archer Ave. CHICAGO 


9990909999999 99) 1 OO cae 
SOOO Cu  e e  0 IO ee er oe Sec 





{OIC 3c 
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of your FINDINGS CASE 


“OLD RELIABLE”? Brands of 
SHOE LACES 


**RADCLIFFE”’ Narrow Flat Mercerized, 
‘*“YALE,”’ “DUDLEY” and “‘C’’ Round 
“THE QUALITY THAT SELLS” 

Your Jobber Can Supply You 
MANUFACTURERS 


FRANK W. WHITCHER CO. @8ickeo U. S. A. 
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THE 
BERRY 
LINE 


at the 


BOSTON 
SHOW 


BOOTH 106 


Complete lines of our 
Evangeline Welts and 
Crumbs of Comfort 
Shoes will be on dis- 
play and our represen- 
tatives will be glad to 
show them to you. 


Crumbs‘ 
of 





EVANGELINE 
Welts 





5 

Pe hae 
Stock 4868—Women's White Ostex Strap, White 
Ivory Sole, White Welt, 15-inch Heal, White 
pe rt Top Lift, Goodyear W elt, 96 Last. Widths 
— _, SPS ane EEN RRT ENS oF Sh Ey $3.25 


i 


CRUMBS OF COMFORT 


Stock 2322—Kid Oxford, Plain Toe, noatan Heel, 
79jLast, Turned (combination) Last. . -82 50 











S.PAT. OFF 


Boston Office: 428-430 Albany Bldg., cor. Beach and Lincoln Streets 


Comfort 3M H. BERRY SHOE CO. 


Portland, Maine 
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Barton's Dyanshine is available in: 
Black Cordovan Suede 
Cordovan Brown Walnut Suede 
Nut Brown Black Suede 
Light Tan Cocoanut Suede 

White Canvas 

White Kid 











Abuse of public confidence makes warning necessary. Your de- 
sire for the complete elements of value and service that the invention 
“Barton’s Dyanshine Shoe Polish” offers, makes timely the following 


Statement: 


Dyanshine Shoe Polish is an invention by Barton, It is an inven- 
tion that combines into one preparation these things so essential to 
your shoes—color, oil, shining and preservative ingredients. The ex- 

\ —= -* traordinary utility and the distinct economy of Dyanshine Shoe Polish 
a has naturally created a great national demand. 
\ Y. This demand has encouraged imitators to tempt public good will 


and acceptance into unwitting and unsatisfactory purchases with a 
bait of price, a deceiving appearance of package or a similarity in 
name. 

Insisting on Barton’s Dyanshine:Shoe Polish, in 3-ounce bottles 


( hy. ° at fifty cents the bottle, will insure you of the value of the original 
V Good Shines invention whose service is revolutionizing methods for polishing and 
: properly caring for shoes. 

in Every Bottle MANUFACTURED ONLY BY 


SO BARTON MANUFACTURING CO., Waco, Texas, U. S. A. 
BARTON’S 


DYANSHINE 


TRADE mw. 


















Ve 
eis 
as EB Ye 










UE E SE nm 


This adverlisement appears in Saturday Evening Post, July 15, 1922 








SEE DYANSHINE DISPLAY AND DEMONSTRATION AT NATIONAL SHOE AND LEATHER 
EXPOSITION AND STYLE SHOW, BOSTON, JULY 10-13 
BOOTH 18—DEPARTMENT A 
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HEADQUARTERS for WHITE SHOES 
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SEE 
The Big White Shoe Display 
In Haverhill Section——Boston Style Show 


Manning “Meadow-Brook” White Shoes Are Nationally Ad- 
vertized. They’re Made Right and Carried in Stock for You!! 


SEND IN YOUR ORDERS AT ONCE FOR JULY BUSINESS! 














No. R2064 A to E $2.25 ee 
R2064— Women’s Lace Oxford. White I mperial No. R2127 C to D $2.10 
Cloth, Turned Sole, Military Heel...... $2.25 R2827-—Women’s White Canvas, Rubber Sole 
R2289—Same other grade $3.35 and Heel, Black Leather Saddle Strap. . .$2.10 No. R2454 AtoD $2.25 
ne oe — with Leather Sole and R2454—Women’s White Imperial Coe, 


Turned Sole, Low Military Heel... 2.25 
R2456—Same., except Junior Louis Heel. . $2. 25 
R2285—Same as 2456, other grade...... $3.35 


lp WW) Ph 
sill ‘al ‘ 


in 





No. R2285 Ato D 3.35 

No. R3218 Dand E $1.65 $ 
pa reat te onan’ s Polar Kloth Turned Sole, 

R3218—M Whi D N IS SOUND Gis o's 66860 60080006 66% $3.35 

— : Ieee Pe - Som, sereed an R2456—Same Style Other Grade, White No. R2751 A to E $3.00 
Imperial Cloth Junior Louis Heel... . $2.25 


R2751—Women’s White Sea Island Welt, 
R3028—Same in Welt, Straight Lace Oxford R2454—Same as 2456 except Military Heel White Enamel Heel, Ivory Welt $3.00 


$2.25 R2753—Same Style Other Grade......$2.75 


Made in our Haverhill Factories For other styles see our complete Spring catalog 


Outing Shoe Company, 530 Atlantic Ave., Boston 9, Mass. 
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THE 
AALK-OVER 


INDUSTRY 
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Experienced workmen, the kind that 
have made Brockton and WALK-OVER shoes known ‘round the world are 
employed in the DALK-ODER factories. Constant striving to produce better 
merchandise keeps the DALK-OVER quality at an even high standard. 

















GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON. MASS.. U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE 
UNITEO STATES ANDO THE WORLD OVER. INCLUDING 


NEW YORK. LONDON AND PARIS. 


—. SA ENN.. SR 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 









































ee TN 















































July 1, 1922 BOOT AND SHOE RECORDER 











We Have Looked [nto the Future 


eAnd Lind [t Good 


HE days of cheap merchandise are fast passing. With the 
resumption of industrial and agricultural activity, there is 
heard an ever-increasing demand for footwear of real merit --- 
not a tawdry imitation of style, but style itself, in the creation of 


which good shoemaking plays a leading role. 


To meet this certain demand --- to be ready to serve the trade 
quickly and accurately --- we have decided to move from our 
present location in Lynn to Boston, where at A and Athens 
Streets (3 minutes from the South Station) we are building a 
modern four-story brick factory building with 30,000 square 


feet of floor space. 


Our output will be increased --- 2000 pairs daily of high-grade 
welts and turn-type footwear. Our quality will be graded up--- 
our prices fair. Needless to say, we will be most happy to have 


you visit us in our new home---about August 1. 


Briggs - Hutchison Co. 


Makers of Welt and Turn-Type Shoes 


And, in the meantime, address us—as in the past—at 


) as 
“Jy 7) 
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In fashion, seek the 
detailY which lenda 
tone of individuality 
and ditinction to the 

Shoe. For style and 

Service, ivi on—~ 

DIAMOND BRAND 
FAST COLOR EYELETS 
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United Fast Color Eyelet Company 

















Boston, Massachusetts 
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CONFIDENCE 


in the reliability of leathers manufactured by 
the Pfister & Vogel Leather Company has re- 
sulted in a growing preference for leathers bear- 


ing the P & V trademark. 


Constant striving to produce better products 

enables us to place upon the international mar- 

ket leathers of a superior quality. 

“LOTUS” and “VELOURS” leather in your 

shoes is an assurance of service and satisfaction 
for your customers. 


PFISTER & VOGEL LEATHER Co. 


c MILWAUKEE ,—— WISCONSIN 
Zstablished 1847 
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Also at Hotel Essex 
In Attendance 
DE Quigley Al Oldaker Ambrose Ganes 


J.P Smith Messrs Schothafer&Hague Frank St.Onge 


Conrad Shoe Co. 


Brockton (Campello)Mass. 
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SERVICE 
‘S SUPREME 








IS AN 


INSTANT SUCCESS 


HIS NEW ORNAMENT 

is BOUND to be SHOWN 
IN EVERY UP-TO-DATE 
LINE of STORM SHOES 


MAKES A GENUINE STYLE IN 
ANY COMBINATION — EVERY 
CONCEIVABLE SHAPE, FINISH, 
MATERIAL AND DESIGN ... .. 








PATENT PENDING 


























A Good “Bad Day” Ornament 


MANUFACTURED ONLY BY 


KESCOT MANUFACTURING CO. 


KESCOT BUILDING 33 $2 $3 PROVIDENCE, R. I. 




















] 


- 


‘ 


8 BOOT AND SHOE 
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So you can 
capture 
immediate 
customers 
with these 
attractive 
shoes 





Stock No. 114—Women’s 610 Strap 
Sandal. Patent Colt. French Binding, 
Black Silk Cord. Black Pearl Button. 
7 Edge. Imt. Turn. 11-8 Heel. End Box. 
31 Last. Widths AA-C Code “Dearie.” 
Price $5.00. 


Stock No. 111—Women’s 407 
Oxford. White Calf Vamp, Top, 
Foxing and Shield Tip. Patent 
Colt Eye Stay and Apron. Perfor- 
ated Throughout. White fitted 
Leather Sole and 10-8 Heel. Last 


31. Widths AA-C Code “Delight.” 
Price $5.35. 









If in Boston during Style 
Show week call at our 
Boston Office, 210 Essex 
Street. Mr. M. W. 
Belcher will be present 
to receive you and show 
on full line. 












Stock No. 150—Women’s 404 Lace Oxford. 
Long Inside Counter, Black Kid Vamp and 
Top. Leather Sole and 10-8 Heel. Cottage 
Shank. 27 x last. Widths AA-D. Code 
“Dinah.” Price $5.35. 

Stock No. 153—Women's 404 Lace Oxford as 
above with Regular Counter. Price $5.25. 





RECORDER 


BRANDED OR UNBRANDED 


NEW STYLES OF WOMEN’S WELTS 


ALL IN STOCK, READY TO SHIP 
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Stock No. 118—Women’s 614 One Strap 
Oxford. White Calf Cutout Vamp and 
Top. White Silk French Cord. 7 Edge. 
Leather Sole. White Welt and 11-8 Heel. 
End Box. 31 Last. Widths AA-C. Code 
“Dot.” Price $5.35. 


Stock No. 117—Women’s 614 One Strap 
Oxford. All Patent Colt. Cutout Vamp 
and Top. Black Silk French Cord. 7 
Edge. Imt. Turn Sole. 11-8 Heel. End 
Box. 31 Last. Widths AA-C. Code 
“Dolores.” Price $5.25. 


_—<—o— = - = -— = a a 
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Stock No. 151—Women’s 404 Lace Oxford. 
Long Inside Counter, Black Kid Vamp, and 
Top. Leather Sole and 10-8 Heel Cottage 
shank. 31 Last, Widths AA-D. Code 
“Dinora.” Price $5.35. 

Stock No. 152—Women’s 404 Lace Oxford as 
above with regular counter. Code “Doris.” 
Price $5.25. 


i a a a a a a a a a a a an ah ate ate a a ate ate nie ai ate ate 


CHARLES A. EATON COMPANY 


‘*The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 


BOSTON —207 Essex Street 
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NOVELTY -- NEW and DIFFERENT 











Just the kind of a shoe that you would make 
yourself if you wanted everything that was good 
for your children’s and misses’ business. 


Cherry calf with mouse brown top perforated and 
pinked. All leather, full vamy, rubber heeled. 


EXTRAORDINARY QUALITY 
AT AN ORDINARY PRICE 


August Ist Delivery 


STYLE 411 


SC, 
MISSES’ CHILDREN’S wh » \ 


11% to2 & toll ° 
B-C-D B-C-D “’ x > 
$2.60 $2.25 *o cy 








The A. S. Kreider Co. % 1.4 


Exclusive Makers of Best Shoes for Boys 
z Girls and Babies 


DISTRIBUTING HOUSES 


Chicago, Tll., 312 W. Monroe St. 

PY New York, N. Y., 123 Duane St. 
Boston, Mass., 100 Summer St. 

St. Louis Mo., 1408 Washington Ave. 
" Pittsburgh, Pa., 923 Penn Ave. 
Philadelphia, Pa., 51 North Third St. 


























A FACTORIES 
Annville Middletown Lebanon No. 2 
2B Lebanon No. 1 Palmyra Elizabethtown 
Pennsylvania 
. 
. 
° 
> _ ad 
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You will see them 
on the run-way! 





All the latest style-effects, as well as some “‘daring’’ modes will 
parade up and down on the run-way before you. 


But that’s only one of the features of the show. After the run- 
way, you can step over to the manufacturing exhibit, and see 
the styles actually made, from the tanning of the leather and 
the designing of the patterns up to the finished shoe ready to 
be worn. And then there's a host of other features—but come 
and see for yourself. 


The National Assembly 
ofa Nationallndustry 









BOSTON—*“(apital of vacation-land,” awaits you! , | 








The National Shoe and Leather Exposition and Style Show 


Chester I. Campbell, Gen’! Manager, 5 Park Sq., Boston 
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‘gust Wright 


SHOE 


Booth 


National Shoe 
Style Show 
Boston—July 10-13 


EK. T. Wright & Co., Ine. 


Rockland, Mass. 


Complete line also at 


Boston Office, 10 High St., Rice Bldg. 


E RECORDER 


The manufacture of “The Just Wright” 
and “Arch Preserver’ shoe for men, 
engages our entire time. We are con- 
fident that specialization on men’s shoes, 
makes better men’s shoes certain. You'll 
agree with us on this point if you take 
time to look our lines over. To grade up, 
or maintain high standards of value in 
your store, you will find our “Just Wright” 
or “Arch Preserver”’ shoe helpful. Briefly, 
they are strictly quality shoes with 
vitally important features. 


0. 127 
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Now a Complete Line of 


“FOOT FITTERS” 


THE SENATOR . © " ‘ 
Ne. 3¢—Black Kaffer-Kia Bel. Nineteen models in the new Foot-Fitter line 


No. 24—Brown Kaffor-Kid Bal. 


KA to E 5 to 12 for the fall season of 1922—each embodying the 
Price $4.60 é 

construction features that have made Foot- 

Fitters the most talked-of shoes in America. 

This addition makes it possible for dealers to 

handle Foot-Fitters exclusively. Now there’s a 

Foot-Fitter to suit every man’s taste. Nine 


beautiful styles and famous FOOT-FITTER 


comfort and wear built into each shoe. 


THE WALL STREET 


No. 25—Brown Kaffor-Kid Bal. 
No. 35—Black Kaffor-Kid Bal. 
Ato D 5 to 12 
Price $4.60 


THE UNIVERSITY 


No. 13—Black Calf Bal. 
No. 3—Brown Calf Bal. 
Ato D 5 to 12 
Price 34.60 


THE ORTHO 
2 Black  Kaffor-Kid 


‘Brow n Calf Blucher. 
5 to 12 


Price $4.60 


eek eit CNC REIN 2 CE SR 3 a 
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EDMONDS SHOE CO., 
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Models 
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All are ready 
for immediate 
delivery 


THE BROKER 
No. 012—Black Calf Blucher 
Oxford. 
No. 02—Brown Calf Blucher 
Oxford. 
AA to E 5 to 12 
Price $4.50 


oy 


THE BROKER 


No. 2—Brown Calf Blucher. 
No. 12—Black Calf Blucher. 
No.22—Brown' Kaffor-Kid Blu- 


cher. 
oe Black _ffor-KidJBlu- 


5 to 12 


Price $4.60 


ho) See eR iS APTS? BEI EE : Si SRT PER 
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THE SENATOR 
No. 034—Black Kaffor-Kid Bal. 
Oxford. 
No. 024—Brown Kaffor-Kid 
Bal. Oxford. 
AA toE 5 to 12 


Price $4.50 


Ip 


THE UNIVERSITY 
No. 03—Brown Calf Bal. Ox- 
ford 


Ne. 013—Black Calf Bal. Ox- 


ord. 
A to D 5 to 12 
Price $4.50 


POLICE SPECIAL 
No.111—Black Calf Blucher 
Munson Last Double Sole. 

C to EE 6 to 14 
Price $4.85 
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Goodyear Means Good Wear 


The best heel on any shoe is a Goodyear Wingfoot Heel. 
Its quality is higher now than’ ever; its price is lower. 
There is no reason why you should accept anything else. 
Goodyear Wingfoot Heels fit perfectly. They keep their 
resilience. And they last. There is no substitute for Goodyear 
Wingfoot Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Have you seen the new Goodyear Sport Bottoms? Perfectly designed for street 
wear, outing service, and athletics generally, the new Goodyear Sport Bottoms 
—a combination of Goodyear Wingfoot Heels and Neolin Soles—have all 
the standard qualities of both—resilience, durability, waterproofness, comfort 


WENGEOOD 
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OOLIDGE SHOE 


a pa 
SS 


Buyers:- Be Sure To Visit 
Boston’s New Wholesale House 


DistinGive 5 hoe Specialties 
WHITE CANVAS and SATIN 
McKays and Turns 


No. 1006—White Duck prpoves Pump, 9-8 
Heel, Imitation Turn. B-D. Price $1.85 


No. 2001—Same Shoe. White Whipcord, 
$2.35 









1500—Black Satin One-Strap, Junior 


Genuine Turn. Price 38 No. ‘ ‘ = 
Louis Heel, Imitation Turn. B-D. Price, | 
$2. 65 


No. 1502—Same Shoe with Drill sonia B-D 
. $2.35 


Price. 


STOCK 


Good Shoemaking 
Low Prices 
Prompt Service 
Newest Styles 





No. 1001—White Duck One Strap, Junior The most convenient house 





Louis Heel, Imitation Turn. B-D. Price, $1.75 in the Boston district 
a — Shoe with Military ies and the coolest too. No. 2505—Black Satin Grecian, Louis Heel, 
Lieb Aveseestverecee decnuds : Gerruine Turn. A-D. Price. $3.35 


COOLIDGE SHOE CoO. 


Distinctive Shoe Specialties 
617 ATLANTIC AVE., BOSTON, MASS. 


Direcily opposite the South Terminal 
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IN 
STOCK! 


For At Once 
Delivery 


Style No. 510 


Tum one strap with black 
Satin vamp. Black brocaded 
quarter and heel. Carries 
| 3/8 Baby Louis Heel. 36 
pair to a width combination. 


AAC. 


Price $4.25 
Less 2% 10 days 


MARCO SHOE CO., HAVERHILL, MASS. 


MMe ML © ML © ML =» POLO > PELDOCCLLL wenn: | 


For young folks | 


An ideal footwear, 
made in high and low 
styles with metal eye- 
lets and slip heels. 
Smooth on inside and 
fitted tosnugly hug the Children’s Low Cut, Tan 
instep. Elk Kiddiemox, light, flex- 
Infants’, Children’s ible, long wearing sole. 
and Misses’ sizes made _ Infant's sizes 


to retail at medium Children’s sizes 
; Misses’ sizes... . . 1114-2 
prices. 


POOL OLLI e@niin@ ni iii es 


Write for catalog of 
complete line 


FELIX MOCCASIN CO. 


LINCOLN ST., MARLBORO, MASS. 


DUM Ms Ms MMe Me Mn = 





Me A> MM > Ms | 
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Announcement 


In the future all “Allied Shoes” 
will be made by the 


BUCKLEY SHOE CO. 


BROCKTON, MASS. 


I have taken an interest in the 
above firm and will devote my en- 
tire time to the development of 
these shoes to retail in the better 


stores at $7.00 and $8.00 per pair. 


Our customers can duplicate their 
old styles and are offered every- 
thing desirable in new models and 
patterns. 


“OSCAR, JACOBS E. S. Torrey 


H. P. McNULTY 
CHAS. JENKINS Salesmen now on their territories 


Boston Office: Room 616, 10 High St. 
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Lar gest Manufacturers in the World of 
Black Glazed Kad ( 
SURPASS LEATHER CO. 
FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y. | 
SALES OFFICES 
New York Boston Philadelphia ; ( 
Cincinnati Chicago St. Louis London 
SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 
j bes 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 7 











Refined taste 
is expressed in the 


Edwin Clapp Shoe |} yy 
and_ also z ‘gratified G, 
QW? 

yy 

















by its purchase. EX 

"or tie [aN 

r Line P 

on display at a 

Boston Style Show Zi 4 

Pooth 139 OM 
EDWIN CLAPP & SON. INC. 


East Weymouth Mass. 



































Guests of the Boston Shoe Market 


are cordially invited to view our Latest Novelties and Staples in 





See this and 
many other 
new models 


at 
Our Boston 
Salesrooms 
195 Essex 
Street 
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Women’s Welts and Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS BOSTON OFFICE 


FACTORIES 
407 BRIDGE STREET 195 ESSEX STREET 
Two Factories 


Capacity 5500 Pairs Daily 
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THE HERITAGE OF A 
GOOD NAME 


*“A Good Name is rather to be chosen than 
Great Riches.”’ 


Fifty-three years ago the Ziegler Brothers 
made their choice. With conscientious spirit 
they began to build the good name of Ziegler 
into their footwear—welts and turn shoes for 
women and children. 


The Heritage of this good name has come 
down to a modern manufacturing organiza- 
tion which deeply respects its priceless value. 


During these many years progress has been 
the watchword. And progress is the watch- 
word today. The present management, in 
step with every new thought and abreast of 
every new machinery development, holds the 
Ziegler product in its position of leadership. 


Respect for the Ziegler ideals on the part of 
retail merchants and buying public have 
established a solid foundation. which the 
present management realizes is the only one 
upon which to build for the future. 


Progress means improvement and it is natural 
that Ziegler Shoes of the present day should 
even surpass the degree of excellence which 
distinguished the product of the past. The 
Ziegler line has never been one which sold 
purely on price; and yet, moderate prices and 
pronounced values have placed it within the 
reach of every dealer and offered unusual 
opportunity for retail profit. 


We hope that you who visit Boston Style 
Show, July 10th-13th, will confirm these 
statements by a visit to our display Booth 


No. 100. 


ZIEGLER BROTHERS CO., Inc. 


Corner 22nd and Lehigh Avenue 
PHILADELPHIA 


NEW YORK OFFICE: 

No. 409 CENTURY BLDG. 

No. 1 W. 34th STREET 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Ziegler 


The Quality 
Goes In 
Before the 
Name Goes On 


WELT and TURN SHOES 
FOR 


WOMEN and CHILDREN 
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Plan fo take in 


NYA OU are cordially invited 


My to visit our Exhibit oppo- 
site the Style Show runway. 


10-0 









“U.S.” Rubber Footwear Keds 
Snug-ler Felt Footwear 
"U.S.” Spring-Step Heels 
USKIDE Soles 


United States Rubber Company 


We are deeply indebted for costumes 
and properties to: 


WILLIAM REED & SONS CO. 
(The Winchester Store) 
Washington Street, Boston 
and 
“BOB” SMITH 
Federal Street, Boston 









































and t 
mark 
But t 
smok 
great 
and F 
that f 


zon. 























July 1, 1922 


BOOT AND 


SHOE RECORDER 193 


Weather Is Kind to the Rubber Man 


Heavy Rains Have Rapidly Moved Light Rubbers—With the Sun, Canvas 
Rubber Soled Footwear Moves Well—Retail Merchants 
Buying Winter Supplies—A Crude Rubber Talk 


OT so very many years ago, when 

the country in general had been 

visited by heavy Summer rains, the 
retail shoe merchant found the only cheer- 
ful corners of his rubber department 
around his light rubbers, while the rubber 
wholesaler and manufacturer would smile 
and say—*‘Oh, well, the weather is not so 
bad after all.”” Nowadays, instead of being 
in their happiest moods during Summer 
rains, big rubber distributors find just as 


much happiness when the Summer sun is - 


bright, for on these occasions they know 
that rubber-soled canvas shoes will sell in 
large numbers. The introduction of canvas 
rubber-soled shoes has been a big business 
feature for the rubber man during Spring 
and Summer, and in addition to his light 
and heavy rubber sales for Fall and Win- 
ter, keeps him happy all the year around. 


Buy 60 Per Cent of Estimated Needs 


" And by July 1 the retail shoe merchant 
should have surely bought 60 per cent of 
his estimated requirements for the coming 
Fall and Winter. 

The retail shoe merchants and shoe 
wholesalers have enjoyed an exceptional- 
ly good canvas season thus far, and with 
a week of good, hot weather before “The 
Glorious Fourth,’’ there will be many 
more pairs of canvas rubber-soled shoes 
sold for 1922 consumption. 

The mid-Summer quiet and vacation 
days will soon arrive, and then, with Sep- 
tember, all will be renewed activity. 


Raw Rubber Difficult to 
Identify 


Crude rubber differs so much in appear- 
ance from manufactured rubber that only 
those familiar with it would be likely to 
recognize it as rubber. 

During the war, when the Allies were 
taking such stringent precautions to pre- 
vent rubber from reaching Germany, the 
Secret Service men had to receive special 
instructions so that they would know 
tubber when they saw it. 

Rubber is obtained from many plants 
and trees in the tropics, and it reaches the 
markets in many widely varying forms. 
But the fine grades of crude rubber are the 
smoked sheets and pale crepe from the 
great rubber plantations of the Far East, 
and Para, the rubber obtained from trees 
that grow wild in the jungles of the Ama- 


zon. 








Song of the Rubber Shoe 


(Rubber overshoes began to reach the mar- 
ket in the early 40's of the last century, but it 
was afew years before their workmanship was 
entirely satisfactory. The verses below, writ- 
ten in 1847, by Harriet Farley, may be found 
interesting lo our readers.) 


So many lays are — in praise of 
all that’s good and bright, 

That I believe mankind receives, in 
praising, much delight. 

If I could sing of anything ne’er 
sung about before, 

Such rhymes I'd string this morn 
would ring with loud and jovial 
roar. 

Of every root, and flower, and shoot, 
King Solomon once sung; 

Of Fire, and Light, of Death and 
Night have modern praises rung. 

Why should I dream of some new 
theme when all assert it true— 

The infidel will even tell that “‘there 
is nothing new.” 

Yet may I not, for once, just try my 
lyre to string anew? 

For no one yet that e’er I met has 
sung the Rubber Shoe. 

Oh! many a maid who’s ne’er afraid 
of one man or of two 

Would ever dare to face the air at 
eve without this shoe. 

When Summer showers wash earth 
and flowers, what can a fair girl 
do 

If she’s without a thick and stout 
Elastic Rubber Shoe? 

To stay within and knit and spin 
when all without’s inviting, 

When rainbows glow and fresh 
streams flow, and gems the scene 
are lighting. 

When hie away, and skip, and play 
are what we all would do; 

She'd stay at home and fear to roam 
but for the Rubber Shoe. 

And when we hear that ‘Spring is 
near, with skies so bright and 

lue, 

We always bless from heart's recess 
the India Rubber Shoe. 

And we can go through melting 
snow, and slippery streets walk 
through, 

And trip so nice o’er glowing ice 
with an India Rubber Shoe. 

In days “lang syre’’ the sun did 
shine upon a world of mud, 

And green trees grew and one dove 
flew where no one yet had stood. 

And Noah’s wife had blessed her 
life, I think, for one good view 

Of that which we so thankless see, 
an India Rubber Shoe. 








“Good Enough to Eat” 


Crude rubber comes to the manufac- 
turers today in much better shape and 
condition than when the industry was 
young. Then many of the inferior grades 
were slimy, foul-looking messes that were 
anything but pleasant to handle. Modern 
methods have produced many changes, 
and the rubber comes in today, especially 
in the finer grades, looking.almost good 
enough to eat. 


A Careful Cleansing 


Para rubber makes its way to the mar- 
kets in the form of “‘biscuits,’’ large balls 
weighing about sixty pounds each. They 
are a rich brown in color. The native 
worker in the Amazon district makes these 
biscuits by dipping a wooden paddle into 
the latex—the liquid form in which rubber 
comes from the trees—and then holding 
the paddle with the rubber that adheres to 
it in the smoke of certain leaves and nuts 
until the latex is coagulated. When the 
first layer is thoroughly smoked, the pad- 
dle is again dipped, layer and all, and the 
second layer given the smoke treatment. 
So the biscuit is built up, layer upon layer, 
until a ball of the desired size is made. 
The methods used are very crude and the 
workmen are none too careful, and it is 
necessary before the rubber is used in 
manufacture to give it a thorough cleans- 
ing to remove impurities. 


In Three Forms for Market 


Into the production of crude rubber on 
the plantations of the Far East, on the 
other hand, have gone the ingenuity and 
resourcefulness of the scientific minds of 
the’ white race, with the result that the 
rubber coming from the plantations is very 
largely free of impurities and carefully 
packed. Each plantation has its own 
views as to the best form of preparing 
the rubber for market, but it comes chiefly 
in three forms—smoked sheets, thin pale 
crepe, and thick pale crepe. As its name 
implies, smoked sheet has received a 
smoke treatment, but the crepes are un- 
smoked. Crepe takes its name from its 
resemblance to paper crepe. 


Like Tripe and Flannel 


The thick pale crepe looks so much like 
tripe that if some of it were displayed in a 
butcher’s window a housewife would likely 
ask for ‘‘a couple of pounds of that nice- 
looking tripe in the window.” It is made 
up in sheets about one-half inch thick and 
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“ON AND OFF IN A FLASH, OVER THE SHOE” 


SEE 

IT 

AT 

THE 
BOSTON 


This boot will not ride the heel. 
made for the American Girl. Carries “Camco,” 





BOOTH 
40 

WILL 
CONTAIN 
OUR 
FULL 
LINE 


The most highly refined, all-weather boot 
“Fit-Clos” reversible Astrakhan 


cuff which hugs the leg when reversed, retaining the fine tailored boot effect. 
Styles for Misses and Children. 


CAMBRIDGE RUBBER COMPANY 





CHICAGO BRANCH, LEES BUILDING, 








19 SOUTH WELLS STREET 





RUBBER FOOTWEAR CANVAS FOOTWEAR 


CAMBRIDGE, MASS. 


MANUFACTURERS OF 
OUTING SHOES HEELS AND SOLES 








“Camco” sets the pace. 








MOULDED GOODS RUBBER CLOTHING 


— 
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has aJemon tint. Thin crepe is made in 
sheets about as thick as heavy flannel and 
looks like flannel, the lemon color being 
more pronounced. 


Smoked Sheet Like Black Molasses 


Smoked sheet might easily pass for the 
black molasses candy that was so popular 
with the boys and girls of fifty years ago. 
It is about a quarter inch thick and has a 
deep brown color, verging on black. Its 
shiny surface is usually stamped with 
some simple design, such as squares or 
diamonds, each plantation following its 
own fancy. It smells decidedly like bacon. 


Big Sumatra Plantation 


The United States Rubber Company, 
which owns in Sumatra the largest single 
plantation in the world, has gone a step 
beyond other plantation owners, who op- 
erate no factories, and introduces proces- 
ses into the preparation of its crude rub- 
ber which especially fits the rubber for 
manufacture into the goods into which it 
is to be made. Experiments have shown, 
for instance, that certain methods of 
treatment produce a rubber that is better 
suited for tires than others. In fact, on 
the plantation of the United States Rub- 
ber Company every step in the handling 
of rubber from the moment it leaves the 
tree as latex is taken with a view to the 
particular kind of goods into which the 
rubber is to be manufactured. 


Rubber Acid-Proof Cloth 


An acid-proof textile material has been 
invented, and now is being manufactured 
in Manchester, England. Experiments 
are being made with a view to make it 
fire proof also. The cloth contains rubber 
and resembles heavy wrapping paper. 
The samples received by India Rubber 
Review show that it is not woven, but 
manufactured from a pulp. The cloth is 
declared to be suitable for making labora- 
tory coats, aprons, leggings, gloves, etc. 


Textile Rubber Company 
Incorporated 


The Textile Rubber Company, Boston, 
Mass., has been incorporated under Mas- 
sachusetts laws for the purpose of manu- 
facturing and dealing in leather goods, 
rubber, rubberized leather, etc. Author- 
ized capital, $50,000. Incorporators and 
officers are: John E. Shannon, president; 
Charles V. McManus, treasurer; George 
Strangman. 


Rubber Quotations _ 


Plantations— 

First latex, crepe, spot...... 15 @.. 
July-September. ......... 154@.. 
October-December........ 154%@.. 

itibbed, smoked sheets, spot.. 15 @.. 
July-September. ......... 154@.. 
October-December........ 154%@.. 





*Brown crepe, thin, clean... 14 @.. 
Ser ee 
Amber— 
», (|e e 8 86 
eer le 
i ee 6 le 
Para—Up-river, fine... ..... 18 @.. 
Up-river, coarse............ @12% 
Island, fine.............. 16%@.. 
Island, coarse............ 8 @.. 
Caucho, ball— 
Sens le 
SS EE err 
2 SS ee oe eres ae 
*Centrals— 
ee 
WE iicécccsaciccon so ae 
*Mexican scrap.............. @9% 
*Guayule— 
, eters 
a ee 
*Balata— 
Block, Ciudad.......... .. @55 
Block, Colombian...... .. @42 
OO”, 
eee 
*Benguella, No. 2.......... 7 @9 
*Kassal— 
Prime, black........... 14 @.. 
Prime, red............. 10 @l 
*Nominal. 


Scrap Rubber 


Business continues very light and prices 
remain at low levels. 


Boots and shoes.............. 2%@.. 
Arctics, trimmed............. 14@.. 
Arctics, untrimmed........... 14@.. 


BN OU, TOR, Boece ccccsces o @3% 


Inner tubes, No. 2............ .. @2% 
Bi, See, BID. oo. dic occ ses 4@ % 
Tires—Automobile........... 4@ % 





Cinderella Shoe Shop Opens 
in Memphis 

Memphis, Tenn., June 29—When the 
Cinderella Shoe Shop of Memphis, Tenn. 
announced its opening June 14 the public 
of Memphis was introduced to the sales 
force through the columns of the daily 
paper, running in their initial advertise- 
ment photographs of each member of the 
force, together with an announcement of 
which department they would have charge 
of or be employed in and just what lines 
they would handle. 

The new store will handle shoes and 
hosiery for women and children. The in- 
troductions were divided into three groups, 
the group for children, the one for women 
and the two employees of the hosiery 
department. 

Most of the employees have been 
identified with the shoe merchandising 
business in Memphis for a long time and 
their connection with the new firm proved 
to be a real drawing card for the people 
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who have been in the habit of being fitted 
by them. 

The Juvenile department is fitted with 
a sand pile and all sorts of things for the 
amusement of the children who must 
wait while mother has the others fitted 
with shoes. The walls and fittings of the 
entire department, which occupies the 
second floor of the store are decorated to 
please the eye and hold the interest of 
children. A man and his wife, Mr. and 
Mrs. W. H. Herrick have charge of the 
juvenile department. They have served in 
various Memphis shoe stores and are 
considered gifted in selling shoes to 
children. 

The new store is in every way unique 
and modern in the South. 





Late Lynn Notes 


Wood Heels Win 


Charles MacLaughlin, of MacLaughlin, 
Conway Co., notes with a deal of satis- 
faction that wood heels have won on the 
Fall run. More wood heels are being put 
on Lynn shoes than for many a day. 
They are 12-8, 14-8, and 16-8, and a few 
are 17-8 high. 

“The merit of the wood heel shoe is 
more generally recognized,” says Mr. 
McLaughlin. “It is the making of the style 
of a fine shoe. Besides, it supplies a good 
tread for the heel of the foot. The heel 
seat is comfortable And the wood, of 
seasoned maple, supplies a tread suffi- 
ciently springy. 

“Indeed, the wood heel shoe is the only 
proper shoe for dress wear. And,”’ Mr. 
MacLaughlin concluded, “I believe that 
the shoe trade would be better off if all 
merchants represented that every well- 
dressed woman should have at least one 
pair of wood heel shoes. We all know 
that women of society have several pairs 
of wood heel shoes. And every woman, 
active in the affairs of the day, should 
have at least one pair. 

“One way to increase sales in August is 
to sell more wood heel shoes.” 


Another Old Established 
Firm 


Orders for 40 cases of boots came to 
a Lynn firm last week. The newsy part 
of this is that the firm was not expecting 
any orders for boots. 


Another Old Established 
Firm 

Hilliard & Merrill have been cutting 
soles in Lynn for 40 years, a record which 
is mentioned to show the stability of Lynn 
industries, as well as to emphasize the 
fact that inherited skill is one of the 
secrets of the success of Lynn shoes. 
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New Creations 
] in 
_ * 
7 F. B. & C. Colored Kid 
— 
Rose Taupe, No. 78 

; 
U French Grey, No. 99 
i 
= Parisian Grey, No. 60 
U 
TT Shades created to meet the decree of 
UJ fashion. 
| The instantaneous responses received from 
C our initial announcement from both shoe 

manufacturers and retailers were beyond 
u our expectations. 
— Our complete line of leathers will be 

displayed at the 
5 Boston Show 
il July 10-11-12-13 











Booth No. 13 


Amalgamated Leather Companies, Inc. 
WILMINGTON, DELAWARE 
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Leather Prices Trend Upwards 


Strength Shown in Quotations on Upper as Well as Sole Stock—Individual 
Sales Small But Aggregate Volume Is Growing Larger 


HE tendency is toward a continued 
strengthening of prices. This ap- 
plies now to upper leather as well as 

sole leather. There is more interest being 
shown in the various finishes of calf and 
side leather, and glazed kid tanners also 
see more encouragement in the immediate 
future. 

While there have been no large individ- 
ual sales of record, a better business in the 
aggregate is reported. The advance in raw 
stock during the past two months has not 
been without its effect in leather values, 
which prior to that were not only sagging, 
but were affected by the bargain stocks 
which were being placed on the market by 
representatives of the banks. That period 
is now past and the leather mostly being 
dealt in is that made on order, or coming 
through the works. 


Hide Market Stronger 


The hide and skin market is much 
stronger than a year ago at this time, with 
heavy native steers, quoted at 17c and 
17 4c per pound as against 14c per pound 
a year ago. No. 1 buff sides are quoted at 
8c to 10c per pound as against five to six 
cents a year ago. Raw calfskins have been 
a little bit slower to respond to the ad- 
vance. 

The petent leather situation, however, 
is in a much stronger position than a 
month or two months ago and standard 
tannages and colors -re selling at 40c to 
15c per foot for the top grades. There are 
less job lots noticed in the side upper 
leather market and the sales are reaching a 
larger volume all along the line. 

There is more inquiry for sole leather 
from shoe manufacturers who do their own 
cutting. Prices continue firm. The call is 
mostly for union and oak and green hide. 
Green hide and combination extract tan- 
nages, as well as oak and union, are used 
more generally in the places where hem- 
lock was used. Standard tannages of heavy 
union backs bring 50c per pound, the 
medium weights 46c to 48c and light cow- 
backs 40c per pound. Oak bends for the 
shoe trade sell as high as 72c per pound 
and oak sides of standard tannage 36c and 
38c. No. 1 steer backs are quoted anywhere 
from 42c to 52c per pound. 


Good Demand for Calf Leather 


During the past week there were several 
good sales of calf upper leather reported. 
One of the largest shoe manufacturers is 
reported as buying 5,000 dozens of various 
crades. Top selections of colors of leading 
tanners are quoted at 40c to 45c a foot. 


The better selections of light-weight bring 
35c to 38c. No. 2 selections in colors are 
quoted at 28c to 36c, according to quality, 
with the lower selections bringing from 
20c to 26c per foot. Blacks bring from two 
to three cents less. The better 
ot ooze calf are quoted from 50c to 60c per 
foot, with medium grades from 40c to 45c. 
Blacks bring about five cents less per foot. 


selections 


Side Upper Leather in Fair Call 


Buyers of side upper leather are still 
shopping for prices, although there is a 
fair business in the aggregate. The better 
grades of colored side in imitation of calf 
finishes bring from 23c to 28c. Good leather 
is available at around 20c per foot and the 
medium and lower grades from 10c to 18c. 
The better grades of elk bring from 19c to 
24c, with medium selections from 14c to 
18c. There is considerable white buck 





moving at 65c to 70c for the genuine buck 
leather and side buck from 30c to 40c. 


Patent Leather in Strong Demand 


The patent leather market is still hold- 
ing up well, with a considerable volume on 
the top grades of chrome patent sides 
which are quoted at 45c, 42c and 40c per 
foot for the leading tannages. ““B’’ and 
“C” selections bring 38c and 32c respec- 
tively. There is a good call for patent kid, 
with 60c to 75c quoted for the top grades. 
Patent kips bring from 50c to 55c. There 
is also a fair sale of imported patent 
leathers which bring a few cents higher 


than the domestic tannages. 


Better Call for Kid 


The kid market is showing improvement 
over the past two weeks with the better 
call for the medium and lower grades. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 
Calf, suede top grade......... $0.32@$0.35 $1.40@$1.50 $0.50 @$0.60 
Calf,smooth, colored, top grade -28@ .30 1.40@ 1.50 40 @ 45 
Calf, smooth, black,top grade . .26@ .28 1.30@ 1.40 35 @ A0 
Side leathers, colors, top grade. 18@ .22 -75@ 1.00 20 @ .28 
Side leather, black, top grade. 16@ .20 65@ .90 20 @ .26 
Genuine buck............... 45@~ 50 1.40@ 1.60 60 @ .70 
White buck, top grade - ne 28@ .30 .90@ 1.00 35 @ .38 
Elk, heavy side. . , .24@ .26 .65@ .70 18 @ «.23 
Kids, colors, best fancy. eae 35@ .40 1.40@ 1.65 .70 @ .80 
Kid, ‘colors, top grade... ; 28@ .30 1.35@ 1.60 60 @ .70 
Kid, black, top grade......... -.28@ .30 1.35@ 1.50 60 @ .65 
Kid, medium, colors.......... .20@ .24 -70@ 1.10 30 @ 45 
Kid, medium, black. . 18@ _ .22 .60@ 1.00 25 @ 40 
Kid, cheap. . eroekee |) a Oa .20@ .36 . @ 15 
Chrome petent s sides. ee .25@ .30 85@ 1.05 40 @ 45 
Patent kid.. re 40@ .. 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
Green Hide Sole............. 32@_ .33 56@ .58 28 @ .30 
ARRAS EE ee ear ..@ .36 20@ .. 45 @ 50 
No. 1 oak hacks............. 38@~ .39 92@ .95 45 @° .55 
No. 1 oak bends, shoe mfrs.’ use 46@ .47 .98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use.. ..@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. . .-@ .18% 52@ «55 16%@ .17 
Heavy Texas steers, for sole 

ERED Gap an ..@ .18 ..@ 50 @ .16 
Light native cows, for side 

upper leather. . .-@ 17% .-@ .62 15 @ .15% 
Branded cows, for light ‘sole 

leather. . --@ 17% ..@ 50 @ .14 
No 1 buffs for heavy upper ‘and 

side leather. . ..@ .15 45@ .50 10 @ .il 

No. 1 Chicago City calfskins 

"hee fine calf leather......... ..@ 17% .80@ 1.02% 12 @ .17% 
Kips for upper leather...... . . .-@ .16% 65@ .80 ll @ .16 
B.A. hides, for hemlock sole lea. ~o...80 42@ 46 16%@ .17 
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You are cordially in- 
vited to see this feature 
in our samples — 


BROCKTON 


























PPHLEXO 


RADE MARK 

















Made for men and women 
without extra charge 


M. A. seeeeneee COMPANY 


MASSACHUSETTS 


BOOTH 162 
Shoe Style Show 
July 10 - 13 





The Packard Phlexo Shoe for Men and Women 


An entirely new and scientifically correct method of shoe making. 


The so-called bridge construction of fashioning the innersole, to- 
gether with a special counter and shank produces rigidity where 
pressure comes on the foot, permits full action of the various muscles, 
and yet is absolutely flexible. 


It was only after a most careful and scientific research that we 
decided to make this shoe. The many reorders and letters of ap- 
preciation received the past year however indicate that Packard 


PHLEXO is filling a much needed desire for foot comfort. 
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A Real Survey of Hosiery 


The Prospects for Full Fashioned Silks and the 
Market Price-Levels 


market will be dominated, as the current market 

is by the demand for full-fashioned silks. This 
applies particularly, of course, to women’s hose. Men 
take more readily to cotton than women do, and the 
current business in mercerized cotton socks for men is 
pretty substantial. It will probably be even more 
substantial for Fall. This is not to say that women’s 
cotton hosiery is entirely neglected. There is, in fact, a 
good business being done in cotton hosiery for women, 
but it is confined almost entirely to the lower-end lines, 
On the finer cotton hosiery there is practically nothing 


doing. 


J nets by present indications the Fall hosiery 


The Age of Silks 

It is apparent that this condition will continue 
throughout the Fall. Indeed it is quite possibly a 
permanent condition. During recent years women 
have become educated to the use of silk hosiery as well 
as of silk underwear. These things have passed out of 
the luxury class and have become practical necessities 
for the average American girl. And it is very doubtful 
if the average American girl will ever go back to cotton 
hosiery, any more than she will go back to cambric 
underwear or flannelette nighties. 

There is no let-down, as far as can be observed, in 
the demand for full-fashioned silk hosiery. Demand 
has been restricted simply by the limited output of full- 
fashioned goods. But this limitation is gradually being 
removed. Full-fashioning machines are being installed 
in domestic mills as fast as they can be made here or 
imported from abroad, but the output does not seem 
to have quite caught up with demand as yet. The sup- 
ply of full-fashioned silks for Fall, however, will prob- 
ably be adequate, even though consumption seems 
bound to show an increase. 


Lengthened Skirts Influence Economies 


With the lengthening of the skirts there has 
come a decided vogue for lisle-top silk hosiery, 
and this vogue is apparently on the increase. Lisle- 
top goods have the advantage of being cheaper 
than all silk goods, while as far as appearance is 


concerned they create the same impression as all- 
silk goods. For these reasons they are in growing 
favor with women who wish to be fashionable and 
economical at the same time. It is just possible 
that the economical tendency of the times may 
create some demand for all lisle hosiery or very 
fine mercerized cottons, but such lines have met 
with little success so far. 


A Heather Season Ahead 

Heathers, however, seem bound to be big for the 
coming season, as they were for last season. A good 
deal depends, of course on whether tweeds, homespuns 
and similar fabrics will hold good for another season. 
Judging from the advance business booked by the 
fabrics mills it seems pretty certain that they will. But 
there has been noticeable recently a decided trend 
toward the staple worsteds—such as serges, twills and 
tricotines—and these will probably be much more in 
evidence next Fall than they were last Fall. This spells 
more conservative hosiery. In fact, the general opinion 
of the trade concerning heathers for Fall is, first, that 
silk and wool mixtures will have the call over all-woo, 
lines, and second, that color effects will be more sub- 
dued. 

The whole color trend in hosiery, as in fabrics, is 
toward more conservative effects. Cordovans, which 
were practically dead for a time, are coming back strong 
and it is pretty certain that they will be big for Fall} 
especially as browns are among the leading Fall colors 
in fabrics. Blacks also are a safe bet. They are big 
now and they are bound to continue so. For evening 
wear the color trend is not yet quite clear. The ten- 
dency in fabrics seems to be toward light greens and 
reds on one hand and the soft pastel shades on the other. 


The Price Outlook 
As to prices, the outlook is very uncertain. Raw 
materials have been rising rapidly in recent months, 
and prices of finished goods have not by any means 
kept pace with them, so that there is every prospect of 
higher hosiery prices tor Fall, except the raw materials 
recede substantially from their present levels. Whether 
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they will or not is a very difficult question to determine, 
but one can at least form an opinion from the available 
evidence, and our opinion is that cotton and wool prob- 
ably will decline, while silk probably will not. 


In Cottons Some Doubt 


Present prices for raw cotton are largely speculative, 
and are based on the fear of another crop failure. The 
crop last year amounted to only a little over 8,000,000 
bales. There was a big carry-over of about 8,000,000 
bales from the preceding season, so that the total supply 
of American cotton for this season amounted to be- 
tween 16,000,000 and 17,000,000 bales. The indicated 
consumption for the current season is somewhere around 
12,500,000 bales, so that there will probably be a carry- 
over of about 4,000,000 bales into next season. It is 
reasonable to suppose that the world consumption of 
American cotton will increase during the coming season 
—it averaged over 14,000,000 bales before the war. So 
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that a crop of at least 11,000,000 bales is needed to 
avoid a shortage. Nobody knows what size the crop is 
going to be, and the weather so far has not encouraged 
expectations of a good crop. But granting normal 
weather for the balance of the season, it is a pretty safe 
bet that the crop will be at least 11,000,000 bales and 
the inflated price of cotton based on the danger of a 
shortage will subside. 


Speculative Wool Market 


Prices of wool also are largely speculative. Over 60 
per cent of our wool supplies must be imported from 
abroad, and the Emergency Tariff has imposed vir- 
tually prohibitive rates on imported wools, while the 
proposed rate of 33 cents a pound scoured basis in the 
new tariff will increase the landed cost of most foreign 
wools more than 100 per cent. But there is reason to 
believe that existing stocks of wool in this country 

(Continued on page 207) 





A Fall Buying Chart 


Capable of Expansion; Combining Concentration and Compactness of Stock with the 
Necessary Variety of Shades and Full Range of Sizes 


Full-Fashioned Silk Stockings, Lisle Tops and Soles 


















































Color 2. eee...) 81/2 | 9 944 | 10 | 101/2| Bot! | approx’ bet rie [ Total 
Black on ae 3 i 3/16/12) 15 | — $15.00 $225.00 
Cordovan... fez] 1 [°2 | 1 | oz} 5 | 15.00 | — 75.00 
Russia Calf ez| 1 | 2 1 |oz| 5s | 15.0 | 75.00 
Gray 3/2 | 6/2 | 1 | 6/12 | 3/12 26/12) 15.00 =| 37.50 
Silver ou 3/12 | 612 | 1 | 6/12 | 32262! 15.00 | 37.50 _ 
Full-Fashioned Silk Stockings. All Silk en 
a NF) UL ae Be os Wes os $24.00 | 240.00 
Cordovan | 6/12 | 1 2 | 1 | 62) 5 | 24.00 | 120.00 
Russia Calf 6/12! 1 2 | ‘1 | oz} 5 24.00 | 120.00 
Gray | 32 | 6/2 | 1 | 6/12 | 3/12 | 26/12 24.00 | 60.00 
Silver. | 32 | 642 | 1 | 62 | 3/2 |262| 24.00 | 60.00 























Total Number Doz. 55 
To this should be added whites in season and a few fancy numbers. 


Total Cost $1,050.00 
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The letter which we reproduce below 
is an unsolicited tribute to the 
beauty of 
“Onyx” @ Hi ostery 
! 
SP a eee nwaertud 
: over lane Taw F Jane +e aunre, 
“ifs. gat | Thy ante hatin Aererepe bry Zorn - 
She Leng = Oeert Ce " eer ee An ene ore 
Kad geen ee aiided 
Y oe ~ af proneeens a freee 
Wrbhiec Povmeny, Sons Rant meme Uiansiilaains Vereen , Derenreeardh 
basZ vnnener, 9 weBineet oe a ferry - ; Geen + Rae 
brenE ow fonin of | acter Mla mcenst | Yoni, me he ett pee 
herbi nth Lok 0 Cmts auene ainiie | prinae da tor OY Mach. ath © enna coe 
Way get nt 8 eet meee tt mene jrmiieee ac alee o. ha 
pom nuts Vaanettin Te fe Thaw hemet | ; iineciiamseinlsitlll a 
pret 9 nan a aw. & amy RNR 
Emery 6 Beers Company, inc. 
Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
BROADWAY at 24th STREET, NEW YORK 
SOLE SELLING AGENTS FOR 
PAUL GUENTHER, Inc. 
Manufacturer of Full Fashioned Silk Hosiery 
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Hosiery Profits in Rapid Turnover 


‘Selling Stockings to Match All Shoes” in the Charleston Store Which Barely 
Missed the Distinction of Being First in the Country to Sell Hose with Shoes 


ITTING Milady’s foot doesn’t stop with the 
KF slipper, boot, or shoe at H. J. Williams’ Shoe 

Store, 241 King Street, Charleston, S. C. His 
windows look like the proud boast of a manufacturer of 
hose, or rather several manufacturers or a convention 
of them; for each pair of shoes and slippers has its hose 
to match draped with it. 


know why it is, but we have to wait for imported goods 
to secure true ‘eights’. The American ‘eights’ are 
really eight and a half, and at present it is impossible 

to get them smaller. 
“Women nowadays,” continued Mr. Williams, “‘in- 
sist on having hose to match every pair of shoes they 
own—and they want them 


99 





The women of the city 
know that they can secure 
the exact shade they want 
if they go to Will‘ams’. 

A recent conversation 
with a visiting Recorder 
man, included the follow- 
lowing: 

“You'll want quite a 
variety of colors, I sup- 
pose, Mr. Williams?” 

“How many does your 
factory put out this sea- 
son?” 

“Seventeen, counting all 
the various shades.” 

“Then seventeen is the 
number of shades I'll buy 
from vou. Send each of 
them in all sizes—and I 





The number of inches from the toe to the heel decides the size 
in hose and half-hose. For example, size 9 should measure nine 
inches, and so on. Twenty-seven inches is usually the minimum 
length for women’s plain stockings, whereas ribbed hose 
should measure 30 inches. 


Corresponding Sizes of Shoes and Hose 





—WOMEN——— MEN—— 
Shoe Size Hose Size Shoe Size ose Size 
2 to3 8 5% or 6 9% 
3% or 4 814 6% or 7 10 
4% or5 9 Thor 8 10% 
5% or 6 9l4 8%or 9 ll 
6% or7 10 91% or 10 11% 
7% or 8 10% 
CHILDREN 
Age Shoe Size Hoee Size 
ES | ee eer er ee 1% 4 
<< «= Se aR eee al 2 4lg 
OS OS SS eae ae Se ae 2%to 3% 5 
2 years. 4to 5 5% 
in ctbscec aes odacecnatienagts 040eces 6to 7 6 
eth niin dneens twang ae eee saneeee B8to 9% 6% 
|. === cee See er mrt 10 to1l% 7 
rrr ee 12 to 13% 7% 
ds ain ans ooo 5 Ue eee sda a one lto2 8 
12 to 13 years.. 2% to 3% Ble 
eS ee eee eee rere 4and 4% 9 
Sand 5% 9% 
6 and 6% 10 
7 and 7% 10! 
8to9 


to fit, too. Of course most 
of the hose are sold at the 
same time we sell the 
shoes, but many a time 
women come in wanting 
to match some _ shoes 
they have bought out 
of town, or have re- 
ceived as presents. We 
can match them, of course 
—if the shade is on the 
market. About 60 per 
cent of the shoe sales 
carry sales of hose—from 
one to half a dozen pair. 
It’s not at all unusual for 
a customer to take a box 
of stockings, that is three 
pairs, to match her new 
shoes. Of course we make 








wish you produced twice — 





an inducement in price 





as many colors. If you 
did, I'd take them all, and sell them, too. Count on me 
for all the colors you can manufacture—and if you get 
out any new nondescript shades or designs, I want 
those, too.” 

That’s the way Williams of Charleston gets and holds 
the favor of the ladies—they know they can find the 
hose they want at his place. 


Can’t Get Sizes Small Enough 


“Just now, I carry not less than 30 different shades, 
retailing from $1 to $5, and all sizes of every one of 
them—and yet I’m not satisfied! The American 
manufacturers won’t make sizes small enough. I don’t 


to sell them by the box. 
By that average, we probably sell about as many 
pairs of stockings as we sell shoes.”’ 


Percentage to Shoe Salesmen 


Mr. Williams believes in paying a percentage of 
hosiery sales to’the clerks in his store. He justly refuses 
to do the same on shoe sales, for, as he puts it, “since 
people come in to buy shoes, selling a shoe purchaser 
shoes in a shoe store is no part of special salesmanship. 
Selling hose with every pair of shoes, though, is some 
test of the salesman—and as a good business man, I’m 
willing to reward him.” Some clerks draw five to seven 
dollars weekly on these commissions, above salary— 
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HOSIERY 


The latest thing 
in Eiffel Silk 
Hostery 


CY, inta 


The FRENCH SEAM BACK 
SILK HOSE 


Black, White, Navy, Green, Grey, Champagne, 
Co Ors o Smoke, Sand, Beige, Putty, Pigeon, Cordovan, 
African Brown, Bobolink, Meadow Lark, Nude. 


DOZEN ‘. 1 * i 


Terms: 2%—10 days 


CARSON PIRIE SCOTT & Co. 


CHICAGO 
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You ask for stories on shoe stores 
plus—. It is not unusual for a 
modern shoe store to have a hosiery 
department, and no doubt many 
responses you will receive will re- 
late the value of a hosiery depart- 
ment as being one of the best “plus’’ 
items for a retailer to have. 

We do not just sell hosiery, but 
we feature them and make money 
from this department. Four years 
ago there was no hosiery department 
in this store, but when the writer 
succeeded the Poe Shoe Company a 
small hosiery department was 
started in the front right-hand cor- 
ner of the store. At first we had 
difficulty in getting suitable lines 
because it was during the war 
period when all factories were over- 
sold, but it did not take us long to 
get our stride and in no one year 
have receipts from this department 
been less than $10,000 and last year 
$14,000 with indications of finishing 
the present year in excess of $15,000. 
This has been done in a city where 
the last official census was between 
28,000 and 29,000 inhabitants. 


Rent—Salary and Surplus 


One thing in particular I want to 
mention about our hosiery depart- 
ment is that it is being operated at 














I've Made Money Selling Hosiery 
By ARTHUR F. HERDEN 
Proprietor Poe- Herden Shoe Co., 


Ft. Smith, Ark. 


a minimum of expense. We en- 
gaged as a cashier an experienced 
hosiery lady and the result is the 
cashiering and the hosiery depart- 
ments were combined, the one lady 
looking after both, except at rush 
periods when she is given assistance 
from people in other departments. 
I have often made the following 
statement that my hosiery depart- 
ment pays my store rent, the 
cashiers salary who is likewise the 
hosiery lady, and leaves me a profit 
in excess of the above of something 
between $2,000 and $3,000 per year. 


Sell the Right Way 


Of course we aim to keep the 
right kind of hosiery, selling only 
such merchandise as we know will 
give reasonable service, or as much 
as silk and fancy numbers can be 
expected to give. We have kept in 
close touch with prevailing shades 
and it is our opinion that we sell 
more hosiery than any other one 
establishment in Fort Smith. 

We cannot say too much about 
the value of a well conducted ho- 
siery department in a shoe store. 
We hope the information given 
above will be of some service to 
fellow merchants. 








and the firm finds that this method of reward pays— 
and pays both the store and the clerks. 


A Pioneer at Hose 


The Williams shop barely missed the distinction 
of being the first in the country to carry hose with 
shoes. As an old hosiery man, associated with 
that trade since 1884, Mr. Williams knew the ins 
and outs of that line. Twenty years ago he de- 
cided to add stockings to his stock of footwear. 
With this object in mind, he took the train for 
New York to consult with several old friends in 


wholesale hosiery but his advisors were so sure 
that such a venture could not possibly succeed, 
Mr. Williams gave up the idea and returned ‘to 
Charleston. Not more than a month later, one of 
the great retail shoe stores in the East announced 
that it would thereafter carry a full line of hose to 
match all shoes. That convinced Williams that 
his idea had been sound, and he immediately in- 
stalled a line of stockings to equal the best that 
could be bought. 

Though men’s hose to match is not in great demand, 
it has been found that women frequently buy some sort 
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&veryone 
knows its 


“Propp er 
H ose 











Ri wor: aat 
PROPPER SILK HOSIERY MILLS 1c 


2760 FIFTH AVE.,NEW YORK ,N.Y. 
(HOLLAND BLDG) 


_Manufacturers of Ladies’ Full 5 ee Silk wind 


Mi tts at Lone Is LAND City 
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of stocking of half hose for children when the young 
ones are outfitted with sandals or other footwear. This 
line, however, is practically limited to the variety with 
a more-or-less simple colored band at the top. 


Twice the Turn Over 


H. J. Williams, like 
many another who has 
added ‘‘hose to match,”’ 
has learned that the ho- 
siery turnover is nearly 
two to one of the shoe 
stock. In other words, 
he has found that stock- 
ings turn over six to seven 
times in a year, while the 
shelves are replaced with 
shoes but three {to "four 
times. 

Also, since each pair of 
shoes averages a pair of hose, 
and since hose sells at about 
one-quarter the price per 
pair of footwear, his gross 
sales and likewise his profits 
are just about 25 per cent 
higher than they would be 
without the hosiery line. 
Needless to point out, the 
shoe sales are greater than 
they would be without the 
added line, because many 
women come to buy shoes 
and stockings at Williems’ who might otherwise go to 
another shoe store if he did not offer the added incen- 
tive to secure the correct stockings at the same time. 





A Real Survey of Hosiery 
(Concluded from page 201) 


amount to over 1,000,000,000 pounds which, added to 
the domestic clip, would suffice to supply the needs of 
the country for the next two years. A considerable 
part of this is held in bond in anticipation of the lifting 
of the Emergency Tariff, and it is pretty certain that 
when the Emergency Tariff is lifted the wool market 
will break—if it does not break before that. 





Silk hosiery will be worn well into the Fall, experts say. IlI- 
lustrated here are three styles made by the Holyoke Silk Ho- 
siery Company, of Holyoke, Mass.—black with white clock, 
while with orange clock, and duo-tone blue and white. This 
same company makes the so-calied “sandal pattern” full fash- 
ioned hose, the feature of which is the absence of a foot seam 
which woutd, if present, mar the appearance of a foot encased 
in a sandal cut low at the instep. 


Enormous Consumplion of Silk 
It is generally assumed in this country that raw silk 

is kept high by the speculative. manipulations of 
Japanese interests, but it is doubtful if this is alto- 
gether the case. We have 
no means of knowing the 
exact amount of silk pro- 
duced in Japan. But we know 
at least that the consump- 
tion of silk by the United 
States has increased enor- 
mously. Consumption has 
remained abnormally high 
even during recent months, 
when the broad silk market 
has been almost dead. The 
reason for this is the greatly 
increased requirements of 
the knitting industry, which 
is consuming over 60 per 
cent of the total imports. 
lf this demand for silk knit 
goods — hosiery, sweaters, 
scarves and so forth is main- 
tained, while at the same 
time the demand for broad 
silks improves, as it is begin- 
ning to, it is difficult to see 
how raw silk prices can go . 
lower. 


There seems no prospect 
consequently, for lower 
prices on silk hosiery. Even 
on wool and cotton hosiery a lower raw material mar- 
ket is not likely to bring lower prices—except the de- 
cline is very radical—because present quotations for 
finished goods are not nearly on a parity with the 
level of raw material. Some concessions, of course, 
are always obtainable here and there on certain lines 
for various reasons; but on the whole it may be said 
that the hosiery market for Fall is pretty certain to 
remain at least firm. 





The Borkum & Glott Shoe Co., 495 Union Street, 
Lynn, will double its floor space at once. This firm an- 
nounced recently that it has taken over 25,000 square 
feet of floor space, or two and a half floors of the Harri- 
son place plant vacated by Allen-Goller-Leighton. 
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Weldzest Weldrest 


INFRINGEMENT. SUIT 


E beg to advise that on June 6, 1922, we brought suit in the 
W usitea States District Court, at Trenton, New Jersey, 
against Taubel, Scott Kitzmiller Company for Infringe- 
ment of our Patent No. 1353659, which is the broad 
flat tailored seam feature of our Weldrest Hosiery. They are 


manufacturers. 
There will, furthermore, at an early date, be suits for injunction 


accounting and damages instituted against every jobber under the 
evidence we have been and are still gathering who has sold or may 
sell either the Taubel stocking or any other that infringes our patents 


in any manner. 


E 
i 
4 
2 
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ALLEN HOSIERY COMPANY 


23rd and Allegheny Avenue 
PHILADELPHIA, Pa. 


LNiy My 
/ LUT 





Patentees of circular made broad flal seamed hosiery. 
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Look for the broad flat 
tailored seam 
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This elbow counter has a buyer and nine assistants in Volk’s store 


Hosiery Department an Essential Part of Store 


The Second Big Essential Is Buying the Best in the Market, Buying 
Frequently and Keeping Stock Active 


~ HAVE been in this depariment some time, ten deed a great pleasure to her. The saleswoman is Miss 
years,’ said a very at’ract:ve woman with beau- Ida Creager and the hosiery department of which she is 

tiful grev hair and v hose \oice and manner were head and buyer is located in the Volk’s Shoe Store of 

so pleasing t rat one ‘elt that selling hosiery must be in- Dallas, Texas. One does not wonder that there are 
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Radmoor Silk Sport Hose 


| VNASHIONED LEG and Seamless Foot 


Order Samples Hose of silk, with attractive drop 


Specify No. 6600 for stitch effect—in great demand for 
women's, No. $500 for men . sports wear. Solid colors, Black, White, 
Not returnaDle, ut worth r . . 

possessing! Write today. Navy, Seal, Cochin, Moccasin, Tobacco, 


Nude. 


Two-tone effects, beautiful shades of Gray, 
Blue, Brown, Kelly Green, Purple, Scarlet, 
Tweed Shades, etc. Packed in quarter 
dozen boxes, immediate delivery. 


$11.00 dozen 


Men’s Silk Sport Hose in half dozen boxes, 
immediate delivery, $8.00 dozen. 


Radmoor Mills 


21st and Lippincott Sts. Philadelphia 


Thomas E. Brown & Sons 
Glen Knitting Company 
Brown-Phelps Hosiery Co. 


















Boston New York San Francisco 
Room 800 Burton Bide. 
267 Fifth Ave. 
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many hundreds of women who buy all their hose, their 
children’s, and some of them even their husbands, at 
the Hosiery Department of The Volk Shoe Store. There 
are many regular customers to whom it has become a 
habit during these ten years to buy their hose at Miss 
Creager’s department. 


A Staff of Ten 


It is with a great deal of pride that Miss Creager 
talks of her department and her nine assistants. One 
could say Miss Creager’s departments for it has become 
necessary to divide the department, on one side of the 
store is located the women’s and children’s department 
and on the other is the men’s. These departments are 
at the front of the store, where access to them is very 
easy. Every effort has been made to make the hosiery 
department attractive. Beautiful glass cases, for the 
display of the newest things in hose and the most mod- 
ern glass drawer cases are used. More space has been 
given to the hosiery department in the Volk Store than 
in most of the stores for hosiery is featured at this store. 
As the volume of business has grown more and more 
girls were needed until today there are ten persons 
selling hosiery at the Volk Store. 


Keen on Children’s Trade 


Children’s hose are featured at the Volk hosiery 
department. Some of the patrons have grown up in the 
hose sold by Miss Creager’s department, through the 
sock and school girl age. The gayly colored socks on 
display give attractive splashes of color which cannot 
fail to draw the attention and interest of every mother 
who enters the store. 

While many novelty hose are sold, the great demand 
is for the good grades of plain hose, ranging in price 
from two to three dollars. 


Never Sold An Imperfect Pair of Hose 


Mr. Volk in speaking of the hosiery department of 
his store, said that the department had always handled 
the best grades on the market. ‘We have never had a 


pair of seconds or imperfects in our store,” he said... 


Good hose. not cheap, has been the feature oJ the 
department. 
An “End of the Month’s Sale” 


\t the end of every month, there is a three day sale 
at the hosiery department at Volk’s. Broken lines are 
sold out at reduced prices. In this manner the stock is 
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kept absolutely fresh and in full lines. The public is 
given the advantage of the clearing out and cleaning 
up process and the reduced prices. Miss Creager knows 
enough about women to know that they enjoy a sale. 
This monthly sale has become one of the established 
customs of the department. Both men and women take 
advantage of these sales. Volk’s enjoys a big sale of 
men’s hose and numbers many regular customers. 


A Pleasing Profil 


Mr. Volk n speaking of his department sa‘d that it 
had always been one of the biggest paying investments 





Model Number Code for 
Hosiery Department 


Used by B. C. Goulston, Dr. Reed, Cushing 
Shoe Store, Boston, Mass. 
First figure in code identifies the retail price. 
Second figure identifies the yarn and the weight, whether 


heavy, medium or light. 
Third symbol—a letter—identifies special features. 


Retail Price Code 


= 06 ED ©. Vu cchcbebeboceccs $2.05 to $2.50 
Tas eoccccess Gee Gee Dic cvas due dssdsce Ge Ge 
4 skiers Ce OP BD Bo ccccccccencscce Ge Oe 
BS 0 --- L@te 15 se ebve-eenweus 3.55 to 10.00 
a . 155to 2.00 
Yarn and Weight Code 
Decides sdietas-thee< te HW Silk Eta cence aaa LW Lisle 
2 ilk , HW Cotton 
3 LW Silk eee ere MW Cotton 
4 2 2 are LW Cotton 
5 gE, Sea Wool and 
cashmere 
Special Designation Code 
A. All silk to the top. L.S. Lisle lined soles. 
B. Silk mixed. M. Mercerized. 
C. Clox. R. Ribbed. 
D. Split foot. Ss. Seamless. 
E. Boot style. X. Out size 
F. Fiber silk. Y. Fancy. 
G. Sport. H. Burson. 
L. Lisle top and sole. S.W. Silk and wool. 


For example, the symbol 45M indicates that the hosiery in question is a 
mediumweight mercerized lisle retailing at from 80 cents to $1.00. 











in his store. Early in his business he had realized the 
value of se ling hose where shoes were sold and had 
established the department with Miss Creager as head 
and buyer. Miss Creager, he said was one of the best 
and best-known hosiery saleswomen in this country 
and had built up one of the largest departments. 

“T consider the hosiery department a very essential 
part of the shoe store,” Mr. Volk said by way of sum- 
mary concerning the hosiery department in the Volk 
Store. 
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FLOOR SHOES 


20,000 pairs Men’s Shoes 


All Calfskins 
Good Sole Leather 


| 





Sandal flase- 


See this newest creation in 
silk stockings, No. 462. For 


sale in all exclusive shops. 


Liquidating at 
$3.00 to $3.50 ii: 


Visiting buyers can see 
samples and details at 


Room 617 


Advertised in Vogue 


Toba Stk Movery Ce 
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Manufacturers of the highest grade of full 
fashioned silk hosiery that can be made. 


Columbia Trust Bldg. Dexter Bldg. e 
358 Fifth Ave. 453 Washington St. 1 0 H h S B 
New York City Boston, Mass. ig t. oston 
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See Us at 
the Fair 






Sicony 


EVERYBODY who knows fine bench-made turn 
shoes’and,low cuts for women, and who may also 
be interested in fine boudoir novelties,: should 
visit our exhibit at 


THE]|BOSTON STYLE SHOW 
JULY 10th to 13th 
BOOTH 72 














These shoes are the product of our own factory in 
New, York—and are representative of the best in 
their grade—the highest. 
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K. M. STONE COMPANY, Inc. 


FOOTWEAR — ORIENTAL and DOMESTIC 
12-14-16 East 22nd Street, New York 
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WHITE SHOES IN STOCK 


WIRE OR WRITE TODAY 


LL styles here 
A shown are 
made of White 
Reignskin Cloth, 

the best shoe 
fabric obtainable. 








No. W188—White Ralgneile Cloth, White Ivory 
Sole and Hoel, Goodyear Welt, 10-8 Hoel Bs; td Heal, Goodyear Welt, 8-8 Hed. oe 
AA, 414-8; A, 4-8; B, 344-8; C, 3-8; D, 34-8. AA, 4%-8; A, 4-8; B, 344-8; C, 3-8. 

$4.25 $4.25 





Round Top 


No. W120—White Reignskin Cloth, White 
Ivory Sole and oe A. eee Welt, 12-8 
(Rubber ? Lift) H 

AA, 4%-8; A, 48; B, o18; C, 3-8; D,3%-8 


$4.25 


TERMS: Net, 30 days 





No. W176—White Reignskin Cloth, Whit® 


Ivory Sole and Heel, Goodyear Welt, 13-8 7 No. W572—White Relonstie | Cloth, Turn, 

Heel, REMEMBER—These shoes will 17-8 Cloth Covered Louis 

AA, 414-8; A, 4-8; B, 334-8; C, 3-8; D, 334-8, be chigped the dag your extler is AA, 414-714; A, 4-736; B, 344-734; C,3- 734, 
$4.25 received. $4.25 


THE MENIHAN COMPANY 


Shoemakers for Women 


ROCHESTER, N. Y., U.S. A. 











I 9 a cr 
































————=— = = _-_-—-—"7.8 8 = =e ee ee a 
605 25252Sr52 on _——_—-— = —_———— = -_——- a ee a ae 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


¢ 








214 BOOT AND SHOE RECORDER 













g o 
JJ MacMaster 
INFANTS AND CHILDREN’S 
FOOTWEAR 


Distinctive Shoes for Your 
Children’s Department 





No. B 2162 
All White Kid, Soft Sole, 
Agate Button and Tassel. 
Can also be had in Black, 
Tan, Gray or Red. Sizes 
0 to 4. Dozen .. $7.50 


No. B 1293 
White Kid Moccasin, 
White, Pink or Blue Rib- 
bon and Trimming. Hand 
Embroidery. Sizes 0 to 4. 
Dozen $7.50 








ai No. B 381 al No. B 370 


Patent Leather, Two Strap, Patent Leather, One Strap, 
Turn Sole. Turn Sole. 4 
4 to 8. Spring Heel. .$1.35 lto 5. No Heel. ....$1.10 


4 to 8. Spring Heel.. 1.30 


8% to 11. Spring Heel 1.75 4 
814 to 11. Spring Heel 1.65 


Jd -J «Mac MASTER 
ROCHESTER ,N-Y. 
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Burley & Stevens, Inc. 


NEWBURYPORT 


Men’s Shoes 
$4.00 


per pair 


Made to order on latest lasts and patterns 


Salesmen now on the‘road 


Boston Office 


Room 616 Rice Bldg. 


Kistler, Lesh & Co., 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. 

















For Quality Work 


the shoe industry has 
found Meyer's Thread 
best. Our “Wamesit”’ 
and “Merrimac” lines 
for upper work are just 
what discriminating 
shoe manufacturers 
wanted for years. For 
str , smoothness 
and elasticity they are 
unexcelled. A little 
experience with Mey- 
er's Thread will prove 
it superior and most 
economical. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 
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How About Men’s Business? 


Are You Getting Yours? 


S business in your men’s department good or bad? 
Are men buying shoes or are the women folks 
spending all the money? 

Some way or another the story seems to have been 
broadcasted that men are not buying shoes, that the 
men’s shoe business is punk and the merchant who is 
devoting very much attention to his men’s department 
is wasting valuable time that might be better spent in 
pepping up the women’s department where there is 
business to be had. 

Stand on a prominent corner in any city or visit the 
streets, clubs or other places frequented by men and 
you will see many men wearing new oxfords. 

Somebody in your town is getting the men’s business 
or else the men are going to some other town for their 
shoes because men are buying shoes. There is no mis- 
take about that part. 

Study the type and other wearing apparel of these 
men and it will be seen that the great majority of them 
are young or middle aged men who have a desire to 
appear well dressed or even more than just well dressed. 

Conservative business men are buying shoes too, 
but they are buying only as their needs require. The 
man who comes in for “another pair just like these I 
have on” is a rare exception. The big part of the buy- 
ing is among the men who want nifty footwear, some- 
thing that can be seen, something different from the 
last pair, something that will remind the man himself 
and the people whom he meets that he is wearing a new 
pair of kicks. 

Many of the progressive buyers of men’s shoes have 
adopted the policy long pursued by buyers of women’s 
shoes of not duplicating or sizing up a number. Close’ 
out the lot and have a new one to take its place. Mak- 
ing a drive on a few especially smart, selected styles 
ind then having something different coming along to 
‘ake their place. 

There are of course, some shoes on the men’s side of 

ae house that can be bought season after season, but 
\hey are few and their number is constantly growing less. 


The young men and the good dressers are following 
the example of the women and buying style in their 
footwear. 

Two years ago Sam Schwartz of Muncie, Indiana, 
pertinently expressed the thought when he said, 
“Chickens are all right, God bless them!’’ We need them 
but bear in mind for every chicken there is a young 
rooster who is just as anxious to appear well dressed 
and smart looking as is the chicken. 


Men’s Styles Follow Women’s 


Failure to recognize the tendency on the part of the 
males of the species to follow the lead of the females 
has resulted in unnecessary stock accumulation, the 
slowing up of turnover with a consequent absence of 
net profit in men’s shoe departments and some stores 
selling men’s shoes exclusively. 

Women gradually adopted low shoes for all the year 
round wear. Men for a season or two clung to boots but 
gradually they, too, have turned to oxfords and now in 
the larger city stores as well as in many of the stores in 
smaller cities and towns boots are practically out of the 
running. 

In a dozen or more prominent Chicago stores, some 
of them exclusive men’s stores, others having good 
men’s departments, this question was asked. 

‘What percentage of your business is on boots?” 

Twenty-eight was the highest per cent; five the 
lowest. In one store selling men’s shoes exclusively, the 
proprietor laughed when the question was asked and 
then said, “boots are a joke. This store is having the 
best business in its whole history. That is no lie. I 
mean it and our records show it. For the past five or 
six weeks we have been busier than any other period in 
our history at this time of year and our sales do not 
average half a dozen pairs of boots a day. Occasionally, 
an old man or a cripple asks for boots. If a young man 
asks for boots we wonder whether the trouble is in his 
head or in his feet. 

“Against my better judgment I bought some boots 
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for Spring. It was cold weather then and I thought 
surely some men would wear boots but they didn’t.” 


Color Tendencies 


There is another fashion tendency in which men’s 
footwear styles are following that of women’s—that is 
color, Early last Fall it became apparent that women 
were going to wear black footwear more than for 
several years past. Even when Spring came, they stuck 
to black. Wise merchants forced the sale of Russia 
oxfords and straps for women, but women did not 
demand these colors to any great extent. Men kept on 
wearing Russias in various shades but within the past 
few months the call for men’s black shoes has steadily 
grown. Patent leather has been in big demand. 

The percentage of black shoes being sold varies in 
different stores according to the sales plan and the 
mental attitude of the management and salespeople, 
but it runs all the way from 25 per cent to 50 per cent. 

There is a third tendency in which men’s styles are 
following women’s. This is in patterns. 

Excepting on sport oxfords, women are not clamor- 
ing for heavy, swagger oxfords dolled up with pinking 
and heavy perforations. There is every indication that 
the tendency toward less profuse decorations will be 
followed in men’s shoes. 


Men’s Business Good 


There has been a distinct and noticeable revival in 
men’s shoe business. Merchants who have kept their 
ears to the ground have noted the changes in the style 
trend and merchandised accordingly; who have priced 
their shoes so that the value was apparent and through 
their windows their advertising and their salespeople 
have let the men of the community know about it, are 
not complaining about the volume of business, nor are 
they complaining about their profits. 

Footwear business today is a style game and this 
applies just as much to men’s shoes as it does to 
women’s, 





Not the Fault of the Collegiate 
World Publishing Company 


In a recent issue of the Boot and Shoe Recorder, under 
the heading—‘‘A Warning to Subscribers of the Boot 
and Shoe Recorder’’—we called attention to the unau- 
thorized and illegal activities of Z. G. Williamson, 
claiming to represent the Collegiate World Publishing 
Company, in soliciting subscriptions to the Boot and 
Shoe Recorder. The coupling of Williamson’s name 
with that of the Collegiate World Publishing Company 
may have created the impression that this last-named 
company was in some way to blame for Williamson’s 
activities. Such is emphatically not the case. Wil- 
liamson’s use of the name of this company was as un- 
authorized as his collection of money under the pre- 
tense of selling Boot and Shoe Recorder subscriptions. 


New Shoe Factory for Milwaukee 


Machinery is being set, patterns are made, and other 
details and arrangements completed for the new factory 
of the H-M Shoe Company of Milwaukee. The factory 
is situated on a four-acre tract in Cudahy, a suburb of 
Milwaukee. The main factory is four stories high, 250 
feet long, by 50 feet wide. Stock, shipping and leather 
rooms occupy 100 by 50 feet wing. 

The new factory is modern in every respect, both in 
building construction and in interior equipment, with a 
daily capacity of 4000 pairs. 

The product will be misses’, children’s and growing 
girls’ stitchdowns made by a special process, perfected 





Cc. W. HERBST 


by H. S. (Scotty) Doerman, General superintendent of 
the factory. 

Mr. Doerman is well known among the shoe men of 
the middle West as an expert in producing stitchdown 
shoes. The output of the factory will be confined to the 
better grades of calf and kid leathers. The shoes will be 
marketed under the name of ““Tuf Nut.’’ The sales end 
of the business is under the management of C. W. 
Herbst, who formerly occupied a similar position with 
the Ideal Shoe Company of Milwaukee. 





Advertising Error Corrected 


In our issues of June 17 and June 24 a regrettable 
error appeared in the advertisement of the A. S. 
Kreider Company, which maintains distributing houses 
in Chicago, New York, Boston, St. Louis, Pittsburgh, 
and Philadelphia. The error consisted in the omission 
of the stock number (No. 526) from the description of 
misses’ and children’s shoes in black and cherry red 
for August 1 delivery. 


July 1, 1922 
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Knowledge the Basis of Salesmanship 


Knowledge of Self; Knowledge of Merchandise; Knowledge of Customer; 
Only Applied Knowledge Wins Sales 


By E. C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


FEW weeks ago the Recorder gave to the world 

A the slogan “Work makes Wealth.” There is 

nothing particularly new about the statement 

but it is a whole sermon; in fact, it is a whole natural 
law boiled down into a few words. 

The basis of successful selling is knowledge—knowl- 
edge of one’s self; knowledge of the merchandise or 
products; knowledge of the customer and the cus- 
tomer’s needs. Knowledge is not acquired without 
effort. It can’t be pulled down out of thin air, nor can 
it be plucked from the bushes. It takes work—down- 
right hard, concentrated thinking—to acquire the 
necessary information, consciousness and intuition to 
become a successful salesman. 

If a man is not willing to work, and work hard, both 
physically and mentally, he has no place in a retail 
store or any other field of salesmanship. 


Salesmen Having Their Inning 


Counter jumpers and order takers have had their 
day, but in the keen competition and scramble for 
business that prevails today and is likely to continue 
for some time, the real, live, active, alert salesman is 
having his inning. He is a much wanted man, but 
there is no “standing room to let” in stores today. 
There are a lot of men idle and without jobs. One rea- 
son why a lot of them are without jobs is because they 
were idle when they had a job. Instead of themselves 
working they tried to work the other fellow. Too often 
when asked a question they lied, gave an evasive 
answer or shamefacedly answered “I don’t know.” 

They lacked the knowledge they should have had 
about themselves, about the merchandise and about 
the customer. They were not fortified to meet the 
attack. They threw up their hands and surrendered. 
They would not work to secure wealth. 


The First Customer 


The first customer every salesman meets is himself, 
Have you successfully sold your job to yourself? Are 
you sold on the firm you are with? No matter whether 
you are proprietor, manager or clerk, is the firm that 
you are connected with what it ought to be to render 
the best service to the public and make a profit for the 
owners? If not, are you doing your utmost to make it 
what it ought to be or are you assuming that that is the 
other fellow’s job and nothing for you to worry about? 

If you can’t sell your job and your firm to yourself 
you had better get a new business or a new job because 
sooner or later the inevitable is going to happen. 


The First Sale 


The first sale a man makes is himself. Successfully 
to make a sale he must sell himself to his customer 
and to sell himself he must know himself; know his 
strong points and his weaknesses and through study, 
attention and observation strengthen the weak points. 

The customer buys you by bits or parcels. It often 
takes less time for that sale to be consummated than it 
does to tell about it. 

The first thing you sell is your personal appearance, 
and personal appearance is the outward expression of 
personality. Do you look good to the customer? Is 
your hair brushed? Did you shave and take a bath 
this morning? Are your hands and fingernails clean? 
Did you put on a clean collar and a fresh necktie when 
you dressed? How frequently do you have your 
clothes pressed? Are your shoes well polished? Do 
you keep your shoes on trees or forms when you are 
not wearing them? Do you wear a smile; if so, is it 
natural or assumed? These suggestions are just re- 
minders that a customer takes a mental inventory of 
you and if you don’t measure up you have added just 
so much sales resistance that must be overcome later— 
you have made your job and the firm’s job just so 
much harder, 

Don’t Overdo Dress 

Do not get the wrong slant on this. While it is im- 
perative that salespeople should be clean and neat in 
their personal appearance the matter of dress can 
easily be overdone. Extremes should be avoided. 
Young women are more prone than men to go to ex- 
tremes in dress and personal adornment. A super- 
abundance of jewelry, paint and power and a dearth of 
clothing may have a baneful influence on a customer. 

Every salesperson should be physically fit. Good 
health is a very valuable asset to a salesman. 

Listen to the alarm clock of your physical system. 
A headache, a toothache, bad breath or even a stinging 
corn is a warning that something is wrong and the 
sooner the cause is removed the better. If you are 
physically and mentally on the down grade your earn- 
ings cannot long continue on the up grade. 


Approaching the Customer 
The way in which the customer is approached, what 
the salesman says, how he looks and how he acts has a 
whole lot to do with making the sale. 
No two people are exactly alike in appearance or in 
temperament. Consequently, no set method or speech 
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can be prepared that will prove effective under all 
conditions, Just as the customer sizes up the sales- 
man and makes a mental inventory of his fitness for 
his job so in like manner must the salesman make a 
rapid mental survey of the characteristics of the 
customer. ; 

People and especially women with large or distorted 
feet are very apt to be sensitive on that subject and an 
abundance of tact is called for on the part of the 
salesman. 

The Retort Courteous 

Some months ago a woman with feet that were 
unusually large and distorted with corns, bunions and 
crooked toes walked into an lowa store. A new clerk 
full of pep and enthusiasm went to wait on her. As 
he rushed up to her he said, ““Was there something you 
would like to see?”” The customer said, “Yes, | would 
like to see a pair of shoes that would fit me.”” The clerk 
looked at her feet for a second or two and then looked 
up at her and said, “So would I.”’ 

That clerk is still wondering why the woman went 
out of the store without even looking at the pair of 
shoes. He is also hunting for a job. 

Recently a lady who was going to Japan telephoned 
to a Chicago store and had several pairs of shoes sent 
out on approval. A couple of days later she took them 
back to have them exchanged. When she went in the 
salesman who had selected the shoes for her said, “Mrs. 
A. [am glad you brought those shoes back. If you had 
not come back within a day or two 1. would have tele- 
phoned you to bring them in because after I sent them 
out I looked up some information about Japan and 
found that the shoes which I had sent you were not 
suitable for your wear over there.” 

He then showed her other shoes and suggested what 
she should buy for different purposes and occasions 
and as a result sold her three more pairs than she had 
intended to buy. After arriving in Japan she found she 
needed another pair of shoes and sent back to that 
same salesman to select the shoes and send them to her. 
Just the manner in which the salesman approached 
Mrs. A. gave her confidence in his ability to select the 
kind of shoes she needed. 


Listening to the Customer 


Almost every customer who enters the store has a 
more or less definite idea of what he or she wishes to 
buy. The customer has a mental picture of the mer- 
chandise. It may be that the exact style has been 
selected from the window or it may be that the cus- 
tomer has seen a shoe on somebody else or has seen a 
picture that has put into her head the idea of what she 
wants. A good salesman can pretty well size up a cus- 
tomer as to the class or quality of merchandise the 
customer should buy. 

He may feel conscientiously that the merchandise the 
customer asks for is not best suited to her requirements 
but less resistance is usually encountered by first show- 
ing what is asked for or as near to it as possible, later 


using his persuasive powers to sell what he believes will 
best serve the customer’s purpose. 


Knowledge of Merchandise 


In order to sell what will best serve the purpose of 
the customer it is absolutely imperative that a sales- 
man know his merchandise. 

We are in a “know why” age. Men and women want 
to know why they should be affiliated with a particular 
party, why they should vote for a given candidate, 
why they should attend a certain church, why they 
should trade at your store and after they come to the 
store why they should buy a particular shoe. 

Salesmanship lies in the ability to be able to show 
them what they should buy and why they should 
buy it. 

To know merchandise means a whole lot. It means 
work, time and thought to acquire the necessary in- 
formation and acquaintanceship with the merchandise. 


Danger in Half Knowledge 


We often say we know a man when as a matter of 
fact about all we know about him is his name, the cut 
of his jib and maybe the name of the town in which he 
lives. 

Too frequently salespeople in stores know their mer- 
chandise in about this same way, but they are not and 
cannot be successful salespeople. If you were going to 
recommend a man as a truck driver you would first 
assure yourself that he knew how to drive a truck and 
that he was energetic and honest. 

You would not recommend a girl as a stenographer 
unless you knew she had had stenographic training and 
experience and unless you believed she would meet the 
requirements of the employer. 


What Is Full Knowledge 


You would have in mind fitting the person to the 
job, rendering a service both to the employer and the 
employee because they are both your friends. That is 
salesmanship. 

To know a shoe is to know the source from whence 
the materials came, the processes through which those 
materials have passed from their raw state to the 
finished product. The salesman through his intimate 
knowledge of materials and shoe construction must be 
able to determine the purpose for which a shoe is in- 
tended and the probable service which it may be 
expected to render. 

He must not only be acquainted with shoe con- 
struction but he must be intimately acquainted with 
the individual shoes and be on friendly terms with 
them. Otherwise, he is likely to recommend them to 
perform a job or a service which they are not prepared 
to render and consequently do an injustice to this 
friend, to the merchandise and his friend, the pur- 
chaser. 

Most important of all is to know where to put your 
finger on each particular shoe in stock so there will be 
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no delay in getting it the instant it is wanted to 
show. 


But Don’t Talk too Much 


It is not necessary in making each sale to tell the 
story of goat skins coming from India, China or South 
Africa and being converted by chemical processes into 
leather, it may not be necessary to describe in detail 
that patent leather was just ordinary leather to begin 
with after which it went through a process of painting, 
pumice stone, enameling, etc. It may not be necessary 
to explain the difference between bark tannage and 
chrome tannage. Not every customer asks or cares to 
be told about the difference between Goodyear welts, 
McKay sewed or turn shoes. It is not always neces- 
sary to tell a customer that there is only an inch dif- 
ference in length between a size 4, a size 7 and conse- 
quently a half size is only a sixth of an inch. Not every 
customer cares to be told that there is only a quarter 
of an inch difference in the ball measure of 5A and a 
5B, but to successfully sell shoes and successfully fit 
them the salesperson must himself know these things 
and have the information all stored away in the back 
of his head ready to be used when the occasion arises. 
Loud talking and long speils do not spell salesmanship. 
People have little time to listen to a human talking 
machine or watch a human windmill. 


Action Versus Words 

Successfully selling shoes is more in action than in 
talking, but in order to gain and hold the confidence of 
a customer the salesman must impress that customer 
with the fact that he knows and is not guessing, lying or 
sidestepping. : 

Nothing impairs the confidence of a customer in a 
salesperson more than to have that salesperson look 
the stock over from one end of the store to the other 
and then yell across the room to the manager or another 
salesperson to know if we have a certain shoe and 
where it can be found. 

In a rightly kept stock all shoes of a certain leather 
are kept together while all shoes for a special purpose 
are kept together or in some other way the stock is 
arranged in a logical order so that the salesman who is 
at all familiar with the stock should know immediately 
where to put his finger on each particular shoe. 


Selecting the Right Size 
One of the most important services which a salesman 
renders to his customers, to his employer and to his 
merchandise is correct fitting. 
No matter how good the material may be in the shoe, 


how well it is constructed, how scientifically correct the ° 


last over which it is made, unless it is properly and cor- 
rectly fitted, disappointment and dissatisfaction are 
almost sure to result. Misfitting means mistreatment 
not only of the customer, but of the store and of the 
:nerchandise, 

The basis instruments for size determination are the 
size stick and the tape measure. The size stick answers 
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only one question, and that is length. Unfortunately, 
it does not answer that question accurately in all cases. 
Judgment and experience based upon a knowledge of 
human feet, the temperament of the customer, the pur- 
pose for which the shoes are to be worn, the kind of 
hosiery to be worn with them and many other elements 
enter into the determination of length of the shoe with 
which the customer should be fitted. 

A foot with weak arches that shows more than nor- 
mal extension when the customer bears his weight on 
the size stick must be fitted longer than a normal foot 
which registers the same on the size stick. Feet with 
toes that are much the same length must be given more 
extension on the size stick than the foot that has a long 
great toe and each of the other toes graduating down so 
that the foot has a pointed appearance rather than a 
square appearance. 

No set or determined rule can be given for determin- 
ing the size of the shoe evenafter the length has been 
determined on the size stick. Judgment, experience and 
common sense must determine. 


The Other Dimension 


To determine the width is just as important as to 
determine the length. Every foot has two principal 
dimensions—length and width. 

Many devices have been made to determine the 
width of the shoes but as yet no instrument or imple- 
ment has been invented that can be absolutely relied 
upon in every instance. Here again the temperament of 
the customer enters into consideration. Some people 
prefer shoes fitted close while others could not endure 
them unless they were loose and roomy across the fore- 
part of the foot. 

The salesman must constantly draw upon his store 
of knowledge for one thing and another, and if he has 
put nothing in the storehouse, if there is no knowledge 
upon which to draw in the time of emergency he is sure 
to fall down and lose the sale. 

In this day and age there is no excuse for a salesman 
or a merchant lacking information relative to the mer- 
chandise on his shelves either as to the sources of the 
raw materials, the processes of construction or methods 
of fitting. 

It is useless to plead a lack of time because other 
people have had time to acquire the necessary infor- 
mation in order successfully to buy, sell and fit foot- 
wear. Somebody is going to supply the needs of the 
public and the man who does the job best is pretty sure 
in the end to reap the greater reward. 

We are accustomed to say that “knowledge is 
power.”’ While this is true, it is only a half truth, only 
applied knowledge is powerful knowledge and the suc- 
cessful man is he who has the knowledge and applies it 
in the right way at the right time. 





There’s something you can achieve without effort: 
failure. Nothing else.—Forbes Magazine (N. Y.). 
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CHICAGO 


Whites Furnish Bulk of Business 


Sales Reach 60 to 85 Per Cent of Total—Combination With 
Black the Best Bet 


AYBE it is all the fault of the 

weather man; maybe it was due to 
lack of employment, but anyway the early 
part of the season showed up bad in sales 
records of retail stores. But, when the 
sun began to shine people began to buy 
shoes. Possibly the revival in business 
was not due entirely to the out-of-doors 
sunshine so much as the sunshine in the 
hearts and souls of wage earners. 

During the time when unemployment 
was so marked, men and women who held 
their positions were fearful of spending 
money because they had little assurance 
that their jobs were permanent, but when 
other men and women sought and found 
employment, when the steel mills added 
thousands to their payrolls, when the 
stockyards put additional men to work in 
various departments, when woodworking 
plants found it necessary to increase their 
working forces in order to take care of the 
demand for building supplies, and when 
the carpenters, bricklayers, plumbers, and 
other crafts found jobs more plentiful and 
got to work on a day after day steady 
basis, then these things all began to show 
their reflection in the uptrend of sales in 
retail stores. 


Confidence Is Restored 


Men and women who retained their 
jobs became less fearful of losing them, 
and consequently loosened up their purse- 
strings and so business has moved up 
several paces. 

A trip around over the city of Chicago 
shows that about the only stores that are 
complaining of bad business are those who 
have not cleaned their shelves of last 
year’s merchandise, readjusted their prices 
to present levels and who are not showing 
white, white and black, and other minute 
demand footwear. 

Shoe merchants who have what people 
want and who are willing to sell it at 
prices which look reasonable to the con- 
sumer are getting business and are making 
little complaint of volume. 

Whites the Big Bet 

During the past week whites have been 
the great big bet in women’s shoe depart- 
ments. A week ago sales were variously 
reported as running from 35 percent to 
65 percent white. During one week the 
percentage of whites has shot up until on 
last Saturday sales of white footwear were 
estimated to constitute from 60 percent 
to 85 percent of the total business. White 
in this connection includes not only all 
over white, but white fabrics and leather 


in combination with black, brown and 
other colors. 

White with just a slight trimming of red 
has been among the most popular of the 
extreme novelty types. Red sweaters and 
white skirts are popular in sport costumers 
which has brought the consequent demand 
for white footwear with red trimmings. 

Of all the combinations white and 
black trimming is by far the best seller but 
all over white is the biggest bet of all. 


Patent Cut-outs Still Selling 


Patent leather in low heeled cut-out 
effects are still selling well; in fact, many 
stores are making it a point to sell two 
pairs wherever possible to every woman. 

If the customer asks for white, whites 
are shown and sold, but that sale made, 
patents or satins are shown and the 
necessity of having both black and white 
is pointed out. 


Men Buying More Blacks 


An increasing demand for black foot- 
wear, and especially for patent leather, is 
noted in practically every men’s store in 
the city. In most stores colors predomin- 
ate over blacks by a great majority while 
in some of the high grade stores sales 
reports show about fifty-fifty between 
black and colors. 

With the advent of the real hot weather 


men have blossomed out in palm beach, 
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tropical worsteds, mohairs and other hot 
weather clothing and consequently there is 
a considerable sale for white buck and 
white fabric in all-over effects as well as 
for these materials trimmed with leather of 
other colors. 

Men’s business is showing considerable 
improvement; in fact, little complaint is 
heard as to volume in the real live wire 
progressive store. 


Wholesale Business More 
Active 


The past week has witnessed consider- 
able activity in the wholesale district of 
Chicago. Orders continue to be small but 
they are becoming much more numerous. 

Novelty footwear for women constitutes 
a large part of the volume, athough there 
has been fairly active trading in women’s 
strap slippers and oxfords of the comfort 
type. 

Business on children’s low cuts has 
been exceedingly good; in fact, several 
houses specializing on children’s footwear 
report the biggest in their history. It is a 
significant fact that the sample lines of 
these houses show a wide variety of 
novelty patterns and the business recorded 
has been to a great extent for this class of 
merchandise. Finally, the industry has 
awakened to the fact that children love 
pretty shoes and that mothers are willing 
to gratify the tastes of the little ones. 


Collections Show Improvement 


Credit men of Chicago wholesale shoe 
houses almost invariably report collections 
up to their expectations. The increased 
volume of business in the retail stores is 
clearly reflected in the credit departments 
of manufacturers and wholesalers. 





ST. LOUIS 


White Stocks Being Depleted 


Decided Shortage Develops in White Kid, Particularly— 
Black Satin Taking Preference Over Black Patent Leather 


HE retail shoe business for the past 
week has not improved over the 
previous one. While no upward tendency 
in sales were noted, it can also be said that 
no apparent slump was recorded. Satur- 
day, however, showed considerable weak- 
ness. The principal reason given for the 
downward trend of the last business day 
of the week, was the fact that the torrid 
weather which has been present during the 
week drove as many as could go, into the 
country. The thermometer registered 95 
for three consecutive days, and with this 
temperature raging, little incentive was 
offered for the prospective buyer, to go 
sweltering through the retail district. The 
weak Saturdays have forced the business 


on other days with the strongest pressure 
on Friday. 


Shortage of Whites Noted 


A great many sales are being missed, 
due to the shortage on white shoes, whicb 
is being experienced in practically all 
stores in the down-town “shoe belt.” 
Stocks are pretty well cut up and white 
kid especially suffers most, in the raid 
made on white shoes during the past week. 
This is due to some extent to the limited 
buying of the retail merchants. The wise 
“dopesters” had white figured as not the 
biggest bet of the season. While everyone 
felt it would be sold in large quantities 
none believed it would equal last year’s 
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mark in the sales column. The forecast 
has been completely upset and from pres- 
ent indications it appears that it will not 
only equal last year’s sales record but will 
surpass it by a large margin. 

Many retail shoe merchants now find 
themselves in the position of not being 
able to fit customers with the wanted 
styles, and there’s a wild scramble for 
white kid shoes. While the pressure has 
been heavy on the canvas patterns, the 
buying in this division was heavier, hence 
the stocks are not so badly depleted. 

The choice of buyers of the two mate- 
rials, of course, favors canvas. There are 
many reasons for this but the most prom- 
inent of all is price. White canvas can be 
bought and advertised in a range of prices 
that fits every purse. St. Louis retail shoe 
merchants are fortunate in being located 
in a shoe city as they can “sweeten” their 
stocks both rapidly and conveniently. 
Many white shoes that are manufactured 
in St. Louis are being sold during the pres- 
ent flurry. Manufacturers have also been 
pushed to capacity in attempting to fill 
their orders for white footwear. 


Black Satin Second Choice 


White shoes of both canvas and kid was 
the big bet of the week. Some stores 
claimed that at least 95 per cent of their 
sales on Saturday was for white footwear. 
These figures would indicate that other 
types of shoes slumped off considerable. 
This was not true in all stores but rather 
proved the exception. Next to white, 
black satin shared second honors with 
sandals. A one-strap satin with a 15-8 or 
16-8 Louis heel found much favoritism 
among the fair sex. Many pairs of black 
satins are being worn at afternoon affairs. 
Rhinestone buckles have become almost 
an inseparable part of this shoe, and 
few pairs are observed minus the orna- 
ments. Patent leather seemed to have 
gone down for the second time. The 
past week has not rescued patents from 
the sinking process it has experienced 
since white started to play such an 
important part in shoedom. Some patent 
sandals and few cut-outs are being bought 
but these sales are of the leanest variety. 

Barefoot sandals continue to be good, 
and if the supply was available many 
more pairs would have been disposed of 
on Saturday. 


Manufacturers Doing 
Capacity Business 


Manufacturers are still doing capacity 
business. This is true of the general line 
houses as welt as the specialty producers. 
There has been some slowing up on orders 
received from the men in the territory, 
especially on futures but this is due to the 
fact that the men have been out in field for 
some time and have already sold a major- 
ity of their customers. Futures on the 


whole, however, have proven very satis- 
factory and the percentage of this busi- 
ness which is received each day will aver- 
age somewhere around 40 per cent. 

The specialty manufacturers have en- 
joyed an unusual healthy business. De- 
liveries are dated as far ahead as four and 
five weeks and the big pressure for imme- 
diate delivery is on white shoes. 

One of the largest of the novelty manu- 
facturers has recently returned from Eu- 
rope where a number of the best stores in 
Paris and London were sold. The ability of 
St. Louis manufacturers to produce style 
shoes cannot be questioned after an ac- 
complishment of this sort. The institu- 
tions that were sold in Paris and London 
were not the smaller merchants but com- 
prised the recognized style establishments 
of these two great cities. One of the stores 
that was sold in London is reputed to be 
the finest shoe establishment in the world. 
St. Louis can hold her head high as a pro- 
ducer of shoe fashions for the European 
style centers. 


Bradstreets Find St. Louis 
Shoe Business Good 


St. Louis shoe manufacturers will do 
more than $200,000,000 worth of business 
this year according to the estimate of 
Lewis T. Tune, superintendent of the St. 
Louis division of the Bradstreet Company. 
The big shoe houses here, says Tune, state 
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that salesmen on the road are going ahead 
of their minimum allotments. He called 
attention to the fact that the quantity pro- 
duction which the factories are able to 
achieve puts them in an excellent position 
by cutting down their overhead charges 
per pair of shoes. “The larger houses are 
now tanning their own leather, making 
them more independent of the market and 
cutting down costs,”’ declared Tune. 


Swope Announces Summer 
Store Hours 


The Swope Shoe Company has just 
published to its employees the Summer 
store hours. Beginning June 19, and 
through Sept. 2, the store will open at 8:30 
and close at 5, except Saturday, when it 
will close at 5:30. The store will be closed 
Saturday at one o'clock, during part of 
July and all of August. The date on which 
the early Saturday closing will start is 
July 17. It was further stated that vaca- 
tions would begin on Friday night . 


Huette’s Sixth Street Store to 
Have Opening 


Heutte’s Sixth Street Store will have 
its opening next Saturday at the comple- 
tion of the alterations being made on the 
entire front, which has been transformed 
into a white terra cotta facade. Roses are 
to be given to everyone visiting the store. 





MILWAUKEE 


Increase Noted in Leather Sales 


One Tannery Reports Gain of 40 Per Cent Over May, Shoe 
Factories Averaging 80 Per Cent of Capacity 


DECIDED improvement in the 
leather industries has been noted and 
to all appearances will continue. Prices of 
finished leather have strengthened due to 
the advance in hides and skins. One tan- 
nery reports sales 40 per cent above the 
preceding month, and export trade for the 
past few weeks above the average of the 
last two months. Shoe manufacturing is 
being well maintained at about 80 per 
cent of capacity. The best sign of the 
times from the point of view of the shoe 
and leather men, is the changing attitude 
of the buyers. Instead of the previously 
conservative buying policy which was so 
generally in force, buyers have swung 
around to the buying abead. Fall orders 
are being placed in ‘larger amounts than 
have been received in a long time. 


Merchants Pleased with Summer Sales 


Sales of sport shoes are the outstanding 
feature of the Milwaukee market, and 
dealers express satisfaction at the volume 
of trade enjoyed during the past week. 
Golf shoes are purchased and worn for 


street as well as sport use. Combinations 
are avoided in the men’s lasts, while the 
opposite sex demand nothing but con- 
trasting colors. Black and white is the 
smartest combination for street wear in 
the feminine lines. Plain and capless toes 
are in demand in both men’s and ladies’ 
footwear the popular taste turning to 
simple lines. White footwear is coming 
into its own and all dealers report Sum- 
mer sales satisfactory in this line. 


Early Closing in Wisconsin 

Beloit, Baraboo, and Ashland are the 
three latest joiners of the early closing or 
half holiday movement in Wisconsin. 
Barabod business houses will close every 
Thursday afternoon during the hot 
months. Beloit merchants will close at 
noon every Wednesday. Ashland mer- 
chants 50 in number have agreed to close 
their stores every afternoon at 5 o’clock 
during July and August. Green Bay and 
Prairie du Chien are considering some 
form of early closing. The movement is 
generally looked upon with favor by 
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townspeople, merchants and clerks. Farm- 
ers are not disposed favorable toward a 
half holiday, but do not oppose early 
closing. 


Double Wedding Held 


Two weddings of unusual interest in 
one family occurred when Edward C. 
Wolfram of the Wolfram Shoe Company 
of Watertown was married to Miss Eliza- 
beth Stader, and his son, Herbert E. Wol- 
fram of the Wolfram Shoe Company of 
Madison, was married to Miss Janet 
Roach of Lake Mills. Edward C. Wol- 
fram is the president of the Wolfram Shoe 
Company otf Watertown and will make his 
residence in that city, while his son is 
connected with the Madison branch, and 
will take up his residence there. 


Addition to Shoe Store 


Because of lack of room, Joseph Sousha, 
proprietor of the Cut Price Family Shoe 
Store at 7214 National Avenue, West 
Allis, Wis. is building an addition north 
of the present store. A shoe repair shop is 
carried in connection with the business. 


New Factory for St. Croix 
Falls 

John Berlin of St. Croix Falls, Wis. has 
commenced work on the site of a structure 
which is to be used as a shoe factory. A 
building 22x50 feet, two stories high, and 
built of concrete blocks will form the 
nucleus of the factory. The factory will be 
commenced on a small scale with pro- 
visions made for future expansion. 


Shoeman Weds 


The marriage of Abram Bean of Mil- 
waukee and Miss Charlotte E. McKearn 
of Beloit took place at the bride’s home in 
Beloit recently. They will reside in Mil- 
waukee, where the groom is the superin- 
tendent of the Simplex Shoe Manufactur- 
ing Company. 


New Shoe Plant at Cudahy 


The H. M. Shoe Company has started a 
large factory at Cudahy, a suburb of Mil- 
waukee, and will specialize in the manu- 
facture of high-grade children’s shoes. The 
main factory building is four stories high 
and is 250 by 50 feet. The factory will 
bave a daily capacity of 4,000 pairs of 


shoes. It is centrally located in Cudahy. 
Groth Again Elected 
Henry Groth, Milwaukee, was _re- 


elected president of the Wisconsin Retail! 


Harness Manufacturers and Leather 


Goods Dealers’ Association at its meeting 
at Madison. Louis Geffert, Madison was 
chosen vice-president and Ernest Brandt, 


Milwaukee, secretary and treasurer. The 
next. convention will be held in Eau Claire 
during June, 1923. 


Morgan Hits Trusts 


Attorney-General William J. Morgan of 
Wisconsin flayed retail merchants who 
band together to regulate prices, and con- 
demned the interests which oppose the 


SHOE RECORDER 


July 1, 1922 


enforcement of the anti-trust laws. The 
attorney-general who has done a great 
deal of “trust busting” during his tenure 
of office and who now seeks the governor- 
ship, declared that as long as the anti- 
trust laws remain on the books, he would 
“enforce them to the limit.” The speech 
in which the attorney-general made these 
statements was made before the Waterloo 
Farmer’s Association, at Waterloo, Wis. 





SALT LAKE CITY 


Looking Forward to Fall 


Buyers Particularly Interested in What Men Will Favor— 
Whites the Best Bet at Present for Women 


| ree buyers of men’s shoes are 
wondering what to get for Fall. 
Some expect the demand for blacks will 
equal that for browns. Already inquiries 
are being made for oxfords in patent 
leather. It is some time since there was 
so much speculation regarding the next 
real move in regard to men’s styles. It 
would seem that the time is not far dis- 
tant when styles in men’s footwear will 
require as much care and thought on the 
part of the buyer as at present obtains 
in the women’s department, at least, as’ 
far as this section is concerned. 


Women Wearing White Shoes 


Although the men’s white season—if 
it is to come—is not really underway at 
this writing, whites are the big thing 
with the retailers of women’s shoes. 
Ralph Featherstone, manager of the shoe 
department at Walker Brothers, who 
caters to the higher class trade, says so 
far he has had practically no demand for 
canvas, shoes, but kids are moving very 
fast. Mr. Featherstone reported some 
demand for brown oxfords, which, he 
thought, was likely to grow, but he de- 
clared the inquiries for “sports” had 
dwindled to nothing. He said there was 
a tendency to favor the Louis heel again, 
and he expected to see it grow for a few 
months, until by the Fall the demand for a 
two-inch heel will be fairly brisk. Mr. 
Featherstone, also, expects to see toes 
narrower again soon. 

Asked if he anticipated a demand for 
canvas footwear he said he did not look 
for it till the middle of July and August 
when people will buy something cheaper 
with which to finish the season. Some of 
the stores are selling a lot of canvas now 
as well as kids. 


Retail Business Good 


Business is highly satisfactory despite 
the heavy thunderstorms of some days 
ago which caused things to be unsettled 
for a week. Money seems fairly plenti- 
ful with excellent prospects for the 


future. Nothing of a reliable nature can 
be said regarding a comparison of condi- 
tions with those of a year ago. While 
some are well ahead, others say they have 
not done quite so well. On the whole, 
however, there is an improvement. A few 
weeks ago, those stores catering to the 
women’s trade exclusively were taking in 
the most money, but just now it seems 
that those doing a “mixed” business are 
ahead. Take Solomon’s, for instance. 
These people are offering shoes to every 
one who needs them regardless of sex, 
size of pocketbook, and for the past week 
or two the crowds in their store on Main 
Street would make one wonder whether 
or not they were giving away free samples 


Hirschman’s Expand— 
Open Two Stores 


The Hirschman Company opened a 
branch at 2473 Washington Avenue, 
Ogden, recently under the management of 
Leslie Samuels, who has been with the 
firm for the past nine years. This estab- 
lishment, situated in the heart of Ogden’s 
shopping center, is thoroughly modern in 
every way. The interior arrangements 
are such as to facilitate the handling of 
crowds without any congestion. A wide 
aisle way down the center of the store, 
with side aisles at easy intervals is a 
feature and the reserve stock is kept on 
the balcony with the main sellers within 
easy reach. An odd feature is the hosiery 
section, the top of which is made in a 
show case with drawers below. This per- 
mits of carrying the hosiery stock in a 
very small and compact surface, and the 
hosiery business is already proving a very 
successful department. The Albert Store 
at 41 Broadway, this city, recently occu- 
pied, has already shown an increase of 
50 per cent and should double itself in 
1923. This store now occupies the largest 
amount of floor space of any shoe store in 
the city. Each new store has a Well- 
worth section devoted to cheaper grades 
and “specials,” and is building up a very 
successful business in this department. 
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This store is excellently, though plainly 
fiited up, and impresses one as a store 
primarily built for business. It is under 
the management of Albert Jacobsen, a 
good shoe man and a very pleasant 
fellow to meet. 


An Artistic Window 


The windows of the Florsheim Shoe 
Gompany, of this city, have a new set of 
mahogany fixtures trimmed with gold, 
which gives them a still more artistic and 
exclusive touch. These windows are 
trimmed by F. M. Shurtliff, of the local 
sales force, and we do not think we shall 
be contradicted if we say that there is 
not another men’s shoe window in the 
West that is uniformly more elegant and 
attractive, while very few equal it. Mr. 
Shurtliff’s work is often commented on 
by the passers-by and we suspect has a 
great deal to do with the popularity of 
this store among those who purchase 
men’s shoes of the higher grades. 


Louis Goldstone has assumed charge of 
the Upstairs Clothes Shop’s new shoe 


BOOT 


AND SHOE 


department. He is a shoe man of many 
years’ experience and has been connected 
with prominent firms in the Eastern 
States. 


Solomon’s Have Fire 
The Solomon Shoe Company, of the 
Sugar House section, had a fire the other 
afternoon that resulted in $1,500 dam- 
ages. It originated in some rubbish in the 
rear of the store. The loss is fully covered 
by insurance. 


Salt Lake Notes 

Progress is being made in the plans for 
the Mountain States retailers’ convention 
in the early Fall which will be held in 
Salt Lake City this year. 

The Shoe Department of Walker 
Brothers is to undergo some changes in 
the near future which will make it one of 
the most attractive departments of its 
kind in the country. 

The Dollar Sales continue, but do not 
seem to interfere with legitimate business 
to any appreciable extent. 





CINCINNATI 


June Business Held Up Well 


Dollar Volume at Least Equal to That of June, 1921; Large 
Percentage Done on White Footwear 


Le pmgsey at the local shoe stores 
has held up well during June. Prac- 
tically all of the downtown stores report 
their dollar volume to be equal to that of 
the same month of last year. Warmer 
weather bas caused a more or less steady 
increase in the sale of white footwear. 
During the past two weeks especially, 
little other than white shoes have been 
sold. One large downtown retail mer- 
chant says that his sales have been vir- 
tually 100 per cent white. The portion of 
business that is done in other types of 
footwear usually from special 
clearance sale offerings. 

A survey of the condition of stocks at 
the shoe stores in Cincinnati's business 
district reveals the fact that they gen- 
erally are in good shape. During the past 
twelve months these merchants have 
bought cautiously and have devoted con- 
siderable time to keeping their stocks alive 
with new patterns that move quickly. In 
the meantime they have gradually cleaned 
their shelves of all unsalable merchandise, 
such as Louis heel boots and Colonial ties. 
Therefore, today they find themselves with 
less unsalable merchandise on their 
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shelves than for many years. And since it 
is pretty certain that straps will continue 
to be good throughout the coming Fall, 
the merchants here are not worrying over 


the small stocks that they are carrying 
over until the white season has had its 
fling. 
Knowledge of Stock Saves 
Time 

The weekly meeting of the officials and 
sales force of the Potter Shoe store last 
week was conducted by Mr. Gasdorf of 
the ladies’ department. He chose as his 
subject “Better Service Through a Knowl- 
edge of Stock.”” Mr. Gasdorf stated that a 
thorough knowledge of stock was prob- 
ably the greatest means of saving time, 
that could be found in the operation of a 
shoe store. He pointed out that it not only 
saves the store’s time, but also the time of 
the customer, the Jatter of which is a very 
important consideration. He urged the 
clerks to make themselves familiar with 
the stock book which carries the descrip- 
tion, price and the location in the shelves 
of every shoe in the store; and he also 
admonished them to make use of this book 
instead of asking another clerk when in- 
formation is desired about a certain shoe. 

Mr. Gasdorf said that every clerk 
should make an analysis of himself every 
so often, and under this self analysis he 
gave five points on which each sales per- 
son should check himeelf. 
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1. Knowledge of stock; 2. Sincerity to 
customers; 3. Loyalty to house; 4. Love of 
work; 5. Effort toward improvement of 
quality of service. 

Miss Moore, of the children’s depart- 
ment was appointed chairman of the next 
meeting. At this meeting a practical 
demonstration of how to measure the foot 
will be given. 


Miss Engelhardt Honored 


Miss Alice Engelhardt of the Potter 
Shoe Company was re-elected to the 
presidency of the Cincinnati Business 
Women’s Association last week. Miss 
Engelhardt also holds the office of second 
vice-president of the National Business 
Women’s Association. In accepting her 
second term as the head of the local 
organization, she praised the wonderful 
enthusiasm displayed by the member- 
ship during the past year, and added 
that women are becoming a more essen- 
tial factor in business year by year. And 
she stated: “Who knows but that some 
day we may have a woman as president 
of the United States?” 


Dollar Volume Holding Up 


H. C. Volgrath, manager of the H. & S. 
Pogue shoe department states that the 
dollar volume of his business is holding up 
very satisfactorily. He reports that May 
of this year was better than May of last 
year, that June was just about equal to 
last June. Mr. Volrath bas already 
started to clean out his trimmed white, 
especially those trimmed in tan. It is his 
belief that straps will continue strong next 
Fall, that as the colder weather comes, 
possibly a greater number of oxfords will 
be sold. These, however, he expects to 
take the form of paneled effects, inlays, 
etc. He also believes that a few tongue 
effects will be in demand, but that they 
will confine themselves largely to evening 
slippers. 


Attend ‘Frat’ Convention 


Stanley Duttenhofer of the Val Dut- 
tenhofer Sons Company spent last week in 
Springfield, Ohio, attending a convention 
of his college fraternity, Phi Kappa Psi. 
Mr. Duttenhofer’s chapter is at the Uni- 
versity of Virginia. 


Black as a Fall Trimming 


In their monthly organ Betler Patterns, 
The Wiechman Pattern Company of this 
city states that black ooze and patent 
leather trimmings are looming on the 
horizon as prominent for Fall. They state 
further: “‘Mat goat is favored either in its 
entirety, or trimmed with patent or con- 
trasting leathers. Beige suede and ooze 
are in for a reign of popularity, trimmed 
with brown calf, black calf, black patent 
leather. Beige trimmed with black calf is 
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certain to have a strong play. Modified 
Cossack boots will have a call for late 
Summer and early Autumn. Cross strap 
patterns are again coming into their own. 
A new fashion note is patent leather inlaid 
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or overlaid with champagne kid. Black 
calf is favored in the better grades of 
women’s oxfords and straps. 

Harry Wiechman spent last week in St. 
Louis calling on the factories. 





' SEATTLE 


Wages Mounting; Business Better 


Rail Shipments Continue Heavy, Although Rate Cut Was 
Expected to Have Bad Effect 


F particular interest to all retail busi- 
ness in the Pacific Northwest is the 
upward trend once more of wages in the 
principal industries of this district, an 
improved condition, due to the absorption 
of practically all idle labor. For the first 
time in nearly three years the employment 
agencies in Seattle and other large cities 
have long lists of open jobs. In the lumber 
districts wages have increased 40 to 50 
cents a day; in the agricultural districts 
there is a proportionate increase in month- 
ly wages. 

In the lumber business, which produces 
approximately 60 per cent of the payrolls 
in Washington, Idaho and Oregon, certain 
disquieting features have disappeared with 
the increase in wages. A few months ago, 
when there was a surplus of labor, a move- 
ment was launched to restore the ten-hour 
day in the lumber industry, which at 
present operates on an eight-hour basis. 
The campaign, started in Southern Oregon 
and Northern California, got no further, 
principally because of swiftly changing 


economic conditions. 


Rail Rate Reduction Has Little Effect 

The recent announcement of the Inter- 
state Commerce Commission of a reduc- 
tion of 8 to 14 per cent in rail rates to in- 
land points, to take effect in July, which 
was expected to cause a slump in the June 
lumber business, has had no negative effect 
upon the industry. Rail shipments have 
continued heavy, with each week showing 
a perceptible increase in volume. In the 
last five months West Coast mills pro- 
duced 1,844,000,000 feet of lumber, lead- 
ing in that period their nearest compet- 
itors, the Southern Pine Mills, by more 
than 10,000,000 feet weekly. This volume 
of production is important, since the West 
Coast section competes with the Southern 
Pine district for the Central West business. 


To Fight Prison 
Manufactories 


Shoe, clothing and other manufacturers, 
of the State of Washington are greatly per- 
turbed by an industrial program planned 
for the State penitentiary at Walla Walla. 
Machinery is being installed in the big 
prison and plans are laid for converting 
the institution into an immense factory, 
which will turn out all kinds of finished 


products to compete with the output of 
factories throughout the Pacific North- 
west. A shoe factory and a shirt and other 
wearing apparel plant are being installed 
at this time and mark the beginning of the 
new industrial program. 

Retail merchants throughout the State 
of Washington are being asked to give the 
matter their attention and to aid in carry- 
ing publicity to the public. The prison 
program is declared to be a scheme of 
direct menace to the Pacific Northwest 
products movement, launched a year ago 
and carried successfully to all parts of the 
State. Free American labor cannot com- 
pete against prison labor, it is pointed out. 
Workmen supporting families cannot live 
on wages such as will satisfy men con- 
demned to years of servitude behind prison 
bars. The penitentiary converted into a 
factory competing against small private 
plants scattered throughout the Northwest 
will put them out of business, it is feared. 


Merchants’ Convention in 
July 


Seattle’s second annual Pacific North- 
west Merchants’ Convention and Exposi- 
tion will be held at the Bell Street terminal 
of the Port Commission, July 24 to 29, 
inclusive. More than 100,000 feet of ex- 
hibit space has already been taken, and in- 
dications are that the exposition will be 
the largest ever held on the Pacific Coast. 
Substantial prizes in gold and merchan- 
dise are offered merchants who bring to 
the city the largest number of persons dur- 
ing the week of the show. A. B. Galloway, 
chairman of the volunteer committee of 
business leaders who are donating their 
time to stage the convention and exhibit, 
says: “Last year Seattle took the mer- 
chants’ convention out of the mediocre 
class and made a splendid showing. That 
show inspired us. This year we are going 
to have a solid mile of exhibits, not less 
than 3000 merchants registered, and the 
show, which will be free to the public, will 
be visited by not less than 300,000 persons. 
Our exposition will be held during “Way- 
farer’ week and Yacht Week, and there 
will be many local attractions. Business is 
good in the State of Washington, getting 
better daily, and merchants are buying 
more.” 


Opens Bootery In Everett, 
Wash. 


Merton Stevenson, formerly associated 
with the Turrell Shoe Company, of this 
city, and Lee Dowling, formerly of Port- 
land, Ore., have opened The Bootery, a 
shoe shop devoted exclusively to women’s 
footwear, at 2812 Colby Avenue, Everett. 
The store is the first exclusively women’s 
footwear shop in Snohomish county, and 
it is located in the heart of Everett’s 
shopping center. 


Roslyn Merchant Sells Out 


Roger Frank, a shoe man well-known 
in this city, who has operated the Frank 
ShoeCompany, Roslyn, Wash., for the 
last five years, has sold the business to 
Stephen Van Buren, it is announced. Mr. 
Frank’s future plans are not known at 
this time. 


Shoe Company Liquidated 


Under the direction of the Seattle Mer- 
chants’ Association, liquidation of the 
assets of the Dahl Shoe Company, Mount 
Vernon, has been completed, and the store 
re-opened under the joint proprietorship 
of R. A. Dahl and J. W. Hawkins, for- 
merly manager of the Mount Vernon 
Buster Brown store. Ed. Dahl, former 
member of the firm, has joined an expedi- 
tion to Northeastern Siberia and will be 
gone for several years. 


Formal Fall Opening Planned 


On recommendation from the com- 
mittee in charge, it was decided at the last 
meeting of the executive board of the 
Retail Trade Bureau of the Seattle Cham- 
ber of Commerce to again put on a Fall 
Opening, along the lines of last year’s, 
rather than attempting a Fall fashion 
show. The date of the Fall Opening is 
Sept. 11, 12, and 13. 


Protective Association in 
Action 


The Stores Mutual Protective Associa- 
tion, formed here recently and incorpor- 
ated under the laws of the State of Wash- 
ington, is now functioning and has opened 
ffices at 425 Haight building, in charge of 
W. H. Uecher, widely-known criminal 
investigator. Membership is limited to 
mercantile houses affiliated with the Re- 
tail Trade Bureau of the Chamber of 
Commerce. The policy of the association 
is one of prosecution rather than restitu- 
tion, and all prosecutions are made under 
the name of the association, thus saving 
the member stores from inconvenience. 
The organization is receiving the full co- 
operation of the city police department 
and the prosecuting attorney’s office. 

Four telephones have been installed in 
the association’s offices, and as quickly as 
notice of a “check artist’’ working in the 
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retail district is received, other merchants 
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of the retail district, and an officer is 


of the district are warned. A special police- within six blocks’ distance of every large 


man is stationed in each of four sections 


retail store at all times. 





SAN FRANCISCO 


Convention Brings Business 


San Francisco Merchants Prepare Elaborate Welcome for 
Shrine Delegates and Reap a Good Harvest in Retail Trade 


— in San Francisco, at 
present, seems either to be going to 
a convention, just back from one, or ex- 
pecting friends who are coming here for a 
convention. At the present moment, the 
city is full of Shriners who have come here 
for their national convention, and the 
number of visitors is increased by many 
Rotarians who have stopped here, en 
route home from their national conven- 
tion, held in Los Angeles. The national 
real estate convention was held here this 
month and Al. Katschinski and his friends 
of the finance committee are still working 
successfully to raise ample funds for the 
national convention of disabled war vet- 
erans, to take place here toward the end of 
June. 

The majority of the San Francisco boot 
and shoe merchants went to Pasadena for 
the California Shoe Dealers Convention, 
held at Hotel Maryland, on the 20th, 21st 
and 22d insts. Al. Katschinski, president, 
and Max E. Sommer, secretary-treasurer 
went together. Mr. Sommer returned from 
the East only a week or so ago, and he 
worked like a beaver, ever since, to get all 
his reports in perfect order for the time 
when Chairman Fred E. White called the 
convention to order on the morning of 
the 20th. William Kaufman of Sommer & 
Kaufman returned from the East at the 
same time as Max E. Sommer. He at- 
tended the California Shoe Dealers’ Con- 
vention. Sommer & Kaufman joined in 
the “save the surface” campaign which 
preceded tYe Shriner convention, by 
having an entirely new front put on their 
building at 838 Market Street. It now 
gives the appearance of soft gray stone, 
with artistic traceries and windows. The 
last of the scaffoldings were torn away, as 
the first Shriner hosts began to march 
past. 

Good Trade Boom 


San Francisco shoe merchants seem to 
be a unit in stating that the big Shrine 
convention has been good for trade. Sev- 
eral hundred thousand visitors, including 
the Shriners, were in town today and shop- 
ping has been very brisk. In common with 
the rest of the city, the shoe stores used 
lavish Shrine decorations. Al. Katschin- 
ski of the Philadelphia Shoe Company, 
Max .Sommer, William Kaufman, of 


Sommer & Kaufman, Cyril Magnin of Jos. 
Magnin; Morse Levy of the Block: & Levy 
Shoe Company; H. L. Bilsborough of 


Bilsborough’s Shoe Store and a number of 
other dealers are Shriners and they knew 
exactly what form of decorations would 
appeal to the near half million Shriners in 
the city. 

An Unusual Window 


Many people have made a pilgrimage 
to Stockton Street, to see the unusual 
Shrine window in the Joseph Magnin 
store. On what, in theatrical parlance, 
would be called a “‘back drop” of orange- 
colored silk is a silhouette, in black, of a 
procession of camels and Shriners. The 
valence in front of the window had Shrine 
emblems, silhouetted in black on yellow 
silk, and the sides were filled in with yellow, 
whilst the floor was a tessellated effect in 
black and orange satin, giving the effect of 
tiling. The latest styles in women’s foot- 
wear were shown in this window, on old 
ivory-colored tables and stands. At the 
sides were tall stands, filled with fresh 
French marigolds. Passersby, attracted by 
the novelty and vividness of the window, 
were soon drawn to admire the shoes, and 
this has led to many sales. 


Oasis Effect Was Cheering 


The Bilsborough Shoe Store has a repre- 
sentation of an oasis above its shadow 
case, at the entrance. Very unusual and 
striking flowers, made of feathers, in the 
Shrine colors, were shown as window dec- 
orations, both on the men’s and on the 
women’s side. The Frank Werner Com- 
pany features, in its Shrine windows, a 
remarkable. saddle of carved leather, up- 
holstered in silver, made by a San Fran- 
cisco firm for King Alexander of Servia. 

Speaking of the results of having over a 
quarter of a million visitors in town at 
once, H. Russell Werner of the Frank 
Werner Company, said: “San Francisco 
is recognized as a style center, not only in 
the West, but on the Atlantic Coast. 
Business has been good recently, but it 
has received a great stimulus from the 
strangers who are here.” 

“There’s no doubt about it,” declared 
G. O. Allen, manager’of the Bootery. “The 
presence of so many visitors in town is 
very good for business.” 

“The convention has made us exceed- 
ingly busy,” said Cyril Magnin, ‘of the 
Joseph Magnin Company. 

“Tt is as much as we can do to take care 
of the trade,” said Frank More of 285 
Geary Street. Mr. More, who has had a 
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run of business since he opened his exclu- 
sive footwear store for women, some three 
months ago, ran an advertisement in the 
local newspapers, on the opening day of 
the Shrine convention, asking: ‘‘Ladies, 
locate yourselves. Are you stopping at one 
of the following hotels?” There followed a 
list of 14 large hotels, all within two blocks 
of the Erank More store. ““That ad brought 
business almost immediately,” declared 
Mr. More. 

“Numbers of strangers, attracted to 
town by the Shriners’ convention have 
been purchasing,” was the statement 
made at the Florsheim-Schaffer shoe store 
on Powell Street. 


San Francisco Notes 


W. Russell Werner who returned re- 
cently from a buying trip in the East, 
with H. A. Baker, buyer for the women’s 
department of the Frank Werner store, is 
enthusiastic regarding the New York 
Style Show. Mr. Werner is a member of 
the style committee of the coming. con- 
vention at Pasadena, and both he and 
Frank Werner are planning to attend. 


George Williams, manager of the Port- 
land, Ore., store of the Florsheim-Schaef: 
Shoe Company was a visitor here, with 
the Shriners. 





C. H. Wolfelt, proprietor of the Bootery, 
is on a European trip which will include 
Switzerland, London and Paris. 


Harry Gibson, manager of the White 
House shoe department could not attend 
the convention as he was scheduled to 
leave on a buying trip, to the East, about 
the 19th. Al Gude of Los Angeles, left on 
the 10th for the East. Carol S. Wills, 
proprietor of the shoe department in the 
City of Paris left for the East about the 
time the convention opened. 


H. Cantrowith is East, buying for the 
men’s and women’s departments of the 
Philadelphia Shoe Store. R. Rosenberg 
who has been on a trip East for the Phil- 
adelphia, has now returned. 


Portland Store Prosperous 


Paul Tieburg of Tieburg Bros. proprie- 
tors of the Royal Shoe Store, has just re- 
turned from the Portiand, Oregon, store 
where, he states, he found business in a 
very flourishing condition. “We put on 
four extra men at our store here, in San 
Francisco last week,” he said, and added: 
“They are all being kept busy by the in- 
flux of visitors to the city. The Oakland 
store is also keeping up well.”’ Mr. Tie- 
burg attended the convention and then 
left for a buying trip to New York and 
other Eastern points. 
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A Better Tie-Up Between Shoes and Hosiery 


The Woman Customer Friend Has a Few Ideas Which 
Were Accepted by the Merchant 


(From Queen Quality Between Us—June, 
1922, Issue) 


HEN the Wanderer put his head 
in at the office door of my shoe 
store last Saturday morning, his 
always pleasant face wore a broad smile. 

“Come out of your shell, old turtle,” he 
greeted me cheerfully. “Mrs. Wanderer’s 
up front buying out your hosiery depart- 
ment. Hold on, though!” he added as I 
jumped up, “phone your wife to come 
down to lunch with us—so you and I can 
talk shop in peace.” 

Now the Wanderer’s wife was not “buy- 
ing out” my hosiery department. Yet she 
and the clerk were deep in conversation. 

“I was just following in the footsteps of 
my illustrious husband and giving this 
young lady a lot of perfectly good advice 
about running a business she knows more 
about than I do,”’ she said as we shook 


hands. 
Friend Wife Talks 


“Charley, for goodness’ sake when you 
let Nick talk you into adding this hosiery 
department, why didn’t you make him 
tell you how to sell the stuff? It’s miles 
out of your line.” 

“Why, it’s doing about as well as | ex- 
pected,” I replied. “It’s rather a novelty 
yet—women haven't got used to buying 
hosiery in a shoe store, I guess.” 

“Suppose you tell us how it ought to be 
managed,” said the Wanderer, meekly. 

“Tell you?” scoffed his lady. “You'd 
never see it. But go on back to your lair 
and gossip for half an hour and I'll show 
you.” 

Obediently we retraced our steps—nor 
did we reappear until my wife came to 
call us. 

How She Trimmed the Case 


Mrs. Wanderer—wearing an expressior 
of supreme content—waited for us by the 
hosiery display case. This is what she'd 
put in it—an exact copy of the list I made 
that afternoon to refer to when arranging 
future displays. 

Floor of Case (reading from left to right): 
a dark brown walking oxford with a pair 
of plain brown hose, matching exactly. 
Center, smoke, calf sport oxford trimmed 
in brown calf, accompanied by three pairs 
of hose, one a heavy smoke-colored silk, 
the second brown silk and wool clocked in 
orange, the third brown and gold heather 
mixed wool. Right end, tan walking ox- 
ford with matching hose. 

First Shelf: left end, white cloth ox- 


ford, two pairs of hose, one heavy white 
silk clocked in red, the second a lighter 
weight plain white. Center, white cloth 
oxford with black calf trim with a pair 
of white silk hose clocked in black, 
and one pair of black clocked in white. 
Right end, white cloth strap pump with 
one pair white lace clocked silk hose, and 
one pair white drop-stitch stripe. 

Top Shelf: left, alow heeled, single strap 
pump, patent vamp and beige suede quar- 
ter with a pair of beige hose exactly match- 
ing the suede, and a second pair of beige 
with black clocks. Center, patent two 
strap with Louis heel, accompanied by 
three pairs of hose: one black, one white 
(self clocked), one blond. Right, gray 
suede elastic side three strap, with one 
pair plain gray hose, matching exactly, 
and another of paler gray clocked with the 
shade of the shoe itself. 


Stunts Don’t Fool "Em 

Now I'd always made it a point to show 
a sample of every style and color I had in 
stock, and I don’t mind confessing that 
showcase looked mighty empty. 

Guess the Wanderer thought so, too, 
but that didn’t stump him. 

“Going on the same principle as those 
milliners who put just one hat in the win- 
dow—only not quite so much so?” he 
queried. 

“No, you goose, that’s nothing but a 
selling fad—a pose that doesn’t fool us for 
a minute,’ was the answer. “This is 
sense. Show a woman how what she wants 
or is thinking of buying, is going to look 
with something she’s got,” she added 
triumphantly. 

“Of course!” seconded my wife. 


” 


This Was Her Psychology 

Then, just in time to save me from hay- 
ing to admit that I didn’t “get her,” she 
continued— 

“Look at that white shoe with the black 
trim. Any woman would buy white stock- 
ings to go with it. The less obvious but 
smarter thing is white clocked in black. 
Show her that—and sell her the hose. If 
she’s just a bit daring she'll like the black 
with the white clocks—and she'll know 
without your reminding her that she can 
wear that same stocking with any all 
black shoe. Work it backwards. Suppose 
she has some black and white stockings, 
but no shoes like these—you'’ve put into 
her head how stunning that combination 
would be with her white satin sport skirt 
and black silk sweater. Now do you see 
daylight?” 


““You mean make my shoes sell appro- 
priate stockings to go with them—and my 
stockings sell shoes?”’ I questioned. 


Each Display Helps the Other 


“Of course,” was the calm _ reply. 
“You're selling ‘footwear’ now—not just 
shoes. Well, then, why not make your two 
departments help each other instead of 
letting your poor little hosiery depart- 
ment struggle along by itself? 

“Why,” with a smile, “haven't you seen 
shirts and the right scarfs to go with them 
displayed together in the men’s shops for 
years and years—and you never thought of 
anything so obvious as this? I’m ashamed 
of you both—but particularly of Nick, 
who ought to know better.” 

To be perfectly truthful with you I'd 
not much notion that her arrangement 
would work such a whole lot better than 
mine—but fortunately I didn’t voice the 
thought—for right now I’m mailing orders 
for an extra supply of several styles of 
fairly high-priced stockings. And when I 
bought the original lots I rather had my 
doubts if I could sell a dozen pairs of each 
style! 

There’s another queer twist to this little 
experience. A friend of mine—one of the 
members of our Board of Trade council— 
told me the other day his daughter said we 
had a “Ritzy” footwear shop! And she’s 
just home from a six months’ visit with 
an aunt in New York. 

Oh, well, you never can tell, but it 
always pays to listen respectfully to a 
clever woman anyhow. 





New Shoe Stores 


Dan Hiker Shoe 
Philadelphia, Pa. 

J. M. Duff, Lead Mine, 
department. 

Olson Parlor Shoe Shop, 64 Wisconsin 
Street, Milwaukee, Wis. Men’s shoe store 
will open July 10. 

Morton Mercantile 
Ark., shoe department. 

Harry H. Cohen (Specialty Shoe Store), 
Hartford, Conn. 

The State Company, Waycross, Ga., 
shoe department. 

Wilson Shoe Store, 163 Central Street, 
Lowell, Mass. 

Burke & Collins, Elmira, N.Y. . 

Novelty Shoe Company, Toronto, Ont. 

Laurier Boot Shop, (Solomon Shain), 
Montreal, P. Q. 


Stores Company, 


shoe 


Mo., 


Store, Lonoke, 
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American Hide & 
Leather Comyany 

















Cadet Calf 


A comparatively new line of colors in a 
tannage already famous. 


Bright and Semi-Bright Finish. 

Smooth or Boarded Grain. 

Popular Shades and Black. 

The CADET TANNAGE for durability, 


economical cutting value and appearance, 
always maintains an extremely high 
standing. 








OFFICES AND STORES 


NEW YORK BOSTON CHICAGO’ ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Kettering Road, Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Woburn Chicago Sheboygan Ballston Spa Curwensville 
FLEXIBLE INSOLE and SHOE STOCK PLANT: Binghamton, N. Y. 
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etnsinicdecteiaihccensiesome a 
VACATION FOOTWEAR 


On the Floor Ready to Ship 











W rite 
Or 
W ire 


1101—Women s White Canvas Ox- Orders tthe geld te Tape 


ford, White Enamel Heel and Sole, Rubber T Lift. White E j 
Rubber Top Lift. McKay, C and D. Heel SF Sele ae, ite Ename 


$1.25 
— 1102—Same as above, in White 
971—Same as above, with Rubber Canvas without Taping 


Sole 8-8 Rubber Heel 


S. W. FELDSTEIN & CO. 


127 DUANE STREET, 
New York City 





“CLI F TON e GROPING IN THE 
Gem Duck DARK 


Has S too d t h e Te st oO if Ye ars Time was when the purchase of advertising 
space was a “blind groping in the dark.”” Ad- 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, lisher’s statement of circulation and often 
producing strength where strength is 
most needed. 


vertisers bad no means of checking a pub- 


these figures were unreliable. 
In six years the Audit Bureau of Circula- 


The Trad e P Tre fers tions has solved this perplexing problem. By 
6é + 1 ift O n 93 G e m Du C k a systematic analysis of distribution and 


. methods this organization is able to supply 
Ww hen OT1ICe tried just the data an advertiser needs. The dark- 
“Clifton” shoe covering paper and negs is dispelled and the bright light of veri- 
shoe covering cloths, also “Clifton” fied facts takes its place. Space buyers no 
backing and plumping cloth give longer find it necessary to grope in the dark. 
satisfactory results. f 
There are no dark spots in the Boot and Shoe 
e a, I F TO N M F G 2 C O a Recorder eirculation. Our records are audited 
BROOKSIDE AVENUE, JAMAICA PLAIN by the Audit Bureau of Circulations. 
BOSTON 30, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BLACK KID 


TWO STRAP 














No. 589 $3.25 


Black Kid Two Strap with pearl buttons. Last 103; Heel 13-8 Cuban; 
Sole, 7-iron turn. Perforated throat; neat binding at throat. Telegraph 


code word ‘‘Comfort.” 


Sizes and Widths 
Carried in Stock 


The new samples for the forthcoming season contain 


GHUKRAFI. patterns that are distinctively 


original. 
HUKRAF 7 shoes besides having style give your customer satisfaction as to wear. Our modern factory 
and improved equipment assure"you of an excellent product. 


Send Your Order Today 


neCG & Shoe Co. Columbus O 
ae ae ea ee ee 
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STITCHDOWN 


320 
320H 
385 
385H 
330 
330H 
302 
302H 
300 
300H 
301 
301H 
235 
235H 
245 
245H 
285 
285H 
265 
265H 
237 
237H 


217 
217H 


BOOTS 


Tan Lotus Button 

Tan Lotus Button, heel 
Smoke Button 

Smoke Button, heel 


Cherry Lotus Button 
Cherry Lot. Button, heel 


Patent Button 
Patent Button, heel 


Black Kid Button 
Black Kid Button, heel 


yun Metal Button 
Gun Metal Button, heel 


Tan Lotus Blucher 
Tan Lotus Blucher, heel 


Black Calf Blucher 
Black Calf Blucher, heel 


Smoke Blucher 
Smoke Blucher, heel 


Mahogany Elk Blucher 
Mahogany Elk Blu., heel 


Tan Lotus Polish 
Tan Lotus Polish, heel 


Cherry Lotus Polish 
Cherry Lotus Polish, heel 


84-11 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 
1.60 


1.60 


Fall 


1144-2 


1.95 
1.95 
1.95 
1.95 
1.95 


1.95 
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McKAY 
BOOTS 


410 Gun Metal Polish, High Cut, wedge 1.35 
410H Gun Metal Polish, High Cut, heel 
1410H Gun Metal Polish, High Cut, heel, 

Eng. toe 
412 Patent Polish, High Cut, wedge 1.50 
412H Patent Polish, High Cut, heel 
1412H Patent Polish, High Cut, heel, Eng. toe 


414 Mahog. Polish, High Cut, wedge 1.40 
414H Mahog. Polish, High Cut, heel 
1414H Mahog. Polish, High Cut, heel, Eng. 
toe 
|416 Black Kid Polish, High Cut, wedge 1.55 
416H Black Kid Polish, High Cut, heel 


1416H_ Black Kid Polish, High Cut, 
heel, Eng. toe 


5-8 814-11 1144-2 24-8 
1.55 





HAGERSTOWN SHOE & LEGGING CO., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 


1.55 1.80 


1.80 


2.00 
2.00 


1.85 


1.85 2.20 


2.10 2.45 


2.10 2.45 



































UYERS ---We like to have our merchandise 
do the talking. Call and let our shoes prove 
that we can save you money. 


TKINSO 


LUMENFELD 








COMPANY 


—JOBS 


170 LINCOLN ST.—— 














“The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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IN STOCK 


' READY TO SHIP 


The youngsters like the two patterns shown here. Replenish 
your broken sizes and widths from the “Kewpie Twin” line 
of Double Sewed Goodyear Stitched Footwear. Each shoe 
made of best selections of leather, oak soles and linings and are 


PRICED RIGHT 


Orders 
Promptly 
Filled 
Same Day 


Received 


No. 1528—Patent leather one-strap, No. 1538—Patent leather Blucher Oxford, 
C,D & E, 12-2 C,D, E,8%11% D,E, 5-8 Also No. 1838—Mahogany Calf Blucher Oxford, 
$2.50 $2.30 $2.10 C, D, E 12-2 C, D, E, 8%-11% D, E, 5-8 


Also No. 1228—Black Kid one-strap $2.50 $2.30 $2.10 
5-8, D, E 2-5, E Terms: 2% 10 days, Net 30 
$2.10 $1.60 


Write for Information Regarding Sales Agency 


EWPIE [WIN 


SHOES for CHILDREN 


MADE ONLY BY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS, U.S.A. 
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(This Department is conducted ty} Helen M. Haney, Associated Edilor) 


William A. Larkin 
in Ring 
A Soldier — Hero — Salesman 


and Stockholder of Stacy- 
Adams Co. 


ORTY-ONE years ago, when All- 
KF ston, Mass., was not the aristo- 
cratic suburb of Boston that it is 
today, but was rather famous for its gardens 
and farms enclosed with the typical stone 
wall, William H. Larkin was ushered into 
this world, and since that time this same 
suburb of the “City of Culture’”’ has flat- 
tered itself that many of its houses are 
those of the best known shoe salesmen. 
Proud were all the people of this com- 
munity when the call came for volunteers 
to respond to the Colors in the last war 
with Spain, for among the first to enroll 
was a youth then known as “‘Billie’’ Lar- 
kin, his name being among the first ten 
to enlist in the regiment of the 26th U. S. 
Infantry—a regiment principally com- 
posed of boys from the Commonwealth ot 
Massachusetts. We recall vividly the 
ranks marching through the streets of 
Boston, and halting in front of the State 
House and Beacon Hill to receive the God- 
speed of the Governor and the plaudits 
of the people who massed the streets to the 
station. 


Under the Flag in the Philippines 


William J. Larkin was among those who 
embarked from San Francisco to go direct 
to the Philippine Islands—then the hot 
bed of red-blooded fighting and for 23 
months was always in the thickest of the 
conflicts. That he was never a shirker and 
that he was a true soldier is proved from 
the facts that even this day he bears marks 
of a wound received in the Battle of Jaro, 
November 21, 1899, P. I., which kept him 
in the hospital for a while—but not long 
enough to keep him from many other skir- 
mishes. At the termination of the war, 
his regiment was ordered home; and on the 


landing of the transport in San Francisco 
where, after afew days’ stay, the regiment 
was mustered out with the praise of the 
officer on May 13, 1901, among the first 
to receive their honorable discharge with 
praise was our fellow shoeman, William 
H. Larkin. 


Converted Old Mexico to Brockton Shoes 


Immediately upon his return to the 
prosaic life of the civilian he entered the 
ranks of the shoe travelers and connected 





Travelers Assured of Inter- 
changeable Mileage 


There is much cause for rejoicing 
in the camps of the N. S. T. A., for 
S. 848, Interchangeable Mileage Bill 
legislation has progressed favorably. 
The House leaders had a three-day 
recess which began on Thursday, 
June 29, and it was stated on 
good authority that this bill would 
probably pass before adjournment; 
the next step will be President 
Harding’s signature, and then, boys, 
the big battle has been won. Con- 
gratulations once more to the 
N. S. T. A.! 

















with the M. A. Packard Company of 
Brockton, Mass., makers of men’s medium 
fine shoes—covering sections of the New 
England States. Soon afterwards he was 
assigned to the Inter-mountain States and 
Old Mexico, at a time when that section 
was not as convenient and comfortable 
for traveling as it is today, and when Mex- 
icans had not been converted to the shoe 
styles of Brockton—but rather when trav- 
eling was mostly in coaches, slow trains, 
and frequent stops, when plate-glass 
fronts were a minus quantity, and 
when ranches and ranch men reigned 
supreme. To get a real good story of those 
times, catch “Bill” in just the righ mood 
some day when business “‘lets up’’ and a 
history of those times and places would be 


creditable reading to students of the early 
days of new America. 


With Stacy-Adams in 1911 

In 1911, Mr. Larkin became affiliated 
with the Stacy-Adams Company, of 
Brockton, Mass., makers of men’s fine 
shoes, with territory for this enterprising 
concern in the section embraced by the 
Missouri River and the Pacific Coast, 
which trade he still calls on. That his suc- 
cess was pronounced is evidenced from the 
fact that he is now a stockholder of the 
Stacy-Adams Company, Brockton, Mass. 

In 1912 he deserted the ranks of the 
bachelors, joining those of the benedicts, 
since which time he settled himself down 
to the lesser activities of the bright lights. 

As to other activities, he was always 
active as a boy and youth in baseball, 
boating, fishing, and to use his own ex- 
pression: “Always had my fun and never 
missed a bet.” 


A Golf Enthusiast 

Today while still a young fellow, he fol- 
lows along the lines of lighter sports, and 
is an ardent enthusiast in the game of golf, 
so very much so, that daily he can be seen 
following the white pellet around the 12- 
hole links of the Woodlawn Golf Club in 
Auburndale, Mass.. While no expert at 
the game, Clarence Waide and “Johnnie” 
McElaney of the Stacy-Adams Company, 
admit that he is a most formidable con- 
tender in the “triangular supremacy.” 


Drives a Speedy Stutz 

He believes a salesman should always 
be in keeping with his line of merchandise 
and practices this doctrine faithfully as 
may be seen when he appears in his speedy 
Stutz car—a car excelled by few and 
passed by none. 

“Work Hard and Shoot Straight’ 

To the younger generation Bill gives 
this advice: “Work hard, shoot straight, 
be positively honest to yourself and you 
will be honest to your house and trade.” 
How he does it is by considering himself 
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Immediate 
deliveries on 

all grades of 
Skinner’s Shoe 
Satin. 

























Skinner's 
Shoe Satin 


6) bpp especially for footwear and extra 
strong. 


Merchants who specify Skinner’s Shoe Satin 
when ordering satin shoes can be sure of pleasing 
their customers. 


Manufacturers who use Skinner’s Shoe Satin 
can be sure their shoes will give satisfaction and 
bring repeat orders. 


A cordial invitation is extended to all manu- 
facturers of satin shoes to visit the Skinner Boston 
Store, 77 Chauncy Street, and examine the stock 


of silk fabrics. 


“Look for the Name in the Selvage.” —* 








NEW YORK, 


CHIGAGO, 


BOSTON, 


WILLIAM SKINNER & SONS Established 1848 


PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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an assistant buyer to his customers, giving 
them the benefit of his experience as 
gained in passing through his territory and 
: as learned from brother salesmen covering 
;other sections of the country, picking 
the samples which he honestly believes 
are salable, and selling just only such 
shoes as can be sold by the merchants. 


President of B.S. T. A. 


He is president of the Boston Shoe 
Travelers’ Association, chairman of the 
Hospitality Committee of the New Eng- 
land Shoe and Leather Exposition and 
Style Show Exposition of 1922, and is a 
hard and untiring worker in al! he under- 
takes. He was honored with the distin- 
guished office of commander of the United 
Spanish War Veterans’ Association, and 
at present wears the badge of a Past 
Commander of that association. 


Well Liked—A Constructionist 


At State and National Conventions he 
has been a conspicuous figure, and a leader 
in many debates constructive for its well 
being. In the Hoover day reception held 
in Boston in 1921, he was the bearer of our 
Country’s Flag, ‘and has been the author- 
ized Color Bearer at all outings of the 
B. S. T. A., an honor undisputed. 

Personally, William is a very likeable 
fellow, a top-notcher salesman and a con- 
vincing speaker; constructive in work, 
with the complementary trait of stick-to- 
it-iveness, when he knows he is right, just 
as he does when he is positive a sample is 
correct. 

A Leader in War and Peace 


The shoe traveling fraternity in William 
H. Larkin again finds pride that her men 








Prizes for Salesmen 


One team of salesmen is leaving 
no store unvisited this season. The 
firm has “put up”’ four prizes, each 
of $100 in gold, for the salesmen who 
make the best records for selling 
shoes in their respective territories. 

Loving cups were presented to 
prize-winning salesmen last season. 
Competition for them so increased 
sales that the firm offers the larger 
prizes this season. 

Territories sre graded, according 
to their buying power, so that sales- 
men selling to the small-town trade 
have the same chance to win a prize 
as salesmen selling to the big city 
trade. 


Incidentally, the cash prizes are 





to be paid to the wife of each win- 


|| ning salesman. 











are leaders in war as well as in peace, in 
business as in sports. 

May years grow many and days grow 
long for the Soldier-Shoe Salesman of the 
Spanish-American War. 





‘‘Handsome Bill’? Howe Had 
Successful Trip 


“Handsome Bill” Howe, who travels 
the larger cities of the Middle West for 
Murphy, Gorman & Waterhouse, Lynn 
manufacturers of women’s shoes returned 
to Boston this week after a very successful 
trip. During the past two weeks, especi- 
ally, he found that conditions had very 











E. G. JOHNSON 


Who Operates out of the Rice § Hutchins 
Chicago Company 








materially improved in his territory. He 
comes home, therefore, with smiling face 
and as is his custom, smoking very long 
cigars, which by the way he passes around 
to his friends in large numbers. This 
generous salesman is one of the young 





Don’t Forget Philadelphia 
Outing July 19 


The Philadelphia Shoe Travelers’ 
Annual Outing, Wednesday, July 19 
at the Philadelphia Rifle Club 
Grounds — baseball and other 
games. prizes, good eats, “an 
everything.” 

If you are in or near Philadelphia 
on that date, join the boys at the 
outing. Particulars as to how to 
meet the boys will be published in a 
later issue of this magazine. 
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fellows in the big game, having recently 
become a member of the firm. Prior to 
becoming affiliated with Murphy, Gorman 
& Waterhouse, he was connected with 
Thomas H. Logan Company. 


Good Things from 
Pennsylvania 


Edward Francis Mullen, who travels 
for the Thomas D. Gottshall Shoe Com- 
pany, reports from Pennsylvania that he is 
amazed at the success he has been having. 
In a letter to his father, Thomas A. Mul- 
len, who recently gave a talk before the 
Alumni of the Boston Retail Shoe Sales- 
men’s Institute at Dupont’s Restaurant, 
Boston, he writes, “Business throughout 
my territory is decidedly better,’ Mr. 
Mullen covers his trade by auto “‘flivver.”’ 


Fitch Off for Europe 


C. N. Fitch of Kansas City, who has 
represented the M. N. Arnold Shoe Com- 
pany in Missouri and Kansas for 25 years, 
and is considered one of the top notchers, 
started June 30 for a two months’ trip 
through Europe. 


Rochester Boys Want Lower 
R R Rates 


The Rochester Shoe Travelers are sup- 
porting the National Shoe ‘Travelers’ 
Association and other traveling men’s 
organizations in their efforts to obtain the 
enactment of legislation now before 
Congress which would authorize inter- 
changeable mileage and script railway 
fares at reduced rates. 


Kelley Sells Plymouth Heels 


James A. Kelley, formerly with Mul- 
ford, Cary & Conklin, New York City, is 
now traveling the middle-West for the 
Plymouth Rubber Company. Mr. Kelley 
is very well known in the trade, having 
covered this territory for the past 15 years. 
He reports a splendid business, and that 
finders are greatly pleased with the new 
heel that the Plymouth people are putting 
out. 





Get Ready for Boston’s 
Outing 


William H. Larkin, President of 
the Boston Shoe Travelers Associa- 
tion, has returned from his trip and 
is now working full steam ahead on 
the big outing, which will be held 
some day during the time of the 
National Shoe and Leather Exposi- 
tion and Style Show, Inc., July 
10-13. The probability is that the 
outing will be held on the last day 
of the exposition, although the 
date has not been officially set. 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. 








Write for Dealers’ Price and 
Catalog 


W. C. Russell Moccasin Co. 


Berlin, Wis. 




















If you have 


CHICAGO 


BOSTON - - NEW YORK 


Tar 
ul 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonble, making possible 


BEST SHOE VALUES. 


tings, write for same. 


MONARCH LEATHER ®. 





not received sample cut- 


> ILLINOIS. 
CINCINNATI - SEATTLE 
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Put ‘“‘Pep” in Salesmanship 
The Difference Between ‘‘Pep” and ‘“‘Peddling”’ 
As related in ‘‘The Management of Traveling Men’ from Chapter V1II of “‘Sales- 


manship”’ by William Mazwell—Copyright. Published by Houghton Mifflin Com- 
pany. This is No. 8 in our “‘Pep”’ series 


How easy it is to say, “I am managing 
the traveling force of So-and-So.” Easy to 
say and sounds good, too, but it isn’t an 
easy thing to do. In fact, I never saw 
any one really manage a force of traveling 
men. 

One of the reasons why it is hard to 
manage traveling men can be found in a 
little red book called the “Official Hotel 
Guide.” This book contains the names of 
most of the hotels in the United States, 
and a majority of them are unconscious 
foes to efficiency on the part of their guests 
as well as remarkable examples of in- 
efficiency themselves. The bad cooking, 
untidy housekeeping and general squalor 
of the average commercial hotel make it 
difficult for a commercial traveler to main- 
tain constantly the fervid enthusiasm 
about his house, his goods, and his job 
that the man who is “managing” him 
counts on when figuring out the “Proposi- 
tions” that are to be “put across” by the 
traveler. 

A Good Start 


A traveling man leaves the home office 
with fresh samples in his sample case, 
crisp new bank notes in his pocket for 
expenses, and the instructions and ad- 
monitions of the sales manager at least 
partially remembered and understood. 
He is filled with determination to make 
this trip the biggest one on record. He will 
show everybody what he can do. Yes, sir, 
he feels just like tearing up the earth this 
time. He is brimming over with enthus- 
iasm, energy, determination,  self-con- 
fidence—and anything else you care to 
name that a traveling man should brim 
over with when he starts out on a trip. 

“Tacks-ee-keb, sir?” Yes, why not 
ride down to the station in a taxi? It won't 
cost much more than that big imported 
cigar the boss gave him yesterday. So 
down to the station he goes in a taxi. 


“First Leg” of Trip 


“Couldn’t get a lower for me, could 
you? Well I guess I'll have to take an 
upper, then.” An upper berth and a nice 
bright light right over his head until mid- 
night; the junction at five in the morning 
with a zealous porter waking him at 4.15; 
connecting train due to leave the junction 
at six; saloons just opening up; cold gray 
morning; little drink wouldn’t go so badly; 
bad habit to drink before breakfast—but 
then; say, that new cocktail the sales 
manager ordered at luncheon yesterday 
was a pretty tasty drink—wonder if the 
bartender over there could mix one; exit 


drummer; so much for the first leg of the 
trip. 

The train proves to be late, but not late 
enough to permit breakfast uptown at the 
junction.. It finally comes along. There is 
no dining car, for this kind of a train 
doesn’t pamper its passengers. The candy 
butcher would think you were trying to 
“kid” him if you attempted to buy a 
twenty-five cent cigar. It’s just a plain 
train without any frills on it. 


Arrival at Country Hotel—Rainy 


Our traveling man arrives at Browns- 
ville in a drizzling rain. The bus bounces 
him up to the Central Hotel where break- 








JAMES M. RICHMOND 
Of the Rice § Hutchins, Baltimore Company 








fast has nearly run its course. The mem™ 
bers of “Within the Law, No. 13 Com™ 
pany” are the only guests left in the dining 
room. The leading woman looks at him 
disdainfully and remarks to her com- 
panion: “These drummer dumps are fierce, 
ain’t they—Did you taste that coffee; and 
look at the toast, would you—and the 
butter—that surely must be goat-milk 
butter.” 

Our traveling man doesn’t hear the 
leading woman’s comment. He only sees 
her—and, as he slides into his chair, 
murmurs to Maggie the head waitress, 
“T see you’ve got some show people,” to 
which Maggie replies, wrinkling her nose 
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scornfully, “Yes, and thank Heaven 
they’re goin’ to leave on the eleven o'clock 
train. They’re something fierce, them 
show people.” 


It’s “Fierce” All Around 


It’s “fierce” all around. The leading 
woman was right when she said “drum- 
mer dumps” are fierce—at least she was 
right about some of them. On the other 
hand, Maggie was right about show 
people. They get “pretty fierce’ when 
they go against “‘a fierce drummer dump.” 
People who have lived most of their lives 
at actors’ boarding houses and hotels that 
print on the hotel stationery, “Steam 
heat in every room. Special rates to the 
profession,” will go up in the air a mile 
when they get a week of fair-to-medium, 
pretty-much-on-the-average commercial 
hotel; but the poor old traveling man is 
expected to take 52 weeks of it, if need be, 
and never make a murmur. In fact, 
when he asks for a salary raise, the sales 
manager is mighty apt to say, “And you 
must not forget that we are paying your 
expenses. You're living on the fat of the 
land—at our expense.” I know sales 
managers say that and believe it, for I’ve 
said it myself. 


The Bitter Realization 


It’s queer how much better some towns 
look on the map than they do when you 
meet them face to face, and how much 
better some hotels look on the pages of the 
“Hotel Guide” than they do when you 
pull the pen out of the potato to write 
your name in the guest book—no, I mean 
register your name under the vividly 
colored date slip furnished by the enter- 
prising manufacturer who imagines that 
these slips are bringing his product into 
prominence. I know he is enterprising, 
but I can’t remember his name or his 
product. Can you? 


When Our Hero Feels “Seedy” 


Enough to this; let us get back to our 
hero, by this time laboriously excavating 
with acloudy spoon the interior of a spongy 
orange. He is feeling rather seedy. If any 
comparison can be drawn between a small 
orange full of large seeds and a traveling 
man who feels decidedly gone to seed, he 
is the seedier of the two. He feels and 
rightly, that the Junction bartender did 
not make that cocktail exactly as it was 
made at the sales manager’s club. In 
stead of whetting the appetite, as any 
concocted cocktail is supposed to do, this 
particular cocktail is exciting premonitions 
of an untimely headache. The lumpy 
oatmeal seems more lumpy; the leathery 
beefsteak, more leathery; and the muddy 
coffee, more muddy. 


After Breakfast Reflections 


Out in the “office’”’ after breakfast he 
moodily lights a cigar and momentarily 
pauses to examine with feigned interest 








July 1, 1922 





BOOT AND SHOE RECORDER 


The Broadway 


BAREFOOT SANDAL 



















Undiminished popularity favors this attractive style 
as the Summer advances: 


Of Superior Patent Colt Skin, Top-grade Sole 
and Rubber Heel, Fully Lined $2.25 


As above in Genuine. White Elk, Unlined 2.25 
Same, Fully Lined 2.50 


REMEMBER 


“DUANE” | 


Means 


‘IN STOCK RIGHT NOW 
Factory 143 Duane aes York " = "4 


g the publication in replies to advertisemen 











The Boot and Shoe Recorder will appreciate your mentioni 














Ju ly 1 . 1922 


an ammunition manufacturer’s familiar 
lithograph of a sportsman shooting ducks, 
and a harvester company’s equally familiar 
calendar illustrating a blonde’ broiler 
down state in an Old Homestead costume 
against a back drop that depicts a wheat- 
field and a binder, with the company’s 
name on the binder in letters of dispro- 
portionate size He then moves over to a 
shoe manufacturer’s map of the United 
States and discovers the interesting geo- 
graphical fact that Brownsville is located 
on the right eyebrow of the shoe com- 
pany’s salesman for this particular State. 


Off to See First Customer 


At 9:30 he starts out to see Smith, 
his Brownsville customer. He doesn’t feel 
quite so brisk or confident or enthusiastic 
as he did the day before, when he left the 
sales manager’s office. Then, his terri- 
tory was a map containing so many towns 
and so much possible business. Today, it 
is merely a collection of places with bad 
hotels and worse railroad connections. 
Yesterday Brownsville was a dot on the 
map and a possible thousand dollar order. 
Today it is an ugly country town that he 
wants to leave behind him as soon as 
possible. Maybe he can get through with 
Smith in time to get away on the eleven 
o'clock train. Smith never was a very live 
wire, and there’s not much use of springing 
the sales manager’s new scheme on him. 
Of course, it’s all right to mention the 
scheme to Smith, but hardly worth while 
to take up much time with it. “I'll get his 
order for what he wants and get out at 
eleven o'clock, I guess.” 


A Game of Pitch 


Well, he made the eleven o'clock train 
and had a game of pitch with three other 
salesmen. Nice fellows they were and all 
four worked the next town in three hours 
and got out of it together on the 4:15 train. 
Two of them had intended to spend a little 
more time with their customers and wait 
for the 7.30 train, but it did seem a shame 
to break up the pitch game. That night 
they had a real sure enough pitch game, 
and our man lost seven dollars, but he 
didn’t care much about the loss until the 
next morning when he got up with a slight 
headache. 


‘Rushed for Time” 


His orders for the previous day hadn’t 
been sent in, so he sat down before break- 
fast and instead of the comprehensive 
reports he had intended to send the sales 
manager, wrote briefly as follows: “Was 
too busy last night to send in my daily 
reports. Inclosed find orders from Smith 
of Brownsville and Jones of Newtown. 
Best I could do. They wouldn’t consider 
your new scheme, but I will try it on 
‘verybody just as you said. Want to get 
over the territory as rapidly as possible 
0 as to keep ahead of Bland & Co.’s man. 
Will be in Summit Sunday. Change route 
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card accordingly. Haven't had time to 
make up those new reports on Browns- 
ville and Newtown. As you know, a 
traveling man doesn’t have much time to 
fill out reports, but will do the best I 
can.” 


He “Catches Up” on Reports 


Getting back to our hero again; ten 
days pass during which by sundry econo- 
mies, most of the seven-dollar loss at pitch 
has been absorbed by the expense account. 
Scarcely anything else of great moment 
has occurred, unless the breaking-up of the 
pitch playing quartette can be so regarded. 
In a couple of towns the trains ran in such 
a way as to give our traveling man a good 
deal of time in each place. In the first he 











ED. C. WILFERT 


Who travels out of the Rice § Hutchins St. Louis 
Company 





caught up on his reports. In the second, 
having nothing better to do and having 
breakfasted uncommonly well (good hotel 
there), he tackled his customer on the 
sales manager’s scheme. It took all 
morning and then two hours more after 
luncheon to do it, but he finally put the 
scheme over—which only goes to show 
you know, that some merchants will take 
hold of a sales manager’s schemes and 
some won't. 


“Sundaying” at Cosmopolis 


The hotels got*no better; same way 
about trains; rotten weather too. Time 
passed. Cosmopolis for the third Sunday. 
Gee! a traveling man leads a pretty hard 
life. Well, anyway, there’s always a good 
bunch Sundaying at Cosmopolis; wonder 
if that plump little brown-eyed waitress 
is still there; she certainly was a good 
fellow. 
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“I don’t know it all, but what I know, I know 
I've been in the shoe business for a 
| long time and I know— 


for certain. 
—that the foundation of a shoe is it’s bottom— 
the sole. 

| -— that the hardest wear given to any article 

| of wearing apparel is given to the sole of the 


shoe. 


—that a shoe is only as good as it’s bottom. 


—that the average wearer is demanding more 
wear—more money's worth. 


| ‘And that is why I advise shoe men to look wel 
to the bottoms on the shoes they sell.” 


“ ‘Rock Oak’ is the surest, safest sole leather to 
use because of the standing and integrity of the 
tanner.” 


* “Rock Oak’ is made only from the best green 
salted packer steer hides from the Western plains 
|} and from South America. It is tanned by the 
natural oak process. I know that “Rock Oak’’ 
sole leather has been made the same way for over 
| forty years. I know that the quality to-day, 
}can’t be beat.” 


| *“That’s why I insist upon “Rock Oak” soles on the 
| shoes I sell. It’s a sure-fire builder of a sound 


| reputation in the shoe business.” 


| Write now for a free sample of “Rock Oak” sole 
| eather. Examine it. Show it to your customers. 
Then you'll agree with the Old Shoe Man. 


See our exhibit at the National Shoe and Leather 
| Exposition and Style Show, Boston, Booth 52, 
July 10-11-12-13. 





Rock Oak” 
THE AMERICAN 
OAK LEATHER 
COMPANY 


| CINCINNATI 
Chicago Boston St. Louis 
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No. B7/3—All white cloth five-eyelet let 


oxford, outside tip, narrow space vamp $ : i . 
and lace stay, white ivory sole, welt and In Stock for immediate shipment. Wire 
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We show herewith an attractive, five eye- 
white cloth oxford which we have 


your order today. 

















Sizes: Aa, Seen A, 4 to 8; B and C, 3 to 8. 


Terms: Net 30 Days. 
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Announcement 


We are happy to advise our customers 
that we are operating at full capacity 
with all of our old employees at their 
respective posts. Our factory has oper- 
ated for the past ten years as an Inde- 
pendent Shop. Deliveries will necessarily 
be slightly delayed, but we ask your 
fullest indulgence during this readjust- 
ment period. 


Very Respectfully, 


The P. Sullivan Company 


Makers of Pretty Shoes for Women 


CINCINNATI... OHIO 
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July Style Show Eagerly Awaited 


Many Retail Merchants Will Buy for Fall at Exposition— 
Boston a Bright Spot—Alumni Association of Retail 
Shoemen’s Institute Formed 


VERYBODY here and hereabouts, 

from shoe manufacturer to retail 
shoe store stock boy, is discussing the 
forthcoming National Shoe and Leather 
Exposition and Style Show, to be held in 
Mechanics Building, on July 10-13. It 
is a fact that the retail shoe merchants of 
Boston have only just begun to place 
their orders for Fall staples; some have 
not yet bought and many of them have 
stated that they are going to attend the 
Style Show for the purpose of buying, for 
if they do not get in their Fall staples 
pretty soon, they may not be able to get 
them manufactured. As one clever mer- 
chandiser has remarked: 

“The Brooklyn Shoe Style Show gave 
the retail shoe merchants of the country 
more confidence in what would be salable 
than they had enjoyed previous to that 
time—I believe that the Boston Style 
Show will finish the job, and after July 13 
we shall all know how to proceed as to 
Fall buying.” 


Large Net Sales 


Boston is one of the brightest spots in 
the country. A group of Boston stores 
which co-operates with the Federal Re- 
serve Bank reported that their net sales 
during May were larger than during May 
in any of the previous three years. This 
is considered to be a very satisfactory 
showing, especially when it is considered 
that retail prices are so much lower now 
than they were in 1920, for instance. Sales 
of these Boston department stores in May 
were not quite as large as in April, which 
is somewhat contrary to the usual experi- 
ence for this season of the ‘year, but that 
is readily explained by the fact that Easter 
came so late this year in April that it 
swelled the sales of that month unduly. 

The reserve bank also receives reports 
from several of the women’s apparel shops 
in Boston, and even there it was found 
that the May sales were larger than dur- 
ing the corresponding month in thé past 
three years, and, contrary to the experi- 
ence of the Boston department stores were 
larger than in April. 


Good New England Showing 


While the current volume of retail trade 
in Boston is relatively greater than else- 
where in New England, the May sales of 
another group of department stores scat- 
tered throughout this district were almost 
equal to the sales of the same month last 
year, and were but slightly less than in 
April. There was much more of a decline 


from April to May in 1921 than this year, 
so that the recent volume of retail trade 
should be considered as favorable. 


What Is Novel? 


The principal buying up to the present 
time has been on novelties for immediate 
sale. And as George H. Wirth, president 
of the George H. Wirth Company, 272- 
274 Boylston Street, said to the Recorder 
representative this week: ““We have grown 
so accustomed to novelties during the past 
year that nothing looks very strange or 
wonderful to us—and what was consid- 
ered a novelty a few months ago has now 
become a staple. These past twelve 
months, the public has preferred fairly 
‘sporty’ footwear—whether we shall pro- 
ceed to an era of plainer styles is difficult 
to say. I believe that the patent will be 
good for this Fall, and while we are going 
to use more Louis heels than we have been 
using in the past, I feel that a 9-8 heel for 
a dress shoe is still safe.” 


A Beige Ooze Beauly 


The Geo. H. Wirth Company has among 
its brand new things a pump of beige 
ooze, with center strap and a strap under- 
neath the center strap, running along the 
sides of the shoe. The entire vamp is very 
daintily trimmed with tan calf bands; it 
carries a 15-8 Louis heel. 

Mr. Wirth reports that his store, which 
opened last March, has made a gain for 
every month, and that June was way 
ahead of May in dollars and cents returns. 
The hosiery and children’s departments 
of his store are keeping pace as to business 
increases with the women’s shoe business 
advance. 


Interesting ‘‘Commence- 
ment” Exercises 


This is the season of school ‘‘commence- 
ment” exercises, and the formation of 
“The Alumni Association of the Retail 
Shoe Man’s institute of the United States 
of America,” and a meeting of these 
alumni on Wednesday evening, June 21, 
was quite in keeping with the spirit of the 
week. The retail salespeople, graduates 
of the institute, both men and women, 
and invited guests, met at Dupont’s, in 
festive mood. There were favors in the 
form of caps, vari-colored balloons, and 
other toys that “squeaked” long and 
loudly. Supper was served to fifty-six 
persons. Percy E. Thayer, salesman at 
Thayer McNeil Company’s, presided 
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most gracefully as toastmaster. The en- 
tertainment opened with the class song, 
entitled “Knights of the Round Table,” 
sung to the tune of “The Old Oaken 
Bucket,” and composed by Percy E. 
Thayer. A double quartet composed in 
part by Leo Doble H. Brennion, and 
Messrs. MacDonald, Hall, and Jarvis 
from Jordan Marsh shoe department, and 
M. E. Crowell of Thayer McNeil led, and 
the entire company joined in the chorus. 
William Sanders, comedian from Keith’s 
Circuit, entertained for a while. 


Good Store Counsel 


The speaker of the evening was Thomas 
A. Mullen, for a great many years instruc- 
tor in the Boston Latin School,and whose 
original reference to teachers as “the un- 
ordained ministry” was considered so 
good that this appellation is now common 
parlance. Mr. Mullen is at the present 
time senior member of a law firm on State 
Street, Boston. He has a well-trained 
mind, which he never loses an opportunity 
to improve, such as a reading for one hour 
each day, and for every day save one 
since his graduation from Harvard, in 
1884, from the Latin or Greek classics. 
He is truly a silver-tongued orator, and 
his wise counsel, so convincingly given, 
will long remain in the memory of his 
hearers. 

Mr. Mullen gave the company a bit of 
autobiography, and began by giving Long- 
fellow’s definition of it. “Biography,” 
said Longfellow, “is the best history, and 
autobiography is what biography ought 
to be.” 

He immediately established a relation- 
ship with the boys and girls by relating 
that his father was a shoemaker, or what 
Shakespeare described as a maker of good 
shoes, or “a cobbler” as some people used 
to call him, for the T. E. Moseley concern, 
when it was the Henry L. Daggett Com- 
pany on Hawley Street. His uncle gave 
up the business of shoemaking to make 
heels out of scraps of waste leather. 

He drove home the fact that no one 
was too old to learn, or to progress, relat- 
ing that Lord Halsworth had commenced 
his “Digest of the Laws of England” at 
the age of 85, and finished it at the age of 
98; that “Plutarch’s Lives’ tell about 
Cato, the great Roman statesman, be- 
ginning the study of Greek at the age of 
80; of a man of recent years who at 60 had 
lost a fortune, but who pluckily com- 
menced all over again, and that today, at 
68, he has amassed more money than he 
had at any time before he was 60. 


A Tribute to Womankind 


He paid a tribute to the women stu- 
dents in the words—‘Whereas, in my 
generation there was competition, not 
only in the professions and in the trades 
with men only, there is today competition 
with the universality of men and women, 
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and this universality of competition will 
exist throughout the generations to come. 
Boys, look out for your laurels. I know 
from years of experience and observation 
that the studious woman has a certain 
kind of consecration to her work which 
seems to be utterly absent in the average 
man. I have seen it in the Girls’ High 
School as compared with the work that 
was done in the Boys’ High School; and 
in the Girls’ Latin School, comparing this 
work with similar work in the Boys’ Latin 
School.” 


Time and Trifles Stressed 


He emphasized the value importance of 
time and the fact that it was not ability 
that men and women of today lacked, but 
their lack of appreciation of time. “Time 
is money,” said Benjamin Franklin. “Do 
you love life)—then waste not time, for 
time is the stuff that life is made of.” He 
advised the company to become familiar 
with the Bible, and especially the first 
chapter in the Old Testament, and gain 
therefrom the lesson, ““Man knows life is 
sweet, but in order to live, he needs must 
eat, and man cannot eat unless he works.” 
Another book recommended was Car- 
lyle’s “Sartor Resartus,” especially the 
chapter, “The Everlasting Yea,” as giving 
the right inspiration for the dignity of 
work. 

The importance of trifles was also 
driven home in the quotation from New- 
man, “The great difference between suc- 
cess and failure is the difference between 
doing just right and a little wrong.” 

Another inspiring quotation was from 
Carlyle, “I should be on fire. If you want 
anything very much, concentrate—then 
act from the sphere of that concentration.” 


“The Front Line Fellows” 


President Evans was next called upon 
to say something to his Boys’ and Girls’ 
Alumni. There is probably no person in 
the shoe world of Boston and vicinity 
more beloved by the retail sales folks than 
is Mr. Evans. And he was given a rising 
ovation, which lasted several minutes. 

Mr. Evans referred to the retail sales- 
people as “The fellows on the front line,” 
the folks who are every day in the year, 
and every hour of the day, fighting the 
battles of the merchant and making money 
for him. The boys and girls in whose ad- 
vancement Mr. Evans many years ago 
dedicated his life. He cited by way of 
simile and inspiration the facts of the 
Battle of Oriskany, New York, when a 
little group of farmers, under the leader- 
ship of the old Dutchman, Herkimer, 
many of them barefooted and armed only 
with axes or old muskets, held back a 
group of regulars of the British Army 
during the War of the Revolution, and 
prevented this body of reinforcements 
from coming to the relief of one of the 
English wings—resulting finally in the 


SHOE RECORDER 


July 1, 1922 








surrender of Cornwallis to Washington at 
Yorktown. 

He emphasized the importance of trifles, 
and in a heartfelt manner expressed again 
his great interest in and devotion to the 
retail salespeople of the country. He 
stated that the gratitude his boys and 
girls expressed by looks and words amply 
repaid him for his efforts in their behalf. 


Girard Chairman of Committee 


Peter F. Girard of Hagan’s was chair- 
man of the committee on the Alumni 
gathering. Mr. Girard gave a fine talk 
and urged the forming of an alumni asso- 
ciation. He expressed the appreciation 
of the alumni of the institute for Mr. 
Evans’ splendid work in their behalf. He 
then read the following constitution, which 
was unanimously adopted: 


“Returning Shoes” Rules 


The Dr. A. Reed Cushion Shoe Com- 
pany, Inc., has recently sent out two in- 
teresting bits of literature, one on white 
and one on pink paper. The message on 
one reads as follows: 





Important! Please Read 


Our endeavor has been to fit you 
carefully, combining your best 
judgment with all the skill which 
our facilities and our experience af- 
ford, to give you the most comfort- 
able shoes you ever wore. 

We will gladly exchange shoes 
returned to us within ten days after 
date of purchase, provided they are 
not marred or otherwise rendered 
unfit for sale. 

It will facilitate exchange if the 
original sales-slip is presented at the 
time such request is made. 

We thank you for your patronage 
and trust that the pair of Dr. A. 
Reed Cushion Shoes which you 
have selected will prove satisfactory. 


DR. A. REED CUSHION SHOE 
COMPANY, INC. 


39 West Street, Boston 11, Mass. 











Two little holes are punched on the 
side of this card, through which the shoe 
lace runs; if a button shoe, the card is at- 
tached to the button, so that the customer 
has to take the card off and read what it 
says. The customer is also given one of 
these cards to read before he or she leaves 
the store. 

There has been much trouble through- 
out the city caused by customers wearing 
shoes for a day or two and then bringing 
them back and expecting an exchange or 
refund. A group of merchants inter- 
viewed on this matter think that the 
above stand is one taken in the right 
direction. 
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‘Repaired by Makers” 


The pink slip advises customers to have 
Dr. A. Reed shoes “Repaired by the 
Makers.”” Customers are requested to 
bring or mail shoes bought at the store to 
the store, as a branch factory repair de- 
partment is maintained, where expert at- 
tention is given, including, if necessary, 
the readjustment of cushions, for which 
special service no charge is made. The 
repair work is done by workmen thor- 
oughly familiar with the construction of 
the Dr. Reed Cushion Shoe—thus, the cus- 
tomer is told that he or she is fair to both 
feet and shoes. After repairing, the “‘re- 
built” shoes are delivered to customer, 


postage prepaid. 
Much Hosiery Sold 


Says Manager Harry R. Terhune of the 
Dr. Reed Cushion Shoe Company, Inc.: 
“We sell a pile of white canvas shoes and 
the popular selling price is $9 the pair. 

“One of the best sellers—to the tune of 
six dozens a day—has been silk and lisle 
full-fashioned hosiery, at 75 cents the 
pair. We made a very advantageous buy 
of 4,000 pairs from the manufacturer. 

“We are selling a lot of Cleveland’s shoe 
polish, in both liquid and paste, although 
a trifle more, even to the men folks, on the 
liquid. Some of our salesmen sell four 
and five bottles of dressing when they sell 
a pair of shoes; this dressing comes in 
white, black, and two different shades of 
tan, and it means from 50 cents to $1.50 
added to every shoe sale.” 





A Boa Constrictor Sandal 


A very attractive sandal in Grecian pat- 
tern was displayed recently in the shoe 
window of R. H. White Company. It was 
made of boa constrictor skin, with throat 
band of black kid and black 8-8 inch heel. 
In the interior of the shoe department the 
boa constrictor skin sandal was displayed 
in three patterns, and threestyles of heels 
—namely a 9-8 heel, a Louis heel, and a 
straight 14-8 Cuban heel. 


Attractive Sport Window 


A special sport window, with floor in 
grass effects and a real outdoor sport at- 
mosphere was arranged recently by R. L. 
Upton, assistant manager and director of 
the shoe department window trims for the 
R. H. White Company. Mr. Upton, by 
the way, is to take charge of the arrange- 
ment of shoes at the Thomas G Plant 
Company’s exhibit at the Boston Style 
Show. 


Shoe Cost and Profit Chart 


An exceedingly useful novelty for dis- 
tribution at the Boston Style Show has 
been secured by the K. M. Stone Company 
of New York City. It is called a “shoe 
cost and profit chart’’ and consists of a 
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celluloid envelope containing a sliding card 
giving a wide range of wholesale prices and 
the corresponding retail prices which must 
be asked in order to achieve a mark-up of 
percentages ranging from 25 per cent to 
75 per cent. The chart is small—less than 
three inches wide and six inches deep. It 
slips comfortably into one’s pocket, is very 
thin and exceptionally durable. 


Merchant Visitor From 


Asheville 


L. H. Pollock, who conducts two big 
stores in Asheville, N.C., and one in Green- 
ville, S. C., was a visitor in Boston the 
past week. Mr. Pollock went to Asheville 
from Pittsburgh to regain his health some 
fourteen years ago. He “made good” and 
liked the place so well that he now resides 
there. He is married and has three charm- 
ing little daughters. Mr. Pollock reports 
that he is ahead of this time last year in 
dollars and cents. From a question asked 
of Mr. Pollock, it is very evident to the 
Recorder representative that he pays no 
attention whatever to competition. He 
carried the Hanan shoe for both men and 
women—also the Cantilever. At his 
Greenville store, he does a business of 
$175,000 yearly. He is an enthusiast on 
his section of country. He says: ““We have 
good water and good air—and a credit 
man recently told me that North Caro- 
lina and Texas are the two best States in 
the Union today.” 


New Leather Firm 


A new leather firm has recently been 
added to the group whose salesrooms bor- 
der South street. W. Malcolm Bullivant, 
formerly with the Northwestern Leather 
Company, now heads the company dis- 
tinguished as Malcolm Bullivant & Co., 
with offices at 95 South Street, Boston. 
The start has been made with a line of side 
and calf leather. Mr. Bullivant reports 
trade conditions brighter and the outlook 
good for development along broad service 
lines. 


W. G. Lewis off on Vacation 


W. G. Lewis, manager of the shoe de- 
partments of the Jordan Marsh Co. is 
taking a real vacation this summer. He 
starts today for Russell Cottages, Kear- 
sarge, N. H. for three weeks. He then re- 
turns for a week of stock-taking, when he 
will again run away—as he says—‘‘Where 
he will never see a petticoat’—for the 
whole month of August. He will report 
for duty on September 1. 





Ray Cotton Buys Partner’s 


Interests 
Ypsilanti, Mich.—Ray E. Cotton of 
Minniss & Cotton, retail shoe merchants, 
has bought the interests of his partner, 
Frank Minniss, and expects to continue 
‘the business. 
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Women’s Shoes 














Largest manu- 
facturers of 
softsoleleather 
slippers. 

Send for catalogue 


MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 





















E. A. & M.C.Witherell Co. 
Manufacturers 
Women’s Turn} 
Boots and Slippers 


F 
Haverhill, Mass. 
Rice Bidg. Reem 406 

















FERN & POOR CO., Inc. 
Manufecturers 
Newburyport, Mass. 


Women’s Turn 
Comf: 

















WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models. 
Hand turn kid lattice work * 

in all finest 


leathers. 
TESSIER 


BOWDOIN 
172 Washington 
Street 
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Makers of 
HAND TURN NOVELTIES 
In Leathers and Satins 
rj All the Latest Lasts. 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washington St. 
Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
“= 


a. 
= 


yeah Sg 


a — 
HAVERHILL, MASS. 
USA . 












Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”columns. 
This feature in its quick 

ce is a time saver in 
meeting immediate needs. 
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Where to Buy 


Men’s Shoes 
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HOMPSON BROS . SHOE 
FINE SMOEMAKERS ’ 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 





























“For Men Who Care 
To Dress Well 


A Sample Order for 

a Pair or a Dozen 

Will Start You Right 
T. D. BARRY CO. 
M 


Brockton - - Mass. 














Gentlemen’s| 


Shoes 


A.E. Nettleton Co. 


STRACUSE, N.Y. 























LYNN 











Tongue Pumps on Horizon 


Seen in Sample Lines of Some Lynn Firms—Straps Expected 
to Hold Over Into Fall, However 


YNN is at the turning point. of 1922, 

and manufacturers are changing 
their styles accordingly. The first big 
event on the program on the last half of 
the year is the Boston market and its shoe 
and leather exposition. Lynners will be 
there, with the best sample ever. 

Some supplementary orders have come 
in for white shoes, and for patent leather 
shoes with cut outs in the vamps. New 
shoes, mostly strap pumps, are being made 
up for August sales. Lynn manufacturers 
repeat the slogan—‘‘Sell another pair in 
August.”” Back of it is the idea of making 
the summer a two shoe season instead of a 
one shoe season. 

New fall samples show more modest 
styles. Also, they show finer shoemaking, 
especially bottom stock work. Soles are 
heavier, as might be expected. Heels are 
higher. Oxfords are already being made 
for August delivery. So are one and two 
strap pumps. Boots are still a matter of 
debate. However, there is a stranger 
sentiment in favor of boots. 


Tongue Pumps Appear 


Tongue and strap pumps are among the 
newest patterns. The tongues may be 
three inches long, or as long as the vamp. 
Some have gores beneath. Also, they have 
one or two instep straps. Usually the 
tongue stands up like a bull dog’s ear. 
The tongues are rather slim. They may 
be inlaid, fancy stitched or French bound. 
A sale of these shoes has already started. 
But the extent of it depends largely on 
how successful are retailers in August sales 
campaign. 

The wish bone strap has got a grip on 
styles. One straps, the strap being broad, 
with a buckle fastening are on walking 
oxfords for fall. Two straps, continue in 
good demand. There is a tendency to 
slant them back toward the heel. In two 
tone shoes, the straps are st'tched down 
the sides of the quarter to the welt. 

More black and brown kid is being cut. 
Black and brown satins are used, too. 
Some satin shoes are beaded. A new calf 
is of a true brown color. It shades neither 
to the red, or cherry hue, nor to the 
darkness of mahogany. Beige suede seems 
the leader among the novelty leathers for 
trimmings. Also, it is used for vamps and 
quarters. Black suede is also good. 

Heels are certainly higher. 


Tongues and Straps 


Lawrence Lennox, of P. J. Harney Shoe 
Co. has a new pump, with a strap and a 
tongue; also a new two-strap pump. 





Some buyers have already approved of 
these shoes for August and early fall sales. 

The first pattern provides for a strap 
pump, with a three inch tongue, of the 
colonial style, and a buckle on the instep of 
the shoe. The pattern, it is plain, is a 
blending of the colonial and the strap 
styles. The heel, by the way, is 14-8 high, 
and is of wood, covered to match the 
quarter. 

The two strap pattern provides for two 
instep straps, said straps being carried 
down the quarter to the welt at the shank 
of the shoe. 

These shoes are made with patent 
vamps, and beige suede quarters and 
straps, or vice versa. The tongue is of the 
same material as the vamp. 

Also, Mr. Lennox has booked some good 
orders for oxfords both lace and strap 
styles, and one and two strap pumps of 
Russia calf, black and brown kid leathers. 
These shoes have a 10-8 heel, and the 
heels on the oxfords have rubber top 
lifts. The edges of the oxfords are fair 
stitched with white thread. The tips are 
imitation stitched. 

Not much interest is yet manifested in 
boots, end Mr. Lennox is of the opinion 
that at least 80 per cent of the fall and 
early winter business will be on oxfords 
and strap pumps. 


Novelties for August 


At the factory of Gregory & Read, they 
@ re making novelties for August sales, as 
well as new style shoes for the early fall. 

Black and brown satin pumps, of the 
one and two strap patterns, are among the 
novelties for August sales. Some of them 
have beaded vamps. Others have beads 
on both the vamps and straps. 

Another pump, for Augutist sales, has a 
gray kid vamp and quarter, and patent 
leather underlays on the vamps in place of 
cut outs. 

Also, the Gregory & Read are making a 
variety of one and two strap pumps of 
patent, dull calf and kid leathers in blacks 
end browns. Some of the shoes show new 
combinations of front and instep straps. 
For instance, one shoe has two instep 
straps and a front strap which comes to the 
first strap. 

Incidentally, heels are high, and a 
number of them are of the Louis style, 
medium or high. 


Collar Tops for Youngsters 


Herbert Humphrey’s Sons have among 
new fall samples a boot for youngsters, 
said boot having a patent vamp, a dull 
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top, and a turnover collar of patent leather. 
The collar has an inlay of red in the top. 





What About Stock Shoes? 


A number of Lynn manufacturers would 
take things more serenely during the 
summer time if they knew what shoes to 
make up for sale from the stock depart- 
ments in the early fall. 

It is easy enough to believe that oxfords 
of Russia calf and of black and brown kid, 
and two straps, too, will be sure sellers in 
the fall. Staples are always salable: 
But novelties are the life of sales, and 
stock lines must be pepped up with 
novelties, to make sales. 

Besides, there comes up the question of 
boots—whether the volume of sales of 
boots will justify a manufacturer putting 
them in stock. 

A number of manufacturers would be 
pleased to hear from merchants their 


opinions about stock shoes for fall. Of 
course, they already have reports from 
salesmen. But no two reports in the 
matter are alike. 


Lasts with 16-8 Heels 
Edric R. Taylor, of McNichol, Taylor, 


Inc. says :— 

“The percentage of 16-8 lasts, having 
16-8 heels, is larger in our lines than for 
many a day.’ Practically all of these 
high heel lasts call for wood heels. Leather 
Louis heels are few and far between. 
They are not as light, nor as graceful as 
are wood heels. Nor do they tread as 
smoothly, and springily. 

“We have to whittle the forepart a little 
differently, as we raise the height of the 
heel” concluded Mr. Taylor. “But vamps 
continue 3 1-8 and 3 1-4 inches long, and 
toes are round, but graceful.” 


, 





BROCKTON 


Big Style Show Exhibit Planned 


Novelties and Staples Will Be Shown at Mechanics Building 
in Boston—Douglas Plants on 48-Hour Basis 


ERCHANTS who buy men’s and 

women’s welts made in Brockton 
and the South Shore District, as well as 
the trade in general, will be interested in 
the lines to be shown by local concerns at 
the Boston Style Show Ju'y 10-13. A 
goodly number of shoe manufacturing 
concerns in this city and the South Shore 
district will be represented at this exhibi- 
tion. Novelties as well as staples in men’s 
and women’s welt footwear will be brought 
to the notice of the visiting trade. Those 
concerns taking part in the Show, in fact, 
all houses in Brockton and the Brockton 
district, will keep open house at their 
Boston Offices as well as their factories 
during Show Week and the entire month 
of July covering the period when a large 
part of visiting buyers from all over the 
entire country will be in Boston. 


Taking Part in Manufacturing Exhibit 


In the basement of Mechanics Building 
will be carried on during the Boston Style 
Show a complete exhibit of the manufac- 
ture of leather and other materials which 
enter into shoes; also production of the 
shoes to the store in which the business 
contract is sold. Concerns taking part in 
this demonstration include the Dunbar 
Pattern Co., Tolman Print, Inc., Brockton 
and the Emerson Shoe Co., Rockland. 

Shoe manufacturing houses in Brockton 
and nearby towns represented at the 
Boston Style Show include: 

M.N. Arnold Shoe Co., Lewis A. Crossett 
Co.,. North Abington; Crooker & Morse, 
Inc., Bridgewater; Doherty Bros., Avon 
Sole Co., Bows Moccasin Co., Avon; 


Brockton—Rand Co., Churchill & Alden 
Co., Diamond Shoe Co., W. L. Douglas 
Shoe Co., the Preston B. Keith Shoe Co., 
Old Colony Shoe Co., M. A. Packard Co., 
Poole & Johnston, Inc., Wall, Doyle & 
Daley, Dunbar Pattern Co., Brockton; 
Edwin Clapp & Son, ne., Stetson Shoe Co. 
East Weymouth; Commonwealth Shoe & 
Leather Co., Whitman; E. T. Wright & 
Co., Rockland; Richards & Brennan, 
Randolph. 
Douglas Company on Long 
Time 


Beginning June 27 the plant of the W. 
L. Douglas Shoe Co., began operating on a 
18 hour week. The increase in men’s shoes 
is 1,200 pairs daily or 7,200 pairs additional 
weekly. Vice President, P. -Tinkham of 
the Douglas Co., says that the business 
outlook is encouraging and that the 
long-time schedule will be maintained for 
an indefinite period. 

Concern Making Boys’ 
Shoes 

Murphy & Osborne Shoe Co., is the 
style of a concern with factory in the 
nearby town of Abington, making a line of 
boys’ and little gents’ fine welts. This 
house has been in business for about a 
year, during which time a good trade has 
been secured from retail merchants. At 
present the factory is operating at full 
capacity of 300 pairs daily, with sufficient 
orders in hand to assure continuation of 
this output until October 1. Messrs. 
Murphy and Osborne of the concern are 
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Men’s Shoes 





















PULLMAN TRAVELING sures 
better’*than ever in Quality and fit 
and fit 


Originator.owner, of 7iade (ark 


Colorr Black and Brown 
full sizes 3 toll in Stock 
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Stock Dept. 5 a 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 























Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 




















[UNION SHOE CO 











MEN’S WELTS 








LN Frederick S. Peck 
Worcester, Mass. 
_ Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


WORCESTER 





248 


Where to Buy 


Women’s Shoes 























PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 








TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101— Sofa Turk- 
ish Slippers Import- 
ed from Constanti- 
nople. All Sizes and 
Colors for Immediate 
Delivery 

K. M. STONE CO. 
12-14-16 E. 22nd St., WY. 
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BROCKTON MASS 





[craic -REED & EMERSON ome -j 





Boston Office: Room 214, United States Hotel 
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HENRY LILLY CO. 


88-90 Reade St. New York 


AUCTION TRADE SALES 
OF 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











: | 
They bring your 
customers back 
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both practical shoe makers, one in the 
lasting and the other in the heeling 
departments. John W. Higgins, Jr. 
treasurer of the corporation, is in charge 
of the selling, with several salesmen 
calling on the trade. 


Order For Officers’ Boots 


The Pels Co., with factory in Brockton, 
has been awarded a contract by the U. S. 
War Department for 1,000 pairs of officers 
semi-dress boots, price $15.59 per pair. 
This is in addition to other and similar 
contracts obtained by the Pels Co. The 
order is to be completed not later than 
September 30. 


Free 
Shoe manufacturers in Brockton and 
the South Shore district are pleased with 
the news from Washington that it is 
unlikely Congress will place a duty on 
hides. Prominent members of the local 
trade have been especially active in 
opposing the proposed duty, declaring 
that hides must be free in the interests of 
manufacturer, merchant and consumer. 
The sentiment against the duty has been 
growing during the past weeks until now 
there is every reason to expect that hides 

will be on the free list. 


Resigns From Shoe Concern 


J. Howard Field, vice president of Chas. 
A. Eaton Co., and for 28 years associated 


with that concern has _ resigned, this 
resignation to take effect July 1. Mr. 
Field’s activities have been chiefly in 
connection with the sale of shoes to the 
wholesale trade. He has done important 
work in connection with the Eaton 
concern. Mr Field’s plans for the future 
are yet unannounced. He plans to take a 
vacation until September. 


To build Factory Addition 


A third enlargement of the Conrad Shoe 
Co., factory in Brockton will soon be 
under way. When this is completed the 
daily output will be increased to 1,800 
pairs of welt shoes. This concern 
started in business about three years ago, 
and since that time has made a steady 
growth. Members of the concern are 
Frank Quigley, H. G. Tucker and James 
P. Smith. The present capacity of the 
plant is unequal to the demands made 
upon it. 


The Commonwealth Shoe & Leather Co. 
with factory in the neighboring town of 
Whitman have, during the past few 
months, produced a larger amount of men’s 
golf shoes than at any previous corre- 
sponding period. In fact, their output of 
this sporting footwear is 100 percent 
larger than a year ago. It is of further 
interest to note that the output of the 
“Bostonian” line of men’s welts is to be 
increased by 300 pairs a day, bringing the 
output of the Commonwealth plant to 
3,300 pairs daily. 


HAVERHILL 


New Designs to Be ‘‘Sprung”’ 


Haverhill Manufacturers Will Use Style Show as a Means of 
Introducing More Novelties 


AVERHILL-MADE shoes will be 

conspicuous at the Boston Style 
Show to be held in Mechanics Build- 
ing July 10-13. A group exhibit will be 
made by Haverhill shoe manufacturers, 
each exhibitor having equal prominence 
in the decorative and exhibiting plans. 
Visitors to the show will see Haverhill 
footwear in a most attractive environ- 
ment while the shoes will represent artistic 
as well as practical designs from Haverhill 
manufacturers. Merchants all over the 
country have received invitations from 
Haverhill concerns to visit Boston during 
show week and to participate in the 
benefits to be derived from the Style Show, 
with particular reference to Haverhill- 
made footwear. Responses have been 
favorable. Haverhill manufacturers look 
for a good attendance of customers and 
the trade in general. 


“Go get ‘em” is the slogan which 
Haverhill shoe manufacturers have adopt- 
ed in connection with the forth-coming 
Boston Style Show. The Haverhill shoe 
concerns exhibiting at the Show constitute 
a group representative of the city’s best 
traditions of shoemaking and shoe dis- 
tribution, ranging from strictly high grade 
to the medium lines of women’s turns, 
McKays and welts. These concerns will 
place before trade visitors, novelties which 
are sure to attract attention and bring 
orders. Haverhill has always been famous 
for its productions of women’s novelty 
footwear. 

It is hardly an exaggeration to say that 
Haverhill can show a new style every 
week. Manufacturers in this city are up 
on their toes when it comes to style 
activities and are rig st up to the minutein 
regard to service to their trade. Two and 
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hree weeks’ deliveries are not at all 


unusual. 
Erhibitors in Haverhill Group 


The names of these enterprising houses 


in Haverhill which will boost New England . 


through the participation of this Boston 
Style Show, include: Charles K. Fox Inc., 
Emery & Marshall Co., Rickard Shoe Co., 
Claremont Shoe Co., Hazen B. Goodrich 
& Co., Kimball & Sherman Co., Le- 
Bosquet-Moore Co., Herman E. Lewis, 
Inc., Witherell & Dobbins Co., Collins & 
Hannahsons Shoe Co., Outing 
Dalrymple Pulsifer Co., F. W. 


Staples, 
Shoe Co., 


BOOT AND 


SHOE 


Mears Heel Co.; also F. E. Adams Shoe Co. 
and E. Guptill, Seabrook, N. H. 





Rival Unions Claim Factory 

Haverhill, June 26—One of Haverhill’s 
shoe manufacturing concerns is in an un- 
usual, as well as uncomfortable position— 
two unions each claim the organization of 
the plant. The Boot and Shoe Workers’ 
Union and the Shoe Workers’ Protective 
Union are the rival organizations. This 
concern might say with the poet: 

“How happy could I be with either, 

Were tf’ other dear charmer away.” 





CHARLESTON 


Pair Volume Shows Increase 


Trade by no Means at a Standstill—Big Civic Lmprovements 
Planned Will Give Employmerit to Many 


USINESS is not at a standstill de- 

clares Walter F. 
pro tem of Charleston and senior member 
of the W. F. Livingston & Son Shoe 
Stores. This assertion is based on the 
active city program now in working, such 
as a tremendous street paving schedule, 
drain and the waterfront 
bonds and the construction of two magnifi- 
cent high schools and numerous other pro- 
jects. He declares it is impossible for the 
citizens of Charleston not to reap the 
advantage of such activities. 
While his individual business does not 
measure up to that of last year in dollars 
and cents, Mr. Livingston says that, judg- 
ing sales of the present year by the num- 
ber of pairs of shoes sold, they would ex- 
ceed those of 1921. 


Livingston, mayor 


sewer work, 


Membership Drive Planned 


M. A. Condon, of the firm of James F. 
Condon & Sons, was re-elected vice-presi- 
dent for South Carolina at the recent con- 
vention of the Southeastern Shoe Retail- 
ers at the Windsor Hotel, Jacksonville, 
Fla. He is also chairman of the membership 
drive in this State, and proposes to wage 
an active campaign to induce every retail 
shoe merchant to become a member of the 
association, and to share in the benefits 
derived therefrom. 

James B. Eubanks, manager and buyer 
of the shoe department of Kerrison’s, and 
H. J. Williams, proprietor of the H. J. 
Williams Shoe Store, were among the 
Charleston merchants attending the con- 
vention. 





ROCHESTER 


White Shoes Selling Fast 


Biggest Volume on Those in Combination with Colored Trim 
Men Buying Patent Oxfords 


HE white season is now at the peak 

in Rochester, and, according to local 
merchants, it will be a banner white 
season. All-white linen straps and oxfords 
are, as always, big sellers, but the vogue 
for colorful summer frocks has created a 
demand for whites in combinations and 
low cuts with trimmings of black, red, 
green, canary, and blue are seen in every 
store window. 


White Sandals Popular 


A white kid, cut-out sandal with an 
extremely low heel featured by the 
Shields Boot Shops is extremely popular, 
and Mr. Shields reports that it is his best 
bet. In addition to white the sandal is 


also shown in gray and black but the 


white model leads in public favor. 


Regal Store Redecorated 

The Regal Shoe Store is being re- 
decorated in cream with gray trimmings 
and presents a very natty appearance . 
Earl Shorts, the> manager, is finding it 
rather difficult to sell shoes while the work 
is going on but he feels that when the 
work is completed he will have as hand- 
some a store as there is in the city. 


Hear Less About Price 


Cosmo Dispenza, who sells Nettleton 
shoes in Rochester, reports that the de- 
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IL Children’s Shoes 
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Soft Soles and Moccasins 
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code. W DO NOT sell 
a a, contin. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


Rochester, N. Y 
Boston Office, 181 Esse» ‘treet 















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather = soft soles. 
range from 
$2. 30. doz. and up- 
wards. Alsoa full line 
of Ladies’ Pump Straps 


NU BABY SHUE CO., East Lynn, Mass. 
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Miscellaneous 


























Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
r Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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SPLAY 4x27 SELL MORE GOODS! 
Electric Cost - about 3. cents a day _Capacit? over 150 Ibs. 
Five Year Iron Clad Guarantee -- Special Price by Mail .. 


; kool ELECTRIC WINDOW SALESMAN CO. coms 
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Where to Buy 
Shoe Ornaments 





THE NEWEST IN SHOE 
ORNAMENTATION 


Attachableto Sports - Strap 
Pumps. For Stripped Pumps 
and Theo Ties with Straps 
attached Your samplesare 
readv Teathere- single 
ar two-toned effects 


EDW.E.KAHN CO. 
3O FULTON ST BROOKLYN RY 


s"? SHOE BUCKLES 
* DETACHABLE STRAPS 


SHOE BEADING 
METAL HARNESS BUCKLES 


FASHION ORNAMENT CO 
Ib MYRTLE AVE. nnoonuvn %¥ | 


NO 1030 
BEADED 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 





evel 








For All the Latest 
CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 
Write to 


Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. Y. 

















BEADED 
BUCKLES 


AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
4@& WALNUT STS., PHILADELPHIA 














Where to Buy 


Boudoir 4nd Bathing 
Slippers 
























TRY OUR 
Boudoirs and Ballets 
High Grade Low Prices 


Hard toe Dancing 
Slip are our 


ALL IN STOCK 


Oriental Slipper Co. Inc. 
118 Phoenix Row, 
Haverhill, Mass 


WM. SUMNER SMITH CO. é 
326 W. Monrce Street, Chicago 2) 2 
132 W. Broadway, New York ] 


BATHING SHOES 


















mand for shoes at a price is rapidly pass 
ing as the public has come to recognize 
that cheap shoes are not an economy and 
as a result they are buying better shoes 
and are willing to pay the price without 
question for shoes that will give serv ce. 

Showing Breakfast Slippers 

The Moore-Shafer Shoe Manufacturing 
Company of Brockport, N .Y., is showing 
a novelty “Breakfast Slipper” which is 
an adaptation of the popular Russian 
boot. The slippers are made in brown 
kid with roll collar and are very neat 
and attractive. 

Kansas Merchant Visits 
Market 


J. G. Mittlebach, retail shoe merchant 
of Iola, Kans., was in town last week 
visiting local shoe factories and looking 
over the new styles for Fall. In addition 
to visiting the factories, Mr. Mittlebach 
visited several of the local shoe stores in 
search of new ideas on the merchandising 
of shoes. Mr. Mittlebach is very enthusi- 
astic regarding the outlook for Fall busi- 
ness, especially in Kansas, for with the 
rise in the prices of farm products he 
looks for good business. 

Close Store During 
Alterations 


Owing to extensive alteration of the 
building occupied by the F. G. Collins 
Shoe Company, the store will be tempo- 
rarily closed until the work of remodeling 
is completed. In order that the stocks to 
be carried over shall be as small as pos- 
sible a special sale is being held in which 
all types of shoes are offered at excep- 
tionally low prices. 

C. C. Ferrers Finds Business 
Good 

C. C. Ferrers, New York and New Eng- 
land representative of the Jelly Delaney 
Shoe Company, of Lynn, Mass., spread 
his line of “Jel-Del” shoes at the Seneca 


Hotel last week and reports that business 
is good in Rochester, and that he took 
Fall orders from all of his local customers. 


Men Like Patent 


Lester Watson, manager of the shoe 
department of the McFarlin Clothing 
Company, reports that men are buying 
patent leather oxfords in greater numbers 
than ever before. For the past few weeks 
he reports that there has been a daily 
call for patent leather oxfords. 

Foster Rubber Company 

Moves Office 

The local office of the Foster Rubber 
Company, patentees and manufacturers 
of Cat’s Paw rubber heels, will be moved 
July 1 from the present location in the 
Powers Building to the Shoe and Leather 
Building, corner of Mill and Andrews 
Streets. F. D. T. Boule, local representa- 
tive of the Foster Rubber Company, 
states that he is locating in the heart of 
the leather district so that he may be 
able to give his customers, both manu- 
facturers and jobbers, better service by 
being more accessible. 


McCurdy’s Hold Sale 


McCurdy’s annual sale of shoes for 
women was held during the past week 
and many exceptional values were offered. 
Included in the offerings were Russian 
boots, $14.50; sport oxfords, $7.45; strap 
pumps, $9.45; oxfords, $9.45: and Tweed 
Oxfords, $5.25. 


Dollar Day July 20 
The Retail Merchants Council of the 


Rochester Chamber of Commerce has set 


July 20 as the date for the next observance 
of Dollar Day in the city of Rochester. 
Dollar Day has always been a success in 
the past and the sub-committee of the 
Retail Merchants Council, of which Wil- 
liam P. Barrows, of the McFarlin Clothing 
Company, is chairman, aims to make this 
the biggest day of the Summer season. 





BUFFALO 


Good Business in Black Shoes 


Industrial Conditions Show Decided Improvement and 
Majority of Workers Have Employment 


NSEASONABLE temperature, inter- 
U spersed with almost violent storms 
during the week of June 12, put a crimp 
in the business on quting footwear, which 
opened up so auspiciously during the last 
week in May whenan unprecedented warm 
spell gave the Summer trade an early 
start. Threatening weather kept the fair 
shoppers at home during the early part of 


the month, except when absolute necessity 
demanded the purchase of footwear for 
commencement occasion. 

Dealers report an exceptionally healthy 
turnover of black footwear for graduation 
purposes in both youths’ and young girls’ 
oxfords and slippers. The exodus from 
the city began during the week of June 19, 
with the return of more Summer-like 
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weather and the white merchandise began 
to recover some of its lost momentum. 


Tourist Business Good 


The tourist business is in full swing 
now and it is impossible to obtain accom- 
modation in local hotels without at least 
two weeks’ notice. The month of July is 
booked almost solidly for convention dele- 
gates. Dealers note a decided increase in 
Canadian patronage, visitors from the 
other side being almost at the pre-war 
level. 

Industrial conditions have not been 
better since the hectic war days. During 
May more than 2,500 men were added to 
the payrolls of Buffalo plants and em- 
ployment bureau reports indicate that 
clerks and mechanics are the only labor 
commodity of which there is still a surplus. 


Merchants Plan Outing 


At the regular monthly luncheon of the 
Buffalo Retail Shoe Dealers’ Association, 
held on June 15 in the Chamber of Com- 
merce, the decision was reached to hold an 
outing on August 16. 

This will be no ordinary picnic, but an 
all-day outing down the Niagara River 
on a special boat chartered for the occa- 
sion, with accommodations for several 
hundred excursionists. Stops will be made 
at several points of interest between 
Buffalo and Niagara Falls and the joy- 
craft will circle Grand Island during the 
voyage. It is planned to invite the 
Rochester shoe men to send a delegation. 
Special entertainment features are being 
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arranged by the committee in charge of 
arrangements, which plans to make this 
the banner social: event in the history of 
the association. The committee is as 
follows: C. Feeley, C. I. Lanich, Chas. A. 
Thiele, Fred. C. Kimball, and Jacob 
Meyer. b > 

C. H. Barton, president of the New 
York State Association, gave a detailed 
description of what he observed at the 
Brooklyn Style Show and a comprehen- 
sive outline of Fall styles. 


Sales Agent on Vacation 


Walter G. Parsons, resident sales agent 
for McElwain, Hutchinson & Winch, left 
Buffalo on June 29 on a fishing trip to 
Kelly’s Brook, Newfoundland. It’s a long 
way to go on a two weeks’ vacation, but 
the salmon-run at this time of the year is 
the attraction that’s pulling Walter so far 
afield. He has visions of landing a forty- 
pounder, and also of renewing old ac- 
quaintances. 


Store Manager Robbed 


One of the boldest store holdups in 
Buffalo annals occurred at 11 o'clock on 
the night of June 17, when two well- 
dressed young men shoved a big black 
revolver under the nose of Michael E. 
Bukowski, manager of the Newark shoe 
store at 637 Main Street, near Chippewa 
Street, took about $300 from the cash 
drawer and escaped, supposedly in an 
automobile, after warning the store 
manager that he would be killed if he 
gave an alarm within five minutes. 





LYNCHBURG 


Reduction Sales Hold Sway 


Although Summer Season Has Been Under Way Only a Short 
Time, Prices Are Being Cut 


EDUCTION sales in Summer foot- 

wear for women have been an- 
nounced by several Lynchburg retail shoe 
stores almost before the Summer white 
season is well on. In some instances, stores 
have offered at reductions almost their 
entire stock of white and light combina- 
tion shoes. 

Such a sa'e has been advertised by the 
G. A. Coleman Company, which has 
announced white, black and white, and 
brown and white oxfords and pumps, at 
$4.95 and $6.95, most of their Summer 
stock being arranged on tables at these 
two figures. Many white styles, with some 
patent and dull kid pumps, have been 
advertised at $5 in a special sale put on by 
the Rucker-Evans Shoe Company. Isbell- 
Bowman has advertised a special sale for 
men. 

Both whites in combinations and all 
whites have been selling well since Summer 


has arrived. This is the verdict of all 
stores, those that have not yet announced 
cuts in prices with those that have offered 
a reduction. The white season was slow in 
starting, they report, but once it arrived, 
sales have been good. 


John W. Craddock Honored 


John W. Craddock, president of Crad- 
dock-Terry Company, has been chosen 
president of the Manufacturers’ and 
Wholesalers’ Association of Lynchburg, 
which has been formed as a trade exten- 
sion bureau and under the auspices of 
which “At-Home Week” is to be held 
Aug. 1, 2,3, 4. 

Between 500 and 1000 merchants from 
Virginia, West Virginia, North and South 
Carolina, Georgia and Tennessee are ex- 
pected to visit Lynchburg during “At 
Home Week.” Under the direction of 
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Where to Buy | 


Standard Shoe Materials 














EFFICIENT PATTERN SERVICE 





























The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. 8 2eut" ett | 


Tanneries at Danvereport 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. JONES, Treas. 


y 
F. E. JONES COMPANY 
FANCY 


coors MAT KID 


95 South Street, Boston 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 

Formerly Walpole Shoe Supply Co. 




































252 BOOT 








Where to Buy 


Shoe Illustrations 






































Where to Buy 


Miscellaneous 

















COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


> uibensiry =; 
UNIVERSITY 
Tears FOU 
nanenatl 





























19> Esorx St Boston 
7: Bentic. St Arocktor 

















: ATLANTIC PRINTING CO. 
Shoe Printers 


= Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 








: 201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








FOR SALE without any money down, or 
To Let, little over 10 cents square foot, brick 
factory, Haverhill, Mass., suitable for manu- 
facturing purposes, any part of 55 000 sq. feet. 
Five floors and basement, low insurance. 
Blower and electric lighting system already 
installed 
New England Wood Heel Co., 93 Essex St., 

Tel. 3703. 





















C. B. Easley, of George D. Witt Shoe 
Company, chairman of publicity, more 
than 500 traveling men, working out of 
Lynchburg houses are being urged to ex- 
tend personal invitations to their cus- 
tomers to come to Lynchburg. 

“At Home Week” is planned to get 
Southern merchants to Lynchburg to see 
the city, to meet the men whose goods they 
buy, and to enjoy themselves, rather than 
to sell them goods directly from the fac- 
tories and wholesale houses. The Lynch- 
burg manufacturers and wholesalers be- 
lieve that if they can come in personal 
touch with their customers, the trade of 
the city will be greatly benefited. 

C. M. Guggenheimer, Jr., president of 
the Retail Merchants’ Association, has 
been asked to co-operate with the whole- 
salers. 


New Combinations Featured 


New arrivals, but with slight modifica- 
tions from the general styles that have 
been shown during the Spring, are seen 
from time to time in the retail shoe s ores 
on Main Street. The G. A. Coleman Com- 
pany is showing at $9.85 in flapper models, 
new satin and gray pumps. New combina- 
tions are also being featured. 

In the newly-opened footwear depart- 
ment of Snyder and Berman, shoes from 
$3.45 to $7.45 are being featured in the 
advertisements. At $7.45 this store is 
showing special models in patent and beige 
combination one-strap pumps with Baby 
Louis heels and patent and gray combina- 
tion two-straps with sport heels. White 
oxfords and pumps are being featured at 
$4.95 and $4.45 and $3.45 


Hosiery Being Pushed 


Special values in hosiery of all kinds 


have been featured by many department 
stores during the week just passed. Most 
of the values offered were in silk hose for 
women, but there were a few silk and lisle 
sport styles offered at reductions, and 
some hosiery for children. 

C. M. Guggenheimer Company dis- 
played a window full of silk and lisle sport 
combinations which were offered at $1.75 
for Thursday and Friday. Special values 
for $1 and $1.79 were put forward by 
Snyder and Berman. At D. Moses Com- 
pany, odds and ends of fancy hosiery sell- 
ing as high as $3.00 were sold for $1.98. 
Palais Royal and Maurice Miller had 
special sales of hosiery. 


New Stores ; For Pittsburgh 


Pittsburgh, Pa—Two new stores will 
be opened in this city next September by 
a new firm organized by A. M. Bibro, to 
be known as Bibro & Waxman. This fact 
became known here this week when it 
was announced that Mr. Bibro had ten- 
dereti his resignation as buyer and mana- 
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ger of Frank & Seder’s shoe department, 
to become effective July 31. 

Mr. Bibro is well known in all the shoe 
markets of the industry and has had a 
long career as a successful buyer. He be- 
came connected with Frank & Seder when 


























A. M. BIBRO 


that firm purchased the business of K. 
Solomon & Co., for which house he had 
been shoe buyer for 13 years, and he was 
the only buyer connected with the latter 
firm who was taken over when Frank & 
Seder secured their business. Since that 
time he has been in charge of their large 
shoe department, a period covering five 
and one-half years. 

Mr. Waxman, who has become asso- 
ciated with Mr. Bibro, was for 25 years 
connected with K. Solomon & Co., when 
that firm was in business in this city. 


New Wholesale Firm Opens 
Up 

Montgomery, Ala., June 26—The Wam- 
pold-Loeb Shoe Company, a new whole- 
sale concern, has been organized here by 
Charles Wampold, Sylvan H. Loeb and 
Simon Wampold. The new firm will have 
its place of business at 205 Commerce 
Street and will be ready for business 
August 1, it is stated. A full line of men’s, 
women’s and children’s footwear will be 
carried. Charles Wampold goes into the 
new concern from Scheuer, Wise and Co., 
while Simon Wampold is at present with 
the Pitts Shoe Company. Mr. Loeb is a 
former Montgomery man who for the last 
two years has been traveling out of 
Charlotte, N. C. 





F. H. Pope Leather Company 
Moves 
Boston, July 1—The F. H. Pope Leather 


Company removed today to the street 
floor, 33 Lincoln Street. 
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A real household necessity 


GRIFFIN 


QUICK CLEANING 
FLUID 


€ Thoroughly Cleans 


Satin Shoes Gloves and Spats 
Muddy Suede Shoes | Grease spots on clothing 
Muddy Elk Sport Shoes | Perspiration stains on Felt 


lery Dirty Tan Shoes | APtace: bate @ atcte@ ore betel sae 





- 
eS 
washing white clothes will help to clean and whiten Ree nat 


CANT BURN OR EXPLODE A tahlespoontil ina tub of water (hot or cold/ when 


4 





Reproduction of Car Card Appearing in 
Subway, Elevated, Street and Railway Cars 


Griffin advertising is making ‘‘Griffin Quick Cleaning 
Fluid” and other Griffin polishes and dressings known to 
your trade. They are in demand. They are safe merchan- 


dise for you to stock. 


“Let Griffin help you satisfy your satin slipper 


customers. 


Satin slippers cleaned with ‘Griffin Quick Cleaning Fluid” 


will retain their lustre and repel dust. 


Satin slippers cleaned with gé soline or benzine lose their 


lustre and are quick to attract dust. 


Order Some from Your Jobber or Write 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK CITY 


VT _aet=—<_' 


he Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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LEVOR | 
GRAIN KID [/ 
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LEVOR [| 
GRAIN GOAT | 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





July 1, 192 BOOT AND SHOE RECORDER 255 


FE eee iea 








Only the Name has been Changed 











" The Paradise’’ 


We desire to inform the trade that in the June | Oth 
issue of the Boot and Shoe Recorder we announced 
a new creation; 


“The Peacock’’ 


Unintentionally we used a name that had been reg- 
istered. Therefore, we have changed it to 


‘‘The Paradise’’ 


Only the name has been changed. 
The shoe remains the same. 








Ask to see the Paradise. 








TRIANGLE SHOE MFG. CO., Inc 


FACTORY: 11-13 EMERSON PLACE 
BROOKLYN, N. Y. 


New York Office and Showroom, Child’s Building, 108 W. 34th Street 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 
WILL( SLOW SELLERS FOR 
SURPLUS STOCKS 
BUY lentire stocks )CASH 
: Bargains in shoes always on hand for special sales and bargain basements 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 3410 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 
Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

‘or 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway Brooklyn 

Phone Stagg 1757 





Every Shoe Store Needs 


a pair of 


**MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


agen are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 











Chicago Branch 


Boston, Mass. 161 W. Lake St. 




















MISCELLANEOUS 








CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 
‘Ine USCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 











The Most Popular 
Size Stick 


“VARNUM” 


Trade 









Made in Three Styles, 
No. 1, 2, 3 


7" 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 







EER Wire! 


siz} 





Bpbisissiciels) 
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Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 











Celebrated Glass Fixtures 


aes G 
Wood Fixtures 
Ca No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 


Ask for sam 
Plush and Wi pie wes 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 








NEW YORK SHOW ROOM Chicago 
70 West 36th St 


Just East of Broadway 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. I41 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Wrile for 
Catalog 
and Prices 











Bicycle 
STEP 
LADDERS 


are ma de 
in “man y 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and prices 


THE BICYCLE 
STEP LADDER 





67 Randolph St. 
Chicago, Il. 
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LINE WANTED 


TO BUY 














Sales Representative to 
the Jobbing Trade Look- 
ing for Strong Line. 


I have had many years’ experience in 
the distributing of footwear to and 
through the wholesale trade. Have 
wide acquaintance with leading buy- 
ers, and feel that my experience can be 
utilized to advantage by a manufac- 
turer selling to the wholesale trade. 
Can furnish very best of references. 
Would prefer a location in Boston. 
Address for further details D-316, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR THE PACIFIC COAST 

I want a strong line of snappy women’s 
and misses’ popular-priced welts, turns 
and McKays. If you have the line, 
some established business, and wish 
to know if I am the man you want, 
write details and I'll come and talk it 
over with you. American, married, 
clean habits, and a go-getter. L. C. 
Morgan, 74 W. Western Ave., Muske- 
gon, Mich. 




















FOR LEASE 


7ANTED—Live-wire shoe man with cash to 

buy half interest in shoe store located in 
Western city of one hundred thirty thousand. 
Business establishéd two years and growing rap- 
idly. Stock consists of abl se lines approved 
by National Board of Y. W. C. A. Need someone 
to take full charge. Must be Gentile Big oppor- 
tunity for the right man. Do not apply unless you 
have cash and mean business. Address D-317, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








OPPORTUNITIES 





¥ OUR chance to start out for yourself. Shoe 
stores featuring orthopedic shoes have proven 
winners and a safe investment. We will back any 
experienced shoe man with first-class reputation 
ana a few thousand dollars capital. Makers of one 
of the most complete and best- advertised ortho- 
pedic and staple lines of women’s shoes for half a 
century. Addr: ss D-311, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








MISCELLANEOUS 














STORE FOR LEASE 


In very best retail location in City of 
over 100,000; about 150 miles from 
New York. Long lease can be had. 
E. P. CAMPBELL 
141 W. 36th St., New York 




















I Want to Lease Adequate 
Space for Ladies’ Shoe 
Department in Ladies’ 
Ready-to-Wear Stores. 


I want to open five new depart- 
ments by September 5th. Am 
now successfully operating 
three. Will only consider long 
lease, ample and permanent 
window display, and facilities 
for doing large volume business. 


Can Qualify in Every 
Respect 
Address—S. E. Rosenfield, 1000 








Woodward Ave., Detroit, Mich. 














FOR SALE 








HOE STORE FOR SALE—Owner is going into 
5 = her business. Can be bought with or without 


purchase fixtures. 


This is an opportunity that seldom occurs 
'» purchase a first-class shoe store that has always 

me a good business without any good will. 
® nominal amount of cash to 
- inner Shoe Store Co., 530 Market St., Chester, 


Only 


Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. hipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Gelden Oak or 
Mahogany. 


PUR cccvascocces $3.50 each. 


Carried in stock by all wholesale shoe and 
findi: houses. + your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Salem, Mass.—Templar Leather Co., tanners, re- 
ported petitioned into bankruptcy. 

Elba, Ala.—J. H. Armor Mercantile Co., shoes, etc., 
reported petitioned into bankruptcy. 

Luverne, Ala.—W - Carter, shoes, etc., reported 
petitioned into bankrupcty. Reported receiver 

int 

Valley 4—"% Ala.—E. T. Davenport & Co., shoes, 
etc., reported offering to compromise at 20 
per cent 

Hodges, Ala.—Walter F. Davis, shoes, etc., re- 
ported petitioned into bankruptcy. 

Louisville, Ala.—R. J. Morris, shoes, etc., reported 
petitioned into bankruptcy 

Hartford, Conn.—Union Shoe ‘Store, Inc., shoes, 
reported offering to compromise at 50 per cent. 

Milton, Fla.—H. Cohen & Son, shoes, etc., 

_ reported offering to compromise at 40 per cent. 

Newnan, Ga.—Joseph Barnett, shoes, reported 
pio into Rgokrentey 

Haw ville, Ga.—Poole Mercantile Co., shoes, 
etc., reported offering to compromise at 20 
per cent. 

Cilegee, Ill.—Newman & Weiner (3222 Morgan 

t), shoes, reported assigned. 

deualen, N. Y.—Isaac Rosen (244 Dumont Ave- 
nue), shoes, reported embarrassed. 

New York City—Air Felt Shoe Polishing Machine 
Corp. (105 West 40th Street), reported peti- 
tioned into bankruptcy. 

Sapir & Hack (1908 Third Avenue), shoes, 
woparees meeting of creditors c#lled. 

Long Island City, N. ¥.—David Amster, shces, 
reported meeting of creditors called. 

Darien, N. Y.—E. J. Schrim, shoes, etc., reported 
petitioned into bankruptcy. 

New York City—Benjamin Bass (Rand Boot Shop, 
903 Prospect Avenue), shoes, reported em- 
barrassed. 

H. Levine, (872 Columbus Avenue, 1573 
Madison Avenue), shoes, reported petitioned 
into 1 gs pi gy y. Reported receiver appointed. 

Rome, Simpkins, shoes, etc., reported 

wetitioned into bankruptcy 

Cincinnati, Ohio—Walter L. "Thorne. shoes, re- 
ported assigned. 

Wonder Shoe Co., (611 Vine Street), shoes, 
reported assigned. 

Enid, Okla. Meis (Peoples Store, John D. 
Store), shoes, etc., reported petitioned into 
bankruptcy. 

Henryetta, Okla.—Fashion Plate Shoe Store (E. J. 
Frear), shoes, reported petitioned into bank- 
ruptcy. 

Sand Springs, Okla.—Geo. W. Davidson, Jr., shoes, 
ete., reported petitioned into bankruptcy. 
Finle ny ville, Pa.—Samuel I. Lazears (Lazears Qual- 
ity Shop), shoes, etc., reported petitioned into 

bankruptcy. 

Philadelphia, Pa.—Star Shoe Co., shoes, reported 
petitioned into bankruptcy—offering to com- 
promise at 25 per cent. 

Coatesville, Pa.—Benjamin Brown (Brown's De- 
partment Store), shoes, etc., reported peti- 
tioned into bankruptcy. 

Gonzales, Texas—Harry Gurinsky, shoes, etc., re- 

»orted extension granted. 

( vodheth, Texas—J. C. Satterwhite, shoes, etc., 
reported potions, into pensrupte y- 

Newport News, Va.—R. F. Hall, shoes, etc., re- 
yorted petitioned ite ws —f.. y. 

Fond du Lac, Wis.—Ben Cohen, shoes, reported 
petitioned into bankruptcy. 

Toronto, Ont.—Robitaille’s, shoes, reported as- 
signed. 


CHANGES 


Haverhill, Mass.—A. W. Bradley Co., Inc., shoe 
manufacturers, incorporated with authorized 
capital of $50,000. 

Marquette & Co., Inc., cut soles, incorpor- 
ated with authorized capital of $50,000. 

Sarah Cooper (wife of Louis) le ather and 
os trimmings, filed married woman's certiti- 


a. Mass.—The Childs Shoe Co., shoe 
manufacturers, liquidating. 

Blakeley, Ga.—Culpepper Dry Goods Co., shoes, 
etc., removed to Fort Gaines, Ga. 

Dublin, Ga.—Union Dry Goods Co., shoes, etc., 
reported sold out to Subbotnick & Co. 

Larwell, Ind.—C. Greeley, shoes, etc., reported 
sold out to Peter Raner. 

Ossian, Ind.—M. N. Knight, shoes, etc., reported 
sold out. 

Sac City, la—Cobb Clothing Co., shoes, etc., 

Wayt retires. 

Lothair, Ky. —J. C. Rayes & Bro., shoes, etc., dis- 
solved partnership-——succeeded by C. C. Rayes. 

Iron Mountain, Mich.—M. Levy Co., shoes, etc., 
succeeded by Levy-Unger Co. 

Two Harbors, Minn.—Rosenberg Bros., shoes, etc., 
Barney Rosenberg retires. 

Doniphan, Mo.—P. T. Pulliam Mercantile Co., 
shoes, etc., succeeded by Benjamin Vineyard, 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














A thoroughly competitive, solid 
leather, full vamp Milwaukee 
market service shoe line has 
several attractive territories 
open. Men appreciating the 
tremendous value this next sea- 
son of a correctly priced Outing 
line and who are willing to state 
age, reference, and volume of 
sales secured with former con- 
nection are given an opportu- 
nity to make a profitable con- 
nection. Address all applica- 
tions, with full particulars, to 
PORTAGE SHOE CO. 


Portage Wisconsin 





July 10-13. 


A-1 SALESMEN 


Very desirable territories now open for the fast- 
est selling factory in-stock specialty line in the 
country. Only men with established volume 
considered. See or write Mr. New, Booth 12, 
Haverhill Section, Boston Shoe Style Show, 




















ALESMEN WANTED—Manufacturers’ line 

infants’ and children's square edge turns. Most 
complete line on the market, and of unusual value. 
Stock proposition. 6 per cent commission, paid 
weekly. A few choice territories. References and 
lixes carried. Address D-302, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





V /ANTED—Salesman who is thoroughly familiar 

with all kinds of canvas shoes, men’s and 
women's, to sell the jobbing trade. Only those who 
have been in close connection with the above lines 
will be considered. State line carried. Address 
D-306, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass 





GALESM AN WANTED to carry a line of infants’ 
“ and misses’ turn shoes on commission basis. 
Territory: Montana, Wyoming, Arizona, New 
Mexico and Colorado. Address, with references, 
D-300, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Vy TISCONSIN manufacturer of high-grade work 
and sporting shoes will have following terri- 
tories open after July 1: Maine, New Hampshire 
and Vermont, Southern New York, Pennsylvania, 
Virginia and West Virginia, Ohio, Georgia and 
Florida, Mississippi, isi Arkansas, Kansas 
and Nebraska, Oklahoma, Indiana, Illinois, lowa, 
and Texas. Would like to communicate with high- 
grade salesmen. No others considered. Prefer 
men with work shoe experience. Seven per cent 
commission. Address D-282, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 


MILWAUKEE KING 


The following territories, open on the 
MILWAUKEE KING salesforce for live- 
wire salesmen: Minnesota, Illinois, 
Kansas, Indiana, Michigan, North 
Texas and Northern Wisconsin. 
EDWARD A. LUEDKE SHOE CoO. 


Milwaukee, Wisconsin 


























QALESMAN WANTED for Pittsburgh, Pa., 
~ Eastern Ohio, and West Virginia, to carry our 
line of women's turns with non-conflicting line, on 
commission. Pittsburgh resident preferred. Le 
Bosquet-Moore Co., Haverhill, Mass. 





\ Tr ANTED Salesmen to carry as side line a line 

of men’s, women’s, boys’, and youths’ hosiery. 
ranging in price from $2.25 to $7.50 dozen. All 
t \rritories open; only about fifteen styles. Commis- 
sion basis, paid on delivery of goods. Address Med- 
ford Woolen Mfg. Co., Medford, Mass 





+ || SALES MANAGER WANTED 


A firm selling shoes to 
retailers throughout the 
United States desires the 
services of a Sales Manager. 

Must be a man familiar 
with the shoe trade in all 
sections of the country, 
capable of hiring and di- 
recting salesmen, and ar- 
ranging territories. One 
who has had experience 
with a large, national job- 
bing house preferred. 


State in first letter age, ex- 
perience, and with what firms 
experience was obtained. 


Address D-295, care Boot 
and Shoe Recorder, 207 
South St., Boston, Mass. 





Salesmen Wanted 


We are opening several territories in 
which men who can sell “Quality” at 
popular prices can build a permanent 
business. Our line of children’s shoes 
is complete and of highest quality. 
**One Season”’men will not be interest- 
ed. Write Ideal Shoe Manufacturing 
Company, 1115 Fourth St., Milwaukee, 


Wisconsin. 























Shoe Salesmen! 


Cincinnati manufacturer of women’s 
welt and turn shoes needs salesmen to 
start traveling in September in follow- 
ing territories— 


INDIANA 
ILLINOIS 
Excellent opportunity for men with 
experience. —_~— + ay Per- 
sonal interview prefe . Applica- 
tions treated confidentially. 
THE ROBERT WISE CO. 


Cincinnati, Ohio 

















SALESMEN WANTED 


The Edmonds Shoe Company 
of Milwaukee have openings for 
experienced salesmen in the 
following territories: Georgia, 
Alabama, Kansas, Northern In- 
diana, Central Pennsylvania, 
Baltimore, and Maryland. 

We manufacture a complete 
line of 19 numbers, including 
our new straight bal, in Morro 
Brown and Black Kaffor-Kid, 
Black Calf, Double-Sole ‘*Police 
Special,” a French Bal in both 
brown and black calfskin, and 
our Munson and semi-English 
Bluchers in Calf and Kaffor-Kid 
leathers. 

We will consider only first-class 
and experienced salesmen of 
good character. 


EDMONDS SHOE COMPANY 
Milwaukee, Wis. 



































with o 
kindly 
other it 
to furn 
Freelan 
ter, N. 





AN 
WwW 
Ohio, | 
dress I 
South § 





CALE: 
\ take 
tory m 
pedic si 
irst-cla 
D-310, 
St., Ne 


\ AN 
lin 
downs, 
sition. 
territori 
linois, | 
dress a 
Tom-Be 
—_—_—— 
IVE’ 
Eng 
Vicinity 
children 
turns. 
counts. 
corder, 
ae 
QAi ES 
“ alin 
and are 
inter 
Us, sta 
Addr-ss 
South g 























July 1, 1922 


BOOT AND SHOE RECORDER 259 





BOOT 


Te 


merchants. 


TT 


Cable Address BOOTRECO 


AND 


= ' Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Bool and Shoe Recorder Pub. Co. 
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SHOE 


Per copy, 25 cents 


RECORDER 


S THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “‘right”’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. ; pr J 
The chief purpose of **The Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 

= Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered at the Post Office, Boston, Mass., as second class matter. 


This is the great problem of the retail shoe 


Canadian, $6.00 


Foreign, $10.00 


Printed in U. S. A. 

















SALESMEN WANTED 


SALESMEN WANTED 





TANTED—Agents on commission for the fol- 
W lowing territories: Virginia, Colorado, El 
Paso, Indiana, Illinois, Ohio, Kansas, Nebraska, 
New Jersey, St. Louis, Cincinnati, Wisconsin, 
Philadelphia, Baltimore, Washington, Chicago, 
Cleveland, Minneapolis, and St. Paul. Westcott 
Whitmore Co., Syracuse, N. Y. 





UBBER FOOTWEAR SALESMAN—We need 
R the services of two live-wire, experienced rub- 
ber footwear salesmen, to start with line about 
August Ist. Must have automobile to travel with. 
Territory in Eastern New York; prefer man with 
headquarters in Albany, N. Y. Territory in South- 
em Central New York; prefer man with head- 

uarters in Elmira, N. Y., or vicinity. Old estab- 

lished territory now producing nice returns. Com- 
mission and drawing account. _Reply, giving ter- 
ritory covered, references, experience, etc. A dress 
D-308, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





CALESMAN—For trade outside New England. 
\ Fine line women’s turns, a eg nov- 
elties. comforts. Liberal commission. ayman 
Shoe Co., 26 Washington Sq., Haverhill, Mass. 





CALESMEN for specialty ladies’ silk hosiery, 
0 selling five styles to the dry goods, shoes, and 
specialty shops; several territories open. State 
territory covered and line now handling. Address 
K-616, care Boot and Shoe Recorder, 127 Duane 
St., New York. 





V 7ANTED—Experienced salesman for Ohio 

to represent one of Rochester's leading fac- 
tory lines of juvenile shoes. A short specialty line 
at popular prices with superb factory stock service. 
Old established line and many open accounts in the 
territory. We havea very liberal contract for a 
“live wire,” and our line may be sold in connection 
with one other non-conflicting line. Applicants 
kindly state length of time on the territory and 
other important particulars, and be in a position 
to furnish the best of references. Address H. H. 
Freeland, Manufacturer, established 1896, Roches- 
ter, N. Y 





\ ANTED—Salesman for High Grade Men's 

Welits. Traveling the States of Indiana, Illinois, 
Ohio, Kentucky, and the Southern States. Ad- 
dress D-309, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





S ALESMEN—A real representative, not an order 
taker, wanted for old-established Brooklyn fac- 
tory making strong line of novelties and ortho- 
pedic shoes. Wonderful opportunity for man with 
first-class reputation and following. Address 
D-310, care Boot and Shoe Recorder, 127 Duane 
St., New York. 





V ANTED SALESMEN to sell the Tom Boy 
line of Milwaukee-made children’s stitch- 
downs, consisting of twenty styles. In-stock propo- 
sition. Can be carried as side line in the following 
territories: Ohio, Indiana, Southern Michigan, Il- 
linois, lowa, Minnesota, Western Wisconsin. Ad- 
dress all applications, with full particulars, to 
Tom-Boy, 232 Broadway, Milwaukee, Wis. 








IVEWIRE SALESMAN WANTED for New 
4 England territory, also New York State and 
Vicinity. Strictly commission basis. _ Infants’, 
children’s, misses’, growing girls’ McKays and 
turns. Stock proposition. Will turn over all ac- 
counts. Address D-312, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





QALESMEN WANTED—We are manufacturing 
\ 4 line of boys’ and youths’ high-grade welt shoes 
and wre in the market for shoe salesmen that would 
be interested in carrying a line of this kind. Write 
us, stating ability, experience, references, etc. 
Address D-313, care Boot and Shoe Recorder. 207 
Sout! St., Boston, Mass. 








Prominent manufacturer of 
children’s, misses’, and grow- 
ing girls’ Goodyear welts offers 
an exceptional opportunity to a 
successful salesman for sales 
managership and an opportu- 
nity to invest and become a 
member of firm. A high-power 
type only need apply. State 
qualifications and references in 
first letter. Address D-314, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 























POSITION WANTED 


ETAIL SHOE MAN, single, 25, wishes position 

to take charge of stors. Eight years’ experi- 

ence. Presently employed as manager. A _ per- 

sonal interview will give details. Address K-617, 

re Best and Shoe Recorder, 127 Duane St., New 
ork. 











POSITION WANTED 
BY 
Shoe Manufacturers’ 
Accounting Executive 


I have had 7 years’ experience in han- 
dling general accounting, costs, tag, 
and payroll departments. Can handle 
financial end of business, negotiate 
loans, etc. Am desirous of becoming 
associated with a progressive concern 
desiring the services of a man of my 
qualifications. Best of references fur- 
nished. Address D-315, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 




















TO RENT 

















OFFICE FOR RENT FOR 
SHOE MANUFACTURER 


A splendid office for rent in the Albany 
Building at reasonable figure to high- 
grade manufacturer. This office has 
outdoor light and air and every con- 
venience. Phone Beach-2717. 

















GHOE department for rent in a large ready-to- 
wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 
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Juvenile Shoe Corp., Carthage, Mo 5, 232 





Karelis Shoe Co, Haverhill, Mass........... 7 

Keith, Geo. E., Co. , Brockton, Mass ..172 
Kimball & Sherman Co., Haverhill, Mass... 66 
PROSE, Be Bag Gy cc cccccccccceccccseccces 179 
La France Shoe., Lynn, Mass............-- 99 
Lexington Shoe Co., ceweeraan, A cévcnae 69 
Lilly, Henry, New York City............... 248 
Lippitt-Alfond Shoe Co., Lynn, Re bo 


Lunn & Sweet Co., Auburn, Me... 
Lynn Market... 05, 96, 97, 38 
Lyons & Hershenson, Inc., Chelsea, Mass. . . 156 


osteuahiie Consey Ca Co., Lynn, Mass... .. 115 
MacMaster, J. J., Rochester, NY :. 214 
Marco Shoe Co., Haverhill, Ny se'eaeeceae 

Marshall, C. S., Co., Brockton, Mass........ 187 
Maid-Rite Felt Slipper Co., Inc.......... .245 
Marston & Tapley Co., Danvers, Mass. .... . 248 
Martin, A. H., Rochester, N. Y. 249 


Meier, John, Shoe Company, St. Louis, Mo. 11 
Mitchell-Caunt Co., Lynn, Mass. .109 
Murphy, Gorman & Waterhouse, Lynn, 
3a ere 1 
Menihan Company, Rochester, N. Y........ 213 


Nathan-Morphy Shoe Co., Auburn, Me.....154 
Nettleton, A. E., Syracuse, N. Y. d 

Newcomb-Anderson Shoe Co., Rochester. 249 
Nu-Baby Shoe Co., E. Lynn, Mass. . 249 


Olenick, I., New York City........ 
Oriental Boudoir ee Co., Haverhill, 
ass , 


Outing Shoe Co., Boston......... eeeer i71 


Packard, M. A., Co., Brockton, Mass. .. 
Peck, Frederick S., Worcester, Mass 
Phillips-Cram Corp., Haverhill, Mass. . . 
Philmall Inc., Philadelphia, Pa... . . , 
Plant Bros. & Co., Manchester, N. H. 

131, 132, 133, 134 
Posner, Dr. A., Shoes, Inc., Brooklyn, N.Y. 9 
Poole & Johnston, Inc., Brockton, Mass. .. . 163 


Ramsey, E. J., Co., Brooklyn, N.Y... ~— 
Rialto Shoe Co., L ynn, Mass ‘ . 
Rice & Hutchins, Inc., Boston 

Richards & Brennan Shoe Co. > Ranta, 


ass 
Rosenberg, S. , & Sons, Boston 18, 19 
Russell, Wm. C., Moccasin Co. ., Berlin, Wis.236 
Sargent, D. D., Salem, Mass ... 199 


Smith-Briscoe Shoe Co., Lynchburg, Va .247 
Smith, Wm. Sumner, Chicago 250 
Stacy-Adams Co., Brockton, Mass 246 
Stetson Shoe Co.. So. Weymouth, Mass, =, 247 
Stockbridge Shoe Co., Haverhill, Mass 68 
Stone, K. M., Com., inc. -, New York City, 


2, 248 
Sullivan, P., Company, Cincinnats, Ohio... .242 
Tessier & Bowdin, Haverhi |, Mass .77, 245 
Thompson Bros. Shoe Co., Brockton .. .246 
Thompson-Crooker Shoe Co., Boston eC 
Torrey. E. S., Boston ne . . 186 
Triangle Shoe Co., Brooklyn, N. Y........ .255 
Union Shoe Co., Brockton, Mass . 247 
United States Rubber Co., New York City, 
192, 231 
Watson Shoe Co., Lynn, Mass 112 


Weber Bros. Shoe Co., No. Adams, Mass. .. . 146 
Westcott-Whitmore Co.. Syracuse, N.Y... .244 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis., 
Front Cover 
Whitman & Keith, Brockton, Mass 246 
Williams, Arthur A., Shoe Co., Holliston, 

Mass heise 
Williams, Clark Co., Lynn, Mass : cn ae 
Witherell & Dobbins Co., Haverhill, Mass .. 76 
Witherell, E. A. & M. C., Co., Haverhill. .69, 245 
Wright, E. T., & Co., Rockland, Mass. . 181 


Ziegler Brothers, Inc., Philadelphia, Pa... ..191 
FINDINGS AND SHOE STORE SUPPLIES 
Allen Hosiery Company, Philadelphia, Pa. . . 208 
Bicycle Step Ladder Co., Chicago. . ; 257 
Carson-Pirie & Scott 204 
Chicago Wire Chair Co., C “hic: ago, Il. 257 
Coultas Co., D. W., Providence, R. I ... 250 


Dalrymple-Pulsifer Co., Haverhill, Mass.... 82 
Decorators Supply Co., Chicago ... 168 


Elastic Tip Co., Boston. ... .249 
Electric W indow Salesman Co., Boston .. 249 
Ellis, W. E., Co., Haverhill, Mass 251 
Emery & Beers Co., Inc., New York C ity “poe 


Fashion Ornament Co.. Brooklyn, N.Y... .250 


General Industrial X-Ray Co., Milwaukee, 
is ; ; ae 





Hecht Fixture Co., Chicago................ 4 
Holyoke Silk Hosiery Co., qq Mass. .. 212 
Kahn, Edw., E., Co., Brooklyn, N. Y....... = 
Kescot Mfg. Co., Providence, R. I.......... 
Millbradt Mfg. Co., St. Louis, M . 257 
Miller, O. A., Treeing Machine Co. Brock- 
ton, et ee re on cae vi . 180 
Onken, Oscar, Co., Cincinnati, Ohio. ..... . .257 
Parisian Beading Works Co., . = 7. .250 
Propper Silk Hosiery Co., New York City. . . 206 
Radmoor Mills, Philadelphia............... 210 
Vanity Novelty Works, Brooklyn, N. Y..... 250 


Whitcher, Frank W., Bosto Al 
Whittredge, C. R., Co., Geennaesess, “Mass. 114 


MACHINERY, LASTS, MFRS. SUPPLIES 
DRESSINGS, ETC. 

Barton Manufacturing Co., Waco, Texas. ..170 

28 


Boston Blacking Co., ton. . ; a 
Beckwith Mfg. o., __ > aap -. 


Cincinnati Last Co., Cincinnati, Ohio... .32, 251 


Dunbar Pattern Co., Boston........... 57 
Griffin Mfg. Co., New York City....... 253 
Lynn Last Co., Lynn, Mass............ 110 


Meyer, John C., Thread Co., Lowell, Mass. .214 
5 England Wood Heel Co., Haverhill, 
on 


Rogers Fibre Co., Boston... eae 157 


Tubular Rivet & Stud Co., Boston... . 262 
United Fast Color Eyelet Co., Boston 174 


United Last Co., Boston. ... 56, 160 
United Shoe Machinery Corp., Boston, 
, 148, a 

Whittemore Bros., Cambridge, Mass 
Wiechman Pattern Co., Cincinnati, Ohio 2st 
Wind Insole & Counter Co., Campello, 

Me «<6 caneue nad ‘ 251 

LEATHER AND OTHER MATERIALS 

American Hide & Leather Co., Boston. . 227 


American Oak Leather Co, Cincinnati, 0. . . 239 
Amalgamated Leather Companies, Inc. 


Wilmington, Dei. . 196 
Avon Sole Co., Avon, Mass. ey 
Barnet, J. S.. & Sons, Inc., Boston... 162 
Beggs & Cobb Co., Boston. ..... 251 
Bristol cptene Leather Co., Boston 8 
Byron, W. D., & Sons Leather Co., Boston. . 146 
Cedar Cliff Silk Co., New York C me. 16-17 
Chamberlain, B. F., Boston. ..... 251 


Clifton Mfg. Co., Boston......... 
Creese & Cook Co., Boston. ....... 
Farnsworth-Hoyt Co., Boston. . 

Gallun, A. F., & Sons, Milwaukee, Wis 27 
Goodyear Tire & Rubber Co., Akron, Ohio. . 184 
Hanover Rubber Co., W. Hanover, Mass 130 


228 
22-251 
60 


Jones Co., F. E., Boston... .. 251 
Kenworthy Bros., Stoughton, Mass 144 
Kepner, C. D., Boston 116 
Kistler Lesh & Co., Inc., Boston. . 214 
Larkide Co., Boston. . . 153 
Lawrence, A.€ :., Leather Co., Boston 58-124 
Levor, G., & Co., Inc., New York City... 254 
Lucius Beebe, Boston. . . : 10 
Monarch Leather Co., C hicago. ill 236 
New Castle Leather Co., New York City 4 
Panther Rubber Co., Stoughton, Mass 83 


Pfister & Vogel Leather Co., Milwaukee, Wis.175 
Quabaug Rubber Co., No. Brookfield, Mass. . 167 


Skinner, Wm., & Sons, New York City. . 234 
Standard Kid Co., Boston.......... 3 
Surpass Leather Corps., Boston...... 188 
Tolman, Dow & Co., Inc., Boston. ....... 158 


MISCELLANEOUS 


Atlantic Printin ES sc acéewes 
Blacher, Chas., fico’ York City. . 

Brooklyn yy ay Syndicate. . sseec 
Calderwood & Preg., Inc., Boston. .. . 
Dejonge, Louis, & Co., New York City 
Fitchburg Mutual Fire Insurance Co. 





Fitchburg, Mass.......... Be "240 
Hooper Printing Co., Boston. .......... 252 
Hotel Essex, Boston..............-- 240 
Howard Print, C ampello. Mass. . . 14 


Kalter Cerf. Merc. Co., Max.. New York 257 
National Shoe & Leather Association. 53-15" 


New York Export Purchasing Ee, 
BE WE GE, ng. cc csnvcncecence 

Root Co., F. S., Boston........---- / 

Ranskolb, Medford, Mass.. ive 24 

Tolman Print, Brockton, Mass : .. -- 61-2: 





University Electrotype Foundry. . 
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Daniel Green 


Early Profits on Comfys 


This year more dealers than ever have seen the 
advantage of securing early delivery on Comfys, 
and have already received their shipments. 


To these wise dealers, we make a suggestion. 
Don’t wait until Christmas to display these Comfys, 
when they will have to compete with the flimsy, 
cheap slippers made up to sell only at Christmas. 





Put your Comfys on display now. Tie them 
up with our national advertising, so that your 
windows will display them at the same time that 
our full page ads are appearing in the magazines. 
You will do a very profitable early business on 
Comfys that will not interfere with your Christ- 
mas trade, as our In-Stock service will enable you 
to fill in your broken sizes. 


Our Green Book gives you valuable sugges- 
tions for merchandising and illustrates many kinds 
of effective dealer helps. Send for your copy if you 
have not already received it. 


New York Salesroomne: Daniel Green Felt Shoe Company 
116 East 13th Street General Offices: Dolgeville, N. Y. 


Chicago Sales Office: 
1107 Security Bldg. 















Wa ee a 
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The Return of the Lacing Hook 


(As Viewed by a Leading Shoe Trade Editor) 


“The lacing hook has come back. The once popular 
stud is again meeting with public favor and buyers of 
men’s footwear, retailers, wholesalers and consumers are 
demanding that shoes be equipped with the old fashion 
hook. As a result, the hook factories are now operating at 
nearly normal, and there is every reason to believe that 
this branch of the shoe industry will be on a pre-war basis 
by Fall. The lacing hook lost favor with many manufac- 
turers of both men’s and women’s shoes. About the time the 
shoemakers decreed that the hook must go, the war 
started. . 


“‘Metal and camphor used in making the celluloid hook 
coverings became scarce, the government commandeered, 
almost the entire output of the manufacturers, hooks were 
scarce, buyers took what they got and were satisfied. 


“As a result, in the days following the war the hook 
became almost a curiosity on high-grade shoes. 


“Buyers, especially men, began to demand the hook. 
Even women, in buying high sport or walking boots for 
Winter wear, sought the hook. 


“There came a moderate volume of business, amounting 
to less than 20 per cent of the normal average, less than six 
months ago. Orders’ started piling up. Today business is 
almost at the normal level, and there is every reason to 
believe that it will reach this mark in a few weeks: 


“Retailers and wholesalers are keenly interested in the 
attitude of women buyers, who in the past few months 
have been displaying keen interest in the comparatively 
few boots shown which carry lacing hooks. 


“Women of the athletic type have expressed a preference 
when buying high boots for hunting or Winter sport wear, 
for those which have the stud.” 


Lacing Hooks are F — on Advanced 
Models in Footwear for Men, 


Women and Children 


Specify Lacing Hooks, and Insist 
On Having What You Want 
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The Doctor Says 


Toe in and you can 
stand on your feet all 
day or walk all day 
and not know what 
foot trouble is. 











Tor 1n—WALK STRAIGHT 


we 


For men who want to 
step along and step 
along lively. 


Wes a man puts on a pair of Doctor Shoes he 

naturally tends to walk the way he should walk, 
toeing in. And when a man gets a pair of shoes like 
this he swears by them and comes back for more to the 
dealer who sold them. Having customers coming back 
for more is what makes a business grow. 


JOHN MEIER 


SHOE COMPANY 
SAINT LOUIS 
Good Shoes for Men since 1874 © 
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In Stoc 


READY TO SHIP 


WHITE OSTEND CLOTH WELT OXFORD 
12-8 Military Heel, Popular Last No. 206. In Stock: 
AAA to D, up to Size 9. 


No. 5310X Price $3.35 


WHITE OSTEND CLOTH ONE-STRAP WELT 
11-8 Military Heel, Last No. 209, Cloth Strap with 
Slide Buckle. In Stock: AAA to D, up to Size 9. 
No. 5311X Price $3.50 


HAVANA BROWN KID OXFORD 
Imitation Welt Sole, 12-8 Wingfoot Heel, Last No. 206. 
In Stock: AA to D, up to Size 9. 


No. 3467X Price $3.35 


HAVANA BROWN KID ONE STRAP 


Imitation Welt Sole, 8-8 Heel, Last No. 305. In Stock: 
AA to D, up to Size 9. 


No. 3469X Price $3.25 





BLACK KID TWO-STRAP SLIPPER 



























McKay Sole, 13-8 Military Heel, Last No. 206. In 
Stock: C to E, up to Size 9. 


No. 3385X Price $2.65 


| 


THE IRVING DREW CO. 
PORTSMOUTH; OHIO. 


eee 
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In Stock 


READY TO SHIP 


ee 
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No. 5146X 
HAVANA BROWN 
KID WELT OXFORD 
14-8 Wingfoot Heel, 303 
Last 
Price $5.35 





No. 5148X 
Same as Above in Black 
Kid 
Price $4.75 





Arch Rest 
in Stock 





BLACK KID TURN SLIPPER 


Two Button Strap Patent Insert 12-8 Military Heel 
, Last No. 206 


No. 4145 Price $4.00 


PORTSMOUTH, OHIO. 


i i i i i i i a tt tt tt a a a aN 


EEN ll lle ll mm hmm 




















No. 5214X 
HAVANA BROWN 
KID WELT OXFORD 
13-8 Wingfoot Heel, 
Combination Last 

No. 215 


Price $5.35 





No. 5240X 
Same as Above in Black 
Kid 
Price $4.75 


THE IRVING DREW CO. 


<P NIN II 
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IMMEDIATELY AFTER FRIDAY 
THE BOSTON SHOW JULY 14th 





COMES 


THE BIG OUTING 


Sail Down the Harbor 
Big Clambake 
Ball Game Sports | 





HOW TO GET ABOARD? 
RETAILERS SHOE ‘TRAVELERS 


Register at the Shoe Travelers’ 
Booth, Mr. T. A. Delaney in 
charge, and you will receive a 
little card that “admits to all.” 


When you register at the 
3oston Show, your ticket will 
be given you. Be on the look- 


out for it. 


FRIDAY the FOURTEENTH 


All Information Gladly Furnished by the Hosts 


| The Boston Shoe Travelers’ 
Association 


William H. Larkin, President 183 Essex Street, Boston 


This Page with the Compliments of the National Shoe and Leather Exposition and Style Show 
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onstant Comfort 


‘**America’s Best Comfort Shoes’’ 





60 Staple Styles 
IN STOCK 


No Delay in Shipping 





No. 478R—High Grade Black Kid Oxford, 11-8 i 
? 7 x dG, ii No. 83R—Black Kid Two-Strap Sandal, 12-8 
apm Heel, Gray Ooze Lining, Combination Wingfoot Heel, Gray Ooze Lining. 


wera ae in Stock A, B.C. Dy, B........--.00c0e. $2.65 
a — — ~ me ™ Both 4 No. 47R—Similar Style, Next Grade, with Drill 


$8.1 Lining, No O 
. . g, No Ornament. 
a eg n Last Carries B Ball, A Instep, AA ie Seeek A & & D, in0tnesecennnunne $2.25 





















No. 87R—Black Kid Two-Strap Sandal, 12-8 
Cat’s Paw Heel. 

















In Stock A, B, Ge D, E oe ° .$2.25 

tee. e-Strap. $2.15 No- 90R—Black Kid Stock Tip Oxford, 9-8 Cat's 
No. 52R—Best Quality Black Kid Oxford, I mita- See ee yee Paw Heel. ‘ 
tion Perforated Tip, 13-8 Wingfoot Heel, Gray Boi trStock © De EEE no... 92.38 












— Lining. 
50R--Same se e ne Toe. 
Both oe Dees A, Dy Ge WD cs vecssccue $3.60 












- No. 285R—High Grade Black Kid Two-Strap No. 81R—Black Kid One Strap Sandal, 8-8 Cat’s 
No.74R—High Grade Black Kid Blucher Oxtord, Pump, Gray Ooze Lining, 12-8 Wingfoot Heel. hag Heel, Gray Ooze Lining .........-.«. 40 






a Cat's Paw Heel, sin’ Ooze Lining. $3.00 No 86R—Same Stvle. Next Grade. Drill Lining, 
No. 73R—Same oD ~ anes wy Orford. No. 282R—Same Style in One-Strap...... 2.85 ‘Constant Comfort” Heel. 
Both In Stock B, C, D, E.............. Both In Stock A, B, C, D. Mesh Se Genes B.C, BD, Bec ccccccccscce $2.00 





Ault-Williamson Shoe Co. 


Manufacturers , 
Auburn = 33ayeuzsorrie. meso smeer =. | Maine. 


Kansas City, Mo., Office—Suite “C” Mass Bidg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 
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“CAMMEYER” 


NEW YORK 





Americen Seating Co., 
119 West 40th St.. 
Wew York City. 


Gentlemen - 


It gives me plea e to recommend to any- 
one interested in"shoe store chaire”, the very 
efficient, praiseworthy chairs of your meke 


We have used the Ateriosn Sestine Company's 
chairs, for over twenty yea many of th in our 
Sixth Avenue etore being of @ original instslietion 
deting beck thie very considerable period. 


In addition, we adé, the chsirs which you 
furnished for our Branch De Luxe, 361 Pifth Avenue, 
have proved eminently satisfectory, end have excited 
auch favorable comment. 


With this recor4 of service, we have given 
you recently en order for over two hundred chaire, 


for instellation in our new Newerk branch to be open- 
ed in Septenber. 








“"ganmerer” 


amore om + nae 
-— 
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IN-STOCK — 


For Summer and Early Fall 
GROWING GIRLS’ LOW SHOES 


Five Fast Selling Low Heel, Tailored Patterns, Made Over TWO popular Lasts 








eZ : 
No. 17948—Patent Leather Golf Pattern Lace No. 14950—Nut Brown Calf Full Quarter, 
Oxford, Last 65 Frenchy, 2%4-7, A to D Imitation Straight Tip Lace Oxford, Last 65 
Price $3.75 ; Frenchy, 24-7 A to D...... Price $3.50 




















~~ 
LS 





—— 
= \ 
—-— 
No. 17550—Black Calf Full Quarter, Imitation No. 13555—Mahogany Kid maul Quarter Cap No. 31548— Mahogany Eric Calf G olf Mar 
ye Fr Lg Lace Oxford, Last 50, 4-8 AAA to toe Lace Oxford, Last 50, 4-8 AAA-AA; 3-8 A, Lace Oxford, Last 50, 4-8 AAA-AA; 3-8 A,B: 
AA; A, B; 2%-8 C, D;..... Price $3.50 B; 24-8 C, D; .. Price $3.75 214-8 C, D; ae Phive $3.50 

















TAILORED TWO-STRAP SLIPPERS IN SAME MATERIALS, OVER 
SAME TWO LASTS (50 AND 65) AT SAME PRICES. 


MAKE EVERY MONTH A PROFITABLE MONTH 

The ‘Growing-ups’ want shoes like the ‘Grown-ups’ are wearing. You merchants 
who supply this want will make August a profitable month. We have the shoes 
with snap and style, for GROWING GIRLS, oxfords that fit growing feet. They 
are rightly made, all solid leather inside and out, calf skin uppers, solid oak outer 
soles and insoles, Red-Line-in linings, leather quarter lining, wood pegged leather 
heel or Spring Step rubber—rightly priced—Calfs $3.50 (Patents and Kids at 
$3.75). ‘Foster’ bottom stamp or unkranded 


Terms 2% 10 Days; Net 30 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 






































Rez. U. 8. Pat. Of. 
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The only real test of any shoe leather is 
the service it gives in the shoe. Mark then 


what users say of TOBACCO BROWN 
VICI KID. 


Manufacturer---“We have always used it with 
great satisfaction. Your shades 
have been very even and the 
quality of the leathers first class.” 














Retailer---“Have always found VICI colors 
run very uniform and therefore 
easy to match.” 






Consumer---“These shoes have held _ their 
color better than any brown kid 
| have ever worn.” 


There is only one VICI KID 


There never has been any other 












It should be borne in mind that the only VICI KID is made solely by 






ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 


PHILADELPHIA $3 38 $3 PENN. 
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THE SHOE PROBLEM 


is ever with us 


BUSINESS CONDITIONS MAY VARY BUT FOOTWEAR 
CONTINUES TO WEAR OUT AT AN UNVARYING PACE 


Three Auctions--Shoes & Shoe Findings 





At 
PHILADELPHIA, PA. 
July 28th, 1922 


16,496 Prs. Trench Boots New, 


A STEADY 
GRIND 


Pavements are relentless in 
their attacks upon our footwear. 


At COLUMBUS, OHIO 
July 20th, 1922 
102 Prs. Field Shoes, New, 


1,495 Prs. Heavy 
Wool, 


Stockings, 













Humanity must be shod and 
there is probably no more stable 
demand than in this field. 
These three auctions present a 
splendid opportunity both for 
dealers in shoes and in shoe 
findings to bid in good stock at 
advantageous prices. The three 
catalogs (which will be sent 
upon application to the three 
addresses given below) may, 
contain other items that will 
interest you. Send for them. 
The Government reserves the 
right to reject any or all bids. 





395 Prs. Leather Heels, 

612 Prs. Top Lifts, 

113 Prs. Insoles, 

181 Prs. Heel Plates, 

101 Lbs. Stitching Wax, 
Shoe Stretchers. 





At Camp Jackson, S.C. 
July 25th, 1922 


11,360 Prs. Service and Garri- 
son Shoes, 

Prs. Field Marching 
Shoes, with and without 
hobnails, 


66,012 











9,000 Prs. Russet Shoes, re- 
paired, 
193 Prs Gymnasium Shoes, 
7,115 Prs. Cotton Stockings, 
44,770 Prs. Wool Stockings. 























For Catalogs, Write:— 
COLUMBUS AUCTION 


FOR 
Q.M. SUPPLY OFFICER, 1819 W. Pershing Road, 


FOR CAMP JACKSON AUCTION 
Q. M. SUPPLY OFFICER, Candler Warehouse, 


FOR PHILADELPHIA AUCTION 


Q. M. SUPPLY OFFICER, Ist. Ave. & 59th. St., 


131,550 Prs. Heel Lifts, New, 
60 Prs. Overshoes, 
1,396 Awls, Assorted, 
7 Lap Last Bases, 

40 Trimming Blades, 

927 Heel Burners, 

568 Needles, Assorted, 

798 Rolls Sand paper, 

298 Rolls Garnet Paper, 
15,000 Shoe Tags, ; 
35,536 Lbs. Nails, 

Cobblers Hammers, 
Cobblers Rasps, 
3 Shoe 


chines, 
1 Welting Machine. 


Riveting Ma- 











CHICAGO, ILL. 
ATLANTA, GA. 
BROOKLYN, N. Y. 









——_—_ 


: 

















WAR DEPARTMENT 


=> 





— 
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A Test for Toughness 


Toughness is an important element of yuality in a rubber heel. 
One test for toughness is to make a single cut with a knife, 44-inch 
deep, across the center of a full heel —_ front to back: then bend 

until the sides meet. If it does not break or tear a the 
bottom of the incision, the rubb om position is as strong as it 
an be made. 


because-— 


in every heel that leaves the gerne | 
the rubber composition is tough 
enough to stand the test shown 
above. This is one reason why it 
ate double the wear of the ordinary 
eel. 











CHICAGO —E = ~ BOSTON -] MUBBE Louis 
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SOMETHING DIFFERENT! 


RUEPING’S SEMINOLE CALF 


COLOR NO. 34 


Smooth Chrome Russia 
Our New Rich Brown Shade 

















The steadily increasing demand for Seminole Calf Color 
No. 34 from manufacturers of high grade footwear is evidence 
that this new shade of brown is going to be exceedingly popu- 
lar. Ask the makers to show you samples in which Rueping’s 
Seminole Calf No. 34 is used. 









The workmanship on this leather assures — 






An exceptionally fine grain 






Mellow feel to insure comfort 
Uniform shade—one that will resist 
factory stains and rag up bright when 
finished 






Heads and flanks well worked out 
giving the utmost in cutting results 


RUEPING’S UPPER LEATHERS PRODUCE 
QUALITY PLUS SERVICEABLE 
FOOTWEAR 
















Fred Rueping Leather 


Company 
MARK FOND DU LAC, WISCONSIN 
Established 1854 
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The Popular One-Strap 








Visiting buyers are 
urged to visit Booth 
No. 151, Boston 
Style Show, and see 
our complete line of 


samples. 























No. 550. Price, $4.00 
Patent Dora one-strap Goodyear welt, Tremont 
last, 13-8 rubber heel. AA to C. 
No. 551—Same in Black Kid............ $3.75 





No. 379. Price, $4.00 
Patent Flora one-strap, single sole, Tremont last, 
13-8 military wood heel. AA to C. 


Wherever you go the 
one-strap is still the 
favorite. Here we show 
them in Patent leather, 
Satin and White 
Reignskin. 


I 
N 
S 
T 
O 
C 


K 


Many other styles 
carried in stock 


Send for catalog 





No. 345. Price, $3.75 
Patent Fenway one-strap, single sole, full leather 
Louis heel, Euclid last. AA to 


No. 344—Same in Black Kid............ $3.50 





No. 552. Price, $3.50 
Peters White Reignskin Dora, one-strap Goodyear 
welt, Tremont last, 13-8 rubber heel. AA to C. 





No. 380. Price, $4.00 
Black Satin’ Dora, single sole, Tremont last, 13-8 
military wood heel. A to C. 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


C. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


.— > << ¢ ——EE ¢ <6 ce 0 ee 6 eee ee eee 
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DUTTENHOFER 
QUALITY 


Throughout our steady and success- 
ful growth, since 1888, we have main- 
tained a high standard of quality in 
Duttenhofer Shoes — and, thus, today 
both our name and trade mark are 
the symbols of an unequaled reputa- 
tion. 


! 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Our carefully selected organization 
seeks always to be mindful of the re- 
sponsibility our established reputation 
for dependable footwear places upon 
us. 





rises 


: $$ OO OS OS 


Our large volume of business today, 
we believe, is greatly due to the fact. 
that we desire to give the dealer real 
honest values. 
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CINCINNATI,OHIO 3, 
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QUALITY PT&r SERVICE 





BARNET LEATHER CO,, Inc. 


81 Fulton Street, New York City 


New England Distributor: 
Barnet Leather Co. Inc. of Mass. 
98-100 South St., Boston, Mass. 


Tanneries: 


Little Falls, N. Y. 
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BRANDED OR UNBRANDED 


NEW STYLES OF WOMEN’S WELTS 


ALL IN STOCK, READY TO SHIP 


So you can 
capture 
immediate 
customers 
with these 
attractive 
shoes 





Stock No. 118—Women’s 614 One Strap 
Oxford. White Calf Cutout Vamp and 
Top. White Silk French Cord. 7 Edge. 
Leather Sole. White Welt and 11-8 Heel. 
End Box. 31 Last. Widths AA-C. Code 
“Dot.” Price $5.35. 


Stock No. 117—Women’s 614 One Strap 
Oxford. All Patent Colt. Cutout Vamp 
and Top. Black Silk French Cord. 7 
Edge. Imt. Turn Sole. 11-8 Heel. End 
Box. 31 Last. Widths AA-C. Code 
“Dolores.” Price $5.25. 


Stock No. 114—Women’s 610 Strap 
Sandal. Patent Colt. French Binding, 
Black Silk Cord. Black Pearl Button. 
7 Edge. Imt. Turn. 11-8 Heel. End Box. 
31 Last. Widths AA-C Code “Dearie.” 
Price $5.00. - 





Steck No. 111—Women's 407 
Oxford. White Calf Vamp, Top, 
Foxing and Shield Tip. Patent 
Colt Eye Stay and Apron. Perfor- 
ated Throughout. White fitted 
Leather Sole and 10-8 Heel. Last 
31. Widths AA-C Code “Delight.” 
Price $5.35. 


OUR LINE IS ON 
DISPLAY AT OUR 
BOSTON OFFICE 
207 ESSEX ST. 





Stock No. 151—Women’s 404 Lace Oxford. 
Long Inside Counter, Black Kid Vamp, and 
Top. Leather Sole and 10-8 Heel. Cottage Top. Leather Sole and 10-8 Heel. Cottage 
Shank. 27 x last. Widths AA-D. Code shank. 31 Last, Widths AA-D. Code 
“Dinah.” Price $5.35. “Dinora.” Price $5.35. 

Stock Ne. 153—Women’s 404 Lace Oxford as Stock No. 152—Women’s 404 Lace Oxford as 


: Hi above with regular counter. Code “Doris” 
above with Regular Counter. Price $5.25. Price $5.25. 


CHARLES A. EATON COMPANY 


‘The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 


Stock No. 150—Women’s 404 Lace Oxford. 
Long Inside Counter, Black Kid Vamp and 
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The standard Goodyear Wingfoot Heel, made in black, 


white and tan, for men's, women's and children’s shoes 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WEINGFOOT 
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NSIST on Goodyear Wingfoot 
Heels on the shoes you buy. 


Their quality is at the highest peak; 
their price is at bedrock. 


You have no reason for accepting any- 
thing else. 


There is no substitute for Goodyear 
Wingfoot Heels. 


They fit perfectly. Their resilience 
lasts. Goodyear means good wear. 


A complete line of them is made for 
men’s, women’s and children’s shoes. 


More people walk on Goodyear Rubber 
Heels than on any other kind 


See the new Goodyear Sport Bottoms. Per- 
fectly designed for street wear, outing service 
and athletics generally, this combination of 
Goodyear Wingfoot Heels and Neolin Soles 
has all the standard qualities of both—resili- 
ence, durability, waterproofness, comfort 


ly 





BOOT AND SHOE RECORDER July 8, 1922 








| 


BOOTH 179 


AT BOSTON STYLE SHOW 


BOSTON OFFICE 


207 ESSEX STREET 








Jot the above addresses down in your note book so 
you won't miss seeing what we have to show in the 


“KEITH’S KONQUEROR” LINE 
OF MEN’S AND WOMEN’S SHOES 


The Preston B. Keith Shoe Co. (“m2”) Brockton, Mass. 

















THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


— ‘HERE IT IS”— 


TIPS TIPS — TIPS 


. a 
& FS m0 TP 
A: PAT. OCT. 18 Bod 
e sently, they 
} 


he J 
J 
THERE % no metal in the tip- of “HUBTIP” Shoe Lace 
rewiain adiwa . Pp mancrit HIACK Never S k 
Made of fast color braid, will wear twice 


CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 
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Study Chiropody 


Learn this new, dignified, money making 
profession now 


Chiropody offers a splendid field for both men and women, especially those 
with shoe experience, to make big money in a high-grade,’ rapidly growing 
calling. The demand for Graduate Chiropodists is far greater than the 
supply. 

The Illinois College of Chiropody occupies a four-story building, and has 
an excellent faculty of physicians, chiropodists, surgeons, chemists and 
orthopedists. Day and evening classes. 

College has thoroughly equipped, modern laboratories and the largest 
foot clinic in America. Degree, Doctor of Surgical Chiropody, is conferred 
upon those satisfactorily completing course. 


9th SUCCESSFUL YEAR SEND TODAY FOR FREE CATALOG 


ILLINOIS COLLEGE CHIROPODY 


1327 N.Clark St., 


COUPON FOR INFORMATION 


Please send me catalogue and full information regarding your courses. 








BOOT AND SHOE RECORDER July 8, 1922 








Baltimore Calls 


It’s going to be more than a “good time”’ for you, though. For we know 
that you are first of all a business man; a merchant who must know where he 
can buy his merchandise to best advantage. 


And so Baltimore 
will first of all 
have the answer 
and proof for that; 
in hundreds of 
booths will be the 
indisputable  evi- 
dence that you can 
do better here;that 
Baltimore manu- 
facturers and jobbers 
leadin a hundred ways. 


- The merchandise exhibit 
like that of last year will 
be displayed in the great 
Fifth Regiment Armory, 
one of the largest and 

finest buildings of its kind in the United 

States. Every: available booth has al- 
ready been taken and the various ex- 
hibitors are straining every effort to 
make the exhibit not merely fully 

representative of their great market, 

but to introduce novel features which 
will completely eclipse the profusion and 
beauty of last year’s exhibition. 
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The Baltimore Fashion Show of 1922 
will be under the direction of 


ARTHUR VOEGTLIN 


Originator of the World-Famous New York Hippodrome 
Spectacles, Producer of London’s present Drury Lane Sensa- 
tion, 


**~DECAMERON NIGHTS’’ 


The man who has given the world, Heroland, Wars of the 
World, America, Under Many Flags, The International Cup, 
A Trip to Japan, the gigantic production of Pinafore. 


Supreme artist in stagecraft. The unsurpassed in repre- 
sentation of scenic effects. Overlord of pageantry. One who 
revels in color, splendor and movement. One who never fails 
to leave his audience gasping with astonishment and delight. 


Special Trains Special Steamers 
Special Accommodations 





BALTIMORE 
asvshion Show 


71 -operative Manutacturers Exhibit 
August 7th to 19th 
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464—Medium Tan 
Boarded Veal, No. 14 
Foxed Bal, Sport Last, 
Leather Heel, stitched 
all around, Full Double 


Sole. 































“Substantiality”’ is the 
word that best fits the 
Weber line of Union made 
shoes for men. 






Established standard of 
value make this an always 
reliable line to retail at 
$5 to $8. 








New York Office, H. Harris, 1328 
Broadway, Marbridge Building 


Wr 
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NOS. 1375-1375% 











HARMONY 


Buckles will be an im- 
portant factor in 
making strap slip- 
pers attractive for 
Summer. 


¥ 


We are in a position 
to supply buckles of 
the finest quality in 

No. 1364 a variety of designs, 


sizes and finishes. 


¥ 


“Anchor Brand” 
‘Buckles harmonize 
with straps and 
vamps in desirable 


¥ 


If interested in seeing 
samples, Lindly write 
stating sizes and fin- 
ishes desired, and we 
shall be pleased to 
co-operate with you. 


NO. 1374-1374 








NOTE 
NO. 1141 All leading jobbers 
sell ‘‘Anchor Brand’’ 
Write for booklet showing Suites 


other designs. 























NORTH & JUDD MFG. CO., 


NEW BRITAIN, CONN., U. S. A. 


NEW YORK ST. LOUIS 
127 DUANE ST. 608 VICTORIA BLDG. 


CHICAGO SAN FRANCISCO 
326 W. MADISON ST, POSTAL TEL. BLDG. 
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The novelty, attractiveness and 
practicability of this Russian 
Boot have captured the imag- 
inations of thousands of buyers 


and dealers. 


They foresee for it a triumph 
unparalleled in the whole 
rubber footwear industry. 


The new Goodrich Pavlovo 
has waterproof jersey fabric 
with broad cuff F gray or black 
Astrakan cloth; 


—cuff can be turned up 
and buttoned in very stormy 
weather—then equivalent in 
height to six-button arctic; 
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—no buckles. Folding gusset 
vent concealed under Astrakan 
cuff held by single snap button; 


—easier to slip on—more 
comfortable; 


—lined with wool fleece — 
cozy. 


Goodrich has immense facil- 
ities for production but even 
these are heavily taxed to keep 
pace with demand anddelivery. 


Do not delay ordering. Com- 
municate with your nearest 
Goodrich branch for prices. 
First come, first served. 


THE B. F. GOODRICH RUBBER COMPANY, Akron, Ohio 


NEW YORK CHICAGO 


MINNEAPOLIS 


KANSAS CITY DENVER 
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Order Goodrich Pavlovo Boots Now! 


SEATTLE 


BOOT AND 














EPARTMENT 5 

solves the problem 

of economically handling 

a high-grade shoein small 
communities. 


When the co-operation 
of Dept. 5 is sought, 
large stocks become un- 
necessary. 


The bugbear of carrying over from 
season to season unsalable shoes dis- 


appears. 


A very limited initial investment, fol- 
lowed by the intelligent use of Dept. 5, 
makes it possible for a merchant to 
make a surprisingly large and satis- 


factory turnover. 


Both Men’s and Women’s Stetsons are 
carried in stock in Dept. 5 in a variety 
of styles—all quickly salable. If you 
feel you would like to handle a strictly 
high-grade shoe in the most favorable 
way, write us and we will explain in 
detail the advantages of Dept. 5. 


Ce THE STETSON SHOE 
COMPANY, Inc. 


a" SOUTH WEYMOUTH, MASS. 
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IB[A 


TURN S. 


Reg. U.S. Pat. Off. 


Style 253B—Patent leather barefoot san- 
dal. In stock, immediate delivery. 
Price per pair er | 


SUPERIORITY 


We manufacture for the retail trade exclusively a 
complete line of children’s superior quality flexible 
turn shoes. Sizes—full and half, 1 to 5. Every 
shoe sample lasted and 


GUARANTEED ALL LEATHER 


Soles cut, in our own factory from highest¥grade 
flexible oak-tanned bends. Highest quality leather 
counters, insuring longest possible wear. All styles 
made with mock heel. 


Send for In-Stock catalogue 
of more than 40 styles 


Me », aaa 
“&{ i") y i 


IMPERIAL 
CHILDRENS SHOE 
CORPORATION 


ROCHESTER —_ NEW YORK 


July 8, 1922 
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Sn Womanhood- 
style with the 
comfort of the 










OW can such stylish shoes be such comfort- 

able shoes? That is what dealers are 
hearing about Johansen’s Feeture Arch shoes. 
The comfort longed for, but dispaired of, be- 
Rigid comes a reality. 





The patented exclusive two way arch, abso- 
lutely rigid, yet completely flexible, brings back 
the comfort of the barefoot days of childhood; 
yet without the sacrifice of the style so dear to 
_—__. 7 womanhood. Corrective and preventive, and 
Yet Completely a welcome relief to normal feet, because rigid 

Flexible support is combined with the muscle freedom. 











Dealers handling jJohansen’s Feeture Arch 
Shoe find it a wonderful trade builder. Who is 
going to be the dealer in your community? 
Why not write today for full particulars. 





ohansen Bros. Shoe Co. 


Makers- Women's Shoes Exclusively 
Saint Louis. 
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You Will Need This 


Stylish New White Oxford 





IN S ] O K SIZES AND WIDTHS 

C ca ei eiee 4% to8 

° . With ds aes eem eee 3% to8 

For Immediate Bo Seta “Ses 

y D1... 2: ae 
Shipment Price Is Net 30 Days 














This stylish shoe will be in steady demand through the summer 
months. A Goodyear welt. built over 223 last, with ivory sole and 


12-8 white heel. $4.15. 


C. P. FORD & CO., Ine. Rochester, N. Y. 


New York City: 127 Duane Street; E. H. Talbot and “ Jack’? Galway 
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\—- Elastic e 
Bw” Gilco 


Retainers 


are an asset to the merchant. 
They make it easier to fit 





All Our Shoes 











shoes and are a decided sav- 
ing on hosiery. 


Prevents Pumps from 
Slipping at Heel 





Price $1.75 per dozen pair 


Colors: Black, White, Tan and Gray. 
everywhere. Ask your jobber for them. 
you, send us his name. 


Sold for 25 cents 
If he can’t supply 


Write for catalogue of Shoe 
Store Specialties 


E. T. GILBERT 
Silco 


MFG, CO. 
Registered Specialties 


228-36 South Ave., Rochester, 
New York 
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exemplify the embodi- 
ment of superb grace, 
excellent craftsman- 
ship and snug, trim- 


fitting qualities. 





GOLDSTEIN SONS ® TORIO Inc. 
> Street. : 


SG OF & 








July 8, 1922 






HOMO OOM NOM NOUMNOUOU 


IUCN MOM OMU LOLOL LLU LULL PLL LE LE 





l =e 


os 


== 


—)1 1 = 

















Nir 








cS) 
ws 














July 8, 1922 BOOT AND SHOE RECORDER 29 
vith 
S 
fe EXHIBIT A EXHIBIT B EXHIBIT C 
: Fiano Pomptarn. 8 Hed ADS. gy pq at Caecum Sandal AD. Ese." 235 Reape ize Miltary Hoct'«-BoS3—-8" 2.10 
= B-124—Same as above, 14-8 samhery 
Oo —— As above, McKay. B-D. 2%- 1 15 Se eC ere oe =. 10 
RR RR pccterigiie ptqgreatentersaeose 4 B-160—Same as above, White Duck Mc- 
= pitas above, 12-8 Military Heel. 1 75 Kay, 12-8 Military Heel. B-D........ 1. 65 
= aay ree lay ia cm ‘. B-158—As above, 14-8 Junior Louis 
= WU Wry asa ryccsstcecondels 1.70 
z When You Want Them Quick — Test Us! 
= ee eet f the , j There’s no better way in the world to satisfy 
c mds joe , yer yl o 8 4 ; wre et yourself of the dependable and quite unusual 
2 — _—— GF DeWer Values ane mmmedate service we render them to test us if only on 
= service. a small order. 
fe] : ‘ 
= WE ARE HEADQUARTERS FOR FABRIC SHOES 
= Terms: 2% 10 Days, 30 Days Net 
d 
z AXMAN-WEISS SHOE CO. 
uz 


40 South Wells Street THE HOUSE OF SPECIALTIES Chicago, IIl., U.S. A. 

















Three Popular White Numbers 


IN STOCK 


No. B 713—All white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 heel. 
$4.00 


No. B 714—All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel.................. $4.25 


No. B 715—White cloth Cambridge, Ty osee leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel. . <ee .. $4.65 





Sizes AA, 41% to 8; A, 4 to 8; B and C, 3 to 8 
Terms: Net 30 Days 


BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 















































I 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER July 8, 1922 


ccc: em Profits for Everybody 


Just as good for heb in Wee 

as tase = /// ; . Air-Peds—latest development for soles and heels. 

worn. fees SoS Shoe manufacturers can cash in by attaching Air- 
Peds when the shoes are made. They meet the public 
desire for something new, something a little sporty 
and different. Air-Peds give that tone to a shoe that 


turns a buyer’s inquiry into a sale. 


Made in all sizes for men, women, boys and girls and 
priced to fit in with even the medium priced lines. 


Send for Booklet Sold Direct to Shoe Manufacturers and 
and Prices by Reliable Jobbers to the Retail Trade. 


Made and sold only by The Republic Rubber Company 


Youngstown, Ohio. 


























~~ > 


‘CURE 





The perfected orthopedic shoe 
really supports the arch and 
combines;comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 


shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest s¢ller. 





In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 te ” 
983-Brown Kid Oxford 5.50 ‘i, Williams Clark & Co. 


353-White Fabric Oxford 4.35 ; 
Lynn, Mass. 
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lp addiliep lo Maple Brewn 


other Scherer clory include | 





Wine: Navana Brewn 
Sea. >ull Gre Liaht Brewn 
Shdyight Blue Beauly Brewy 
Beltian Blue Champagne 
Beezje Blue Terra Cotta 
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Oscar Scherer««Bro., Inc. 


29 Spruce SE:New York Cit 
Factory- Newark,NJ. 
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A Sales Insurance 


or &S 
WORKERS UNION 








This stamp is advertised by manufac- 


Union ora turers of shoes, in 150 Labor Journals 


factory all over America. 





It is a sales insurance for the shoes 
upon which it is stamped. 


The millions of Union members in 


America, men and women, are banded 
THE UNION 


WITH MANUFACTURERS ger see 
pocetchnc of their principles, and support of one 


ALL WAGE DIFFERENCES BY another. 
ARBITRATION 


They support their fellow craftsmen 
in the shoe trade by buying Union 
made shoes. 


Sell Union stamped shoes, feature the 
Union Stamp in your local advertising, 
and your shoe sales are insured. 


BOOT AND SHOE WORKERS’ UNION 


246 SUMMER ST., BOSTON, MASS. 


a 
: 
: 
: THAT HAS AN AGREEMENT together for mutual support — support 
: 
: 
; 


COLLIS LOVELY - - - - - : - - General President 
CHAS. L. BAINE : - - - - - : General Secretary-Treasurer 


ieee aa MMMM emer tt tet 
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gee Are Made in Three Grades 


1. GOOD QUALIT Y—Cherry Chrome Uppers, Shoulder Soles. 

2. BETTER QUALITY—Cherry Chrome Uppers, Best Bend Oak Soles. 

3. BEST QUALITY—Best Full Grain Brown Lotus, Cherry Crystal, Smoked or Pearl 
Elk, Best Bend Soles. 


SX 
SS) 
eS 








GOOD QUALITY 


Sandals and Oxfords 
5-8 84-11 


No. ©0—Cherry Chrome Sandal, Oak Leather Sole................ $0.80 30.90 
No. 40—Cherry Chrome Sandal, Neolin Sole.................2.4. +75 5 85 
No. 20—Cherry Chrome Plug Oxford, Oak Leather Sole........... 85 -95 
SANDAL No. 240—Cherry Chrome Plug Oxford, Neolin Sole................. 80 .90 





BETTER QUALITY 


Sandals and Oxfords 
5-8 814-11 


vo. 00—Cherry Chrome Sandals, Best Bend Soles................. $0.90 $1.05 
‘o. 200—Cherry Chrome Plug Oxfords, Best Bend Oak Sole........ .95 1.10 





PLUG OXFORD BEST QUALITY 


Sandals and Oxfords 
5-8 


vo. 51—Pearl Elk Chrome Sandals, Best Bend Elk Sole........... $1.00 
Yo. 53—Smoked Elk Sandals, Best Bend Elk Sole................. 1.00 
. 14—Cherry Full Grain Crystal Sandals, Best Bend Oak Sole.. 1.00 
io. 15—Brown Lotus Sandals, Best Bend Oak Sole............... 1.00 
. 214—Cherry Full Grain Crystal Plug Oxford, Best Bend Oak Sole 1.05 
‘o. 215—Brown Lotus Plug Oxford, Best Bend Oak Sole........... 1.05 





Bal Lace Oxford 


‘o. 2315—Brown Lotus Bal Lace Oxford, Best Bend Oak Sole.............. $1.30 


f 99 
o 
“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE wa? WELT 


ROW OF STITCHING HOLDING UPPER TO Ly a THAT is " 
Rows oF QOUDVEAR STITGUNO SHOWING on BOTTOM or wuTsa#s | RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. 


The Boot and Shoe R der will appreciate your mentioning the publication in replies te advertisements. 
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Midsummer and Vacation Footwear 


RESTO SLIPPERS 
For Parlor, Bedroom and Bath 


An every purpose slipper—selling every day in the year. Take up very little room 
in bag or trunk. You'll find them profitable. 


No. 1820—Women’s Black $1.00 
No. 1821— “ Tan 1.10 
No. 1822 Red 1.10 


Sizes 3 to 8 


No. 1920—Men’s Black $1.10 
No. 1921 ~ oo 1.20 


Sizes 6 to | 


Soft leather—kid finish Elk soled. Padded bottom lined throughout 


L. F. KUNSTMAN SHOE CO. 


45 So. Wells St., Chicago, Ill. 








IN STOCK 


Fine Brooklyn Turns 


The 
“JULIA” 


Black Satin One Strap, Medium Round Toe, 12-8 Span- 
ish Heel. AA to C $5. 65 
Same with 11-8 Cuban Heel 

SPECIAL—Same in Gun Metal Calf, 12-8 Spanish Heel. 


$6.00 
ALSO—Black Satin One Strap, Medium Round Toe, 17-8 
LXV Heel... 5.75 


WIRE YOUR ORDER 
IMMEDIATELY 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 


39-41 York Street Phone--Main 9194 
cor. Washington Brooklyn, N.Y. 




















GROPING IN THE 
DARK 


Time was when the purchase of advertising 
space was a “‘blind groping in the dark.’”’ Ad- 
vertisers bad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 

In six years.the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe 
Recorder eirculation. Our records are audited 
by the Audit Bureau of Circulations. 








The Boot and Shoe R der will appreciate your mentioning the publication in replies te advertisements. 
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intro d (TING 


DRADS 


Me lest word in Sentwear Seshion” 


Patents Pending 


DRADS augment low shoes. 


DRADS meet a universal demand. 
DRADS are both comfortable and stylish. 


DRADS appeal to the fastidious and conservative. 


DRADS are’ beautiful and entirely new. 





DRADS are easy to slip on; and easy to take off. 
DRADS are desirable in all kinds of weather. 


DRADS represent the greatest in- 


novation in the shoe in- 


dustry in years. 


If Our Salesmen Have 
Not Introduced 


DRADS 


to You, Write Us. 


S. RAUH & CO. 


310 Sixth Avenue 
New York N. Y. 


| PORPIPTYYEARS-THE-WORLD'S-LARGES T-AND -FOREMOST-MARKERS OF FINE-SEATS | 
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Send for Our New 
THE Summer and Fall Catalogue 


| iI] I Three of Our Leaders! PP6t—$0 Lest Pesent 
. . Solt, One Strap Button, 

Sizes 2% to 8; widths B, Imitation Turn. 14-8 

Cand D. Delivery 3 to4 Baby Louis Covered 


weeks. Terms 7% 10 Heel. Price $3.00. In 
days; 30 net Black Satin same style 


Plan fo take in 


eens 


Colt, One Strap Button, 
Imitation Turn. 17-8 
One Half Louis Covered 
Heel. Price $3.00. In 
Black Satin same style 


Meet Us at Booth 53, Sec. A 
P963—10 Last. Patent 


WALTER C. CUSHMAN Colt, One Strap Button 
formerly of Cushman & Hebert Inc. in charge of our exhibit G Imitation 


Bunker Hill Shoe Co. rast ict 


EVERETT Manufacturers MASS. price. 


— ee 


fl 





— + —— — —— Fl ai. 

















Unsiting Buyers in Boston 
ARE WELCOME AT OUR BOSTON OFFICE 


207 Essex ST., RooM 213 


WE WOULD LIKE TO HAVE YOU SEE OUR COMFORT 
SHOES AND WOMEN’S NOVELTY TURNS 


NOW AS ALWAYS — 
“PUT TOGETHER A LITTLE BETTER” 














KNIGHTS-ALLEN COMPANY, INc. 
FACTORY: HAVERHILL, MASS. 


J. Georce KnicutTs J. Waviace ALLEN 


The Bovt and Shoe Recorder will appreciate yeur mentioning tke publication in replies to advertisements. 
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os WATE CANVAS NoVELTICS * 
So IN. STOCK? 


White a ai for Vacation Time 
at Special July Prices 


In Stock ) S a) . fe s In Style 


ee 


White .Canvas imitation turn one-strap, 9-8 
covered heel, slide buckle. B—D. 


SS Re ere 


Same as above, except genuine turn of white 
whipcord, with low-cut vamp. 














The shoes illustrated are just what your customers want for vacation wear. Not only 
are they stylish and good fitting, but at the same time light, cool and comfortable. 


More than that, they are so priced that you can sell them at the price your customers 
want to pay. They are an ideal vacation shoe at a popular price, and they are In Stock. 


Order them today! 











Extra! 


Hannahsons’ amu designer will write about the highlights of the Boston Style Show in the 
Hannahsons’ Bulletin, which will go to press on Thursday. If your name is not on our mailing 
list send for your copy today. It will contain material which will interest you. 


HANNAHSONS SHOE CO. 


Booth 12, Haverhill Section 
HAVERHILL 


The Boot and Shoe Recorder will appreciate your mentioning the publication iv replies to advertisements. 
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makes shoes look new 





EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


(HANPAGKE, 
GRAY, 
3 ro ETC. 
Your customers prefer Repco to any eunann 
other brand of enamel because Repco beeen 
is easily applied without danger of soiling 
hands or clothes. 























For sale by Shoe Findings Jobbers 


Repco contains no varnish, shellac or Walaa: sacle sats hile: Sil 


other gummy substance—but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Boston, Mass. 

firmly and evenly to the surface. It does 
not rub off. 





San Francisco Branch, 859 Mission St. 


. , . J. K. KRIEG COMPANY, New York, N. Y. 
Repco is made in every stylish color 


—white, ivory, light gray, dark gray, UNITED SHOE REPAIRING MACHINERY CO. 
champagne and Havana brown. Boston, Mass. 


Th+ Boot and Shoe R der will appreciate your mentioning the publication in replies te advertisements. 
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an ——_ 
y “RADIO" BOOT “On and off 


(TRADE MARK REGISTERED) in a flash 


The sensation of the over the 
Boston Style Show shoe” 
Demonstrated on the 

runway. Shown at 

the United States Hotel 

Room 128, July 3-20 








This boot will not ride the heel. The 
most highly refined, all-weather boot 
made for the American Girl. Carries 
‘““Camco,” ‘“ Fit-Clos” reversible 
Astrakhan cuff which hugs the leg 
when reversed, retaining the fine 
tailored boot effect. Styles for Misses 
and Children. 











“Camco” sets the pace. 


Cambridge Rubber 
Company 





Cambridge, Mass. 


CHICAGO BRANCH, LEES BUILDING, 
19 SOUTH WELLS STREET 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 


Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Milwaukee 





Auburn, Me. 

87 Main 
Brockton, Mass. 

93 Centre 
Cincinnati 

708 Broadway 
Chicago 

18 South Market 


Haverhill, Mass. 
145 Essex 
Johnson City, N. Y. 
124 Main 
Lynn, Mass. 
306 Broad 
Marlboro, Mass. 


11 Florence 


United Shoe Machinery 
Corporation 


Boston, Massachusetts 








Nothing in the Shoe 


But the Foot 





258 Fourth 
New Orleans 

216 Chartres 
New York 

37 Warren 


J. K. Krieg, N. Y. 


39 Warren 


Philadelphia 
221 North 13th 


Rochester, N. Y. 
130 Mili 

St. Louis 
1423 Olive 


San Francisco 
859 Mission 











Tt 
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UNICO 


(pronounced U-NEE-KO) 


FELT SLIPPERS 


It 


OL @ Le 


Buyers are invited to visit space No. 


10, Haverhill Section— Boston Show 
or our No. 530 Atlantic Ave. Stock Room 


Our display of Manning “Unico” Felt Footwear will interest every buye: who is looking for 
quality goods. 


We are putting extra quality into this footwear; we are proud to market them with our 
trade mark and they are nationally advertised to the millions of readers of the women’s 
magazines. By using thoroughly reliable materials we are able tc deliver goods that satisfy 
and through volume production they are sold at low prices. 


The following salesmen will be in attendance at the Boston Show and will be glad to wel- 
come those who will want to see this interesting line:— 


. L. Gale, representing New England E. L. Clark, representing Chicago & Large 
. Gibbs, representing New York cities of Middlewest 
. Thompson, representing Texas yp ae representing Part of New 


iddes, representing New Jersey A. B. Brown, representing Pennsylvania & 
lark, representing Central Northwest West Virginia 


Outing Shoe Company, 530 Atlantic Ave., Boston 9, Mass. 


SM MMMM mse ttt 


13} 
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No. 2011I—KID STOCK TIP WIDE 
No. 501—KID OXFORD, grey leather ANKLE OXFORD, grey leather quarter 
quarter and sock lining. 12-8 rubber heel, and sock lining, 12-8 rubber heel, EEE 
AtoE coseeececeeeee es B08 EE eee 


y a. y 
STYLES 


No. 205—KID STOCK-TIP BLUCHER No. 462—KID OXFORD, commonsense 
OXFORD, grey quarter and sock lining toe, 7-8 rubber heel, D, E and EE. . . $2.40 


. & INSTANT | P 
SHIPMENTS 


aint ep oak -yotir eltl egndr a oelp-S UL LS LL 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


No. 202—KID TWO STRAP SANDAL, 
medium narrow toe, press vamp and 
quarter, grey quarter and sock lining, 
12-8 rubber heel, A, B, C, D and E. $2.75 


ie 


sonable prices we quote, 


a4 SEION S 
Gardiner'’s 
Ry core 


JUOWNOMMNONNNNON 


OMe Tee TUM eMMULeMUenmieniiiiiniueliiuinieniiiiiieliiniieni ti 


We have a few territories open for energetic 
To those who can qualify, a 
splendid opportunity will be given. Write 
fully about yourself and the line you now 
All communications will be held 
strictly confidential. 


These numbers, cut from the finest: black 
kid and equipped with rubber heels, are 
well worth stocking now for Summer and 
early Fall business. Nowhere else can you 
secure footwear of equal grade at the rea- 


H. K. GARDINER COMPANY 


680 WASHINGTON STREET LYNN, MASS. 
BOSTON SAMPLE ROOM, 


eee L MIO MUeLU HMO eliiiiuieniiiiiieniiiiiieniiiiiiielic 


134 LINCOLN STREET 


No. 203—KID ONE. STRAP SANDAL, 
medium narrow toe, press vamp and 
quarter, grey quarter and sock lining, 
12-8 rubber heel, A, B, C, D and E. . $2.65 


fz 


SUOMI Lenni 


July 8, 192. 


SOMITE SL Le enminiiieniiiiiiieliiiiiiiel iii 
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Every Shoe a Business Builder 


Orders from all quarters are coming in for these novelty turns. 
‘Dealers are turning them rapidly and repeating orders in 
‘increasing size. Why don’t you do business with us and enjoy 


“the selling and profit-making advantages H & E turns offord ? 


r AT ONCE 
SHIPMENTS 


No. 153—Patent Nancy One Strap. 
Bambo “Nubuck” collar. Perforated 
Collar. 15-8 Louis heel. A 3-8; B 
2%-8;C2%8 Price $5.00. Delivery 
Aug. 15. 


No. 144—White Cloth Aida One 
ae 8-8 + os Heel. A to C. 
Price , . 84.00 


No. 149—Black Satin Aida a (ike 148, 
no cut outs). One “pee 14-8 -$ Military 
. . $4.50 














Heel. AtoC. Price. . 


No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
got 15-8 Louis Heel. A, 3-8; 

B, 24-8; C, 24-8. Delivery June 20. 
Price $5.00 


No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
Quarter. 15-8 Louis Heel. A, 3-8; 
B, 244-8; C, 2144-8. Delivery June 20. 
Price $4. 


No. 146—White Cloth Rena Two 
Strap, 14-8 Junior Louis Heels. A to 





No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 2%-8; 
C, 2%-8. Price $5.25 Delivery 
Aug. 15. 


No. 156—Same style as 154. Black 
Satin Vamp. Black Brocade Quarter, 
heel and strap. Irene Cross Strap. 
1% Louis Heel. A 3-8. B 2%-8. 
C 2%-8. Price $5.10. Deliveries 
August 25th. 


No. 148—Patent Aida One Strap, with 
Cut-out — 14-8 ddenesee: Heel. 
Ato C. Price.. ‘ . $4.80 





Attention 
Western Merchants 
Nos. 144— 145— 146— 149—151 
—152 Carried in stock for at once 


delivery by W. J. Cully, 316 Pax- 
ton Block, Omaha, Neb. 














Buyers in Boston during style show week will be welcome to inspect our complete line at 
the Boston Office, 110 Lincoln Street. C. P. Ellis, John D. Ellis and Sol Waxelbaum 
will be in charge. The H. & E. line will also be shown at the Hotel Essex, Room 236. 


HOPKINS & ELLIS Haverhill, Mass. 


The Boot and Shee Recorder will appreciate your mentiening the publication in replies te advertisements. 
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The Foot Flex Shoe is a Real Improvement 

















The Foot Shapes the Shue Not the 
Shoe the Foot 


The wonderful popularity of shoes with Flexed Shanks is not a fad. The in- 
creasing demand shows it. The necessity for a shoe of this type is becoming 
daily more evident. 


Your stock is not complete without at least one style in Black and one in TAN. 


STACY-ADAMS COMPANY 
Brockton, Mass. 
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Window Display 


Fixtures in Adam Period Design 
for Correct Display 


A Bench for Shoe Display 


Three-Top Table 


Flat-Top Displayers 


Ask for Catalog ‘I’ 


Hugh Lyons & Company 


707 South Street, Lansing, Michigan 
CHICAGO NEW YORK 
232 S. Franklin Street 35 W. 32d Street 


BOSTON 


52 Chauncy Street 
Double-Top Shoe Stands 

















your mentioning the publication in replies te advertisements. 
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LEVOR 
GRAIN KID 


Ar 
y LEVOR 
GRAIN GOAT | 
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GREAT NATIONAL SHOE WEEKLY 
207 SOUTH ST.,- BOSTON MASS. 


— 











Tas Visiting with the Pubhsher 








Page 
The Marketing and Distribution of 
Footwear 


Long-expected report is issued by the 
Joint Commission on Agricultural In- 
quiry of Congress. 


" What Do You Know About Feet?.... 


The eleventh in a series of articles by Dr. 
Herman W. Marshall, this one dealing 
with the muscles that move the feet. 


The Recorder Ad-Visor Service 


Discussing the way to prepare sales let- 
ters_and how to use them. 


Who Is Your Most Formidable Com- 
petitor? 


Not the other retail shoe merchant in 
your town, nor the mail order house. He 
—— read the article and see for your- 
self. 


News of the Rubber Market 
Indications point to a good demand this 
Fall for basket ball and gymnasium shoes. 

Good Business in Leather Market... . 


Trading is more brisk and some large 
sales have been reported. 








‘a 
| 
; 





The Open Door of Business 


It is an axiom ‘among “salesmen, in 
speaking of buyers, “the bigger and more 
successful they are, the easier it is to get 
to ’em.” 


Thirty years ago, it was the prop® 
thing for business men to snugly barr!- 
cade themselves in their offices as im- 
pregnably as Rory O’Connor in the Four 
Courts of Dublin. Buyer or seller almost 
had to raze the plant to see the boss. 


The world has moved in most places 
since then. There isn’t a live, successful 
bank in the country where the president 
cannot be instantly reached by any legiti- 
mate caller—and so on down the line. In 
most large cities this is true of business in 
general, 


It has been proven that a string~of 
office boys, flunkeys, and private secre- 
taries filter the bizz out of business— 
leaving an unprofitable residue, 


When I occasionally have to call on a 
big operator through a small hole in a 
wall—I can’t help just—well, wondering! 
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Want to be Remembered 


Who are your customers? Are they one-time buyers—passersby who chance to 
notice you windows—buy, and then forget your store? 


Or do you count your trade by the homes-full? 


If you hope to build a clientele of real customers whose comeback trade makes 
business good all the time, you must impress them with your personality and your 
service. 


The shoes you sell today are responsible for customers returning to your store, or 
going across the street, for the next pair. 


Your merchandise represents you the personality of your store, and the quality of 
your service. 


There is a family of shoes, the Educators, made for men, women, children and 
infants, that has been making customers by the homes-full for Retailers for the 
past twenty years. 


Scientifically correct, comfortable, durable, and of individual design, Educators 
represent a “pleasing footwear personality” that indelibly stamps each purchase 
with the name of the Retailer. 


Crawl into the shoe box if you want to be remembered, and if you want a profitable 
comeback, identify yourself by selling popular Educators. 


RICE & HUTCHINS, Ine. 
BOSTON U.S. A. 


OUR[ENINE AMERICAN DISTRIBUTING BRANCHES 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

Th Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinna i Co 

Joseph. I Meany & Co., Inc., Phila., Pa. Th» Atlas Shoe Co., Bos’on, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 

















EDUCATOR 














SHOE®@® 
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Too Much ‘Take It for Granted”’ 


Why Not Tell the Public Something About 
Shoes and Shoemaking? 


been entirely dispelled that sometime a national 

effort will be made to tell the public that a light 
turn slipper is not capable of withstanding a spell of 
weather, warranting rubber boots, or that rubber-soled 
oxfords are not suitable for ballroom attire. When so 
much of footdress is inharmonious, it is time to tell a 
few truths to benefit the public and to make orderly a 
shoe store stock. 

Today, the average shoe store has a stock that is 80 
per cent or more on evening types of footwear which 
are worn from morn until night, for street or beach, for 
office or dance hall floor—and the feminine public is 
“kicking” at shoes and service and prices, as it never 
kicked before. The woman being told that her shoes are 
inadequate to the strain she puts upon them, fairly tells 
the merchant he doesn’t know what he is talking about, 
“that all women are wearing precisely the same type of 
footwear and that these other women are getting better 
service.” 

Six months ago the industry was eager for some 
united campaign of publicity, and merchants expressed 
themselves as being willing to bear their proportionate 
part in the expense thereof. Here is what M. J. Rosman, 
of Anderson, Ind., has to say on the subject: 

“| have noticed quite frequently of late your slogan, 
‘More shoes sold right.’ Also you have been for quite a 
while asserting that other lines of merchandise get the 
money which rightly belongs to shoe stores. This is very 
true. To further your slogan, why not change same to 

Vore shoes bought right.’ By shoes being bought 
right, I do not mean by the retailers, but by the con- 
sumer. 

“‘Is there a store in this country that does not have a 
good deal of trouble by people buying shoes that are 


, hopes of the retail shoe merchant has not 


absolutely unsuited for the purpose that they intend to 
use them, and then come back and kick because the 
shoe did not wear? They buy shoes that are suitable for 
ballroom wear and expect them to give hiking-boot 
service. 

“Would it not be a good idea if the manufacturers, 
through their association, were to inaugurate a Na- 
tional Advertising Campaign, instructing and educat- 
ing people what kind of shoes to buy for the particular 
occasion that they want them for. These ads could 
bring out the point that if they want a shoe for dancing 
they must buy a dancing shoe suitable for same, and 
then not wear the shoe for every-day walking purposes 
and expect it to give good service. This advertising 
could also stress the point that if they had a shoe for 
dancing, a shoe for sport wear, a shoe for street wear 
and a shoe for rough wear, they would get better service. 
This would also have the effect of selling more pairs and 
would overcome the fact that other lines of merchandise 
get too much of the money which rightly belongs to the 
shoe-man. 

“These ads could also educate people as to the differ- 
ent types of makes such as McKays, Turns and Welts, 
and instruct them why the price of a welt is higher than 
a McKay, and why it will wear better. It would also tell 
them of the different kinds of leathers and tell them 
why they cannot expect redress from a dealer, if for 
example, a patent leather chips after being worn only a 
few days. These ads would also dispel from people’s 
minds that all shoemen are (to use a plain term) 
‘Liars!’ 

“Of course, 1 realize that someone will immediately 
suggest that it is up to the retailer to educate his cus- 
tomers. This may be so, but to give you a concrete ex- 
ample, ] will show you why this cannot be done. I had a 
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particular shoe made up for me in a welt and another 
dealer in the same city had same made up in a McKay, 
with stitching to give it the appearance of a welt. ] had 
a customer who informed me that she had seen the same 
shoe at this dealers being sold for a dollar less. 1 asked 
her whether she was sure that this shoe had a welt sole, 
as I knew the shoe she was talking about. She informed 
me that the dealer had told her that it was not a genu- 
ine Goodyear Welt, but was made by a process which 
achieved the same result, and would wear as well with- 
out being so costly. 1 sold this woman my shoe, but how 
much simpler would it have been if she had been edu- 
cated that there is nothing like a Goodyear Welt for 
service. There are many other obstacles in the way for 
dealers to do what J suggest the manufacturers do. The 
two main ones are that they are not so strongly organ- 
ized as the manufacturers and the other is the cost. 
Pro-rated between the manufacturers, the cost to each 
would be very small, and while it would primarily ben- 
efit the dealers, yet in the long run it would benefit the 
manufacturers just as much. 

“To tie up with the national advertising the manu- 
facturers could furnish dealers with neat, attractive 
window and store cards. It would all tend to put the 
shoe business on a more standardized basis, or rather, 
1 should say, healthy basis, by selling more shoes right 
and selling more pairs to the customer. 


“Please let me hear from you in regard to this, as | 
am a dealer who is as vitally interested to make the shoe 
business better as anyone else is, and will do my share 
to make it so.” 

The idea of a unified story to tell the public has not 
died of its own weight, but awaits the energy of some 
organization to bring it to active utility this coming Fall 
and Winter: Progress in the direction of “telling the 
public” is being made individually, by merchants in 
every part of the country. In retail advertising we notice 
more copy based on “‘the utility of footwear” instead of 
the three virtues—‘‘style, quality and price’’—which 
constitute 95 per cent of the text matter in all shoe ad- 
vertising to date. In retail store windows we see living 
shoemakers at their work, or a graphic picture of the 
ingredients of a pair of shoes. To analyze is to educate 
and much is being individually done by alert mer- 
chants. 

In Boston this week, the great association of educa- 
tors sits in convention. This National Education Asso- 
ciation convenes in Mechanics Building, and in a few 
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days a great educational feature in shoes and leather 
will take its place. There are sure to be in attendance at 
the working exhibits of tanning and of shoe-making, 
hundreds of these teachers who combine their conven- 
tion with a generous vacation in New England. For 
them to see the practical working of leather into a fin- 
ished shoe, is to have the information transmitted to 
thousands of pupils all over the country. 

It is so easy for an industry to be in disrepute—and 
it takes a lont time to re-encourage confidence in a great 
merchandising craft—so it behooves all of us to do all 
we can to educate and illuminate. 


What Started ‘‘Freak”’ 
Clearances 


LEADING manufacturer of men’s clothing spent 

fifty thousand dollars to find a possible cycle of 
weather so that he could make heavy or light-weights 
in season, and cover his customers in Winter and Sum- 
mer, frigid or torrid, with some degree of mathematical 
knowledge of the possibilities of these cylces coming to 
pass by his formula. The fifty thousand dollars were 
wasted. 

Weather, has this season become a paramount topic 
of business conversation. We ourselves, told recently of 
26 week-ends of wet weather in Australia, and a Penn- 
sylvania subscriber figures on the cycle theory of new 
spots that we, in our Summer, will duplicate that amaz- 
ing total. To date, the compilation of wet selling days 
has been much in excess of recent years, in most every 
community east of the Rockies. Rainfall has exceeded 
all previous records in June in many states. 

Look at the condition in England with an unpredicted 
drought, so severe that the water supply is at a danger 
point. The only point to be brought out by “contrary 
weather” is that every store must adjust itself to the 
business barometer in its day-by-day fluctuations. 

Scientists assert that the two most persistent traits 
of the human race is adaptation to environment and 
capacity for progress. In the most difficult season the 
alert merchant adapts himself to conditions and makes 
progress, despite opposition. Never was this more true 
than this Summer season. The edge of the season has 
been spoiled by adverse weather, and now comes the 
deluge of clearances and the mistakes of others, in buy- 
ing, clog up the stream of regular business at regular 
prices. 
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A queer panic hit some of the big city stores just 
previous to the Fourth of July. On Friday and Saturday 
prior to the three-day holiday, these stores spread the 
newspapers with early-clearance-sales. The idea was 
“get the dollar in and the merchandise out.” “Each for 
himself and the dead stock take the hindmost” was in 
every merchant’s mind, so the good selling days when 
profit should have been made were turned over to 
“clean-outs.” 

There is nothing like a crisis in merchandising on the 
horison of business, and the only explanation possible is 
that merchants fear the weather possibilities of the 
next eight weeks and want to unload, because style- 
goods cannot be kept “over Winter.” It is highly doubt- 
ful that adverse weather will continue much longer, and 
though the peak of the season is over, there should be a 
call for Summer shoes for the next eight weeks. 

There is nothing so unfair to one’s own business, as 
well as to the business of the town, for seasonable stocks 
to be sold at cost prices in the height of the season. The 
important local factor for you to consider is the high 
point of a season or a style, and when it is once reached, 
to then accelerate sales as much as possible, until the 
line of shoes is cleaned out. With constant clearance 
going on, the store is always fresh with new mer- 
chandise. 

Of course, a merchant can throw his money away 
anytime or place be desires—but the test of this Sum- 
mer season is in getting a profit on sizes and widths 
when the line is complete—for the losses always are 
with you on the odds and ends. Don’t join the hurly- 
burly of clearance sales, just because “‘joining”’ is good 
—keep a good stock for a good profit for sizes and 
widths are always in demand when the other fellow’s 
early sale has shot his stock “full of holes.” 


Should Merchants Be 
Licensed? 


YEAR ago the Recorder ran a series of articles 
from the pen and brain of an economist, Alvan T. 
Simonds, which have been republished far and wide, 
and have been made the foundation of many an eco- 
nomic speech and statement. At that time Mr. Simonds 
said: 
**The State does not allow men to practice law 
or medicine without a license, but it allows any 
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man who can secure the proper amount of capital 
or credit to enter upon a business venture which 
involves the future welfare of thousands.” 

To run an automobile requires a license, which im- 
plies that the one who holds the license has had a cer- 
tain amount of education and experience. To run an 
engine and boiler plant of over a certain horse power, 
requires a license. To practice medicine, even the curing 
of animals, requires an examination and license. To act 
as a public accountant, a clerk in a drug store, and 
many similar lines of work up to the practice of law all 
require examination and admission by license or other- 
wise, to each field of social service. 

When a man establishes a business and begins mak- 
ing or selling goods he is creating a large financial re- 
sponsibility, as well as controlling to a certain degree 
the welfare and happiness of all whom he employs, and 
no minimum of education, or passing of examination, 
or securing a license is required. Is the responsibility of 
such a man to society any less than the responsibility 
of the public accountant? 

Society protects itself against disaster, losses in 
health or resources, by requiring that those who serve 
it in responsible positions shall be educated so as to dis- 
charge their duties without loss to the welfare and hap- 
piness of the society that employs them. By general 
agreement, education for this purpose has come to in- 
clude study that will broaden the mind, also that will 
give skill and knowledge of the kind needed for the dis- 
charge of the duties of the physician. In the lower, and 
less responsible lines of activity, the knowledge and 
skill is practically all that is demanded, but as we ascend 
toward the higher activities, society has demanded a 
larger amount of study to broaden and discipline the 
mind in connection with the special study required to 
secure the necessary knowledge and skill. ls there any 
particular subject of study that society should require 
from those who enter business? If there is such a study, 
will it simply give the knowledge and skill, similar to 
that the public accountant requires, or will it serve also 
to broaden and discipline the mind? 

The idea of asking the prospective merchant to have 
the simple working tools of his chosen profession before 
he enters into business, has also interested F. E. Kam- 
per, president of the National Association of Retail 
Grocers, who said in testimony at Washington: “‘It is a 
sad fact that it is so easy to get into the grocery busi- 
ness, and just about as easy to get out. 
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Marketing and Distribution of Shoes 


Report of the Joint Commission of Agricultural Inquiry is a 
Remarkable Analysis of the Shoe Merchants’ Function 


ETAIL merchants should study the needs of the 
consumers whom they serve. Value is the key- 
note of the report compiled on retail by the Joint 

Commission of Agricultural Inquiry and a study of 
marketing and distribution. Because of the widespread 
and recurring attacks upon retailers’ prices and profits, 
it is significant to note that the commission reached the 
conclusion that “there is no single factor in this complex 
price structure which can be said to be primarily or even 
principally responsible for the spread between producers 
and consumers’ prices.”” The commission is unable to 
point out a single remedy, legislative or economic, which 
of itself will reduce the spread between producers’ and 
consumers’ prices, but the commission declares it is able 
to make suggestions based upon the facts developed by 
its investigation by which improvements and economies 
in distributive processes can be made. 


No Cure by Legislation 


It is clear, the commission says, that legislative pana- 
ceas cannot be effective in improving a situation brought 
about by the interplay of so many varied and complex 
factors. The cost of distribution can be reduced by a 
better understanding of the elements which compose it, 
the relationship of the agencies through which commod- 
ities are distributed, and a concerted and conscious 
effort on the part of producing, manufacturing, and dis- 
tributing agencies, to eliminate unnecessary and waste- 
ful practices and processes, to adopt more efficient 
methods, and to more definitely relate these processes 
to one another, so that there can be a continuous flow of 


commodities from producer to consumer in response to 
known demands. In this effort the understanding and 
céoperation of the producer and consumer is also an 
absolute essential.” 


Too Many Merchants 


The commission made certain suggestions for limit- 
ing retail merchants. Data prepared by the Census 
Bureau showing that there were 691.5 families for every 
dry goods retailer and a population of 3002.5 per dealer 
was reviewed by the commission. A table showing the 
number of retailers, wholesalers and manufacturers, in- 
cluding dry goods and men’s furnishings, was produced 
by the census officials. The commission stated that the 
data indicated that ‘there are a greater number of retail 
dealers in each line than can be successfully supported 
by the average number of families served. The question 
develops as to whether or not a duplication of service 
adds to the cost to the community for the support of an 
unnecessary number of distributors.” 

In the opinion of the commission “‘the great 
number of people who engage in retailing find it 
easy to open a store with small capital and little 
or no experience. That ambitious men should 
have a right to enter business goes without saying, 
nevertheless the mortality tables in  busi- 
ness indicate that the majority do not attain 
success. 

The situation can only be improved through de- 
velopment of better educational opportunity in 
preparing for business.”’ 
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Watch Un-Economic Expense 


The commission feels that the consumer must assume 
a greater responsibility in order to keep prices down to a 
fair basis. This government agency believes that too 
much money is spent building up a demand by a great 
variety of display. Manufacturers and wholesalers are 
severely criticized in the report in their efforts to domi- 
nate markets and thereby creating a duplication of 
wasteful expense that attaches to the cost of dstribu- 
tion. The commission states that it is the function of 
wholesale and retail distributive agencies to make avail- 
able to the consumer all of the essential commodities on 
equal basis, and any effort on the part of the individual 
manufacturers to control outlets of distribution develop 
an uneconomic burden of expense to the consumer. 

The foregoing charts show that the major portion of 
the retailer’s gross margin is absorbed in his expenses of 
operation. The following table shows the fluctuation of 
operating expense in percentage of sales during the 
years and for the vari- 
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ing expenses of one distributor, if the ratio of another 
is decreased. 

There is an element of service in advertising, by 
which consumers are notified of the presence of goods 
they desire, are reminded of their needs. 


Waste can and does occur in advertising, neverthe- 
less, and it ‘s significant that those trades which are the 
most persistent and largest users of advertising space, 
carry higher percentages of operating costs than appear 
in other lines. 

Waste in delivery service is more apparent in smaller 
communities than in the cities, due to the fact that the 
volume of delivered purchases in such communities is 
frequently too small to justify the constant employ- 
ment of an individual delivery service. 

In some localities retailers have successfully operated 
joint delivery systems, through which consumers have 
received satisfactory service, with a considerable reduc- 
tion in cost to the merhcants participating. Such efforts 

should be heartily in- 





ous lines covered by the 


dorsed by the consumer 
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investigation. 
It is obvious that the 
retailer cannot control 


‘ all of the factors that 


eater into his operating 
expense. Items of taxes, 
both State and Federal, 
insurance, “Workmen’s 
Compensation,” light, 
heat, water, telephone, 
collections, rent, re- 
pairs, depreciation of 
merchandise and equip- 
ment, refrigeration of 
meats and groceries, 
spoilage and wastage in 
meats and groceries, 
etc., are largely uncon- 
trollable expenses. Min- 


The largest amount of profit per dollar of sales in the shoe trade 
occurred in 1919, which shows an average figure of 9.36 cents for 
that year. Profits rose gradually to that figure, beginning in 1913 
with 4.69 cents. From 1919 a decline in profits began, showing 
1.52 cents for 1921. Profits over the entire period averaged 6.19 
cents per sale of $1. 


TABLE D4.—CONSUMER’S DOLLAR SPENT FOR SHOES 


























1913 | 1916 | 1917 | 1918 | 1920 | 1920 | 1921 

Cents. | Cents. | Cents. | Cents. | Cents. | Cents. | Cents. 

Cost of mdse..,..| 71.17| 67.96! 67.11| 67.70) 66.86! 71.58) 71.60 
Operat’g expense | 24.14) 24.45) 24.21/ 24.07) 23.78, 25.25) 26.88 
Peelt., . coca ves 4.69, 7.59] 8.68} 8.23} 9.36] 3.17) 1.52 
Total....... 100.00 100.00 100.00) 100.00) 100.00} 100.00} 100.00 








The largest profit on groceries at retail during the period of the 
commission’s study was 6.50 cents per dollar of sales in 1913, 
which was not again equaled, even in 1920 when retail groceries 
reached the highest selling price. In 1913, the gross margin, in- 
cluding profit, was 21.2 cents, and in 1921 the margin was 19.03 
cents. The average profit for the period was 3.71 cents per dol- 


as they tend to lower 
the prices he pays for 
his requirements. 

Commercial Clubs 
have been successful in 
reducing the item of ex- 
pense for donations to 
the minimum, and as- 
suring the support of 
only such enterprises as 
are found worthy. 

The expense of alter- 
ations in the clothing 
industry can be reduced 
through the coopera- 
tion of consumers in 
demanding less service 
in this respect and by 
prohibiting the making 
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tent help tend to make 

wage expense a factor that can only be controlled to a 
degree by increasing the efficiency of the retail sales 
force, and by the elimination of extra services of a lux- 
ury nature. Interest on investment and borrowed money 
cease to be an expense burden when stock turn reaches 
an efficient frequency. 


Correct Your Advertising 


It is held by some authorities that money spent for 
advertising places no burden on consumers, because the 
increasee volume of sales obtained through advertising 
reduces the ratio of total expense to total sales. A com- 

nunity can absorb only a limited amount of merchan- 
lise, and where trade is diverted by advertising from 
ne store to another it must increase the ratio of operat- 


ple for the purpose of 
closing sales. 
The High Cost of Idle Stock 
The cost of operating a retail store depends up- 
on the relation between investment and volume 
of sale. Idle merchandise and tied-up capital in- 
evitably increase operating expense. Frequency of 
stock turn and increased volume, in relation to 
investment, tend to reduce’ operating expense. 
Purchasing with knowledge of the requirements 
of the community avoids accumulation of unsala- 
ble merchandise. 
Sales of merchandise of a nature that tends to con- 


serve labor. or to increase the productiveness of land, 


provides a natural, healthy increase in sales volume and 
also provides additional capital with which to finance 
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such purchases. Distinction must be made between in- 
creasing sales volume along these lines and increased 
volume by one distributor at the expense of another. 


Buy in Your Neighborhood 


It is well to refer again to the fact that the more con- 
sumers concentrate purchases in their communities, the 
lower will be the operating expenses of local dealers, 
benefiting consumers through lower prices incident to 
lower selling expense. 

One of the outstanding expense elements which 
the retailer is required to support, results from 
the custom of the consumer of creat- 
ing busy hours in the day, and busy 
days in the week, demanding iarger 
organization and greater facilities 
than would be necessary if trade were 
more evenly distributed throughout 
the entire day and entire week. Some 
retailers employ extra clerks to come 
in during the periods of “‘peak trad- 
ing,’ but extra help lacks the ac- 
quaintance with stock and with cus- 
tomers of the store which is required 
for entirely satisfactory service. 


Merchant is Essential in Distribution 


The retailer performs the final function 
in distribution of essential commodities 
and give fulfillment to all preceding efforts 
by making merchandise available to con- 
sumers at the time, place, and in the form 
required by them. 

The retailer’s true function is that of 
serving as a purchasing agent for his 
community; as such, be selects and car- 
ries a reserve supply of merchandise to 
meet the requirements of the individual 
consumer. 

When the retailer enters business he 
assumes the responsibility of performing 
a public function, that of providing com- 
modities and services to his community, 
economically and conveniently, and main- 
taining such environment as is necessary 
and desirable to the consumers who sup- 
port him. If he fails in his responsibility 
and performs only as a distributing agent 
for the manufacturer, he ceases to be an 
economic factor in the community which 
he serves. 

Oneof theoutstanding defects in retail distribu- 
tion is the retailer’s failure to purchase stock in 
a manner that will provide a steady, even flow of 
merchandise to the consumer without accumula- 
tion of surplus stock, which ties up capital and 
credit and adds to his cost of operation. It seems 
probable that the greatest factor of waste in dis- 
tribution is in idie merc':andise stock on the 
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shelves of the retailers and the warehouses of the 
wholesalers. Idle merchandise accumulates a burden 
of interest, insurance, rent, taxes, depreciation, shrink- 
age, and obsolescence, in addition to tying up an un- 
necessary amount of capital and credit. When this bur- 
den 13 permitted to develop, it must be passed along to 
the covsumer if the retailer is to remain in business. 
The aggregate of these idle stock investments con- 
stitutes a heavy burden upon retail distribution, re- 
quiring greater credit, larger loans, greater cost of in- 
surance, unnecessary warehousing and handling. It 
represents larger charges for interest on investment in 
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merchandise and a greater allowance for depreciation 
of stock than efficient merchandising would justify. In 
many instances, such investment in surplus stock con- 
sumes all of the retailer’s capital and credit and makes 
it impossible for him to take advantage of cash dis- 
counts and protect his credit standing. 

To some extent, surplus stocks are developed through 
the retailer’s desire to secure quantity discount in the 
belief that he can thereby successfully meet competition 
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and undersell his competitors. To do this, however, he 
would have to dispose of merchandise within a reason- 
able time or lose the earning value of more rapidly- 
turned capital. 

Quantity discounts are offered in two forms, cash dis- 
counts from the invoice, or a merchandise discount, 
sometimes termed a “free deal.”’ The latter, however, 
is a disappearing evil in merchandising, and should be 
discontinued, because it results in the dealer ordering a 
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for the manufacturer on the entire amount of merchan- 
dise delivered, including that which purports to be free. 


‘atch Quantity Price Offers 


Slow stock turns sometimes result from the re- 
tailers purchasing in excessive quantities directly from 
the manufacturers, with the purpose of securing a 
quantity price, when it would be more economical to 
purchase more frequently, and in smaller quantities 
from a near-by wholesaler. 

As purchasing agent for his community, the 
retailer should be in a position to quote prices 
on such articles in his line as he does not carry 
192) regularly in stock. Failure to do this lessens his 
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service to the community and makes it seem 
necessary to the consumer to purchase through 
other channels. A greater degree of cooperation 
between wholesalers and retailers in providing 
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adequate price information would add to the 
efficiency of the retailer and increase the busi- 


28.40 . . 
ness of both wholesaler and retailer. In certain 





fields this service has been developed by whole- 
salers through a system of distributing price 
information by mail, covering a wide range of 





articles that the retailer does not carry in regu- 
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lar stock. In addition to this, the service is val- 
uable in that it advises the retailer of price de- 
clines which he would not ordinarily observe 








before repurchasing. 


Know Your Community Needs 
The retailer can qualify as purchasing agent 
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only as he becomes acquainted with the needs 
of the community, and this information cannot 
be secured by remaining behind the counters of 
his store and waiting for consumers to announce 
their requirements. The retailer cannot proper- 
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ly anticipate the requirements of the con- 
sumers in his community without becoming 





familiar with the demands and new require- 
ments that result from changing economic 
conditions. 

To this end the retailer. should codperate 





more closely with community organizations 
whose purpose it is to improve social, civic, 
commercial, and industrial conditions. In agri- 
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cultural communities, the retailer should main- 
tain contact with farm-bureau demonstrators, 
agricultural colleges, and workers, with a view 
to assisting in activities that tend to improve 
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larger quantity than his community can absorb within 
a yeasonable time, and adding to a surplus of merchan- 
dise, a further supply of the same kind of merchandise 
which aggravates an already overstocked condition. 
Th» “free deal’ practice is dishonest, because it pur- 
por's to be a gift of merchandise, while as a matter of 


faci. the price which the retailer pays includes a profit, 


production, marketing, transportation, and 
social conditions on the farm. In cooperating 
with such organizations he is helping to create greater 
opportunity for his own success.. | 

There are occasions when consumérs feel that the re- 
tailer is not functioning satisfactorily as a purchasing 
agent, and there develops a disposition to create a ‘co- 
operativé organization in the belief that it would func- 
tion.more satisfactorily and economically. When proper 
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relations exist between the retailer and consumer, there 
is neither apparent need nor advantage, in creatirg a 
new agency to perform the functions of purchasing 
agent. 

As these facts become more clearly understood by 
consumers there should be better support of local dis- 
tributors, and this support would naturally be given to 
the retailers who function most efficiently as purchasing 
agents, with the gradual elimination of those retailers 
who merely serve as distributive outlets for the manu- 
facturers. 

The services rendered by the retailers are of three 
types: (1) Fundamental services; (2) services resulting 
from consumer demand; (3) services resulting from 
competition. 

The fundamental service consists of the retailer’s in- 
vestment pf capital in merchandise in anticipation of 
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community requirements in quantity and variety to 
permit inspection and selection before purchasing. With 
a knowledge of merchandise and the sources from which 
it can be secured, the retailer contributes to the con- 
venience and comfort of the community he serves. 

The service which the retailer renders in response to 
consumer demands consists of the following elements: 
Credit to the consumer who finds it inconvenient to pay 
cash for purchases as they are made. 


What Overstock Does 


Overstocked retailers and wholesalers are disposed to 
discourage the introduction of additional merchandise 
in competition with unsold goods already on their 
shelves or in their warehouses. This entire situation 
tends to increase the total cost of selling and distribu- 
(Continued on page 61) 








The following chart presents the detail distribution of 
the consumer’s dollar for men’s shoes between the manu- 
facturer and retailer, reflecting a situation somewhat 
similar to the distribution of clothing. 

Because there are no data or statistics relative to the 


Wi = conversion of hides into leather nor of wool into cloth, to 


wn 
/ 


Hf i) serve as a basis for these charts, it is impossible to present 


the producer’s participation in shoes and clothing. 


TABLE D19.—DISTRIBUTION OF DOLLAR CONSUMER 
PAYS FOR MEN’S SHOES 





| 1913 





Production: 
Raw materials 40. 
Cost of manufacture 17. 
Operating overhead and selling 9. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 
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Figure 33—Super- 


ficial muscles of the 
posterior side of the 
lower leg. Heel cord 
at 1. Upper limit 
of attachment of calf 
muscles at 2. After 
Toldt’s Anatomical 
Atlas Republished 
by special permis- 
sion of ebman 
Company, New York 


with aid of illustrations. 

Strongest foot muscles are not in the 
feet at all because the large bulk of muscle 
issue required to support the entire 
weight of the body easily in walking, has 
‘o be placed from mechanical necessity in 
he lower leg where there is sufficient room 
or muscular activity and growth, and 
where there are extensive surfaces for 


A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” 


They are direct results of a question- 


naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 
MUSCLES THAT MOVE THE FEET 


HIS topic is one of the most 
T complicated and important 

that shoe men have to con- 
sider, It will be separated into 
three headings for clearness and 
convenience, namely, general ar- 
rangement of foot muscles, minute 
structure of muscles, and muscle 
physiology. Complex details will 
be presented as simply as possible, 
and they must be comprehended 
thoroughly to allow 
proper understanding 
of the topics which 
follow relating to flexi- 
ble shoes, stiff shoes, 
and arch supports. 


General Arrangement 
of Foot Muscles 


More than 20 muscles 
are used to regulate all 
movements of a foot, 
and many of them are 
divided further into 
several slips for move- 
ment of individual toes. 
Accordingly there are 
very many points in 
foot bones which are 
subjected to pull of 
elastic muscles in vari- 
ous directions, A few 
important groupings of 
muscles will be men- 
tioned and explained 





Figure 34—Deep muscles of poste- 
rior side of the lower leg. Heel 
cord turned down at 1. Muscle that 
flexes the great toe at 2. a that 
flezes other toes at &. Tibiaiis Poe- tendon at 3. Tibialis anticus tendon at 5. 
tomical Atlas Republished by special 
Rebman Company, 


permission 0; 
‘ew York 


secure attachments of muscle fibers. Six main 
groupings of muscles will be discussed briefly, but 
it should be understood that there are other com- 
binations of muscle action, and that muscle balance 
is a very complex one in a normal foot. «4 

1. Large muscles of the calf are collected into a 
single attachment on the posterior part of the heel 
bone by means of an extremely strong heel cord, or 
tendo Achilles, See the heel in Figure 33, This tendon 
pulls the heel upward when its muscles cortract, and 
simultaneously the foot tilts as a whole at the ankle 
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Figure 35— Under surface of foot showing 
continuations of tendons from leg muscles. 


Tendon that flexes the great toe at 2. Tendon 
that flees other toes at 4. Tibialis posticus 





Peroneus longus tendon at 6. After Toldt's 
Anatomical Atlas Republished by special 
permission of Rebman Company, New York 


Figure 36—Muscles of the leg and 


foot—front view. Tibialis anticus 
tendon al 5. Extensor muscle of the 
greal toe at 8. Extensor tendons of 
other toes at 9. After Toldt’s Ana- 


BOOT AND SHOE RECORDER 


joint with a lever action 
so that the ball of the 
foot is depressed, If a 
person is standing, he is 
raised on tiptoe when 
ihis group of muscles 
shortens. Muscles con- 
tributing to pull of the 
heel cord extend up- 
ward on the posterior 
side of the leg above 
the knee, the 
gastrocnemius muscle is 
fastened to the lower 
end of the upper leg 
bone. See Figure 33-2. 

2. Toes are pressed 
strongly against the 
ground in walking, and 
it is not surprising that 
additional muscles are 
packed into the pos- 
terior side of the leg 
for purpose of flexing 
the toes downward, 
Flexor tendons of toes 
run down into the foot 
under bones at the 
inner side of the ankle, 
where they change their 
direction to pass for- 


where 


3. Muscles which 
pull up the inner side 
of the foot, helping 
to support the lon- 
gitudinal arch, are 
shown in Figure 35 
at (3) and (5). These 
are tibialis anticus and 
tibialis posticus ten- 
dons. The tibialis an- 
ticus muscle may be 
seen in Figure 36 at 
(5.) Its tendon sheath 
enlargement at the 
ankle is represented in 
Figure 37 at (T). 

The comparative 
directness of pull of 
the tibialis anticus ten- 
don on the longitu- 
dinal arch makes this 
muscle often one of 
the first structures to 
exhibit signs of foot 
strain, and soreness 
is noticed in the leg 
where the muscle is 
situated rather than 
in the arch of the foot. 

4, Peroneal muscles 
are placed on the 


tomical Atlas Republished by spec- 
ial permission of Rebman Com- 
pany, New York 


ward through the sole to the toes. 
Figure 34-1 shows the heel cord cut 
and its heel attachment turned 
down. Its muscles have been re- 
moved entirely. Underlying mus- 
cles which flex toesare visible with 
their tendons disappearing in tun- 
nels into the foot at the inner 
side of the ankle. Fig. 34-2. 3, 4. 
As these curve around bones 
of the foot there are lateral pres- 
sures developed when muscles 
controlling these tendons are 
pulled tensely. Under these cir- 
cumstances they help to hold 
up the long arch of the foot. 
The frontal arch is elevated also 
by strong contraction of long 
flexor muscles of toes. How 
these tendons continue through 
the sole to their terminations is 
shown in Figure 35-2,3,4. Notice 
that the great toe flexor is so im- 
portant that it has a distinct 
tendon of its own. Fig. 35-2. 


a 
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Figure 37—Tendons and tendon sheaths of the foot. 

Tibialis anticus tendon sheath atT. Peronel tendon 

sheath at P. Tendon sheath of extensor tendons of 

toes at C. After Toldt’s Anatomical Atlas Repub- 

lished by special permission of Rebman Company, 
New Yor 
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Figure 38—Fibrous covering of mus- 

cles of bottom of the foot extending 

from heel to toes. After Toldt’s Ana- 

tomical Atlas Republished by special 

permission of —s Company, New 
Yor 


outer side of the leg, and their 
tendons run down behind the 
outer side of the ankle to pull 
on the outer side of the foot. 
They tilt the foot as a whole at 
the ankle laterally in reverse 
direction from tibial muscles to 
which they are more or less op- 
posed. The peroneus longus ten- 
don turns under the foot bones 
into the sole and crosses diag- 
onally to be fastened at the base 
of the great toe. Figure 37-P 
shows peroneal tendon sheath 
enlargements at the outer side 
of the ankle, and Figure 35-6 
shows the long peroneal tendon 
after it has turned into the sole 
to cross the latter diagonally. 

5. Short muscles in the sole 
of the foot and their general 
arrangements are shownin Figure 
35. They perform various func- 
tions and make possible some of 
the more delicate movements of 
the toes besides reinforcing long 
tendons, They fill in and bridge 
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across the space’ between heel and ball, con- 
iributing to maintenance of arches of the feet to 
important degrees, The outer covering of fibrous 
tissue of these short muscles of the sole is un- 
usually strong, and is called an aponeurosis, Figure 38 
represents it stretching from heel to toes, and as 
muscles of the foot weaken beneath it, there are in- 
creasing strains borne by this fibrous sheet. If it 
becomes strained to harmful degree there is likely to 
be soreness about its heel attachment as was explained 
in a previous chapter on policeman’s heel. Short 
muscles of the sole, being under elastic tension, con- 
tribute elasticity to the step in walking. 

6. Muscles on top of the foot are shown in Figures 
36 and 37. There are long tendons running to toes 
from leg muscles, while shorter tendons run to toes 
from muscles attached to foot bones in front of the 
ankle and to its outer side. They are extensor tendons 
of the toes, and are opposed to the flexors on the 
under surface of the foot. They extend the toes 
or pull them up out of the way in walking so that toes 
are not stubbed too frequently while walking barefoot, 

A normal muscle balance among various pulls 
exerted by various muscles has to be maintained to 
hold a foot in a normal posture. Otherwise there 
would be stretching of weaker ones by stronger ones, 
and deformities would appear, as in infantile paralysis, 
in which certain foot muscles lose their functions 
Normal muscles exhibit congenital variations at times 
like all tissues of the body. Occasional slight varia- 
tions in arrangements of foot muscles are observed. 
Variations in size and strength of individual muscles 
presumably occur at birth too, with resultant tend- 
encies toward poor foot balance and foot deformity of 
muscular origin. 

Let it be recalled that foot bones vary in size and 
in relative proportions to produce different foot shapes, 
broad or narrow, short or long. There is every reason 
to believe that foot muscles exhibit peculiarities of 
their own in similar manner although it is impossible 
to identify them easily. 

A congenitally small weak muscle that is normal 
in other respects has marked powers of adaptability 
which all muscles possess. It can grow rapidly, and 
does so, until it strengthens sufficiently to meet tasks 
imposed on it by its larger associates. 
reserve powers more extensively than the latter do in 
order to maintain a normal foot appearance with an 
even muscle balance. 

There are latent weaknesses in such feet which 
show quickly when feet are subjected to unusual strains; 


and very probably some individuals who have chron-’ 


ically weak feet have also unrecognizable congenital 
muscular defects underlying their troubles. The latter 


cannot be diagnosed positively because reserve powers 
of muscles cannot be measured. Such explanations at 
\-ast appear most plausible for extremely relaxed, de- 
‘.rmed and poorly balanced feet which some unfor- 
tonate persons possess. 
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61 
The Making and Distribution of Shoes 


(Concluded from page 58) 


Another important factor in the cost of distribution 
is the manufacturer’s desire to secure a large volume of 
production, and dispose of it in maximum quantities. 
This tends to overload wholesalers and retailers, retard- 
ing their stock turn, and consequently increasing oper- 
ating cost. 

The Cycles of Business 

Economical distribution can be secured only when 
there is a steady, orderly flow of products through the 
channels of distribution in response to consumer de- 
mand. An effort to force goods through the channels 
of distribution invariably leads to congestion, and 
intermittent periods of production and idleness, which 
are reflected in cycles of prosperity and depression. 


An Orderly Flow of Goods 


The existing methods of distribution cannot be mate- 
rially influenced by any individual firm or corporation 
acting alone, nor can any individual firm or corporation 
be specifically arraigned for conforming to prevailing 
methods in the face of severe competition. However, 
individual concerns can in reasonable measure modify 











TABLE D7.—COST OF OPERATING RETAIL STORES, BY 
PERCENTAGE OF EACH DOLLAR OF SALES 
































7 
| 
1931 1916 1917 1918 1919 1920 1921 
rE % % % % % % % 
Clothing. ....... 25.90 | 25.20 | 25.90 | 26.50 | 24.00 | 25.70 | 24.03 
Hardware....... 20.13 18.60 18.25 18.52 18.40 19.50 | 24.90 
a 24.14 24.45 24.21 24.07 23.78 25.25 26.88 
Dry Goods...... 26.90 | 26.30 | 27.40 | 27.30 | 25.60 | 26.00 * 
Groceries........ 14.70 15.20 15.50 14.30 14.20 14.60 16.80 
*No Data. 








cost to the ultimate consumer by adopting such policies 
in production and distribution as will permit and en- 
courage a steady, orderly flow of their merchandise 
through the stores of the wholesaler and the retailer‘in 
such quantities as will afford opportunity for frequency 
of stock turn and a consequently reduced burden of 
operating overhead cost against the unit of merchandise. 


The Right Sort of Service 


Retailers can materially improve their situation 
and reduce the cost of distribution through the 
development of more complete knowledge of the 
requirements of the consumers whom they serve. 
It is the function of the retailer to serve as a pur- 
chasing agent for the consumers within the com- 
munity in which he is located, and to perform 
this service properly, it is necessary for him to 
know the kind and amount of commodities re- 
quired. Failure to maintain a balance between 
purchase of merchandise and the ability of the 
community to consume creates a larger burden 
of operating costs than economic distribution 
will justify. 
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PROGRAM 
of the 
Third National Shoe and Leather 
Expositon and Style Show 


Monday, July 1to—Exposition opens, 
10 A.M. to 10.30 P.M. 

Tuesday, July 11:—New England Day. 
Style Show at 8.45 P.M. 

Wednesday, July 12—Retail Shoe 
Merchants’ Day. Meeting in Paul 
Revere Hall under direction Massa- 
chusetts Retail Shoe Merchants’ 
Association, 2.30. Style Show at 
8 45 P.M. 

Thursday, July 13—Shoe Factory Su- 
perintendents and Foremen’s Day. 
Style Show at 8.45 P.M. 

Tannery and Shoe Factory in opera- 
tion daily—t0 to 12 A.M., 2 to 
5 P.M., 7 tog P.M. 

July 14¢—Anweal Outing, Boston Shoe 
Travelers’ — visiting 
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Boston Hotels 


Biggest Sample Room Showings Ever—Salesmen and Manufacturers Have 
Beautiful Lines and in Greater Numbers and Varieties Than Ever 


HE Boston hotels are alive with sample lines on display 
and visiting buyers from all parts of the country—more 
than for many past years. The whole atmosphere is one 

of excitement—there is much hurry and flurry. A visit to the 
United States Hotel and Hotel Essex would make one think 
that there was nothing in the whole world but shoes. 

We are presenting for the benefit of visitors to the great Bos- 
ton market a list of sample lines on display at the two leading 
shoe hotels. The displays are both varied and beautiful. 

The great crowd of exhibitors will be here “en force” on 
July 10—so in some cases sample room numbers are omitted, 
and in other cases, it may be that the room number written oppo- 
site names will be changed, as other rooms may be preferred to 
those originally assigned, or chosen. 

We shall be glad in a later issue to make additions to these 
lists. 

AT THE UNITED STATES HOTEL 


J. T. Mulcare and Howard E. Mahoney, Weber Brothers Shoe Company. 
W. J. Wichgar, Ci ti Shoe Company, Bethel, Ohio—Room 20. 
J. N. Hanly, Livingston Shoe C y, New Oxford, Pa.—Room 53. 


George Gregory, The Cahill Shoe Company, Cincinnati—Room 16. 

W. J. Best, New Oxford Shoe Company, New Oxford, Pa.—Room 55. 

A. C. Golden, Ziegler Bros. Shoe Company, Philadelphia, Pa. 

George B. Scarlett, Fibre Specialty Company, Kennett Square, Pa.—Room 5 
F. Zuber, Crescent Shoe Company, Reading, Pa.—Room 255. 

H. E. and Martin Eby, Eby Shoe Company, Lititz, Pa.—Lobby. 

J. P. Yungel, Devine & Yungel, Harrisburg, Pa.—273. 

W. C. Hartford, Norridgewock Shoe Company, Norridgewock, Me.—65. 

S. O. Levitt, Greenberg Miller Comp n, Pa.—54. 


C. W. Anderson, Newcomb-Anderson Shoe Company, Rochest 
Room 24. 


Edward Ried, Lumberton Shoe Company, Lumberton, N. J.—67. 
George Inichen, Bluff City Shoe Company, H ibal, Mo.—71. 
A. F. Hoffman, Albright, Stanley Shoe Mfg. Company, Reading, Pa.—Room 17- 


F. H. Burrows and W. K. Urquhart, Little Falls Felt Shoe Company, Little 
Falls, N. ¥.—Room 58. 


W. H. Carr, Garden City Shoe Company, Beverly, Mass. 

E. A. Fargo, Fargo-Hallowell Company, Chicago—Room 11. 

Roger Whipple, Hagerstown Legging Company, Hag n, Md.—Room 110° 
B. W. Williams, Lund-Mauldin Company, St. Louis—Room 15. 

A. N. Wolf, Miller-Hess & Co., Akron, Ohio—Room 270. 

Mr. Ditzler, Yeager Shoe Company, Selins Grove, Pa.—Room 274. 

G. W. Chesbrough, G. W. Chesbrough, Rochester, N. Y.—Room 272. - 
Mr. Carroll, Ault-Williamson Shoe Company, Auburn, Me. 

D. L. Teitelbaum, Rosenwasser Bros., Inc., Long Island, N. Y.—Room 9. 
Maurice Yuells, Fein & Glass, Inc., New York City—Room 29. ‘ 
G. E. Graham, Jr., Graham-Bumgarner Company, Parkersburg, W. Va. 
W. M. Dorsch, Jr., Slater & Morrill, Inc., South Braintree. 

Henry Isaacs, Republic Felt Shoe Corp., Brooklyn, N. Y.—Room 61. 
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HOTEL ESSEX 


ordon Goldsmith, representing to jobbers—J. Newton Seitz Shoe Company, 
and to retail shoe merchants—Phillips-Cram Corporation, Fargo-Newhal) 
Company, and Maryland Shoe Corporation—Rooms 308-310. 





C. A. Boas—Rooms 58-60. 

A. W. Zeckendorf, E. M. Spears, and M. Rosenberg, H. Jacobs & Son, Brook- 
lyn—374-376. 

L. Lennox, P. J. Harney Shoe Company—Room 116. 

James Crotty, Crotty-Kendall Shoe Company, East Bost 

Conrad Shoe Company, Brockton—Room 62. 

Maurice Glass, Fein & Glass, Inc. New, York—Room 32. 

William Perry, Hoag & Walden Company, Lynn—Room 208. 

J. A. Schwingel, Blum Shoe Mfg. Company, Dansville, N. Y.—Roonis 26-28. 

C. M. Miller, C. 8. Marshall Company, Brockton, Mass.—Rooms 408-410. 

H. M. Barnes, J. I. Melanson Shoe C y—Room 320. 

S. J. Weinberg and Arthur Sachs, Sachs Bros. Felt Shoe Company—58-60. 

E. J. Rosenfield and S. Goldberg—Room 128. 


—Room 276. 














Jack Liebert, Krohn-Fechhei: Company, Ci ti—270. 
Leo Goodkind—Room 363. 
J. Shapiro. 


F. H. Loeb, Nonpareil Shoe Company, Inc., New York. 

Greene Shoe Mfg. Company, Boston. 

J. P. Paine, Niagara Shoe Company, Buffalo, N. Y.—Room 118. 

S. Fleishman—Room 226. 

M. Arnsteen—Room 164. 

Mohawk Shoe Company—Room 304. 

R. F. Daley, Milford Shoe Company—Rooms 80-82. 

Sol Waxelbaum, Hopkins & Ellis—Room 336. 

W. P. Ebbetts, McLaughlin-Conway Shoe Company. 

Ed Lovell, P. Curran, M. J. Toohig, John Fox, Charles Davis, and Jack Jones, 
T. D. Barry Company. 

Boyd-Welsh Shoe Company, St. Louis, Mo 

J. J. Harzman, Seneca Shoe Company—Room 216. 

La Crosse Rubber Company—Room 268. 

T..M. Jones, Thomson-Crooker Shoe Company—Room 168. 

Lexington Shoe Company—Room 426. 

W. P. Burns, Binghamton Shoe and Rubber Company—Room 543. 

Bleecker Shoe Company—Rooms 258-260-262. 

B. Lebowitz, Concord Shoe Company, New York—Room 266. 

W. H. Ellis, Indian Head Shoe Company—Room 380. 

J. W. Little and M. Sabine, Marion Shoe Company. 

A. La Bonte—Rooms 178, 180 and 182. 

J. L. Estey, N. B. Thayer & Co., Inc.—Room 161. 

S. A. Lefkowitz—Room 165. 

E. Fancher—Room 264. 

8S. Chaves—Room 118. 

Tweedie Boot Top Company—Rooms 108-110. 

E. P. Reynolds, Condon Bros. Shoe Company. 

A. J. Rosenwasser, Rosenwasser Bros., Long Island City. 

F. C. Pillsbury, Donn D. Sargent Company—Room 228. 

A. L. Puffer, Smaltz-Foodwin Company, Philadelphia—Room 432. 

Mr. Woodbine, Upham Bros.—Room 382. 

The Pels Company, Brockton, Mass.—Rooms 158-160. 

R. J. Nathan and A. Geller, Brooklyn—Rooms 212-214. 

F. Meyer, Julius Grossman, Biooklyn—Room 78. 

L. M. Livingston, K. M. Stone Importing Company—Rooms 591-593, 595, 597- 

M. J. O’Brien, Ridgeway Shoe Company—Rooms 280-282. 

Outing Shoe Company—Room 66. 

S. Fleishman—Room 226, 


AT THE ADAMS HOUSE 


F. C. Mowry, Mrs. A. R. King, Inc., Philadelphia—Room 263. 





BOOT AND 


& 


pe 


pe TRS 


, tes inant any 


CF a: 


SHOE RECORDER 


July 8, 1922 


Putting Style Right on the Last 


A Way of Showing the Proper Location of Pattern Lines on High Style Footwear 


WO questions that have bothered the shoe 
makers since the first shoe was pulled over a 
last are: 

“Will the last show the style?”’ and “‘will the style fit 
the last?”’ These are the two requirements of style 
determination. 

A. E. Goodwin of the Lynn Last Co., Lynn, Mass., 
has been endeavoring to find some practical means of 
picturing a last and pattern by means of the wood of the 
last and some solution that would hold the colors to be 


painted on that wood. He finally has discovered a 
solution, and a means of showing the pattern on the 
wood so that leathers, colors and materials can be 
given in their true relationship to the shape of the last. 

He is to feature this new invention at the Boston 
Shoe Style Show. Mr. Goodwin believes that by this 
method it will be possible for a manufacturer in a day’s 
time to see definitely. how the finished shoe is going to 
look and if necessary to send a sample to the customer 
“in the wood,” thus speeding up correct. style creation. 
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Recorder Ad-Visor Service 
The Letter 


The important messages of mankind have always 
been contained in letters. 

A letter is always read. Somehow something keeps 
the recipient from disregarding a letter even though it 
exhibits unmistakable evidences of advertising. Its 
intimacy is universally regarded as a confidence to be 
respected. 

It is a fact that everyday folks like to get mail. 
Many would feel well- 
disposed toward a store 


which remembered Percentage [oar 
them in a_ particular Cost per Letter 
way like this. All in ~ Quantity Mailed 


all it is a very valuable a 


medium and one that is 
fairly free from com- 
petition as yet. 

Your letter may be 
based as nearly as is 
possible upon the is 
known needs of the 
recipient, for the very 
exclusiveness of the let- 


Wntten by 


ter at once allows 
specific appeal and 
demands specific know]l- 


edge of those written 
to. Endless care must 
be exercised against the 
possibility of praising 
the merit of work shoes 


Can be used 


Daily record of orders aad amounts im dollars and cents 





This form is a good method of keeping track of results in letter advertising 

‘or tabulating returns on mail or 

the cost of each li letter mailed. It is made in the form of an enve ype 80 
—— tabulate. 


touch with the ones who have just moved into the 
neighborhood, collection of past due accounts, initiat- 
ing trade into the many little services performed by the 
store, are a few of the things that the letter will handle 
satisfactorily for one. 


Cost Compared with Newspaper Advertising 


A letter reaches the cream of possible buyers, not one 
but what can be made a 
customer, none too far 
distant, none out of 
reach with respect to 
buying habits. There 
is a minimum of waste 
as to the customers 
reached on the one 
hand. And there is the 
ideal circumstance of 
having the letter at the 
moment it is read re- 
ceive undivided atten- 
tion, no news items or 
other ad crowding it 
clamoring for attention. 

The money paid is 
for a personal interview 
with customers and the 
letter will get the in- 
terview easier than a 
face-to-face one. Who 
ever heard of anyone 


MAKING-LETTERS-PAY SYSTEM 


work, and gives in detail 
that the 


ee pay ca on a costs ag are d may be put inside and kept with h : h h 
y uw rs of 
to young unmarried ¥ MT oe ved fontek you a My Rieti BES shutting the door on the 


women. Perhaps at 

some time or other you 

have received advertising matter of equally irrelevant 
nature. Most everyone has. It is just an instance of 
where a mailing list perpetuates an error of omission 
unless carefully classified to begin with and frequently 
combed to keep up its effectiveness, for the relation 
between the letter ready to go and the names in a list 
bear a very distant and dim relationship to the boy or 
girl doing the addressing, Anything and everything gets 
by in the hurry once the mailing stage is reached. 


Where a Letter Is Valuable 


There is nothing one can’t do by letter almost as well 
as by talking with the customer in person. 

Complaints, disappointments at not being able to 
et styles wanted, advance information on sales, help- 
‘ng salesmen to keep in touch with their customers, 
Lringing old customers back, constant and immediate 


letter carrier. 

One picks his own 
circulation, and this is important where a small town is 
served by a big metropolitan newspaper where but a 
fraction of its circulation includes possible customers. 
With letter advertising in addition to newspaper, one 
is sure to cover the field thoroughly. 

The setting on a multigraphed letter is something 
like 7c a line and the running is between $2 and $3 per 
thousand. 


Methods for Compiling Lists 


Addressing-machine companies issue manuals having 
to do with sources of mailing lists. They give news 
items in the local paper; telephone lists; club lists; 
automobile license lists; taxpayers’ lists; etc., as 
possible sources for the retail merchant in compiling 
lists. Then there are the names of those who have been 
customers, who are now customers, the names of every- 
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one within walking distance of a store, out-of-towners 
who can be developed into mail order buyers, etc. In 
many cases the best-paying lists can be made up 
within one’s own store. 


Classification of Lists 


To be effective lists must be carefully classified, high 
price, low price, middle aged and young women, old 
women, men with families, etc. Knowledge of one’s 
trade will take care of this. Lists should be separated 
so that letters will be worded properly and will feature 
the proper shoes. 


Makeup of Letters 


A multigraphed letter may be filled in or not, it all 
depending upon whether the additional expense of 
““filling-in” addresses is justified. Either way is all right. 





Dear Madam: 


Someone has said that one ought to be “slow in 
making friends and slower in losing them.” 

Friendship is just as important in business as 

anywhere. 
i And when anyone stops trading here we feel that we 
are duty bound to know the reason in order that we 
right any seeming carelessness or other inability to 
please our patrons. 

So we wish you'd write on the bottom of this letter 
of any instance which led to your not visiting us lately. 
If there is any possible way of our renewing your 
friendship you will find us quick to take the opportunity 
of doing so. 

Last month our customers increased 50 percent over 
the month before so you see our shoes must be good 
ones. 

And while we're on the subject of shoes we can’t help 
mentioning the new strap pumps. It would do your 
heart good to see how prettily they’re made and how 
nicely they harmonize with popular summer dresses. 

May we hear from you, or better, see you soon? 





Thank you for your past patronage, 











Send this letter to those whom you have cause to feel are dissali L 


It will make them feel well toward you and possibly will resull in 
your learning something of what others think of your service. 


In the event of one’s not using individual salutations 
the letter may be started in such a way that they 
won't be missed. Writing the housewife on comfort 
shoes put where the salutation would go and in the same 
form as it would take, this, ““No need to feel ‘tousled’ 
while working.” Reaching a woman at 9 or 10 o’clock 
when she’s just getting into the heaviest part of her 


days’ work such an opening will hold interest for her, 
will rouse her curiosity. She'll read it. 

And she'll find it easy to proceed if the picture of the 
woman who always looks fresh and composed while 
doing the hardest housework is painted in interesting 








Mr. Old Customer, 
Everywhere. 


Dear Sir: 


When a new case of spanking white oxfords with 
regular, sporty trims came in this morning I thought of 
you—and wondered if they wouldn’t help you a little 
on your game—those washboard soles certainly ought 
to. 
Your size is here. Yes Sir! 81-2D. I checked it up 
on your card that I’ve made as a record so I'd be able 
to put you onto some of the good things in shoes 
sooner or later. 

Now, on my own hook, I’m going to hold out your 
size for three days and you can come in any time 
during those three days just to try these shoes on. 

I know you'll like them. They're built perfectly and 
ought to give you a lot of satisfaction this summer. 

Come in sure, but remember I’m doing this on my 
own hook, you needn’t buy unless they hit you RIGHT. 


Thanks. 
Yours truly, 











A letier written for salesmen to send to their customers. It's been 
tried with great success by other merchanis. 


fashion, the woman who is the envy of her friends 
because she seems to possess the knack of getting 
through her work easily—a splendid housekeeper 
withal. What woman doesn’t want to be just that. 
Keep it short. One or two sentences will do, for one is 
still engaged in opening her mind and room must be 
left for the real selling arguments. 

Then say something about women suffering through 
trying to finish wearing out party pumps at housework. 
How the most comfortable shoe especially adapted to 
work wear ought to be the one worn. She may be doing 
this very thing so by mentioning this here her objection 
to another pair right off may be overcome. 

Now is the time to explain in detail about the 
splendid looking lasts, the glovelike leathers, the dapper 
low heels not too low to be uncomfortable if one changes 
from high heels, comfortable support at arch, etc. The 
variety of styles, and leathers. The price. 

In conclusion tell her just what to do to become the 
possessor of such desirable shoes. Make it definite 
about coming in this afternoon to be fitted—to jot down 
the size on letter and check the style wanted and they’!! 
be sent to her immediately by parcel post C. O. D. with 
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a guarantee of refund if not satisfactory in every way. 
Always have something definite to do in the matter of 
purchase so they will not find it too easy to lay aside 
the letter without acting upon the convictions you have 
established. 











Dear Madam: 


A week ago when you called we were unfortunately 
out of your size in the patent strap pumps you wanted. 

However, we sent direct to our manufacturer to have 
your style shipped special delivery. 

It is now here and we shall be only too glad to have 
you come in for a fitting—the shoes are fresh from the 
bench, gems of neatness and wonderfully bright in 
style and finish. 

Let us assure you that nothing we are able to do to 
add to your footwear satisfaction will be left undone. 

We take every precaution to have every wanted 
style at all times. When it so happens we haven't a 
shoe called for we will gladly send away on special 
order even though this is a costly way of doing. 

This store MUST be one that you can depend upon 
for the latest, best and unlimited choice in shoes. 

May we expect a call from you for your new shoes? 


Sincerely yours, 




















Even though the customer has purchased elsewhere Ay = fare eligi this 

letter it will show her that you are striving hard 

this case, and she'll remember it. She may not pha ey impression 

they oftentimes get that ** You can’t get anything at so-and-so’s,”" upon 
being disappointed only once. 


To a workingman something like, “It took one man a 
year to wear out the sole,” would crystallize the idea of 
durability. A little story of the conditions under which 
the shoe was worn might create a desire to buy. 

And so it goes. About the best formula to use in 
writing letters just as a newspaper ad is to pick out 
every interesting point in a shoe and put it down. 

Take one customer with which one is acquainted as 
to buying habits, mode of living and tastes as the one to 
whom the letter is to be sent. Forget all the rest. 
Couch the letter in the same language that would be 
used in a talk with that customer. Use all the argu- 
ments that might influence that one to buy. 

Split the letter up into short paragraphs. Or a short 
one and long one alternately to make easy reading. 
Quote what the manufacturer said about the shoes. 
Give the very words of the style expert spoken to you 
while on your visit to the style centre. Tell what Mrs. 
So-and-So, the acknowledged leader in style and social 
life, said, quoting her name if you have her permission 
todo so. What others say about your shoes is worth a 
great deal more than what you say yourself in influenc- 
ing a sale. 


Get an easy conversational style into it and it will be 
read. One’s personality should permeate the letter but 
the subject should be interesting from the customer’s 
point of view. Then how many other women live in 
about the same kind of a house, have the same kind of a 
garden, go to the same church, read the same paper, 
spend about the same amount on clothes, have children, 
etc. as this customer. Any one of them might receive 
the letter and feel it was written specially to her. All 
of them would experience the same reactions or nearly 
the same, and become a buyer. as quickly and easily in 
one case as in another. The letter will fit all of this 
class if it is specific enough. Then it should be sent. 

If it is a little too general it shouldn’t be sent. A 
letter can do only so much, and it pays. It fails when it 
tries to do too much. 

No, there isn’t anything a letter won’t do. It is one 
of the most potent sales vehicles and is within reach of 
the smallest merchant. 











Welcome! 
We Wish You Happiness: 

Those of us who have lived here years think well of 
this place. We hope you will too. 

Our parks, our schools and churches, entertainments 
and stores are run in a way to make home life comfort- 
able and easy. 

You will find all these things right in town too. You 
will not have to travel for any of the comforts. 

In the matter of footwear, for example, Blank’s is 
prepared to furnish the latest in style, the acknowledged 
leaders in quality, the most satisfactory in fit, for all 
members of the family. 

We are located within easy distance of your home, in 
the most central part of the town next door to the 
XXX Bank, across from the 5 and 10 cent store. 

And we look forward to having you visit us—to see 
how splendidly your footwear needs will be filled and to 
note how reasonably priced really worthwhile shoes 
are here. 

Wishing you happiness in your new home, we are 





Sincerely yours, 











All things being equal the first to get the eye and ear of — gy | 

the one who stands the best chance J — their patro Lay ayy Wen 

letter like this elimi: new to town 
looking you up. Get their names From real aauhe @ agents. 





A typist might prove an invaluable addition to any 
salesforce. During the summer vacations good boy or 
girl high school students can be employed at a reason- 
able price. One who can type accurately and swiftly 
ought to open up an entirely new vista of business to the 
merchant who tries his hand at going directly into the 
homes of prospective customers. 
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In the advertisement of the Hanover Rubber Com- 
pany, West Hanover, Mass., which appeared in the 
issue of July 1, a statement was made that this com- 
pany was to make rubber heels at the coming Boston 
Shoe Style Show, whereas they plan to show only a 
limited portion of their manufacturing equipment. 
This exhibit will, however, be very interesting to all 
who call bt Booth 546, since the process which will be 
partially demonstrated, is one of the most important 
in rubber-heel making. 


This Shoe of Black Satin 


In the advertisement of B. Friedman of 145 Duane 
Street, New York City, appearing on page 136 of our 
June 24th issue, two shoes were featured—one a patent 
one-strap welt, and the other a one-strap, high-grade 
turn, of black satin, Stock No. 9000. Inadvertently, in 
describing this shoe, no mention was made of the mate- 
rial. If you will refer to this issue you will see the shoe 
in question. 





Weber Bros. Line at U. S. Hotel 


Boston—J. T. Mulcare and Howard E. Mahoney, 
New England representatives for Weber Bros. Shoe 
Company, will display their line at the United States 
Hotel, during Style Show Week, July 10—15. 


Uses Telegrams to Collect Past Due 
Accounts 


During the latter part of June the George Muse 
Clothing Company of Atlanta, one of the South’s larg- 
est retail clothing stores, employed the unique method 
of trying to collect a number of old accounts by send- 
ing telegrams to the customers in question, with the 
result that out of eighty telegrams sent, a total of 
more than $1,000 was collected before the end of 
the month. 

A few of the accounts referred to were only three or 
four months in arrears, but the big majority of them 
were from six months to one year behind, and were 
customers either located in other cities or who had 
formerly resided in Atlanta and left the city without 
paying the bill due the store. The accounts ranged 
from $50 to as high as $300, while there were a few only 


two or three months behind ranging from $10 to $25 
The average cost of the telegrams was 50 cents each, 
as nearly all of them went out as fifty-word night 
letters. 

Dozens of the customers thus appealed to paid from 
one-fourth to one-half of the full account, while a few 
paid the entire amount due. The largest check re- 
ceived in response to the telegraphic duns was $70 
while the lowest was $10. 


Telephone Used, Also 


In addition to sending out these telegrams, the com- 
pany also used the method of calling up a number of 
customers on long-distance telephone, while several 
others were billed with registered letters. The latter 
two plans netted several hundred more dollars in col- 
lections from these old accounts. 

One of the features of the plan, indicating its real 
worth as a money-getter, was the fact that some of the 
accounts collected in full or in part had been considered 
virtually “dead,” and the store sent the messages to 
such accounts merely as a last resort, or, in other 
words, as a sort of experiment. Of these accounts, 
which were all from ten to twelve months behind, the 
total amount collected exceeded $250. 

Following are a few of the telegrams sent out which 
accomplished the best results: 

“We must insist on remittance of $56.50 to cover 
your August and December account. As this account 
is considerably past due, we believe we are entitled to 
immediate payment. Let us hear from you at once.” 

“Failing to hear from you in the next few days rela- 
tive to your account of $76.75 of last October, we shall 
be compelled to pursue another course to perfect set- 
tlement.”’ 


Direct:Threat Used In Some Cases 


“We w’sh to advise that it is necessary we have your 
check at once covering your account, which is now 
nearly a year old. Failing to hear from you, we shall 
be compelled to force settlement.” 

“Is there any reason why we should not receive a 
remittance covering your account of $105.50, due since 
last November?” 

“We find that your October and November account, 
amounting to $76.50, remains on our books unpaid. 
At time purchases were made we understood same 
would be paid according to our terms. Inasmuch as 
the account is long past due, we must insist on check 
to cover same at once.” 

“We have received no reply to our telegram sent 
you several days ago. What may we expect in the 
way of remittance covering your old account? We 
must .hear from you without fail, or we shall be com- 
pelled to employ another means to force settlement.” 





Businesswise, goodwill spells gold.—Forbes Magazine 
(N. Y.). 
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Who Is Your Most Formidable Competitor ? 


OMPETITION has well been defined as “‘striv- 
C ing for something that is sought by another 
at the same time.” 

Whenever a man or a woman walks away from the 
office of the employer with a pay envelope in hand, 
he or she has “something sought by another.” Com- 
paratively few people have either time enough or money 
enough to satisfy all their desires and so right there, 
competition starts. 

You as a shoe merchant enter yourself in the big 
Derby of competition “striving” for at least a part of 
the contents of that pay envelope, “which is sought by 
another.” 

The “‘another” who gets the money will be he who 
puts up the strongest and most logical appeal; he who 
creates in the mind of the owner of the pay envelope 
the strongest desire for what he has for sale. 

If you get it you must first get the attention and 
interest of the person; you must create a desire for 
what you have to sell; you must create a sense of belief 
or trust that what you have to sell will best satisfy the 
desire of the owner of the pay envelope. 

Who then is your most formidable competitor? 
Possibly you have in mind the shoeman across the 
street or in the next block, but if you, in conjunction 
with the other shoemen of your city, have conjointly 
through your advertising, your show windows or your 
contact with the public, created a desire for footwear 
that will outweigh the desire for other things, he is not 
the competitor you should fear most. 

The milliner, the haberdasher, the “swell’’ restaurant 
or even the theater, the taxi company or the pleasure 
resort is just as much a competitor for the time and 


money of the pay envelope owner as is the other shoe- | 


man. 

Too long and too frequently have business firms 
looked upon others in the same line of endeavor as their 
sole and only competitors. Too long have petty 
jealousies, backbiting and underhanded rivalries mas- 
queraded as competition, and the hundreds of sources 
0: real competition been disregarded. 


Churches fight each other on some trivial question of 
doctrine or creed and meantime, people crowd the 
movie shows and baseball parks. The “sermon on the 
mound” is advertised in such a way that it creates 
more desire than the Sermon on the Mount; and the 
churches lose the opportunity to “sell” their ideas. 

Remember the old story of the two cats that found 
the chunk of cheese? They quarreled and called in a 
monkey as judge. The monkey got all the cheese. 

The florists had the right idea when they coined the 
phrase, “Say it with flowers.”’ Conjointly they created 
a desire for flowers, not just flowers for weddings and 
funerals where flowers are always used. but flowers for 
mother, for wife, sweetheart, a sick friend—flowers for 
every purpose and every occasion where sentiment 
enters into the gift. 

You are competing with the florists for the public’s 
dollar. They know it. Have you yet realized it? 

Competition is a necessary thing in business. With- 
out it there would be no life or pep to industry; but 
petty rivalry is not competition and does not foster 
business growth. 

Why not follow the lead of the florists, coin a slogan 
that can appear in every shoe store, in every shoe store 
advertisement, upon every piece of wrapping paper 
leaving the shoe store—a slogen that will create in the 
minds of pay envelope owners and the public in general 
a desire for more shoes, better shoes, and prettier shoes, 
shoes for occasions and purpose that claim the time 
and are suitab'e for the activities in which the public 
indulge? 





Armstrong Shows Comfy Slippers 


Boston.—W. F. Armstrong, representing Daniel 
Green Felt Shoe Company of Dolgeville, N. Y., has 
returned from a three months’ trip June 21 and he 
has the complete line of samples of his house on display 
at 82 Lincoln Street. Mr. Armstrong is “keeping open 
house”’ for visiting buyers. 
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Making the Sale Is a Problem 


in Evolution 


By E. C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


ID you ever pick a bright, red, perfectly devel- 
[ov apple from the tree, and then stick your 
teeth into the juicy, luscious fruit? 

Before that apple reached the state in which it was 
useful and pleasing to you it went through several dis- 
tinct stages of development, and yet each state was 
blended into the other. 

When first visible to the naked eye it was a tiny 
little green ball on the end of an apple tree limb, Grad- 
ually it opened up into a beautiful flower; then the 
flower disappeared and an- 





How Desire May Beget Action 


Just as the little green apple grows and develops into 
luscious fruit, so may desire, once created, be made to 
grow and develop, but before it reaches the stage of a 
sale one more step in the process of evolution is neces- 
sary—that is, action. 

Action on the part of the salesman and action 
on the part of the customer. This action must 
be co-operative. The mind of the customer and 
the mind of the salesman must blend and be con- 

centrated upon the article of 








other little green ball appeared. 
The second little green ball 
grew, developed, and finally 
color began to appear, and in 
due season the full-grown ap- 
ple became ripe and red—and 
just at the right time it was 
picked. 

Sales “Picked” Too Soon Are ~~ 

Not Sales 


Had it been picked too soon 


; at the right time. 
it would not have been so 





Every sale, without exception, passes through 


four distinet stages of development. 
Aitention, Interest, Desire and Action. 


Blight, sting, storm or drouth may kill it before 


Rot and decay will ruin it if it is not “picked” 


merchandise. That is picking 
the fruit—closing the sale. 

Nearly every State in the 
Union conducts a number of 
“experiment farms,” where 
different processes of cultiva- 
tion are tried out with the 
fruits and grains that can be 
raised profitably within the 
State. 

If you have never visited 
one of these farms it will pay 
you todo so, A merchant can 
get some mighty good ideas 























highly colored and pleasing to 
the eye, nor would it have 
been so highly flavored and pleasing to the palate. 
Furthermore, the seeds which it contained would not 
have sprouted to grow other apple trees. 

Had it not been picked soon enough it would have 
developed rot and decay. It would have become use- 
less, and all the time and money spent in fertilization, 
cultivation, and production would have been lost. 

There is a natural law which governs the develop- 
ment of a sale which is just as true and pronounced as 
the law that governs the development of the apple. 


Attention Is the Bud of the Sale 


First, there is allention. Attention is the tiny little 
bud. Nobody ever thought of buying an article until 
his or her attention is called to it. 

The bud opens into interest. Interest is the blossom. 
The utility, beauty, or the attractiveness of the article 
is impressed upon the mind of the prospective cus- 
tomer, before he makes up his mind that he wants it. 

The next step in the process of evolution of the sale 
is desire. Here the little green apple begins to grow 
and give promise of ripened fruit. Desire always, with- 
out exception, precedes the culmination of every sale. 
Nobody buys anything until he first desires it. 


‘ 


on salesmanship and merchan- 
dising from one of these institutions. 
Various kinds of fertilizers are used, and their values 
are tested. (To the merchant fertilizer spells AD- 
VERTISING; that is just what advertising is.) 


Not Every Bud Becomes an Apple 


Various modes and methods of pruning are tried out. 
Dressing up the trees to make them produce better. 
(That means window trimming, store arrangement, 
comfortable chairs, etc.) 

Different ways of plowing and irrigation are used to 
stimulate the growth of the trees. (A parallel to con- 
ferences with salespeople. ) 

All these and many other things are done to bring 
the whole orchard to the highest possible state of cul- 
tivation ard make it produce the greatest possible 
amount of perfect fruit. (To the merchant this spells 
turn over—the maxium amount of sales on the 
smallest possible stock. 

Usually a small area in the very heart of the orchard 
is left year after year without cultivation, fertilizing, 
or pruning to better show by contrast the result of 
work, science, and applied knowledge. 

In this section of the orchard, with its knotty, shape- 





July 8, 1922 


Sse = © nn oo ee 6 no - — —_ -— «af oh oe po a ee aE ae ae end 


Sma Ss 5s” @ 


July 8, 1922 


less, stunted trees producing only a small fraction of 
the fruit produced by the cultivated trees, and the 
knotty, knurly, undesirable fruit that is produced, is 
where many merchants can get a valuable lesson and 
much food for thought. 

Not every bud develops into a perfect apple. 1n- 
sects, blight, and frost kill many of them. So it is with 
prospective customers. 


The Function of Windows 


Advertising show windows sales people or one of a 
hundred other causes may arouse attention but only 
favorable. attention Jeads to interest and desire and the 
ultimate sale. 

It is an old law of mathematics that no two bodies 
can occupy the same space at the same time. This 
law applies to mind as well as matter. No two thoughts 
can occupy the mind at the same time. If the customer 
is thinking of your dirty collar, baggy trousers, loud 
necktie, or a conversation between a group of other 
salespeople, you cannot get your ideas into his mind 
until you get the other thoughts out of it. 

When you have done this and secured his favorable 
attention he begins to be interested, and the sale is in 
the second stage of development. But if you allow his 
mind to remain occupied with thoughts other than of 
the merchandise, frost, sting, or blight will kill the sale 
right there. 

Closing the Sale 


But when you have got his favorable attention and 
have him interested, he is ready to listen to what you 
have to say; he is in a receptive mood and you have 
the opportunity to get him to desire what you have to 
sell. 

The fruit is growing. Here and there little streaks of 
color are beginning to appeer. Cultivation, moisture, 
and sunshine are bringing it nearer and nearer to full 
development and perfection. Then comes the next 
and fina] stage—Action—picking the fruit—closing the 
sale. 

When the fruit is reaching maturity, the trained 
orchardist watches it with an eagle eye. He wants to 
be in readiness to pick it just at the right time. Know- 
ing just the right time to close the sale is just as im- 
portant. 


How a Shoe Traveler Plays the Game 


A Milwaukee shoe manufacturer had a traveling _ 


salesman who took over what was considered a very 
hard and undesirable territory but he went out and 
made good. Season after season he was top man in 
point of sales and lowest in point of merchandise 
returned. , 

When asked how he did it he replied: 

“There is really not much to tell. If the merchant 
is busy when 1 go in, 1 wait until 1 can get his attention. 
‘n the meantime 1 am Jooking over his store, and de- 

iding upon some one particular shoe which 1 think he 
can use profitably. When 1 spread the line 1 put this 
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shoe in a prominent position. Then 1 step back and 
watch his face. lf he picks up that shoe first, all well 
and good. 1 feel pretty safe. But if he picks up an- 
other shoe first, 1 forget for the time being the one 1 
had in mind and concentrate on the one he picks up, 
because 1 know it has attracted his attention: he is in- 
terested in it, and it is my job to make him want it 
bad enough to buy it. 


Making a Double Sale 


“| devote all my energies to keeping his mind con- 
centrated on that one shoe until he buys it and 1 have 
the stock number, description, sizes, and widths down 
on my order book. He has bought what he wanted; 
he is satisfied and pleased with his own judgment. 1 
then go after the shoe 1 wanted to sell him.” 

As in this case, so in every case without exception 
the natural law runs its course. 

The salesman first secured the favorable attention 
of the customer; he dispossessed his mind of other 
thoughts and got his ideas in; he awakened the interest 
of the merchant in the shoe; he created a desire for it; 
he painted a picture of profits; he picked the apple 
when it was red and ripe—he closed the sale. 

Here is another interesting point from this sales- 
man’s unwritten manual which every salesperson can 
use regardless of what he is selling: 


Selling the RIGHT Style 


“Before trying to sell a merchant, 1 endeavor to find 
out what class of trade he is serving—whether the most 
of his trade comes from farms, factories, mines, rail- 
roads, shops, or some other specialized craft. It is 
important for me to know this in order to sel) him 
what he ought to have—to sell him shoes that will 
meet the needs of his customers. The merchant is 
buying merchandise for resale with the expectation of 
profit. If he makes a profit on what | sell him, he will 
buy of me again; if not, 1 am done. 

“Frequently a merchant selects shoes that 1 do not 
believe he can sell at a profit. 1 do not try to argue 
him out of it. 1 let him buy it, but before I finish with 
him | try to persuade him to cut it out.” 

Being able to visualize the customer’s needs as well 
as his wants is one of the most vital factors in success- 
ful salesmanship. 


Don’t Build Up Sales Resistance 


But to say to a customer, “1 have exactly what you 
want; here it is, try it on.” is, nine times out of ten, 
building up a sales resistance that must later be over- 
come if the sale is ever completed. 

The salesman is supposed to know the merits of the 
merchandise; is supposed to know what the correct 
style for various occasions and what would be becom- 
ing to the customer’s personality. 

The average customer welcomes helpful suggestions, 
but he (and especially she) resents being dictated to. 

It is the province of the salesman to suggest but not 
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to dictate; to lead but not to drive; to dominate but 
not domineer. 


Customers Must Be Served— Not Handled 


When a desire is created, watch it grow and help it 
grow. Watch the red streaks appearing on the apple 
as it approaches maturity, and do not blight it by the 
sting of that insect called sarcasm, nor blow it off the 
tree with too much wind. 

Frequently I have seen supposed salesmen in shoe 
stores (and sometimes it was the proprietor or man- 
ager) assuming the attitude of supreme dictator. I 
have seen them arguing with customers, even getting 
sarcastic and trying to force customers into buying. 
Sarcasm is a word that should not appear in the sales- 
man’s dictionary. 

Occasionally, merchandise is disposed of by argu- 
ment. The customer capitulates through sheer ex- 
haustion; but can such a transaction truthfully be 
called a sale? 

It is a safe bet that a man or a woman so “handjed” 
will not become a permanent, satisfied customer. The 
seeds of the apple will not produce other apple trees. 


To Serve Well Is Noble 


Too often merchants and salespeople see only the 
menial definition of the word servant. They resent 
the term as being applied to themselves. They forget 
that the President of the United States, the chief execu- 
tive of the nation, is the hired servant of the people. 
He gets paid for serving—not for dictating. 

His administration stands or falls according to his 
ability to anticipate the wants and needs of the people 
and supply those wants and needs. 

A store, the merchant himself, and his salespeople 
can reap a just reward only through service rendered. 

In a Middle Western store, the manager saw a sales- 
man in an argument with the customer. He motioned 
for the salesman, asked what was the matter, and the 
salesman said: 

“That fellow is the darndest fool I ever saw. He 
won't let his wife try on the shoes.”” The manager 
said, ‘What business is that of yours? You are not 
running their family affairs. You do not have to arbi- 
trate their quarrels. The man looks to me like he has 
the money to pay for the shoes if you sell them to him. 
We want the money and ‘you want the commission on 
the sale. Forget all about their troubles and serve the 
man as he wants to be served. He is the boss at the 
present minute and it is your province to do his bid- 
ding. Do it the best way you know how.” 


Salesman in a Double Role 


In at least seventy-five cases out of a hundred the 
successful salesman buys for the customers as well as 
sells to the customer. 

He leads the customer along, exercising his persua- 
sive powers without domineering or seeming to dictate. 

In no instance should the customer leave the store 


with a feeling that he or she has been sold. The cus- 
tomer should go out feeling that he has bough! what he 
takes away with him, that the selection has been made 
of his own volition, and that the salesman has been of 
assistance in making the lection. Argument 
and windjamming seldom result i: he culmination of 
this kind of a sale. 


“In-Stock” Sales Talfs 

Sales talks are just like shoes and clothes. No one 
style will please everybody, nor will any one size fit all 
people. 

The main point of a corrective shoe, an especially 
designed last, a particular material, or even a clever 
pattern may be used in most instances as the basis of 
the sales talk, but the conversational part of the talk 
must be fitted to the customer’s personality and habits 
of thought. It is the salesman’s job quickly to make a 
mental inventory of the customer and fit his sales talks 
to the occasion. Even in the sale of corrective foot- 
wear, a point that would be of prime importance to 
drive home in the mind of one customer would be a 
secondary point of consideration with another cus- 
tomer. 

Buying For—as Well as Selling To 


Recently, in a small city, three women came into a 
store on the same day, each to select footwear for the 
same social function. The same salesman served each 
of the three customers, sold them all, and sold each a 
different kind of a shoe, and all of the women were 
well dressed, well shod for the occasion. 

The salesman made it his business to inquire about 
the gown that was to be worn with the shoe, the mate- 
rial, the trimmings, the style, and even the length. 
This knowledge plus his inventory of the personality 
and taste of the customers enabled him to select the 
footwear that would harmonize with the gown and be 
suitable for her personality, and be correct for the 
occasion. He also sold each a pair of hose to complete 
the outfit. 

Each woman left the store with a feeling that she 
had bought the shoes. She had no thought that she 
had been sold. 

This salesman not only converted merchandise into 
cash at a profit for the merchant, but he sold himself 
and the store to those women, and made a permanent, 
profitable customer out of each of them 


The Human Touch 


The successful salesman must be able to speak many - 
languages. This does not necessarily mean that h?" 
must speak French, Italian, German, and Hindoo, but 
it means that he must acquaint himself with the lingo 
of different classes of people, and be able to express 
himself, not only in language which they will under- 
stand; but in terms which they are accustomed to 
hearing. 

He must be able to. put himself upon the same com- 


July 8, 1922 











Ji 


m 
al 
tc 
tk 
bi 
fe 


ol 


ta 
cl 
Ww 


col 


ple 
fut 


for 
" 


fer 
fer 
Ey 








7 - = vv “ 


— S&S 


” 


Tre EerlUM 


— ee 


July 8, 1922 








mon plane with the customer, not on a pedestal far 
above them nor in a pit far beneath them. If the cus- 
tomer is dignified, draw orl your sense-of dignity; if 
the customer is a kidder, put.on your kidding clothes; 
but be sure you get..« it»rnt; and make the customer 
feel at home and a ‘ease. 


ferminal Facilities 


More sales are iost by overtalking than by under- 
talking. The time has passed when a superabundance 
of words can masquerade as salesmanship. Real sales- 
manship is about 75 per cent action and 25 per cent 
talking. Too frequently a man dressed up in good 
clothes, standing in a store, calling himself a salesman, 
will set his mouth going and then go off and leave it. 

The salesman is like an engineer on a railroad train. 
He must be constantly looking out for the signals. He 
must have terminal facilities. If he disregards the stop 


. . . 
signal, he is almost sure to cause a wreck. 


There is a psychological moment to stop talking, and 
many of the most successful salesmen of today allow 
the customer to do the most of the talking while Mr. 
Salesman employs his energies in keepmg the thought 
of his prospect centered on the merchandise instead of 
having his or her mind filled with a lot of stuff irrelevant 
to the sale. 

The trained salesman keeps his eye on the apple 
ready to pick it the minute it reaches the point of full 
development and maturity. 


How Seeds Are Planted 


The salesman who waits on a man or woman and 
allows the customer to walk out of the store without 
first having planted the seed for a future sale has only 
halfway done his job. 

A very few years ago a young man took charge of a 
shoe store on a prominent corner in Chicago. The 
location was looked upon as a “hoodoo.” Three firms 
in succession had failed in that room. Today it is one 
of the busiest and most prosperous stores in the city. 

Upon assuming control, the manager called all the 
sales force together and talked to them and with them. 

Here is one of the things he told them: 

“Tf we sell only one pair of shoes to each woman who 
comes in here and never see her again we, like our 
predecessors, will fail; but if we serve her in a way that 
pleases her, and before she goes out plant the seed of a 
future sale in her mind, we will succeed. 

“When a customer comes in, show her what she asks 
for or as near it as we have—but show her something; 

‘ver say, ‘Sorry, but we haven’t got it.’ 


Making Two Sales ‘rem One 


“After you have completed the sale and that tran- 
saction is finished, show her another shoe entirely dif- 
ferent in appearance and i: vended for an entirely dif- 
ferent purpose; but which you think wil) interest her. 
Every woman has a number of dresses and suits; the 
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number, of course, depends upon her social standing, 
the activities in which she is interested, and her ideas 
of economy; but almost invariably while we are selling 
her shoes, she wants to sell us on the idea that she is a 
good dresser and has plenty of clothes besides what she 
has on. 

“No one pair of shoes will harmonize with all her 
dresses or be suitable for all the activities which claim 
her time. Whether or not you can sell her two or 
more pairs at one time depends on circumstances, but 
whether she buys it at that time or not, if you plant 
the right seed in her mind, it will grow and develop 
into a future sale.” 

This man is a merchant. He fully realized thet per- 
manent customers—those that come back to the same 
store and to the same salesman time after time—are 
the ones that bring permanent prosperity to a business. 


F. C. Rand Denies Senator Reed’s 
Assertion 


Frank C. Rand, president of the International Shoe 
Company, made the following statement to a local news- 
paper on the subject of some recent utterances by Sena- 
tor Reed, in his campaign for renomination. 

“Senator Reed, in his controversy with the St. Louis 
Star, has gone out of his way to bring in the Interna- 
tional Shoe Company and to make about the company, 
statements that have no foundation in fact. 

“First—The company did not profiteer on the gov- 
ernment contracts—on the other hand, during the war, 
we made millions of dollars worth of government shoes 
without profit—with one purpose of rendering a needed 
service to our country. In addition to this, we advised 
and prevailed upon the government to standardize its 
shoe specifications and to own its last and patterns, 
with the result that a saving of many millions of dollars 
was effected. 

“‘Second—The company’s business during the war 
showed a slightly less percentage of profit on volume 
than it showed prior to or after the war. 

“Third—It is not true that the company sold any 
shoes at $15 per pair. The highest price obtained by the 
company for its men’s highest grade fine calfskin was 
$9.25 per pair at the time when materials, supplies and 
labor were at the peak, and prior to the war we sold 
shoes of this type, not at $3 as stated by the senator, 
but at a much higher price. 

“Fourth—The International Shoe Company has no 
financial interest in the St. Louis Star and has no in- 
fluence, directly or indirectly, in shaping its present and 





__ , past policies. : 


“There is no sound reason why Senator Reed should 
desire to injure or purposely misrepresent the officers, 
stockholders and employees of this company and to mis- 
lead the public as to this company’s business methods. 

“Loose and inaccurate statements like those of the 
senator tend to arouse the prejudices of the public, and 
to obscure their judgment.” 
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Shrine window in the store of the Joseph Magnin Company, Inc., Geary and O'Farrell Streets, San Francisco, Cal. 


July 8, 1922 


This 


window was designed and executed for the week of June 12th, when the National Convention of Shriners took over two 


hundred thousand wearers of the fez to the Golden Gate. 


The window was in black and orange. The silk curtain, at the 


back had silhouetted Shrine figures and camels in black on it, and the valence of the same color in front had the Shrine 


emblem, the crescent and scimeter on it. 


The tessallated floor was of black and yellow satin. 


French marigolds were 


arranged in the upright vases of old ivory color, to match the tables and stands that supported a display of the latest styles 


in women’s footwear. 


The cushion in the center was of black broadcloth, with the Shrine emblem and 


words of welcome. 


The emblem was made entirely of rhinestone shoe buckles. 


Crossett Shoes at the Boston Style Show 


The Lewis A. Crossett Company, North Abington, 
Mass., is preparing to present Crossett shoes in most 
fitting terms to the trade who visit the Boston market 
during the Style Show week. 

At the Style Show, Booths Nos. 183 and 184 have 
been taken, whereat will be shown a full line of sam- 
ples for men and women, including the Crossett Supple 
Tread Shoe and regular lines of Crossett shoes for men 
and women, together with the Augustan and long-life 
shoes for men. 

Supplementary exhibits will be on display at the 
Boston office, 58 Lincoln Street, and at the factory at 
North Abington, where it is hoped a large number of 
customers and visitors will be in attendance. Most of 
the Crossett sales force will be at the Style Show to 
welcome their friends and no effort will be spared to 
make visitors at any of the three Crossett display 
points feel thoroughly at home. 


Whereupon the Credit Man Jumped 
Down the Elevator Shaft 


The only thirg we have changed before putting the 
following letter in type are the names of the principals 
the letter, we are indebted to the 


involved. For 


Charles A. Eaton Company of Brockton, Mass. 
it is: 
Gentlemen: 

We have your letter of 7th. In regard to the ourder 
thet your have for us for fall dillevery, in your letter 
you same to tank thet We must pay Mrs. Mary Woof 
account, under the naim The SQUARE STORE which 
I paeraches at Bank rupicey sale, so you can ship the 
ourder. 

This is on fair we wold not rusbonsbil for Mrs. Mary 
Woof dabt, if you can not make shipment to the Woof 
& Company which is defarin peoples all interlay, if 
you not in passhion to make shipment to the above 
farom you can counsul oure ourder. 

Yours very truly, 


(Signed) WOOF & COMPANY. 





Gordon Goldsmith in Boston 


Boston—Gordon Goldsmith, representing Phillips- 
Cram Corporation, Fargo-Newhall Company, and the 
Maryland Shoe Corporation, is showing these lines to 
retail shoe merchants at Rooms 308-310, Hotel Essex. 

He is also showing the line of J. Newton Seitz Shoe 
Company, manufacturers of infants’, children’s, misses’ 
and growing girls’ turn shoes to jobbers. 
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MILWAUKEE 


Patents and Whites Both Selling 


Opening of Season for Latter Does Not Affect Sales of Shiny 
Black Leather Appreciably 


HE apparent desire on the part of 

Milwaukee shoppers to postpone 
their shoe buying until the July clearance 
sales, coupled with the variable weather 
of the past week, has checked the upward 
progress of business reported last week. 
From all indications at that time, the 
shoe merchants were going to enjoy an 
excellent volume of business, as the hot 
weather had stimulated the sport lines 
and the whites. This trend has been tem- 
porarily checked, and business at present 
is only fair. 

The greatest demand at this time is for 
whites. Cut-out sandals are proving an 
attractive novelty, according to the de- 
partment store sections. A large number 
of sales in canvas shoes with fibre soles, 
in pump and trap effects, are also re- 
ported by these departments. 


Patents Still Good 


In spite of the large volume of business 
being done in the white shoes, patent 
leathe- styles remain strong favorites. 
This seems to be particularly true of the 
more exlicusive shops, which report a 
strong demand for patents in practically 
all styles. The popular-priced stores are 
featuring whites, and as a result the great- 
est percentage of their business is in these 
numbers, but even in this type of shop the 
patents are in strong demand. 

Men are taking to the patent leather 
oxford in preference to the sport shoes, 
which are very quiet here. Browns in the 
various oxford styles lead in sales in all 
of the stores devoted to men’s shoes. 


Rhinelander Stops Soliciting 


At a recent meeting of the Committee 
on Retail Affairs of Rhinelander Advance- 
ment Association, steps were taken to 
prevent the solicitation of local merchants 
by outside interests. In the past few 
weeks various charitable organizations, 
stock selling enterprises, and magazine 
subscription agents have made life a 
nightmare for local retail merchants. 
Every Summer witnesses an influx of 
these agents to the small towns in the 
State. The committee has taken steps to 
prevent solicitation of members by any 
party not bearing the written recommen- 
dation of the Advancement Association. 


Olson Increases Capital 
The Olson Shoe Manufacturing Com- 
pany of Chippewa Falls, Wis., has in- 
creased its stock to $75,000. No definite 
nnouncement of plans for use of this in- 
creased capital has been made by the 
company as yet. 


Enforce Early Closing 


Fifty leading retailers of Ashland, Wis., 
who signed up for the early closing plan 
in that city, are rigidly enforcing its pro- 
visions. Practically every merchant in 
the city is a party to the agreement, which 
provides for the closing of retail stores at 
five o’clock every day during July and 
August. 


Receiver Is Appointed 


Circuit Judge Halsey of Milwaukee has 
appointed Claude Harrison receiver of the 
Milwaukee Patent Leather Company, on 
petition of the Merchants’ Chemical 
Company. Bond wasset at $25,000. Offi- 
cers of the bankrupt company are: E. A. 
Oliver, president; H. B. Boulton, vice- 
president, and W. P. Jahn, secretary- 
treasurer. 


Novel Ticket Plan 


Railway ticket offices in all hotels of 
100 rooms or more are provided for in a 
plan presented to the railways and hotels 
of the country by Burr H. Randolph, 
joint owner of the Charlotte Hotel, Mil- 
waukee. Under the plan, all matters per- 
taining to transportation, handling of 
baggage, etc., now taken care of at rail- 
way stations, would be handled at hotels 
by the clerks. Bonds of various amounts 
would be required from the hotels, which 
would also pay a small fee per month per 
hundred rooms for the service as provided 
by railroads. According to Randolph, the 
idea has met with instant approval on 
the part of hotel men and railway officials. 


Allen on Manufacturers’ 
Board 


C. C. Allen, of N. R. Allen & Sons Tan- 
nery, was elected to the executive board 
of the Kenosha Manufacturers’ Associa- 
tion. The annual report of Secretary 
Conrad Shearer is interesting in that it 
depicts industrial conditions in Kenosha: 

“Within the brief span of three years,” 
he said, “we have experienced two periods 
of striking dissimilarity. During 1919 
and through 1920 we witnessed the high- 
est peak of business prosperity. Indus- 
tries operated day and night, and good 
help was at a premium. Since that time, 
what a contrast. Our plant; met the 
unusual situation in a splendid manner, 
and in spite of the fact that the number 
of idle hands surpassed any record here- 
tofore experienced, there was but little 
actual suffering in the community.” 
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Shoe and Hosiery Plants Busy 


The labor shortage reported by the 
federal employment bureau is not being 
felt in all of Milwaukee industries. The 
order books of some of the local shoe and 
hosiery manufacturers prove this beyond 
doubt. The Phoenix Knitting Works, 
according to an industrial survey, shows 
that it is employing 3,500 persons. There 
is a great pressure on production, accord- 
ing to officials of the plant. Many shoe 
plants are working at top speed and report 
100 per cent production as against 80 per 
cent capacity of a few weeks ago. 

Shoe dealers have placed orders three 
months ahead instead of the customary 
three or four weeks because of an expected 
advance in hides and leather, dealers say. 
The leather business is looking upward as 
shoe plant business increases. 


New Boot Shop Manager 


Albert Nichols, Chicago, has assumed 
the management of the Imig Boot Shop, 
North Eighth Street, Sheboygan. Mr. 
Nichols is an experienced shoe man, for- 
merly in business in Houghton, Michigan, 
and latterly manager of a chain of shoe 
stores in Chicago. 


Sheboygan Shoe Man Marries 


The marriage of Miss Lenore Luecke 
of Howards Grove, and Louis Ahrens, of 
Sheboygan, Wis., was celebrated at How- 
ards Grove recently. The couple left on 
a motor honeymoon through the northern 
part of the state. Mr. Ahrens is propri- 
etor of a shoe shop on Michigan avenue, 
Sheboygan. 


Dollar Days Common 


Indicative of the co-operative spirit 
prevailing among retailers of Wisconsin 
are the numerous Dollar Day Sales, par- 
ticipated in by retail merchants in all 
lines of commodities. The northern part 
of the state, where large cities are few and 
far between and the country more sparsely 
settled, appears to be a_ particularly 
favored section in this regard. Marinette, 
Wis., and Lancaster, Wis., are two of the 
latest cities to announce big “Dollar Day”’ 
sales. Special publicity to herald these 
events invariably results in a huge 
attendance of farmers and other buyers. 


Shoeman Here from Africa 


Labor troubles in Africa are much more 
violent than the recent coal mine disturb- 
ances at Herrin and other towns in south- 
ern Illinois, according to P. W. Rodda, 
South African sales manager and repre- 
sentative for the F. Mayer Boot and Shoe 
Co., and the Phoenix Knitting Works. 
Mr. Rodda was in Milwaukee making 
arrangements for the largest shipment of 
hose ever sent to Johannesburg, his head- 
quarters in Cape oory. 
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Prepare for Convention 


H. P. Plass, Secretary of the Milwau- 
kee Shoe Sales Association, went to Apple- 
ton to make definite arrangements for 
display booths at the state convention, 
August 8, 9 and 10. The Armory has 
been engaged for the manufacturers’ dis- 
play, and the two center rows of booths, 
fifty in number, have already been taken. 
Milwaukee manufacturers will bring a 
band and a baseball team to the conven- 
tion, according to Mr. Plass. J. B. Lan- 
genburg, president of the Wisconsin Shoe 
Dealers’ Association, has announced that 
the official program for the convention 
will be made up within the next two weeks 


Menzies Increases Force 


With unfinished orders for 150,000 
pairs of men’s, women’s and children’s 


shoes on file, and new orders arriving 
daily, the Menzies Shoe Co., Fond du Lac, 
Wis., has become a twenty-four hour fac- 
tory, and additional help is being em- 
ployed to make possible the night shift. 
Thirty men a day are being taken on at 
present. In spite of greatly increased 
capacity made possible by taking over a 
new factory addition, the company can- 
not keep abreast of orders, according to 
President S. D. Nichols. 


Celebrate Golden Wedding 


Mr. and Mrs. Charles H. Frantz, 769 
Mineral street, Milwaukee, recently cele- 
brated their golden wedding anniversary 
with a family reunion. Mr. and Mrs. 
Frantz are the parents of George Frantz, 
proprietor of the Kress Shoe Shop, 553 
12th street. 





ST. LOUIS 


Retail Business Slumps 


Expected Summer Relapse Now at its Height, With Mer- 
chants Looking Forward Toward Fall with Confidence 


HE past week also suffered from the 
slowing up process which retail shoe 
merchants have been experiencing for 
the past fortnight. However, this was 
expected and there is no note of dis- 
couragement in any :tatements made by 
the shoe merchants. Busines; for the 
most part during the spring and early 
summer was unusually fine. The out- 
look for Fall as most retail shoe merchants 
view it, will be one of big bu iness, 
with a buying public convinced that shoes 
will not see any further decline in prices. 
The manager of the shoe department of 
one of the largest department stores 
stated that women were convinced that 
good shoes cost money and after trying 
out bargain priced shoes were willing to 
pay a price that insured good footwear. 
He believed this was one of the reasons 
why the retail shoe business has held so 
firm during the past season. 

Incidentally, this particular store has 
just finished one of the largest seasons it 
has ever experienced. The white sales 
have far exceeded expectations and at 
this early date the stock has been pretty 
well depleted. White kid, especially in 
the wanted styles, is not available in a 
majority of stores. True, the buying was 
not very heavy in this field, but even the 
few stores which played them extremely 
“big” have exhausted their stocks. 


Popular Prices Attract 
Crowds 
The opening of a popular price shoe 


story on Saturday in the heart of the 
down-town “shoe belt’’ was one of the 


features of the week’s shoe news. A three- 
story building was erected for this shoe 
business, the store occupying the first 
floor only, having leased out the two 
upper floors. In addition to this one of 
the older shoe institutions also announced 
its opening after having undergone 
complete alterations on the front of the 
store. The two stores adjoin and their 
price policy is practically alike. 

These two events attracted to this 
locality perhaps more people than any 
similar affair. When the Recorder cor- 
respondent passed this location in the 
afternoon it was necessary to walk in the 
streets due the crowds who had collected 
in front of the store, which was distri- 
buting flowers to every visitor. Both 
stores were serving as many people as 
possible, with the older establishement 
having the largest day’s business in the 
history of the company. The manager of 
the newly opened store stated that the 
opening business was greater by one 
third than they had anticipated and as 
many customers as it was possible to fit 
were served. This concentration of shoe 
buying on these two stores caused havoc 
among the other down-town retail stores, 
who reported that business had showed 
less activity than on previous Saturdays. 

The Saturdays have naturally slipped 
to some extent and it is expected they will 
continue to lose ground during the 
vacation season. The half day workers 
don’t tarry long in the retail shopping 
district when released from the offices, 
but make haste for the trains to get into 
the country to pend the week end. 

Whites, of course, were the big sellers 
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of the week. Black satin as usual held 
econd position, attained when patent 
lost its prestige during the early Summer 
buying. 


Feltman & Curme Open 
Store Here 


Feltman & Curme, who conduct 
thirty-five stores in twenty-two principal 
cities have added another to their list 
by opening one in St. Louis. The build- 
ing they now occupy which has been 
under construction since January is 
ocated on the Southeast corner of Sixth 
& St. Charles Streets. Feltman & 
Curme occupy the first floor; the upper 
two floors have been leased to other 
retail establishments. : 

The front is of white terra cotta and 
unusually large window space has been 
built into the structure. The interior of 
the store is finished in dark oak, the floor 
is of composition, with tiled effect. The 
shelving around the entire store with the 
exception of the back wall where the 
offices are located has a capacity for 
approximately nine thousand pairs. One 
hundred and twenty chairs have been 
installed in the store and forty-five clerks 
comprised the selling force on opening 
day Saturday. 

Chester Jones is manager of the St. 
Louis store, having come here from Minne- 
apolis where he opened the store conducted 
by his company in that city. He has 
been in the retail shoe business practically 
all his life having spent a large portion of 
his career with Feltman & Curme. Silk 
hose with every pair of shoes sold was one 
of the features of the opening day. Full 
page space in newspapers heralded the 
event. 


Lewis Attends Buying 
Conference 


A. C. Lewis, manager of the shoe depart- 
ment of Boyd’s is in Chicago for a few 
days attending the buying conference of 
the Bostonian stores. The managers of 
15 stores will assemble in that city to put 
their final approval on the Fall styles and 
orders. 


Hinckley Returns from East 


Manager Hinckley of the hoe depart- 
ment of Stix, Baer & Fuller has just re- 
turned from a buying trip in the East. 
Hinckley has been away for fifteen days 
during which time he has visited all 
the Eastern shoe markets. He stated that 
seventy-five percent of the early fall shoes 
wili be fabrics, with satin as first. choice 
and brocades second. Patent will make « 
strong bid for third place in point of 
popularity, according to Hinckley. 4 
more optimistic view on business condi- 
tions prevails throughout the East, with 
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factories gradually working back to 
normal production, he said. 


I. Kaiser to Manage Senac 
Store 


I. Kaiser, connected with the shoe 
department of Stix, Baer & Fuller for 
12 years, leaves that company to manage 
the shoe department of Harry Katz, 
Oklahoma City, Okla. This store is one 
of a chain operated by the Senac Shoe 
Company of St. Louis. Kaiser will leave 
Sunday with G. W. Steuber, manager of 
stores for the Senac Company. 


Sensenbrenner Goes East 


J. Sensenbrenner of Sensenbrenner’s, 
left this week for the East where he expects 
to be gone for at least three weeks. 
Sensenbrenner is accompanied by his 
two daughters. They will stop over in 
New York for a few days after which they 
will proceed to Maine where Sensen- 
brenner will leave the children for the 
vacation period. He expects to tour 
through the White Mountains and spend 
some time later in the Eastern shoe 
markets. 


Huette’s Opening Big Success 


Huette’s store at 418-420 North Sixth 
Street held their opening on Saturday and 
according to Robert Huette, secretary of 
the company, the day’s business was the 
biggest in the history of the company. 
After two weeks, during which time work- 
men were busy putting on a new garb of 
white to the front, announcement of the 
opening brought out an unprecedented 
crowd to inspect the store. 

A pair of silk hose was given to each 
purchaser of a pair of shoes and the store 
was crowded throughout the day to 
capacity. Flowers were distributed to 
every visitor to the store and four people 
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were kept busy supplying the demand. 
which at one time obstructed the side- 
walk. In addition to ‘he new front the 
display windows were redecorated and a 
special showing was featured for the day. 


San Antonio Store for Senac 
Company 


Another store has been added to the 
list of the Senac Shoe Company. The 
Vogue Company of San Antonio is now 
operated by the Senac Company. This 
makes the fourth store now being operated 
by the company. The other three are 
Harry Katz, of Oklahoma City, Okla., 
Hush Bros., of Louisville and the Acher- 
man store in St. Louis. G. W. Steuber 
manager of the stores will visit the out-of- 
town stores on his trip of inspection which 
will require about two weeks. 


Van Dorn to Manage 
Children’s Department 


Mr. Van Dorn of the shoe department 
of Stix, Baer and Fuller department store 
has been made manager of the children’s, 
misses’, boys’ and growing girls’ shoe 
department. Van Dorn has been con- 
nected with the shoe department for some 
time and his present appointment comes 
after much experience with the company. 
Van Dorn is to have charge of the buying 
for his department, which has grown to 
considerable proportions. 


William Reid Back from 
California 

William Reid of the T. J. Reid Shoe 
Company has just returned from Califor- 
nia, where he has been spending a month’s 
vacation. Reid at one time lived in Cali- 
fornia, and this was his first visit back to 
that state in nineteen years. He spent 
considerable time in Los Angeles and 
San Francisco. 





CINCINNATI 


Factory Production Increasing 


Industrial Conditions Improving and Manufacturers are 
Genuinely Optimistic 


AVING passed through a period of 
readjustment, the shoe manufac- 
turers of this market are now looking to 
the future with a great deal of optimism. 
It is the belief of the leaders here that the 
shoe industry generally faces a period of a 
healthier nature in many respects than 
the one through which they have just 
passed. Every indication points to better 
economic conditions throughout the retail 
trade. Merchants who have survived the 
depression are on sounder footing than 
they were a year ago. Manufacturers, on 
the other hand, bave brought about ad- 


justments in wages, and have rearranged 
their production costs so that they are in 
keeping with the prices they are getting 
for their shoes. The situation among the 
local manufacturers is rapidly improving. 
The factories are increasing their produc- 
tion daily. 


Opposes Preaching Higher 
Prices 


Charles Voller, manager of the shoe 
departments of the Mabley & Carew 
Company, upon his return from the East 
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last week, said that in his opinion it is 
pernicious propaganda for either manu- 
facturer or retail merchant to say that the 
price of shoes will go up as a result of the 
recent strengthening in the leather market. 
He said: 

If we tell the consumer that prices are 
going up, in the face of an expected gradual 
decline, he will do nothing but hang on to 
his old pair of shoes and wait until prices 
do come down. We are not off the rocks 
yet, and this is no time to be talking of 
higher prices.” 

Mr. Voller’s policy has been to sell the 
best shoe obtainable at the price that will 
suit the pocketbook of the consumer. 
And he says that his business this year 
compares well with that of last year. 


How to Run a Children’s 
Department 


The weekly meeting of the employees 
and managers of the Potter Shoe Company 
last Tuesday was conducted by Miss 
Moore of the children’s department. She 
said that she found her department the 
most interesting one in the house. In her 
address she brought out many helpful 
suggestions taken from her experience as a 
sales person, from which the following is 
quoted in part: 

“We should take special care in fitting 
the little ones. If you fit a child properly, 
and the shoe wears well, you are sure to 
make a customer for yourself. I find if 
you want to sell your customer the 
second time, seil him quality the first 
time. Our X-Ray Foot O-Scope elimi- 
nates all excuse for a misfitted shoe going 
out of this house. 

“Kindness to children makes them 
want to come to our store. First, the 
mother or father brings the child, then 
after two or three visits of the parent, 
he’ll ask you the following: ‘What is your 
name, please, I want to put it down, so 
hereafter I can bring my children te you, 
as you take such an interest in them.’ 
Then as time goes on these children grow 
up with the name of our store deeply em- 
bedded in their memory. So we must not 
spoil the feeling the child holds for us by 
giving them lax service, or not being 
particular about fitting. True is the 
slogan: ‘He profits most, who serves 
best.’ ”’ 

It Pays to Rem>mber Names 


Miss Moore stated further: “I find that 
when we can remember customers’ names 
it seems to please them. Usually if I wait 
on a customer a couple of times, and the 
third time she asks for me, I try in some 
way to remember her name. I tell her 
that we will keep a record of the children’s 
sizes. Also if there are any peculiarities 
that exist with the foot, I make a note 
of these. If there is a prescription I make 
a record of it. All of this is a great assist- 
ance in future sales. 


78 BOOT AND SHOE RECORDER 


“We should make it a rule to get at 
least one new customer each day. No 
matter how poor business may be, a sales 
person can always be on the job for new 
trade. Furthermore, each of us should 
make it a point to try and sell a certain 
amount of old goods each week. 


Appealing to the Floor Man ° 

“When you are trying to make a sale, 
and you come to a point where your argu- 
ment seems to fall flat, it is a good idea to 
call your floor man, in a tactful way. He 
might suggest a style you did not think 
of and thus save a sale 

“After you go home in the evening, 
think over the happenings of the day, 
especially the customer whom you did 
not sell, and try to figure out what you 
might have done to save the sale. Ask 
yourself, whether in your speech or action, 
you gave the customer the wrong im- 
pression. Such retrospection will help 
you to do better the next day. For we 
must always remember, the customer 
comes first—no customer, no sale—no sale 
no job. ‘Service’ should be our watch- 
word. 

“During the white season, I have been 
wondering how it would be to try on a 
black shoe first, if in doubt of the size, and 
thus avoid handling the white goods as 
much as possible. 


How *bout Polish 
“How many suggest polish with white 
shoes? I find that often the customer is 


glad when we suggest polish. As white 
shoes have to be cleaned, and we have 
various kinds of cleaner on sale, we should 
at least suggest it every time we sell 
white footwear. I read a little article in 
Boot and Shoe Recorder this week which 
interested me. A Mr. Geo. O. Jones of 
the Willson S. Shop in Boston, says: 
‘I instruct my boys not to say to a 
customer: “Do you want any polish to- 
day?”’ but rather, “‘Thisis the polish that 
takes care of your shoes.”’ And if a cus- 
tomer says, ““Now this White Kid Shoe 
which I have just bought, what is good 
for that?”’ your salesman should be a good 
Irishman, and reply by asking another 
question: “What have you used?”’ And if 
the customer replies that she has used 
something that you know is good, say: 
“Fine! we have that.” But if the prep- 
aration that she mentions as having 
used is not good for White Kid Shoes, 
you might tell her the cleaner referred 
to was particularly adapted to some- 
thing else, but that the kind which 
you mentioned is just the dressing for that 
particular shoe.” 

A practical demonstration by Mr. 
Blumberg, manager of the repair dept., 
and Miss Rind of the correct method in 
measuring a foot, was given. This 
demonstration brought out the fact that a 
great deal d pend upon the nature of the 
foot as to whether two or three sizes 
longer than th: length drawn on the 
stick should be used. 


DETROIT 
June a Record Month 


Whites and Sports Ran an Almost-Tie Race with Patents— 
Children’s Shoe Business Steady 


ITH the continuance of warm 

weather the shoe business has 
developed into record importance. The 
white season has helped to bring this 
about, although the se'ling has been 
practically confined to the month of June. 
The weather in May was so unusually 
cold and wet that many merchants who 
had bought heavily in white footwear in 
anticipation of a big white season were 
beginning to talk of slaughtering them 
before the season really began. Today, 
these same merchants are re-ordering 
white shoes, looking forward to a demand 
during the summer months exceeding the 
usual call. 

There is no doubt that the black 
leather trimmings on whites have given 
the season a more styleful impetus. 
People who formerly paid a couple or 
three dollars for summer whites are now 
buying shoes that cost them twice and 
three times these amounts—and are more 
pleased with their purchases, for there is 


less grumbling because they are getting 
better qualities. 

Sports are also selling well in both 
men’s and women’s lines, the latter having 
taken up this style in white and smoked 
leathers. 

Patent Novelties Good 

Patent leather novelties are selling well 
and in some cases are probably reducing 
the chances for sales of white footwear. 

The sale of children’s lines is reported 
as steady and satisfactory, many of the 
stores in outlying districts cashing in on 
these lines where there is less doing in 
adult footwear. Those stores handling a 
“quality” line of children’s shoes find 
their trade growing in this line because of 
the time parents save by buying nearer 
home. This is especially noticeable since 
the hot weather arrived. 


Men’s Business Not So Good 


Exclusive dealers in men’s shoes are 
not so optimistic over business as those 
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handling women’s lines, or those merchants 
doing a family trade. It appears that 
while men are working full time again 
that they are not spending the amount on 
shoes that they are expected to spend by 
the retail merchants. Some think this is 
due to an over-cautiousness on the part 
of the customer, while others attribute the 
phenomenon to the fact that many men 
went into debt during their period of 
idleness and are now liquidating. Still 
others are blaming the fair sex, stating 
that they are spending all the money on 
their own desires and fancies and that the 
men have little to spend in consequence. 

In one men’s department where a 
wide range of lines is carried with 
prices varying from $5 to $13, the 
manager stated that there were two 
distinct classes buying shoes, those who 
wanted cheap shoes and those who 
wanted good shoes, no matter what the 
cost. He said: 

“Lines selling at from $5 to $6.50 and 
lines selling at from $11 to $13 are moving 
very easily, but the lines in between are 
at a standstill, especially the lines priced 
at $9 and $10.” 

It would appear from this that the 
lines priced at $9 and $10 are less favored 
by purchasers in this city. A survey of 
the field has led the scribe to come to the 
same conclusion as this shoeman. Stores 
may be divided into two classes, those 
selling the lower priced lines and the 
high-grade shops. In another store 
handling lines from $5 to $8 the manager 
stated that business was good. Asked 
about his idea of prices, he said: 

“We will stick to our prices for next 
fall, but the shoes we will sell for $7, 
will be as good value as those selling now 
for $8. Qualities will be better at the 
same prices. We do not wish to go back 
to pre-war prices, but we intend to sell 
better shoes for the same prices.” This 
store turns its stock every 45 days, so it 
may be conceded that their prices are 
satisfactory to the public. 


Merchants Holding Evening 
Meetings 


The Detroit Retail Shoe Dealers 
Association have been holding some very 
interesting and profitable meetings lately. 
The noon-day luncheon meetings have 
been abandoned and evening meetings 
substituted so that merchants from the 
neighborhood districts may attend. The 
following chairmen of committees are 
busy lining up work for the near future: 

Membership, Steven J. Jay; Publicity, 
F. E. Whitelam, both of R. H. Fyfe & Co.; 
Greeters and Entertainment, Harry Rich- 
enbach, Newcomb—Endicott Co.; Audit, 
Clyde K. Taylor, Walk-Over stores; 
Grievances, Stuart Rackham, Thomas T. 
Jackson, Inc. 

At the meeting held on June 16, 
Charles H. Culver, representative in the 
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State Legislature, gave an address on 
“Business and Politics” in which he urged 
the merchants to take more interest in 
legislation, showing those present the 
advantages of having someone interested 
in the shoe business in touch with all 
proposed changes in the laws. He said: 

“The opposition forces have their 
‘obbies and exponents. You must do the 
same to give your representatives the 
proper information so hat they may vote 
intelligently. If they hear only one side 
of the question they are almost sure to 
to vote favorable to the more active 
forces.”’ 

Howard Edward Starrett was the 
speaker at the meeting of June 23. His 
topic was the proposed “Zoning Ordi- 
nance’’ to receive attention shortly by the 
city council. 


Clever Newspaper Published 
by Merchant 


In the olden days many shoemakers 
put down the awl and took up the pen, 
some rising to the top-most rung of the 
ladder of fame among the literati. Nathan 
Hack,who for the past six or seven years 
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has conducted a family shoe store at 
5203-7 Hastings street is among the more 
modern aspirants for literary honors. He 
issues a store paper, called Hack’s 
Neighborhood Review,—occasionally. 
This is frankly an advertising sheet, but 
so unusual that customers call for it and 
preserve it so as to read it frequently. 
There is nothing of the ordinary about 
this paper—it is all extraordinary. The 
items of news refer to the neighbors and 
friends of the store who are gently 
satirized by a genuine humorist. The 
only fly in the ointment is the fact that 
most of the store’s customers give all the 
credit to Mrs. Hack, who disclaims any 
credit whatever. 


To Close Out Men’s Shoes 


The men’s store of Thomas T. Jackson, 
Inc., opened about a year ago on Washing- 
ton Boulevard, will shortly be closed 
owing to an insufficient volume of business 
to take care of the high rents being asked 
on that thoroughfare. The firm will close 
out all their men’s lines and devote their 
efforts to serving the women, who, this 
firm has found are the best “spenders.” 





CLEVELAND 


No Summer Slump Yet 


Business in Practically All Lines Seems to be Growing Better 
as Season Advances 


HERE was some talk weeks ago that 

retail trade might slump during the 

summer months, but there has been no 
evidence of such a tendency to date. 

On the contrary, business in practically 
all lines has continued to grow better and 
better as the month of June advanced. 
The factory pay rolls in the city also 
mounted at the same time. Orders in 
factories indicate that they will go into 
July with even better prospects than they 
did the previous month. There wil be 
more orders booked on July 1 than there 
was on the same date thirty days ago. 

Iron, steel and the automobile industries 
set the pace for business revival in this 
city. Each is operating on a better than 
75 per cent basis, according to data that 
has been compiled by the Chamber of 


Commerce. 
Automobile Planis Busy 


Bankers and others who have been 
studying indications and trends declare 
there is nothing in sight to indicate that 
either of the industries are near a let-up. 
Iron and steel has long been one of the 
most important industries in Cleveland. 
It has given employment to more men 
than has any other branch of industry 
here. The automobile has lately added 
another important industry, and it has 


risen so fast in recent years that it has 
become a rival of steel. 

Cars have been purchased at such a 
rate this year that distributors here are 
having trouble in keeping up with the 
orders sent in by their dealers. Factories 
likewise have been pushed to the limit 
almost. True there are other industries 
here that have not forged ahead so rapidly 
and the number employed is not so large 
as it was in the days of the war when the 
peak was reached, yet business conditions 
are healthy. 

In the smaller towns of the state, the 
farmers are affording a new source of 
orders. While in the smaller manufac- 
turing cities factories continue during 
June to take on more employees. The 
suit and cloak industry has been busy for 
months and this has helped the shoe mer- 
chants as well as other retailers. 

The Cleveland Trust Co., one of the 
largest and most wealthy banking institu- 
tions in the middle west declared in its 
last bulletin that prospects are there will 
not be a mid-summer let-up in business. 
This bank was quite optimistic in its fore- 
cast for the immediate future. 


White Season On in Earnest 


Cleveland merchants have entered on 
the white goods season with an excellent 
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run of business. The weather has been 
most favorable—extremely hot, although 
now and then the north winds would 
intervene and send a spell of cold. White 
canvas oxfords, of the lightest material, 
are having an excellent run, and so are 
strap pumps in white canvas. The cloth 
shoe is all the rage and rubber soles must 
be shown to assure a sale. 

For the dressy shoe black and white is 
the most popular color combination, while 
green and white, red and white and tan 
and white are to be seen on thousands of 
feet. 

Notwithstanding the sales of summer 
shoes at the present time are satisfactory 
as a whole, the season has not been as 
good as some in the past. The weather, 
for instance, has not been as warm up to 
the last week in June as it was in previous 
years. This has held back the white 
goods. July and August are always the 
warmest months of the year in the middle 
west and they may make up for the time 
that has been lost. 


Stock Sold at Auction 


The bankrupt stock of the Joseph Shoe 
Company was sold at auction last week, 
the bids totaling more than $20,000. The 
stock was sold in lots and in the following 
days several stores in Cleveland and nearby 
cities had selections from the stock placed 
with lines of their own and all up at 
special sales. The Joseph failure came 
rather suddenly to a number of salesmen 
here who had implicit faith in Mr. Joseph 
and had been selling him orders of goods. 
The store was located in Woodland avenue 
in a busy part of the city. 


New Store for Cleveland 


Herman H. Bre tbart has returned to 
his native city after a long absence in 
southern Ohio to engage in the retail shoe 
bus ness. For many years Mr. Breitbart 
conducted a shoe store in Middletown, 
Ohio, which is a thriving manufacturing 
city, and he built up a large clientele in 
that city. He will open his new store in 
this city about August 15 in a remodeled 
store room in Buckeye road. 





New Shoe Stores 


A. Fine, Union Street, St. John, N. B. 

Senac Shoe Company (The Vogue Com- 
pany), San Antonio, Texas, G. W. Steuber, 
manager. 

Bibro & Waxman (half of the first floor 
of the Solomon-Bibro Company), Market 
Street, Pittsburgh, Pa. 

Feltman & Curme, southeast corner of 
Sixth and St. Charles Streets, St. Louis; 
Mo. (thirty-sixth store) Chester Jones, 
manager. 
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LOS ANGELES 
Retail Business Quiet 


No Radically New Styles Shown at Pasadena Convention— 
Straps Good Until November 1, is Prediction 


Now that the state shoe convention 
is over and the style report is out 
and the shoe merchants have discussed 
their various problems together, things 
have settled down once again to quiet 
Summer selling. It was a very worth- 
while gathering at Pasadena and the 
round table discussions of pertinent sub- 
jects relating to shoe retailing and the 
speeches, each directed toward solving 
some of the perplexing problems of the 
average shoe store and given concisely 
and to the point, were well attended and 
given close attention. The many exhibits 
were eagerly inspected and although orders 
were not freely placed it was hardly ex- 
pected at this time. Lookers were plentiful 
and all commented on the “warm” wel- 
come extended by Pasadena, many 
strengthening the word “warm.” Hosiery, 
findings, and foot appliances were on dis- 
play also. 


Initial Display of Nesl-In Felts 


Among local displays was the Just Shoe 
Company’s initial showing of “Nesl-In” 
felt slippers. Prominent among them was 
a white felt slipper, which has never been 
shown before in felts. Several new pat- 
terns also made their appearance. 

Nothing radically new was shown and 
merchants generally feel more confidence 
in placing orders for the next three months 
—which was the time advocated at the 
convention when they might feel safe in 
anticipating their wants, as straps will 
continue to predominate up to approxi- 
mately November 1. Open house was held 
by Elias-Katz Shoe Company on Friday 
following the convention, at which time 
those visiting shoe men who so desired in- 
spected the factory of this local product, 
where the “Zebra Stripes” are made. 


Ankle Strap a Good Number 


White shoes are still selling readily and 
with the vacation season at hand there is 
likelihood that all stocks will move out 
within the next couple of months. Patents 
and kids are enjoying great popularity 
also. A new note here is the ankle-strap 


sandal. It has been appearing more and 
more frequently in the high-grade stores. 
Sandal effects in both white kid and black 
patent have a good call. Some merchants 
have expressed the thought that the style 
report did not give as much emphasis to 
sport models as it should have done, 
especially in men’s shoes, but this is due 
to the fact that the average had to be 
struck between the northern and southern 
sections of the State. The fact is that 


sport styles are very popular here and this 
popularity is expected to extend well into 
the Fall and Winter season. There has 
been no let-up on novelty demand, and 
the newest combinations are periwinkle 
blue and lipstick red in sandal effects. 


Rosenthal’s Store Sold to 
Hanan 

Among local happenings is the buying 
out of Rosenthal’s by the Hanan people, 
who will remodel and restock the store. 
Rosenthal’s are now conducting a closing- 
out sale which is well attended. The 
advent of the Hanan people into our 
midst is another evidence of the faith 
the east has in our wonderful city. It is 
also stated that they are building another 
store on West 7th Street, to be occupied 
by Hanan shoes on completion. 
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Personal Mention 


Wilbur Dace of The College Boot Shops 
is now in the East. 

E. L. Jaffa and W. M. Jaffa of The 
Jaffa Company are now in Boston. 

Al Gude has also left for the Eastern 
market. 


An Effective Window Trim at 
Gude’s 


Among the attractive window displays 
on Broadway stands out Gude’s. A cool, 
leafy grotto is what it reminds one of, 
with its moss-covered rocks and tall, 
stately cocoanut trees and sandy strip of 
foreground, with sport shoes attractively 


grouped. 


The “Chinese” Felt Slipper 
Shown 


The Standard Felt Company of West 
Alhambra have added a new style to their 
felt line, the “Chinese Slipper.” It is 
made on what they call the Chinese last 
and is elaborately embroidered. 





SPOKANE 


Outlook for Fall Is Promising 


Washington State Conditions Indicate Freer Money Within 
Next Four Months—White Goods Move Slowly in June 


UNE has been an exceptional month 
for retail shoe dealers in Spokane 
considered from the angle of what was 
expected in early Summer business and 
the rush which has come since May closed 
so miserably. Handicapped by adverse 


weather since early Fall, dealers are now - 


unloading stocks at good prices, and in 
many instances, Summer goods have been 
fairly well sold out, due to short buying 
in the uncertain times of last Winter. 

Basic industries in eastern Washington 
and northern Idaho are being operated at 
full pace and although money is not 
quite up to normal circulation, there is 
every promise of good Fall business. The 
lumber industry is at its best; fully as 
active as in the big year of 1920. An 
average wheat crop is ahead of the 
farmers and the apples and soft fruits of 
central Washington will be the main 
source of ihe national supply this Fall. 
Business cannot help being fairly good 
and probably exceptionally good, business 
prophets of consequence are telling the 
community. 


H. & E. Take New Home 


Following the withdrawal of Otto 
Eggerts from the H. & E. Shoe Stores 
Corporation, the name of the string of 
four stores has been officially changed to 
The Hill Shoe Stores, Inc. This name will 


be used by the Spokane popular-priced 
store, the Lewiston, and the Yakima 
stores, and the Spokane high-class store 
will remain as Hill Brothers in the adver- 
tising, although a unit of the main 
corporation. 


Cornered Graduation Trade 


Warn & Winston, upstairs store, came 
close to capturing the high-school gradu- 
ation business by sending a salesman with 
samples of pumps and oxfords to the two 
large city schools six weeks before the 
commencement exercises. Orders were 
taken upon which the firm based its 
orders to the factories. The shop was 
crowded daily just before graduation with 
girls being fitted. 


Buster Brown Prospers 


One of the outstanding growths of 
business is reported by Manager J. F. 
Austin of the local Buster Brown store. 
His sales in May outstripped that month 
of last year and June has been one of his 
most prosperous months. 

Mr. Austin points out that this has 
been a poor year to stock up on novelty 
footwear in extreme patterns. His turn- 
over has been constant due to conservative 
buying and an exceptionally close study 
of those numbers which move rapidly. 
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Shoe Hospital Branches Out 


A large, modern shoe shop, catering to 
the men’s trade, will be opened early im 
July by Will H. Kronenberg of the Shoe 
Hospital at North 120 Post Street, two 
doors north of his present central location. 
An outlay of $6,000 or $7,000 is being 
put into a new front for the building and 
modern windows. The “Beacon” shoes 
are handled exclusively and the present 
stock will be more than doubled. A 
hosiery department will also be added 
after the establishment is moved. The 
only daylight workshop in the city will be 
placed in an addition now being built at 
the new location. The Shoe Hospital was 
established during the war and has been 
enlarged several times until now a new 
building is made necessary. A high-class 
shop, with new fixtures will be maintained 
by Mr. Kronenberg. 


Phillips Is Optimistic 


Buyers are safe in ordering an average 
and perhaps a more than normal stock for 
Fall, George A. Phillips, manager of 
the Palace Department Store, stated. 

“The shoe business this Fall will be 
equal to and perhaps greater than that of 
1921,”’ said Mr. Phillips. “‘We have pros- 
pects of a good crop this year and if the 
price of wheat is fair we are sure of having 
good trade in the late months of this year. 
Buyers always tend to over-buy, but they 
must not buy short this year, as the usual 
anticipation is well founded on good basic 
prospects. Our Mr. G. E. Berglund will 
leave July 1 for the eastern markets to 
prepare for the school business. He ex- 
pects a good volume next season and will 
buy accordingly.” 


White Goods Sell Slowly 


White goods have moved fairly slowly 
considering the season as a whole. The 
warm weather has only been evident for 
three weeks and although a general rush 
was reported all over the city the stocks 
are still long with prospects of having 
more than the usual stock overlapping 
Fall sales. 


Hill Store Buys for Fall 


Lloyd Hill of the Hill stores anticipates 
that patents will lead the field again this 
Fall and has bought early Fall footwear 
accordingly. With but a few exceptions 
he bought no heels under 12-8. Brown 
satins will be good numbers for early Fall, 
he states. Novelty pumps with patent 
vamps, including a suede quarter and 
beaver color, are among the new numbers 
coming in for early showing. A fawn 
quarter, patent vamp number and plain 
satin vamp with brocaded satin counter 
pump are outstanding models chosen for 
Fall by the Hill buyer. 

“Galoshes will be stronger than ever in 
Spokane this Winter,” said Mr. Hill. “I 
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base this on the demand last year and on 
the fact that low shoes demand protection 
for the ankles as well as the shoes. Of 
course, the boot-like galoshes will be a 
change for the feminine patrons.” 


Few Outstanding Sales 


Kane-Stitz are enjoying a busy 10 days 
with their Mid-Year Cleanup Sale, offer- 
ing a few odd-sizes at $1 for a drawing 
card, and the bulk of the sales goods in 
$3.65, $4.65, and $5.65 lots. The Shoe 
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Hospital is taking advantage of their 
moving to put over an attractive offer 
of Beacon shoes at $4.65 and $5.65. Keds 
were offered by the Crescent at $2.79 and 
moved rapidly. White canvas boots are 
offered at bed-rock prices all over the city, 
but move slowly. The Model Boot Shop 
had one lot at $1 each. The Fischbach & 
Stetson Company at the Monroe repair 
shop opened a small stock of shoes by 
giving better than sales prices. J. & T. 
Cousins low shoes were advertised by 
Culbertson’s at $5.85 and $7.85. 





OMAHA 


Public ‘‘Fed Up” on Sales 


No longer Tempted by Price Cutting—White Shoes, However, 
Are Selling Well 


HERE has been a decided falling off 

of all kinds of sales recently. The 
public is not responding. One prominent 
Omeha merchant says: 

“T have spent $800 advertising a sale of 
ladies’ strap sandals and oxfords; all good 
staple merchandise at a very low price— 
and the response was hardly noticeable.” 

The folks are fed up on shoe sales, and 
no price seems alluring. A good many of 
the merchants are complaining that the 
men’s business is still in the dumps, and 
that the women’s business is not up to 
normial at this time of the year. 


Whites Selling Well 


White shoes are selling very well, the 
fancy patterns in cut-out effects selling 
best in 14-8 beels, and heels ove. this 
height are selling best in Spanish Louis, 
with some women wearing the French 
heels. The 8-8 heel in the flapper models, 
in white, is selling very well. 

In ladies’ dress slippers, the tendency is 
toward a little higher heel than the flapper 
heel. 

Men Seeking Quality 


“Men are more particular than ever 
about quality in their shoes,” says M. 
Crounse of the Globe Boot Shop, 1614 
Farnam Street, “but are not buying freely. 
We are selling just as many oxfords as 
high shoes, and find that in our prices, 
$5 and $7, the only prices we have, that 
we sell more of the higher priced.”” Mr. 
Crounse has a cozy location next to the 
United. States National Bank, where 
thousands of men travel daily back and 
forth to Omalia’s million-dollar court- 
house, and to the city hall, both of which 
are just one block away. 

“Men are demanding style,” Mr. 
Crounse says, “but will not buy brogues 
and heavily decorated shoes. Patent 
leathers, especially in oxfords, are selling 
wonderfully.” 


Trying to Guess Correct 
Galosh Style 


Omaha merchants are speculating on 
just what kind of galoshes to place before 
the flapper to tempt her this Winter. 
Several of the rubber companies have come 
out with Russian boot effects and im- 
proved overgaiters, and the retail mer- 
chants are in a quandary at the present 
time just which style will take best. 
“Guess I will have to put in every style 
that the rubber companies produce, so that 
I will be certain to have the right style,” 
says Mr. Breck of the Walk-Over, “be- 
cause I know that the flapper trade will 
demand them.” 


Low Heeled Shoes Slipping 


Patent leathers for women seem to be 
on the wane with the flapper heels, and 
some of the merchants are very anxious 
to move as much of their low heeled stock 
as possible before the style will change to 
the higher heels. The low heels un- 
doubtedly would be called for more, 
according to many of the retail mer- 
chants, but the sandals, especially the 
cut-out sandals, lose their shape too soon 
to appear dressy. 


Winning Sales with Windows 

The G. R. Kinney Co., located below 
the post-office, which is practically out of 
the Omaha business district, which is 
slowly drifting westward, is holding the 
trade to this part of town by intensive 
window trimming, which has been re- 
ceiving the comment of a good deal cf the 
trade, as this part of town is getting to be 
less desirable for retail trade now that 
most of the stores are drifting to the newer 
retail district. Lee Gordon has been de- 
signing the window trims for G. R. Kin- 
ney, and the elaborate background trims 
are very appealing to the mass of people 
who ride the North 16th Street cars to 
their homes. 
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— ‘The King of 
BARGAIN HEADQ 


140-144 ESSEX STREET}! 





Buyers in the Boston Market 


who are interested in saving 15% to 30% should 
make our store their first visiting point. 


Our policy of volume purchases for cash and our 
unusual ability to absorb large quantities of mer- 
chandise enable us to undersell all competition. 


S. ROSENBERG & SON 


Remember — We Are Jobbers to Jobbers 








Here are some examples of the |* 
savings we offer you . 


Men’s Mahogany Calf Men’s High-grade Mahog- 
At $2 + 35 Bluchers. Goodyear welt. At $2 ° 00 any Calf Bals. Goodyear 
Grain leather inner sole. Rubber heel. Sizes Welt. Leather inner soles. Leather heel. A-D 
6-10, 6-11, D Width. widths. 


Ladies’ Ribbon Trim- Men’s Brown Cabretta 
At 67 1 -2c med Felt Moccasin. At $1 ° 05 Everett. The style that 
Extra heavy padded chrome sole. 2 1-2 inch most men want. Good quality soles and heel. , 
pompom. Sizes 3-7, 3-8, 4-7, 4-8. Sizes 6-10, 6-11, 7-10, 7-11. ] 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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yMWobs’’ 


QUARTERS 


ET}#BOSTON, MASS. 





We sell 
b e in case 


lots 
only 


At $ 7 6 s Ladies’ Black Vici McKay 
fahog- -e Oxfords. An exceptional 
wed value—also in brown vici. Sizes 3-7, 3-8, 4-8. 

A-D Men’s Brown Cabretta Ro- 

At $1 0 meo. Particularly good 
examples of this popular slipper style. Sizes 6-10, 
\bretta 6-11, 7-10, 7-11. 


» that — . 

Ladies’ Black Satin One- - 
| heel. At $1 ° 7 0 Straps. High-grade Satin. 
Louis Heel. Baby Louis Heel and Cuban Heel. 





S. ROSENBERG 











L. ROSENBERG 
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i : o mis eopte of 000 taste 
OWA the better ‘ide of shoes 


vel a style 
appeat~whelher for 

a ot ley if 
equipped with —_ 
Diamono “Brano 
fast Qlor 6 elets 


ormat 
“Y art 








United Fast Color Eyelet Company 
Boston, Massachusetts 
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FOSS SEE “ 





We Will Carry ‘Johnnie Walker” 


IN STOCK LAST 


during July and August Ready August Ist 
the following Sport and 


_ Golf Oxfords .* .°*. 











Sto k No. 593—4 Vik- 
WOMEN’S ing Oxford. Heavy sin- 
gle sole. Wingfoot heel. 
Widths AA to D. 


















Tweed Last 
Pearl Elk Sport Oxford, Black Duflex wo 
Sole and Heel. A to D wide.... $5.3. 





Stock No. 493—Black 
Viking Oxford. Heavy 






252 
Tweed Last 
Brown Elk Sport Oxford, Red Duflex wor 
. $5.3. 






Sole and Heel. A to D wide....... single sole. Wingfoot 
254 . 
Tweed Last heel. Widths AA to D- 
Smoked Elk S Oxford, Leather Sole 1. 
Heel. A to D wide. ia .. $5.1 








256 
Same shoe as 254, with Red Duflex Ribbed 
Sole and Heel. A to D wide..... .$5.35 






258 


Tweed Last we | 99 
Org al re neal Arm, Lea Glengarry 
LAST 











eed Last 
Pearl Elk § Spat ‘Onfond, Black Calf Cut-out, 
Apron and Heel Stay, White Welt. Leather 
Sole and Heel. AA to D wide........ $5.15 










For At Once Shipment 









se Last 
Patent Colt Oxfod "” to D wide... 


MEN’S 


rt Last 
Smoked Elk Sport P Oxford. Gal. Four Apron, 
Red Duflex Ribbed Sole and Heel. B to E 


WA dicasecseuls 

















Stock No. 592— Genuine 
Brown Scotch Grain. Heavy 











single sole. Broad heel. 
Widths AA to D. 


Price $6.00 










310 
port Last 
Tan Box Sport Ontord, Tan Box Apron, Red 
Duflex Rib Sole and Heel. B to E wide. 
$5.85 













312 
Sport Last 
Tan Box Sport Oxford, Brown erdoven Apron, 
Red Duflex Ribbed Sole and He B to E 
ae ; << 0 ae x 








The . Deltnn? Geitieen Inc. 


BROCKTON, MASS. 
Makers of Fine Shoes 


BOSTON NEW YORK CHICAGO 
183 Essex Street 652 Marbridge Bldg. 706 Security Bldg. 








The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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To the Shoe Manufacturer 


Skinner’s Shoe Satin is made especially for 
shoes, and is as far ahead of other shoe satins in 
wearing quality as Skinner linings are ahead of 
ordinary linings. Use it and insure repeat 
orders. 





A cordial invitation is extended to all manu- 
facturers of satin shoes to visit the Skinner Bos- 
ton Store, 77 Chauncy Street, and examine the ‘ 
stock of silk fabrics. 







“Look for the Name in the Selvage.” 


Immediate deliveries on all grades of 
Skinner's Shoe Satin. 











Skinner's 
Shoe Satin 





FOR 74 YEARS LEADER IN WEARING QUALITY 


The Boot and Sho~ Recorder will appreciate your mentioning the publication in replies to advertisements 
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Skinner’s 
Shoe Satin 


Py” “UR. 
Gs * 


& 














To the Shoe Merchant 


Always specify Skinner’s Shoe Satin when 
you order satin footwear. It is made ertra 
strong, and vou can depend upon it to give satis- 
faction to vour most particular customers. 


“Look for the Name in the Selvag:.” 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 


The Boot and Shoe Recorder will appreciate your tioning the publicati in replies to advertisements. 
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This Dealer is Drawing 
Boys to His Store 
By the Score 


Se EVERY boy who buys Keds, J. E. Waples of Hammonton, New Jersey, is 
giving one of these skull caps free. This is a great idea! 


Mr. Waples believes he is going to increase his Keds business tremendously and 
make many turnovers during the season. He writes: — 


“These caps are proving very popular in our city, and since they are given out only with 
Keds purchases, we feel that this idea will materially increase our sales of Keds for 
this year. We have found this form of advertising very effective.” 


You are missing a great source of profits by not drawing the boy trade into 
your store. Begin now and sell every boy in your town a pair of Keds. It can 
be done. It pays. 


United States Rubber Company 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Summer-Fall Athletic Shoe Talk 


‘Profit Plus Health” a Good Slogan—All Indications Point to Banner 
Season for Basket Ball and Gymnasium Shoes—Early Ordering 
Suggested—Much Activity in Rubber Heels 


this post-war period through which 

we are now passing is the amazing 
increase in the popularity of all sports 
and games. Young and old, men and 
women, students and clerks—it seems as 
if everybody in the country, is going in 
for some one or more sports in the nation- 
wide desire to get more wholesome enjoy- 
ment out of leisure hours, incidentally 
building up a better physique. 


Call of the Great Outdoors 


At this particular season of the year the 
call is from the great outdoors. Baseball, 
golf, tennis, boating, swimming and hik- 
ing, claim the attention of every red- 
blooded American who has a spark of 
“pep” in his system, and to a much greater 
degree than ever before. Almost the first 
question before taking part in most of 
these sports is: What shoes shall I wear? 
In nearly every instance there is only one 
answer—and it is obvious—canvas rubber- 
soled shoes. 


O NE of the most striking things about 


Cooler Months are Coming 


The shoe merchant is familiar with all 
the regular styles of canvas, vacation and 
Summer sport shoes, and has prepared for 
this present demand by placing his orders 
with the rubber companies earlier in the 
year, or perhaps last Fall, and is undoubt- 
edly taking care of his Summer trade in 
good shape. But Summer will not last for- 
ever, and with the cooler autumn months 
coming on, merchants should prepare for 
an entirely different demand for footwear. 
During the Fall season the sport world 
moves indoors; schools and colleges re- 
open, and turn immediately to basketball. 
Y.M.C.A.’s and gymnasiums every- 
where, organize their teams and classes for 
the Winter; everybody wants a pair of 
indoor athletic shoes. 


Sports “Going Over Big” 


Canvas-trimmed basketball and gym 
shoes have probably been developed and 
improved on more quickly and with better 
results than almost any other kind of foot- 
wear. This has been due, for the most part, 
to the unprecedented demand for better 
basketball shoes which has arisen through- 
out the country during the past few years. 
One rubber company has made a decided 
Ceparture from convention and has 
evolved a basketball shoe, which has been 
acclaimed and endorsed by athletic au- 
thorities everywhere it has been seen and 


used. Getting away from the molded sole 
construction, it has built up a shoe with 
a buffed cushion outsole that grips the 
floor firmly, without sliding a fraction of 
an inch and yet offering no resistance or 
suction when lifted from the floor. This 
shoe—aptly named the Hyscore—is re- 
enforced with extra foxings and strong 
rubber toe-cap, yet is as light, if not lighter 
than the average basketball shoe. Attrac- 
tively trimmed with leather and made in 
both bal and lace-to toe patterns, the 
Hyscore has made a decided hit with 
basketball players ‘everywhere and is 
“going over big’’ this Fall. 


For a Vigorous Nation 


Merchants who visit the National Style 
Show in Boston this month will have an 





A canvas leather-trimmed basketball shoe, 

buffed cushion outsole, reinforced with extra 

forings and strong rubber toe cap, light in 

weight. Made by Hood Rubber Products 
Company 





opportunity to examine this shoe in the 
booth of the company that manufactures 
it. A cut of the shoe is shown elsewhere on 
the page. From reportsreceived, retail shoe 
merchants should order their Fall require- 
ments in good season to get deliveries on 
time, for all indications point to a banner 
season in basketball and gymnasium ac- 
tivities. By so doing, they are not only 
insuring a nice profit for themselves, but 
are also doing their share toward building 
a stronger and healthier nation. More 
power to them! 


Rubber Heels Moving 
Lively 


There is much activity in the rubber 
heel market. With increased confidence in 


this line, there has been a marked increase 
in the number of firms entering into the 
making of rubber heels and soles and many 
manufacturers already in the field are en- 
larging their equipment to take care of this 
growing business. 

A recent summary of events in rubber 
heel and sole doings is as follows: 

The Continental Rubber Products Cor- 
poration, a new concern located at Denver, 
has just commenced operations. Part of 
its output will consist of 2500 pairs of 
rubber heels and 500 pairs of rubber soles 
daily. 

The Sieberling Rubber Company has 
ifcreased its rubber heel production at 
Barberton, Ohio, to 15,000 pairs per day. 

The Boston Woven Hose and Rubber 
Company, Cambridge, Mass., is now 
working on a production schedule calling 
for 500,000 pairs of rubber heels weekly; 
the plant is being expanded, as production 
this year is running way beyond that of 
1921. 

New Patented Rubber Heel 


Joseph Pietzuch of Cincinnati, is mar- 
keting a new patented rubber heel, known 
as “Pietzuch’s Wonder Arch Guide,” each 
heel being described as being practically 
two side-by-side half heels, one being very 
“springy” and the other of harder stock; 
these half heels are vulcanized together. 
The heels are made in rights and lefts in 
regular sizes, the resilient, or “springy,” 
half being in black and the more solid part 
in gray. The heel has five nail holes, and 
is slightly concave on its upper side. 

The total value of rubber sole and heel 
exports from the United States during 
March is placed at $53,399. 


‘The Alimeter” Stimulates 
Sales 


“The Altimeter” is the name of a weekly 
paper, published by the Sales Service De- 
partment of the Kansas City Branch of the 
United States Rubber Company. On the 
front cover, which depicts industrial ac- 
tion, is the statement: “Our place in the 
sun depends on your sales. What will it 
be?” The pages of ““The Altimeter” meas- 
ure about 8% x 11 inches. Inside the at- 
tractive cover are printed 52 times during 
the year eight or more pages of stimulating 
and sales-promoting reading, gathered 
from various high-grade sources, both from 
within and without the organization. 

One of the “‘crisp” bits of good counsel 
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cA Lriendly Challenge 


To 


VISITING 
BUYERS 


Show us as good value 








at the price as you will 
find in this smart oxford. 


Specifications 


Mahogany Calf or Gun Calf, To Retail at 
Tan Side or Patent Leather, 
Guaranteed Soles. All Lea- 


ther Lined. GOODYEAR $5 00 
WELT. ° 


B oe above is typical of GLOBE VALUE 

GIVING and we confidently invite 
buyers in wholesale quantities to compare 
our shoes with any offered in our range 
of price. 


Full Line on Display During 
July, at 207 Essex St., Boston 


Room 305 


GLOBE SHOE COMPANY 


Women’s Good Goodyear Welts | 
| CHELSEA - - - MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 














July 8, 1922 


from the June 16 issue is as follows: “Use 
your head! Don’t let the hot weather get 
your goat. Solve the problem. How can I 
make my quota in spite of the hot weather, 
vacations, etc.? Think! The way to get 
business is to go after it. The time to go 
after it is when you need it. You need it 
NOW. Well, you can figure out a good way 
to go after it now—if you will THINK 
hard.” 


A Rubber f for Traffic Men 


Rubber footwear has truly been made 
for all occasions. For fair weather or rainy 
days; for light wear and heavy wear. In 
the last-named class comes the “Traffic” 
rubber for policemen, postmen and truck- 
men. A model which we recently noticed 
was made by the Cambridge Rubber Com- 
pany, Cambridge, Mass. This rubber con- 
tains, it is claimed, successive layers of the 
best high-grade rubberized fabric and live 
rubber, which gives a strong bottom; bal- 
ance is added by the much re-enforced toe 
and heel. 


Republic Rubber Corporation 
Earnings 


On a gross volume of business of $556,- 
000 in May, the Republic Rubber Corpor- 
ation earned $9699 net. An authorized 
issue of $1,500,000 certificates of indebted- 
ness has been sold. Proceeds are being em- 
ployed to retire certificates previously 
issued, aggregating $1,000,000, and to aid 
the company in expanding its operations. 
June business is running, at the same aver- 
age rate as in May. 


Rubber quotations 


Plantations— 

First latex, crepe, spot... . 
July-September. ........ 
October-December 

Ribbed, smoked sheets, spot 
July-September... .. .. 
October-December 164@.. 

*Brown crepe, thin, clean.. 1454@.. 

Sere ee 
Amber— 

7 eee Ul 
No. 2 EEE, 
No. 3.. caer 144@.. 

Para—Up-river, fine. . 18 @.. 
Up-civer, coares......... @12% 
Island, fine............. 16%@.. 
Island, coarse........... 8 @.. 

Caucho, Ball— 
ee Se ee 
RE cs Sade. ; mf 
ere eter @ 9% 

*Centrals— 

a er 

*Esmeralda...... . 
*Mexican scrap 

*Guayule— 

WHER. oknSa cccasauaeres 


15%4@.. 
15%@.. 
1614@. . 
154@.. 
15%@.. 


@10 
@10 
@ 9% 


@18 
@26 


BOOT AND SHOE 


*Balata— 
Beech, Cimtiad.....6.5... 
Block, Colombian. .. . . 
Panama @40 
Sheet... .... an eahs @70 
*Benguella, No. . See @ 9 
*hKassal— 
Prime black............ @.. 
@12 


@55 
@A2 


Prime red........ 


*Nominal. 


Late Milwaukee Notes 
Teeple Company Expanding 


The Teeple Shoe Company of Waupun, 
has increased its capital stock and will 
offer both common and preferred stock to 
the residents of Waupun. Since its or- 
ganization about a year ago, the company 
has grown rapidly and has now increased 
production to 300 pairs of shoes daily. 
Orders are booked for three months ahead. 
Thecompany manufacturers only children’s 
and youth’s shoes and standardizes on one 
grade of leather in black and brown. J. F. 
Teeple of Waupun is president of the 
company. 


Compares Shoe Prices 


The Ashland Shoe Company of Ashland, 
Wis.. is publishing a booklet, listing shoes 
at their present day quotations in com- 
parison with the popular prices of several 
years ago. The comparative price table 
lists shoes at $9 current quotations, that 
were selling for $18 two years ago. An- 
other last the company offers at $4.85 that 
retailed at $10.50 in the time of peak 
prices. These striking comparisons are 
doing much to overcome the tendency of 
the public buying mind to stand aghast 
at present price levels. 


Marinette Merchants Meet 


Shoe merchants of Marinette, Wis. 
attended in force at the annual outing of 
the retailers division of the Chamber of 
Commerce at Bay Shore Park, Wednesday. 
Plans for the promotion of retail trade 
were discussed and feature sales and bar- 
gain days were agreed upon. Certain days 
will be observed by the merchants for a 
simultaneous offering of bargains. Prom- 
inent shoe merchants of the city, members 
of the executive committee were in charge 
of the entertainment program. 


Russian Boots Stage Come- 
Back 


A new use for the once deserted Russian 
boot has been discovered. They now serve 
in the capacity of bathing slippers. Flap- 
per bathers at Copeland Park, La Crosse, 
Wis. wear Russian boots to and from the 
bathing beaches. They do not “dip” 
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sand as the low cut slipper does, and they 
are easily donned and removed, without 
the bother of laces. Old Russian boots, 
discarded since Winter snows have melted, 
are now resurrected for this unique use 
and the fad is on. 


New Credit Bureau for Fondy 


Shoe merchants of Fond du Lac, Wis. 
are watching with interest the develop- 
ments in the plans of the local Association 
of Commerce to establish a credit rating 
bureau. Major E. T. Markle and A. D. 
Sutherland have gone to Sheboygan to 
study the bureau in operation at that 
city. The plan provides for a card system 
wherein all the names of people doing busi- 
ness, with the merchants are listed. The 
bureau keeps in touch with the credit con- 
ditions of customers and is able to give 
their rating to merchants on request. The 
bureau will issue a monthly report listing 
customers who have not met their current 
bills. The proposed bureau will be oper- 
ated under the auspices of the local associ- 
ation but as a separate department. 


Walk-Over Shop Moves 


The Walk-Over shoe shop at Marion, 
Wis., is to move from 15 West Main Street 
to new quarters at 611 State Street, soon, 
according to Jay F. Rose, proprietor. The 
Walk-Over shop has been located on the 
square for twelve years and is changing to 
secure modern quarters and a better loca- 
tion. The building to be occupied by the 
shoe company on State Street will not be 
ready for occupancy until September. 


More Menzies Expansion 


The Menzies Shoe Company of Fond 
du Lac has taken a long term lease on a 
building in Portland, Ore., in which place 
it will establish a northwestern branch 
from which will travel seven or eight sales- 
men selling and shipping shoes from the 
stock department at that point. This is 
the second distributing house established 
within the last few months, the other 
being at Boston, Mass. The northwestern 
branch is expected to greatly assist in 
disposing of a larger output of the work- 
man’s shoe, a feature of Menzies pro- 
duction. 





Simple Shoe Surgery 


A man who fixes up feet sometimes does 
this simple operation on a shoe. Finding 
a metatarsal bone fallen from its proper 
position, he slits into the insole of the shoe, 
and thrusts in a rubber or a metal pad, to 
act as a support for the fallen bone, until 
it regains its normal position. 

Incidentally, he finds that it is the fourth 
metA&tarsal bone that is most often out of 


position. 
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ETho Stuff Stk 


Style is a power over materials—but 
How important it is that the materials 
be worthy of the style. 


The quality of a truly graceful quarter 
is rooted in the intrinsic quality of its 
clean, selected pigskin counter. 


The styles of the hour demand definite 
and unusual qualities of the back 
quarter. There is an extra stress and 
strain on the quarter, and yet its deli- 
cate lines must be retained unbroken. 
It is pivotal in importance. 


It is for this reason that many lines of 
fine footwear are insured in their quar- 
ter by “the hidden Hub.” They close 
over the heel firmly and snugly. They 
do not gape nor stretch. The light, 
flexible, elastic pigskin of Hub Coun- 
ters maintains that intangible and invis- 
ible thing called Style and Wearing 


Quality. 


Those manufacturers who insist on such 
quarters in their product, will logically 
demand Hub Pigskin Counters. 


A. C. LAWRENCE LEATHER CO. 


BOSTON, MASS. 


Branches: 


New York Philadelphia 


Rochester 


Cincinnati 


Chicago St. Louis 
Milwaukee 
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In this modish one strap a 
snugness of fit and trimness of 
line are insured by the fact | 
that ““‘The Hidden Hub Helds 


the Quarter.”’ 
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of a busy season. The demand for Ivory Sole 

Leather, Welting and Heels is unprecedented. 
VAUGHAN’S IVORY SOLE LEATHER is a leading 

, quality specification with hundreds of manufacturers 

Frade Mark Registered ond thousands of merchants. These men know that 
it neither cracks nor peels, and needs neither paint nor spray. The 
consumer, furthermore, insists on trimness in the completed shoe. 
(sk your manufacturer to use VAUGHAN’S IVORY in your orders. 


T 
ol 
‘ 
VAUGHANS IVORY 
THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE . 
; 
h 
i 
b 
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u 
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a 1 
AUGHAN’S IVORY products are now in the midst ; 


ai de, « dees. bee et a Se eee ee, 


GEORGE C. VAUGHAN TANNERIES AT PEABODY, MASS. 


mR 
TRIER RARER RA RRL RA RL RR RL RAR RR RR BOR 
S IVORY HEELS IVORY MID-SOLES 
IVORY FIBRE HEEL BOARD 
IVORY TOP LIFTING 
IVORY WELTING 
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Good Business in Leather Market 


Calf, Kid and Side Leathers More Freely Dealt In 
and Patent Also Continues Active 


USINESS in the leather markets 
B showed more snap the latter part of 
June than for some weeks previous. 
There have been specially good sales of 
calf, kid and side leather. The sale of pat- 
ent leather also keeps up, and as evidence 
of big business in patent during the past 
year, it is noted that one of the larger man- 
ufacturers of patent side leather shipped 
between 600,000 and 656,000 sides of pat- 
ent leather during the last 11 months. 
Among the recent sales of glazed kid 
was a purchase in St. Louis of 15,000 
dozens. Other good-size sales have been 
recorded within the past week. The calf- 
skin market is much more active and there 
have been sizable sales within the past few 
weeks. The demand has extended from 
light weights to heavy and from colors to 
black, and while there is no material 
change in prices, calfskin leather is firmer 
than a few weeks ago, with 45c per foot, 
usually the top figure for chrome colored 
calf. 
Busy Period Indicated 
The extensive sampling and sizable sales 
that have been made of late appear to ‘in- 
dicate a busier period following the holiday 
and the customary style shows and fairs. 
The raw stock market is very firm with 
active selling, and prices advanced several 
cents since early Spring. The hide and skin 
market is from 15 per cent to 20 per cent 
higher than a year ago at this time. Raw 
calfskins are a little higher, but have not 
shown the advance that other hides and 
skins have. 
Sole Leather Situation Improves 
The sole leather market also keeps up a 
satisfactory amount of business. There has 
been a more active call for sole leather 
bends and sides. Oak steer backs are 
quoted at 50c to 52c a pound and for tan- 
nery run cowbacks 45c to 47c per pound. 
Finders’ heavy sole leather bends still 
bring from 70c to 85c, according to tan- 
nage, and Texas X bends, 70c. There is an 
active call for union sole and sole cutters 
are cutting an extensive variety of weights 
and tannages from union backs. While the 
buying is on a close hand-to-mouth basis, 
numerous shoe manufacturers have begun 
to take lots in larger quantities for regular 
delivery. The union sole market quotations 
are 42c to 45c per pound for overweight 
steer backs, with medium weights 35c to 
40c. Cowbacks bring 39c to 43c; the med- 
ium weights 36c to 39c. 


Improvement in Calf Demand 


The calf leather situation has improved 
perceptibly since the bargain stocks liave 


been cleared out of the way and the market 
shows more stability than in many months 
past. There is a good call for boarded 
leathers in colors and the smooth finishes 
are also in active demand. Shoe manu- 
facturers are ordering ahead to prepare 
against further advances as the Summer 
has shown an increase of several cents 
within the past few weeks. Sales reported 
are generally 45c, 40c and 35c, for the top 
three grades of colored calf. Blacks bring 
from two to three cents less. The cheaper 
grades are quoted at anywhere from 25c 
to 35c per foot. Top selections and snuffed 
stock bring from 18c to 20c up. There is a 
good call for suede finished leathers, the 
top selections bringing from 55c to 70c per 
foot, medium selections from 40c to 50c. 
Black suede brings from 45c to 60c. Suede 
leathers continue very popular for the 
high-grade footwear. 


Side Leathers More Active 
More activity is experienced in side 


upper leathers. Sales are increasing in 
number and volume. With the advancing 
tendency of the raw material market, 
greater firmness is noted in side leathers. 
With the bargain and bank stocks out of 
the way, we have probably seen the cheap- 
est side leather for many months to come. 


Patent Leather in Good Call 


There is good business in patent leather, 
although it is quieter around the holiday 
season, owing to inventory and prepara- 
tion for the new season’s run. Prices re- 
main on practically the same basis with 
40c to 45c quoted for the top grades of 
patent chrome sides. Patent kips bring 
from two to three cents more per foot 
and barked patent 25c to 30c for top 
selections. Patent kid still brings 
from 60c to 70c for No. 1 selection, with 
medium selections 40c to 45c. No. 1 patent 
kips bring from 50c to 55c. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War 
$0.32@$0. 4 


Calf, suede top grade 
Calf,smooth, colored, top grade 
Calf, smooth, black,top grade . 
Side leathers, colors, top grade. 
Side leather, black, top grade. 
Genuine buck 
White buck, top ote vane ned 
Elk, heavy side. . 

ids, colors, y 
Kid, colors, top grade 
Kid, black, top grade 
Kid, medium, a. 
Kid, medium, black. . 
Kid, cheap. . ES 
Chrome patent si sides. 
Patent kid. . 2 


-28@ 


Peak 
$1.40@$1.50 
1.40@ 1.5 
1.30@ 1.40 
-75@ 1.00 
.65@ .90 
1.40@ 1.60 
.90@ 1. 
.65@ 


ZRRSSSORASES! 
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Sole Leather (price per pound) 


Green Hide Sole............. = 


No. l oak bends, shoe mfrs.’ use 


46@ 
No. 1 oak bends, finders’ use.. ..@ 


.33 
39 
A7 
48 


— 58 


26 95 
.98@ 1.05 
1.15@ 1.25 


36 


®@OOSOO® 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
lea , harness, etc 

Heavy Texas steers, for sole 
leather 

Light native cows, for side 


xe cows, for light sole 


18% 
18 
17% 
17% 
15 


52@ «55 
50 


17% 
16% 
~ 30 
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LENDER FOOT 
ARCH FITTER 
TRADE MARK I~ 


Reg. U. S. Pat. Off. 








In Stock 


Widths AAAAAA-AAAA to E-EEE. Sizes 24 to 12. 


AS 


No. B950—Black glazed kid, %{ foxed boot, No. B900—Black glazed kid, % foxed boot, 
8\4-inch standard top, perforated tip, 12-8 89-inch standard top, a ny tip, 14-8 
Wingfoot heel, 305 combination last. heel, 300 combination last. 
eye ; . 86.00 Price 


The High Shoe Question for Fall 


While low shoes will outsell boots, a certain pro- W. B. Coon Co. stock some thirty-five boots 
portion of women will insist upon high shoes for with “standard”, “full”, “out-size”, and “extra- 
fall and winter wear. outsize” tops, and consistent use of this Instock 
service will permit your meeting the high shoe 
Owing to the time required filling in sizes on demand on a comparatively limited investment. 
make-ups, the dealer whose boot stock consists 
of “made on order” merchandise, suffers from The numbers illustrated above are built over tried 
an excessive investment, which means a limited and proven combination lasts. They, as well as 
turn-over, or a continua! shortage of sizes, which all other boot numbers, are available throughout 


means “lost sales.” the year. 


Catalogue H went forward to the trade last week. 
If you did not receive your copy, write for one. 


r ROCHESTER, N. Y. 


‘ _ 506 Security Building 
Chicago Office: 199 w. Madison Street 
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BOSTON 


A Three-Day Week and Business Good 


The Hub has Been Celebrating and Entertaining—‘‘The 
Glorious Fourth’ Gives Three-Day Holiday— 
Conventions Galore 


HE shoe and leather trade of Boston 
celebrated the glorious Fourth by 
closing their places of business from Sat- 
urday noon or night until Wednesday 
morning. The leather and wholesale 
houses closed at noon. The majority of the 
big retail stores closed at 5 P.M. on Sat- 
urday, some kept open until 10 P.M. As 
Saturdays during July are all-day holi- 
days, Saturday, July 1, was simply 
“switched” over to Monday, July 3, giv- 
ing a three-day holiday and only three 
days, Wednesday, Thursday and Friday, 
of this week in which to do business. ‘But 
a good business was transacted, neverthe- 
less. While some of the retail shoe stores 
found the pre- and post-holiday business 
a little quiet, others found it exceptionally 

lively. 

Bustle, Hustle and Business 

In this class was the shoe department 
of Jordan Marsh Company. As one of the 
retail salesmen expressed it, on Saturday 
afternoon: “This is simply wild and we 
have been moving at an equally rapid pace 
right straight through the past week.” 
Walter G. Lewis, manager of the shoe de- 
partments, reported that commencing 
with March, the shoe business in his store 
has beaten every corresponding month of 
1921. The shoe department on Saturday 
afternoon certainly presented a scene of 
bustle, hustle and business. 

Mr. Lewis has practically all of his Fall 
shoes bought. He expressed himself as 
favoring the big Boston Show the first of 
May, or the first of October, rather than 
in the mid-Summer, so as to give the mer- 
chants of the country a further-in-advance 
idea of what will be good for Fall, or for 
Spring. 

Heels in 12-8 Heights 

As to what has been selling at Jordan 
Marsh Company’s women’s shoe depart- 
ment during the past montb, Mr. Lewis 
says: “Everything, white, patents, black 
kid and brown leathers, in straps, and 
some oxfords, the favorite heel height 
being a 12-8 heel.” He thinks that patent 
leathers will be good for Fall. 


Convention Whisperings 

The air is heavily charged with conven- 
tion whisperings. The Boston Style Show 
commences on Monday next, and it has 
been officially stated that this Third Na- 
tional Exposition is going to surpass all 
previous efforts. Retail shoe store folks 
are active on committees and merchants 
and retail store salesmen are anxiously 
awaiting the opening of the great doors of 


Mechanics Building on Monday, July 10, 
to see presented all the good things in foot- 
wear and foot “lore,” about which they 
have been reading and hearing discussions. 

And there are other conventions which 
have added and will add to shoe business 
activity. For instance, the 60th annual 
meeting of the National Education Asso- 
ciation, which ended today, July 8, after a 
week’s sittings, during which time approx- 
imately 25,000 men and women visited 
Boston. All hotels were filled and many 
homes in the suburbs were thrown open to 
visitors. Some of the big stores extended a 
cordial welcome to the N. E. A., through 
ads in the various local papers. 

The annual convention of the American 
Hotel Association and the Hotel Men’s 
Mutual Benefit Association takes place 
the week of July 10. This will bring to 
Boston several hundred hotel men from all 
sections of the country and Canada. 

From July 17 to July 20, the National 
Leather and Shoe Finders’ Association 
meets. This convention promises the 
best that the association has ever given, 
both as to pleasure and profit and this 
means 100 per cent, plus. The hands of the 
1922 Convention Committee are already 
extended in welcome. 


Shoe Plants Growing 


Metropolitan Boston has added much 
to its shoe manufacturing activities during 
the past year. It has made $61,300,000 
worth of shoes annually and did a cut- 
stock business of $830,000,000. Boston 
today, has 40 shoe manufacturing firms, 
several having moved here recently from 
Lynn. Summed up briefly, it may be said 
that Boston is a large and growing shoe 
manufacturing center, with many decided 
advantages, among which are, its big labor 
supply and its proximity to the shoe and 
leather market. 


An Artistic Hosiery Display 


Artistic as to color and cleverness of 
arrangement was the two-toned silk sport 
hosiery shown the past week at Thayer- 
McNeil Company's Temple Place store. 
Some of this hosiery appeared in the win- 
dows, but the big display was made on a 
little table located in the front of the store 
just beside the hosiery department. The 
predominating colors were sea foam, nile 
green, golden brown, orchid, American 
beauty. All had white tops and white feet 
The stockings were draped over fixtures 
to show them to good advantage, and at 


99 


their toes were the right shoes in white 
buck oxfords, 13-8 Cuban heels. The white 
leather was made “‘sporty’’ by “hosiery”’ 
shade tips, and lace stays. Some dainty 
all-white lace, ornamented hosiery pat- 
terns were displayed. 


What Wholesalers Say 


A big demand is being made on the shoe 
wholesalers for white kid strap pumps with 
high heels; also for gray suede strap pumps 
with covered baby Louis heels. A plain 
patent leather pump and a plain black 
kid, one-strap, with military and Louis 
heels, are also favorites. Wholesalers have 
a difficult time in keeping enough of these 
goods, especially in the white kid, to sup- 
ply calls. In the meantime, Summer busi- 
ness is good, averaging ahead of last year 
at this time. 


Big Singer Machinery Exhibit 


One of the most up-to-date features of 
the Emerson Shoe Company’s section of 
the operating exhibit at the Boston Style 
Show will be the installation of the Singer 
Sewing machines, put in by the manufac- 
turer’s agency of that company’s Boston 
office. 

The various machines will be grouped 
at a Singer Improved Safety Power Table 
—the latest triumph of this company. It 
will contain 24 spaces, each with a ma- 
chine and all driven at 700 R.P.M., by one 
shaft in direct connection with a motor at 
the end of the table. Practically all moving 
parts are covered, eliminating danger to a 
minimum and the floor beneath is clear of 
apparatus, allowing perfect cleanliness. 

Among the machines which will be 
shown will be a Singer Skiver, a heel seam 
closer, a gear-driven, vertical hook ma- 
chine, taking 3000 stitches a minute, an 
eyelet row machine, taking 3200 stitches 
a minute; and a top stitching machine, 
capable of 2500 stitches a minute. 

All machines will be operated just as 
they would be in a factory. 


H. F. McNeil a Golf Star 


H. F. McNeil of Thayer McNeil Com- 
pany, won fresh golf honors at the difficult 
Kernwood Country Club course (Salem), 
on Friday, June 30, when he competed 
with Francis Ouimet, the “super” golf 
expert, for the State premier honor. 
There were 109 entered in the four- 
day contest for the Massachusetts 
Amateur Championship. Mr. McNeil 
played a brilliant game before an enthusi- 
astic “gallery,” a great number of them 
shoemen friends. In the first round, H. F. 
McNeil beat B. S. Evans, one up; in the 
second round, McNeil beat Knight, 4 
and 3; in the third round, Ouimet de- 
feated H. F. MeNeil, 4 and 3. The expert 
shoe merchant golfer had the distinction 
of being one up at the end of four holes of 
play. He carried the course record- 
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Where to Buy 


Women’s Shoes 














The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 


LJ Women’s Shoes, Party 
Mot Lo Slippers and Novelties. 
Write for Catalogue 











COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
No. 160—14/8 Junior Louis 
Heel. No. 165— 16/8 Full 
Louis Heel. Price $4.00, 
leas 5 per cent 10 days. 
118 Phoenix Row 
~ Haverhill, ass. 
123 Essex St., Boston 

Room 306 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














in Medium and 
IGH GRADE 


2 SLIPPERS 


dll styles made of Dome/tic and 
Imported Stn Drocascrand riche Cloth 


i GUSTIN C Co EW YORK 


Special 








FELT SLIPPERS 


BLUM SHOE MFG. Co. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 

Sas Tale Boudoir 


Colore—Black, Old Copen, Orchid, 
Lavender, <i Blae 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 
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breaker to the 15th, which entitled him 
to a rating a few notches higher up than 
before and a fresh garland of laurels. 
Proposed New Freight 
Service South 


The Maritime Association of the Boston 
Chamber of Commerce, with the co-oper- 
ation of several other trade organizations, 
is endeavoring to have established a regu- 
lar steamship service between Boston, 
New Orleans and Galveston, a much- 
needed freight connection that has been 
discussed for a number of years. 

The present outlook for a service is more 
promising than at any previous time, and 
the matter will be definitely settled within 
a few weeks. It will depend largely upon 
the amount of patronage offered by our 
New England industries. 

The New England Shoe and Leather 
Association is asking members to send to 
it, for the information of the Boston 
Chamber of Commerce officials, data 
showing the average yearly quantity of 
boots and shoes and other merchandise 
that has been, or probably could be, 
shipped by them to New Orleans and Gal- 
veston and the territory of which these 
cities are centers. 


Edward M. Salomon Off for 
Europe 


Edward M. Salomon of Salomon & 
Phillips, and president of the Armstrong 
Leather Company, has sailed for Europe 
on the S.S. Aquitania. As usual, Mr. Sal- 
omon visits the principal leather marts of 
Europe. His father before him made 60 
trips to Europe, and Edward Salomon is 
continuing the policy of this house and 


placing before the leather goods’ manu- . 


facturers the latest novelties. It is he who 
introduced Scotch grain and other popular 
leathers into this country. 

Salomon & Phillips have been in the 
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trade constantly as headquarters for the 
finer grade of leathers for 55 years. This 
firm was inaugurated in 1867. 


H. F. Salisbury a Benedict 


Howard F. Salisbury, retail shoe mer- 
chant, 720 Little Building, Boston, reports 
a very pleasing increase in business during 
the past six months. “As you may well 
imagine,” said he, “by the step I have 
taken. With more solid work, Mr. Wright, 
my partner and myself, expect to show a 
still bigger increase in business the coming 
season.” 

Mr. Salisbury became a benedict during 
the merry month of June. His bride was 
Miss Alvina Bond. The happy event took 
place at the home of the bride, 12 Berwick 
Street, Dorchester, the nuptial knot being 
tied by Rev. Frederick D. Thayer, pastor 
of the First Congregational Church of 
Shrewsbury, where Miss Bond has been 
soprano soloist for the past year. The 
bride was gowned in white. satin with an 
overdress of princess point lace and pearl 
trimmings. She wore a tulle veil, arranged 
in a coronet with clusters of orange blos- 
soms. Her flowers were a shower of bride’s 
roses and lilies of the valley—she wore 
white satin pumps with tiny tulle rosettes 
and orange blossom centers—16-8 Louis 
heels. 

Following the reception, Mr. and Mrs. 
Salisbury left for a tour through Maine and 
the White Mountains. Mr. Salisbury will 
return to business July 24. 


Harry Hantz a Benedict 


Harry Hantz, the genial clerk at the 
Boston Shoe Trades’ Club, recently re- 
turned to his duties after a wedding tour 
spent in New York, Philadelphia, Atlantic 
City. Harry was the recipient of a very 
generous donation in gold from the boys 
at the club. His new home is in Roslindale, 
Mass. 





LYNN 
Order Volume Grows Larger 


Manufacturers Cheered by Evidences of Renewed Buying— 
Styles for Fall Numerous and Varied 


HERE is new health and strength in 
Lynn. Manufacturers have more 
courage and confidence than for many a 
day. They are cheered by demands for 
shoes for August sales, and by prospects 
of good orders for Fall and Winter. Al- 
ready, good orders have been booked for 
August delivery. Salesmen on the road, 
as well as salesmen greeting the advance 
guard of buyers in Boston market, wore 
out more pencils writing orders. 
This new health and strength in the 
Lynn shoe trade is evident all along the 
line. Workers, after a dull period, have 


returned to their benches with new zest. 
Incidentally, they have agreed to a 15 
per cent reduction in wages. They are 
determined “to put Lynn shoes over.” 
More constructive suggestions have come 
from workers in Lynn the last month than 
any shoe man can remember. 

All Lynn is alert to make shoes that 
will win the commendation of buyers. 


Can Make 125,000 Pairs a Day 


Lynn shops are fitted up to make 
125,000 pairs of shoes daily. And if it 
stepped on the gas” it could make 150,- 
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000 pairs daily. So shows a recent survey 
of the productive capacity of Lynn shops. 
The figures are amazing to some Lynners. 
They did not realize that Lynn coutd 
make so many shoes. 

A production of 125,000 pairs a day 
was actually achieved during flush times. 
But when the business depression came, 
production fell off. Demand for Lynn 
shoes is often intermittent, because of 
the changes in styles. Manufacturers do 
not hope to standardize styles in order to 
secure a steady operation of shops. But 
they do hope to so spread out the demand 
for shoes that shops can be run on a steady 
basis. 

Quality Being Graded Up 


Also, Lynn’s capacity to make shoes 
will be increased. New small firms are 
starting. And before the end of the year 
the new factory of A. M. Creighton will 
be in action. This shop will increase 
Lynn’s capacity by 10,000 pairs daily. 
And the shops which Mr. Creighton will 
vacate will be taken by other firms, and 
they will add 7,000 pairs daily to the ca- 
pacity of Lynn’s shoe shops. 

With such a big plant capacity, and 
with 20,000 of the most skilled workers at 
their command, Lynn manufacturers will 
be able to build up a big production of 
shoes. But that is not the main purpose. 
The great idea is to supply buyers—big 
buyers, medium-sized buyers, and little 
buyers—with shoes as they want them 
and when they want them. In brief, 
Lynn builds to serve buyers. 


Styles Are Varied 


While there is a trend toward more 
modest styles in footwear, yet variety con- 
tinues the spice of Lynn’s shoe business. 
Lynn claims, by the way, to make a 
greater variety of shoes than any other 
center of the country. But the bulk of its 
business is on women’s shoes, and in these 
shoes there is variety without end. Low- 
cut styles are by far the leaders for Fall 
and Winter. “Boots are but a drop in the 
bucket,”” says one manufacturer. 


Strap styles continue to sell best for 
August and early Fall. But oxfords are 
going. Brogues have reappeared. Sport- 
ing shoes, such as skating boots, are on 
the gain. More dancing shoes are wanted, 
too. 


Tongue and strap pumps are among the 
new novelties. Many of the tongues have 
buckles at their bases. Also, some tongue 
pumps are made with gores beneath the 
tongue, and no straps. Side lace oxfords 
are still made. A new pattern provides 
for a side button oxford, with gores in the 
sides. 

A number of novelty boots, with sad- 
dles and turnover collars, are being made. 
Most of them are for the mail order trade. 
Also, a boot, 14 inches high, of the heavy 
type, is being made. It is a hiking boot. 


Black Suede Coming Forward 


Patent leather is being cut. But black 
suede is more commonly to be seen in the 
cutting rooms. Also, more black kid is 
being cut. Black and brown satin con- 
tinue good, and some of the satin shoes 
have beads on vamps, straps, or tongues. 
Russia calf, Scotch grain, and Norwegian 
grain also are in Lynn cutting rooms, 
and so is sport calf, or broaded calf, in 
brown and black. Brown are of darker 
shades for Fall, as might be expected. 

Soles are a bit heavier. But welts are 
made with close-trimmed shanks and 
foreparts, to imitate turns. Heels are 
higher, from 10-8 to 13-8 for welts for 
street wear, and from 13-8 to 16-8 in flexi- 
ble McKays and turns for dress wear. 
Vamps continue 344 and 3% inches long. 
There is a tendency to shorten vamps to 
get a French effect, especially on wood 
heel shoes. But some prefer slim toes for 
high heel Rounder take 
thicker heels. 


shoes. toes 


New Play Shoe in the Fieid 


The Anderson-Owens Shoe Company is 
making a play shoe for children that looks 
mighty interesting. It is made over a 
broad, true tread last, and by a plain, 
seamless pattern. The upper is of tanned 
elk, from a noted tanner, and the sole is of 
first-grade leather, with its trade-mark 
stamped on the bottom of each shoe. 

The heel seat is the most interesting 
part of this shoe, for it is made with a 
rubber wedge, instead of a leather wedge, 
to make a spring heel. The rubber wedge 
and the heel and welt are so nicely jointed 
that the rubber looks a part of the leather. 
The heel is stitched around the seat. There 
is not a nail in the heel seat. Nor is there 
a tack in the forepart of the shoe. The 
foot treads on a leather sock lining, and it 
is as free from tacks, nails, bits of wax, or 
seams as is the hide on an animal’s back. 
The counter, of sole leather, is stitched 
into the counter pocket. The toe is soft, 
without a box, or tip. Claim is made 
that this soft toe lets the toes of chil- 
dren flex freely in play. Also claim is 
made that the soft toe makes stockings 
wear longer. 

The shoe is laced with a lace of porpoise 
leather, which is noted for its strength 
and durability. The shoe, though of plain 
pattern, is good looking, and its strength 
and durability stand out strikingly. 


Selling Some Brogues 


V. K. & A. H. Jones & Thomas have 
booked some orders for brogues, of tan 
calf leather, a dark brown shade. The 
brogues have wing tips, and are heavily 
perforated. Also, the firm has added 
several new 14-8 heel lasts to its line. 
Those for oxfords have 34-inch vamps, 
and those for oxfords have 3 %-inch vamps. 
As heels are heightened, shanks are pulled 
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Where to Buy 


Women’s Shoes 
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Getting New Trade 
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| Where to Buy 


Men’s Shoes 














BROS . SHOE 
FINE SNOEMAKERS . 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 

















“For Men WhoCare 
To Dress Well 
A Sample Order for 


a Pair or a Dozen 
Will Start You Right 


T. D. BARRY CO. 
Brockton - - Mass. 








Gentlemen’s. 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 














in, and forepart edges are trimmed thin. 
Brown leathers, smooth finished, lead in 
the V. K. & A. H. Jones & Thomas lines. 


Nibbles on Boots 


“Boots are but a drop in the bucket,” 
exclaimed a leading Lynn style maker, 
producing welts. But as he opened his 
mail he found in it an order for boots. 
“Some women keep on wearing boots,” 
he explained. “But the number is fewer 
season by season.” 

In another factory the sales manager 
also said that there is nothing to boots for 
Fall and Winter. “But,” he added, “we 
got an order for forty cases this morning, 
and we were not expecting it.” 

A similar event happened in a third 
factory. But taking things altogether, 
orders for boots are so far just nibbles. 


A Surprise Strap 


Harney, Tracey & Crehan will show a 
surprise strap in Boston market. It is a 
one-strap, of an entirely different sort. 
Harney, Tracey & Crehan say that it sure 
will be a success. It is for September 
sales. As for other shoes, Harney, Tracey 
& Crehan are making one and two strap 
pumps, and oxfords of patent leather, and 
of Russia calf with beige quarters. Heels 
are 14-8 high, and are of wood, covered. 
They are of the military tread. 


Ballet Business Sold 


The business of making ballet shoes, 
gymnasium shoes, and slippers, which 
C. H. Moulton & Co. has carried on at 
Lynnfield, a suburb of Lynn, for 35 years, 
has been sold to Mrs. M. W. Killoran, 


July 8, 1922 


who has been connected with it for some 
time. It will be continued under the 
name of M. W. Killoran. 

Many of the ballet shoes, by the way, 
are sent to California. Also, ballet shoes 
and slippers are sent abroad from this 
factory. 


Gotham Process Shank 
Exhibit 

A complete exhibit of the unique 
method controlled and offered by the 
Gotham Process Shank, Inc., will be a 
feature at the Boston Shoe Style Show. 
July 10-13, and an opportunity will be 
provided for visitors to inspect the same, 
and also to become familiar with the 
story of “The Wire and the Wheel.” 

The Gotham Process Shank method 
provides for the manufacturer a simple 
and practical procedure for obtaining 
definite defined outlines on the bottoms of 
finished shoes, such as cottage shapes or 
circular ball lines, etc. 

New features lately brought out by the 
Gotham Process Shank, Inc., will un- 
doubtedly prove interesting to those de- 
sirous of producing or obtaining finished 
shoes of character-and refinement by the 
aid of economical practices of workman- 
ship, such as are offered through the adop- 
tion of the Gotham Process Shank method. 

This method can best be described by 
the term “The Story of the Wire and the 
Wheel,”’ and representatives will be con- 
stantly in attendance during the four 
days of the show at Booth No. 167, to tell 
the story and demonstrate fully the merits 
of the Gotham Process Shank method 
through the medium provided by its in- 
teresting exhibit. 





BROCKTON 


Output Increased in Keith Plants 


Strengthened Demand Justifies Five-Day-a-Week Schedule, 
Says Production Manager—Merchants Buying More 
Freely of Higher Grades 


EORGE E. KEITH CO.will increase 
its output of men’s Walk-Over 
shoes commencing Monday, July 10, toa 
full five days each week, with the prob- 
ability of six-day time later on. This 
includes the plants in Brockton, Middle- 
boro, and North Adams, Mass. According 
to Charles E. Moore, director of produc- 
tion, business conditions warrant this 
increase which, in his opinion, will con- 
tinue throughout the summer months. 


Improved Demand for Good 
Shoes 
President Clarence P. Waide of Stacy- 


Adams Co., who recently returned from a 
month's selling trip among the larger 


cities of the Middle States, says that the 
demand for the better grades of men’s 
shoes is showing a noticeable increase. 
The Stacy-Adams line, which is identified 
with the highest grade of men’s footwear, 
has a daily production of 1,000 pairs— 
practically the full capacity of the Brock- 
ton plant. President Waide is of the 
opinion, judging from orders which he and 
other representatives of the company 
have secured, that this rate of output will 
continue through the summer months. 


Brockton Concerns at Boston 
Show 


Following the Fourth of July holiday 
much activity is manifested at Brockton 
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tactories in preparation for the Style 
Show at Mechanics Building, Boston, 
July 10-13. Although the number of shoe 
manufacturing houses in Brockton and 
vicinity which will exhibit at the show is 
not large, nevertheless, there is a repre- 
sentative showing of local concerns. Both 
men’s and women’s welts will be featured 
at the show by several houses. A majority 
of concerns in Brockton and the South 
Shore district are identified with both 
men’s and women’s welt production. 
Attractive styles will be featured by the 
exhibitors, with particular reference to the 
low cut patterns which are so popular at 
present and promise to continue as a 
leading feature of fall orders. 
In Attendance at Boston 
Offices 


Whether or not exhibiting at the 
Boston Style Show, Brockton shoe manu- 
facturing concerns will maintain day and 
evening service at Boston offices. Com- 
plete sample lines will be shown for the 
inspection of visiting buyers. Of the 
latter a large number is now in Boston to 
visit the Style Show, and what is more 
important, to place orders for immediate 
and future delivery. Brockton manu- 
facturers are well satisfied as regards their 
ability to fill orders promptly. The 
method of buying on the part of mer- 
chants which has prevailed for the past 
few months, and will undoubtedly con- 
tinue, is to place comparative small 
orders, frequently. It is along this line 
that manufacturers in Brockton have ad- 
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justed their production and are ready to 
make prompt deliveries. 


New Trade Marked Shoe 


“Phlexo” is the trade-marked title of a 
new shoe for men and women manu- 
factured and sold by M. A. Packard Co. 
of Brockton. Concerning this new 
specialty, the firm says: 

“The Packard ‘Phlexo’ shoe embodies 
an entirely new and scientifically correct 
method of shoemaking. The so-called 
bridge construction of fashioining the 
innersole together with a special counter 
and shank, produces rigidity where pres- 
sure comes on the foot, permits full action 
of the various muscles, and yet is abso- 
lutely flexible. Although this shoe is 
shown by our salesmen this season for the 
first time we are receiving continued re- 
peat orders, indicating that it is filling a 
long felt want.” 


New: Shoe Corporation 


William F. Kane Shoe Co. of Brockton 
has been incorporated under the Massa- 
chusetts laws with a capital of $75,000 
to manufacture and sell boots and shoes. 
The incorporators are William F. Kane of 
Randolph, Annie M. Brown, and William 
H. Powers of Brockton. 


A Week’s Shoe Shipments 


Shipments of shoes from Brockton fac- 
tories during the past week were 10,253 
cases, as compared with 9,653 cases the 
corresponding week of 1921. 





HAVERHILL 


Orders Being Placed for Fall 


Early Shipment Specified in Many Cases—Buyers Bring 
Reports of Improved Business 


HE forthcoming Style Show to be 
held in Boston July 10-13, together 

with the fact that Boston is always visited 
by many shoe buyers during July, is bring- 
ing throngs of wholesale and retail mer- 
chants to this section. Delayed Fall orders 
are being placed, with instructions, in 
many instances, for early shipments. 
Visiting buyers report that as a rule, busi- 
ness conditions are much improved and 
that they are looking for a much larger 
business than a year ago. Values and 
prices are closely inspected. Each buyer is 
intent on getting his full dollar’s worth for 
each dollar expended. Haverhill manu- 
facturers are in a position to fulfil these 
requirements. They are taking orders with 
confidence that styles and prices are all 
that the most critical buyers may demand. 


Haverhill Shoes in Good Demand 


Local shoe manufacturing concerns are 
receiving a substantial amount of business, 


also, for immediate as well as future de- 
livery. While most of the orders are com- 
paratively small, yet repeats are frequent 
on seasonable footwear. The in-stock de- 
partments of various Haverhill factories 
are making prompt deliveries of Summer 
footwear in response to a steady demand 
from merchants in all parts of the United 
States. This in-stock feature is one which 
is showing a substantial growth as mer- 
chants come to appreciate the advantages 
which accrue by having seasonable styles 
as required. Factory in-stock departments 
are being revised as regards styles for the 
Fall season. Manufacturers are preparing 
for what they believe will be a busy 
Summer. 


Haverhill Men at Boston 
Offices 


During the Fourth of July holiday, when 
most of Haverhill’s factories were closed 
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for a three-day period, manufacturers and 
salesmen have been paying careful atten- 
tion to their Boston offices. With few ex- 
ceptions, Haverhill’s shoe manufacturing 
houses maintain sample rooms in Boston. 


The past week has been a busy one in this | 


regard. New samples prepared for exhibi- 
tion at the Boston Style Show have already 
been inspected by visiting buyers and have 
been the means of securing orders. During 
the entire month of July the Boston offices 
of Haverhill concerns will be busy places. 
Whether or not exhibiting at the Style 
Show, Haverhill shoe manufacturers and 
salesmen will put in long hours in attend- 
ance at their Boston offices to meet buyers 
and take care of their wants in Haverhill- 
made footwear for immediate as well as 
future deliveries. 


Shoe Manufacturer in Europe 
Joseph C. Kimball of Kimball & Sher- 


man Co., also president of the Haverhill 
Shoe Manufacturers’ Association, sailed 
last week with his family on a two months’ 
tour of Europe. Mr. Kimball will combine 
business and pleasure. He is to visit 
France, Switzerland, Norway, Sweden, 
England, Scotland and Wales, making a 
study of business conditions. He will carry 
a line of K. & S. high-grade, turn footwear, 
with a view of opening accounts with 
foreign merchants. 


At the Boston Style Show 


About 20 shoe manufacturing houses, 
and others in kindred lines, representing 
Haverhill, are at the Boston Style Show. 
Haverhill exhibitors are in a group, with 
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lines displayed in artistic surroundings. 
The names of the exhibitors have already 
been printed in the Boot and Shoe Recorder. 
It is of interest to note in connection with 
the Boston Style Show that L. H. Downs 
of Charles K. Fox Inc., and Herman E. 
Lewis, are directors of the association, 
and that J. D. Rickard of the Rickard 
Shoe Company, and Claremont Shoe 
Company, is a member of the Style Show 
committee, thus giving Haverhill deserved 
prominence at this important exhibition 


A Visitor from Cuba 


Vincente Perez of Havana, Cuba, who 
has been identified with the wholesaleing 
of shoes in that city for many years, was 
in Haverhill last week. Mr. Perez, who is 
an extensive buyer of Haverhill-made 
footwear, says that business conditions on 
the Island are much improved over a year 
ago, although there is yet much to be de- 
sired. He is of the opinion, however, that 
all financial obligations will be met and 
that in the near future the business rela- 
tions between the United States and Cuba 
will be on a normal basis. The sugar situa- 
tion, which is the foundation of Cuban 
prosperity, is, he states, much improved, 
and this will undoubtedly continue. Mr. 
Perez sailed for Havana the present week. 


Shoe Corporation Formed 


A. W. Bradley Company, Inc., is the 
style of the concern with a capital of 
$50,000 to manufacture shoes. Incorpora- 
tors are: William R. Cook of Cambridge., 
Hervey W. King of Milton and Wilford L. 
Spencer of Natick, Mass. 





ROCHESTER 


Convention to Break Record 


Committee Busy Lining Up Prominent Men to Speak at 
Albany ““Get-Together”’ 


‘Y; TAILS of the convention of the 
New York State Retail Shoe Deal- 
ers’ Association, to be held at the Hotel 
Ten Eyck, Albany, September 5 and 6, 
are being worked out by the Executive 
Committee, of which William Pidgeon, 
Jr., of Rochester, is chairman, and from 
preliminary announcements it will be the 
greatest State convention ever held in 
the shoe industry. 

Speakers of national prominence, such 
as H. N. McGill, of the Babson Statistical 
Bureau; William Pidgeon, Jr., J. H. 
Lobel, leather expert of Providence, R. I.; 
Martin Hilfinger of the A. E. Nettleton 
Company, Syracuse; F. P. Myer of Dan- 
ville, Ill., and Henry E. Hagan of Boston 
have already accepted the committee’s 
invitation to address the convention. 


Merchants Taking Vacation 


William Pidgeon, Jr., is spending a 
couple of weeks in Canada, where he 
hopes to make the season’s record fish 
catch. P. M. Van Deventer, proprietor of 
the Van Deventer shoe store, took an 
“over the Fourth” trip to his Summer 
home at the Thousand Islands. He hopes 
to make a record catch so that Bill Pdi- 
geon cannot claim his crown as champion 
fisherman of the Rochester Shoe Dealers’ 
Association. 


Attractive Windows at Regal 
Store 

Earl S. Shorts, manager of the Regal! 

Shoe Store, is a great believer in the sales 

value of window displays, and puts 4 
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great deal of time and thought into every 
trim that he puts in his windows. With 
the completion of the redecorating of the 
store, Mr. Shorts has secured attractive 
valances and fancy, decorative back cur- 
tains for the windows, which “pep” up 
the store’s appearance, and are doing 
their share to bring increased business. 


Feature Leather Beach 
Slippers 


Shields Boot Shop is featuring a leather 
beach slipper made of leather thongs, 
woven in basket-like pattern, which are 
attracting much attention. The slippers 
are lined with a strong porous fabric which 
makes them very serviceable for vacation 


use. 
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Eastman Pays Bonus 


The annual wage dividend of the East- 
man Kodak Company, amounting to 
about $1,250,000, was distributed last 
week to the 15,000 employees in all 
branches of the company. 


Myers Shoe Store 
Incorporates 


Incorporation papers for the Myers 
Shoe Store have been filed with the Sec- 
retary of State, to conduct a general shoe 
store. Fred L. Myers, Jr., Robert E. 
Myers and Arthur Warren are the incor- 
porators. Myer’s Shoe Store last week 
held a sale of 1,000 pairs of women’s shoes, 
which were divided into two groups to sell 
at $2.30 and $3.30. 





ATLANTA 


June Showed Fair Increase 


Business had Gain in Dollar Volume of as High as 17 Per 
Cent in Some Cases 


A MAJORITY of the larger retail 
shoe dealers in Atlanta advise that 
business during June was somewhat 
larger than during the same month in 
1921, the estimates ranging from as low as 
5 per cent with some of the dealers to as 
much as 17 per cent with one or two 
others. 

The men’s shoe department of the 
George Muse Clothing Co., for example, 
one of the largest retailers of men’s shoes 
in the southeastern territory, expected a 
money volume increase during June of 
about 17 per cent over June of a year 
ago, while in number of pairs sold this 
represents an increase of about 40 per cent 
due to the difference in prices. The Fred 
S. Stewart Co., Atlanta, generally be- 
lieved to sell more shoes at retail than any 
other exclusive shoe store in the South- 
east, advises that June business in money 
volume is only slightly above June, 1921, 
with sales volume about 25 to 30 per cent 
better. 

Fall Season to Open Early 


While the Fall season in this section 
ordinarily does not open until the latter 
part of August or the early part of Sep- 
tember, many of the dealers, anticipating 
a large volume of Fall trade this season, 
are planning to get their season started 
by August 1 in the belief that the buying 
public can, if properly handled by adver- 
tising in the newspapers, be influenced to 
begin its Fall buying at an earlier date 
than is usually the case. 

Some of the dealers are expecting to 
hold cut-price sales during July, but the 
larger retail merchants state they do not 
believe the public will respond to reduc- 
tions now and therefore many of those 


ordinarily holding such sales during July 
wil not do so this year. It is generally 
believed that as a whole this plan will 
prove beneficial to the shoe business. 


Small Merchants Buying 


Wholesalers and manufacturers of At- 
lanta advise that the smaller retail mer- 
chants throughout the section are doing 
more buying than they have in the past 
two years, and carrying larger stocks. 
The shoe outlook from August 1 to the 
end of the year is very bright, with a 
majority of the dealers looking forward to 
the best trade they have experienced since 
the Fall of 1919. ; 


New Store to Open Soon 


It is announced by the W. T. Grant Co. 
of New York, operating a chain of depart- 
ment stores, that the new store to be 
established in Atlanta will be the fifth 
this company operates in the South. 
Other stores are at Charleston, Memphis, 
Macon, and Tampa. The Atlanta store 
is to be located in the building now occu- 
pied by the department store of M. Rich 
& Brothers, when this company moves 
into the new store it is to build here dur- 
ing the coming year. 


Powell With Agency 


C.R. Powell, one of the best-known mer- 
chandising experts in the South, formerly 
advertising manager for the department 
store of B. Lowenstein & Brothers, Mem- 
phis, and before that with the department 
stores of D. B. Loveman, Chattanooga, 
and B. H. Levy & Brothers, Savannah, 
has joined the staff of the Calvin Stanford 
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Advertising Agency of Atlanta, specialists 
in the preparation of advertising for 
vous stores. 


Bankruptcy Petition 


A petition in involuntary bankruptcy 
has been filed in Atlanta by a number of 
creditors against the shoe and clothing 
store of J. L. Cook & Co., 104 Whitehall 
Street. The store is opposing the petition. 


Membership Drive Begun 


C. V. Hohenstein of Atlanta, secretary 
of the Southeastern Shoe Retailers’ Asso- 
ciation, has started an extensive member- 
ship campaign throughout the States of 
Georgia, Florida, South Carolina, and 
Alabama, in an effort to obtain member- 
ship applications before the end of this 
year from all responsible shoe dealers in 
these States who are not as yet members 
of the association. He is being ably 
assisted by the traveling salesmen for 
various shoe houses who are urging the 
dealers to join the organization, and it is 
believed that a large number of new mem- 
bers will be secured as a result of the 
campaign. 

Makes Capital Out of Broken 
Window 

Daniel Brothers, Atlanta clothiers, 
took advantage of the elements with 
some unique advertising a few days ago, 
when a windstorm smashed a large plate- 
glass display window where Summer 
shoes were being shown. A sign was 
placed in the window immediately, read- 
ing as follows: ““Wind and rain may ruin 
our shoe window, but they can’t alter our 


extra shoe values. Breeze in and let us 


show you.” 


Weinbrenner to Have Atlanta 
Sales Office 


The A. H. Weinbrenner Co. of Mil- 
waukee, Wis., shoe manufacturers, an- 
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nounce the establishment in Atlanta of 
sales headquarters for the Southeastern 
territory. Sample rooms are at 62 to 64 
West Mitchell Street, with the district 
office in-charge of J. W. Bates of Atlanta, 
formerly sales manager for the J. K. Orr 
Co. of Atlanta, shoe manufacturers. Mr. 
Bates is well known to the retail shoe 
trade all over the Southeast. The Atlanta 
office will handle the Weinbrenner Com- 
pany’s retail trade in all of the South- 
eastern States. 


Dunn With Fred S. Stewart 


Charles Frank Dunn, formerly one of 
the members of the firm of Cowan & Dunn, 
operators of a retail shoe store in Atlanta, 
known as The Bootery, has joined the 
sales force of the Fred S. Stewart Co., 
Atlanta, in the ladies’ department. The 
company also announces the appointment 
of M. H. Scott. Both men have been in 
the shoe business in Atlanta the past 10 
years and are well known to dealers. 


J. K. Orr Plant at Capacity 


The J. K. Orr shoe factory of Atlanta 
announces it will be kept operating at 
capacity the next few months to take care 
of a recent order for 30,000 pairs of shoes 
obtained from the government. The 
shoes are to be used by the Marine Corps. 
The order is one of the largest single 
orders ever received by any Atlanta 
factory. 


**Mer- 


Birmingham to Have 
chants’ Week”’ 


Wholesale merchants and manufacturers 
of Birmingham, Ala, are planning to hold 


what will be known as “Alabama Mer- 
chants’ Week” in Birmingham some time 
during August. All of the wholesalers 
and manufacturers participating will have 
special displays during the week, and 
merchants from all over the State will be 
invited to come to Birmingham to make 
final selections for their Fall stocks. 





NEW YORK 


Improved Business Expected 


First Half of the Year Hard on the Credit Side of Ledger 
Because Trade was Forced at Expense of Price 


EVIEWING the first half of the 

current year in the local retail shoe 
field there is little to be set down on the 
credit side of the ledger. Even those 
stores in which a fairly large volume of 
business has been done, the profits have 
not been commensurate with the capital 
invested and the energy expended in 
making turnovers. The retail merchants 
are looking forward to the next six months 
with great confidence, however, and there 
are some signs of better days to come. 


The general complaint in the retail 
field is that most of the business for the 
past half year has been forced at the 
expense of price. The wide variety of 
style also has contributed to losses which 
ate into profits. It is now felt that prices 
are more stabilized and that style is 
gradually becoming more concentrated. 
As yet, however, style is a bit uncertain. 
In the local field the rapid passing of 
cut-out styles and of the extremely low 
heels is feared in some quarters and already 
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some of the retail merchants are running 
sales featuring these shoes in an effort to 
unload, tefore these types of footwear 
pass out of popularity completely. 
White Shee Business Spotty 
The white shce season has been de- 
cidedly spotty here. Although some mer- 
chants have done fairly well with whites, 
others report that the consumer demand 
so far has been sub-normal. Already price 
reductions are keing made on some 
descriptions of white shoes. Contrary to 
expectations white fatric shoes have not 
sold as well as the buck and white kids. 


Apathetic Toward Boots 


Retail sentiment here toward a revival 
of boots for Fall appears to be apathetic- 
A number of merchants sounded out on 
the proposition declared that they had 
given the idea but little thought, but that 
present conditions scarcely favored any 
movement toward fancy boots here in the 
near future. 


Sales Well Patronized 


Early Summer clearance sales continue 
to draw large crowds. This is taken as 
evidence that a great number of people 


were delaying their purchasing awaiting 
the development of the usual Summer 
sales. In the latter part of June several 
sales were staged under the name of 
“Usual July Sales.” 


Meeting Date Changed 


The regular monthly meetings of the 
Retail Shoe Dealers’ Association of New 
York have been changed from the third to 
the second Tuesday in each month. The 
July meeting will be suspended and the 
next meeting will take place on August 15. 
The meeting place also has been changed 
to the Park Avenue Hotel. e 

Recent additions to the local retail 
association include J. M. Weiss of the 
Florsheim Shoe Company, 149 W. 42d 
Street; Lederer & Lotz, the Barriemore 
Shop, 1540 Broadway, and Markell 
Brothers, 5326 New Utrecht Avenues, 
Brooklyn. Application for membership 
has been received from R. B. Smith of 
the L. S. Plaut Company, Newark, N. J. 
A change in the constitution which re- 
stricts membership in the association to 
dealers in the State probably will be made 
at the August meeting to permit Mr. 
Smith to join the organization. 





BROOKLYN 


Better Buying Expected Soon 


Fair Business Being Booked, also, for Immediate Delivery— 
Merchants Buying Browns in a Wide Range 


ROOKLYN manufacturers are pre- 
paring for an influx of buyers to 
reach the market this month. Salesmen 
returning from their trips generally report 
fair business for immediate delivery, but 
assert that the buyers themselves, in the 
vast majority of cases intend visiting the 
Brooklyn market some time this month 
following the Style Show in Boston. 
Many of the factories here are about 
sold up for July and August deliveries and 
are now trying to book business for Sep- 
tember. In the late orders coming 
through there has been a strong switch to 
brown shades, which run the entire gamut 
in this group. So wide has been the range 
of browns demanded that manufacturers 
are somewhat at a loss to know how to 
make their leather purchases for future 
requirements. It is hoped that before 
the Fall season is far advanced, the trade 
will settle down to a smaller range of 
brown. Gray shades, for the time being, 
appear to be out of the running, so far as 
Brooklyn is concerned. 
Finishing Runs on Whites 
The factories here are finishing up their 
runs on whites. The white business was 
below normal in most factories in this sec- 
One or two manufacturers did a 
business on white kid, but the 


tic m. 
good 


majority were disappointed at the white 
volume. 

Boots here have not progressed much 
beyond the sample stage. There is no 
well-defined sentiment in regard to the 
boot proposition in Brooklyn. A few of 
the manufacturers are flatly against boots 
for the coming Fall season. They base 
their arguments on the fact that boots will 
send prices up. With present prices of 
top-grade leathers and the wages current 
here, manufacturers in this section do not 
see how they can produce boots to retail 
much under $15, which is considered too 
high in view of the present conditions in 
the retail field. 


Tongued Colonial Appears 

For early Fall selling there has been 
some reversion to two-strap models and 
the tongued colonials. Plain operas are 
being talked about, but have not created 
much of a flurry-yet. Some manufac- 
turers want to keep away from the opera 
business as much as possible, feeling that 
the trend should be headed toward some 
variation of the fancy styles rather than 
be permitted to revert to a plain style 
such as the opera pump. Both boots and 
operas, if they do come in, are bound to 
create trouble, some producers here be- 
lieve. Patterns in boots will have to be 
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leg part at least a half 
inch, one manufacturer asserts, while 
other changes, notably a narrowing in the 
heel will have to be made in operas, an- 
other manufacturer contends. 
Combinations seem destined to play a 
large part in Fall styles. The most popu- 
lar are brown kid vamps with buck 
quarters. French bindings are still popu- 
lar. Patent and black satin are still 
strong, but manufacturers in some quar- 
ters believe that they have reached the 
peak of their popularity in high-grade 
shoes. 


Adding Misses’ and 
Children’s Shoes 


Three of the well-known manufacturers 
here recently have added children’s and 
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misses’ shoes to their line. One has 
since dropped them because of the 
labor cost. As things stand now in 
Brooklyn, the labor cost in a child’s shoes 
is almost as great as in an adult's shoe. 
For this reason it is difficult for Brooklyn 
makers to bring children’s shoes within the 
price range that retail merchants appear 
to be willing to pay. 


DeNyse With Fred A. Eyre 
Joe DeNyse, who resigned his position 
with S. Weil & Company on July 1, is now 
connected with Fred A. Eyre, formerly 
the Maetrich-Eyre Company, 242 Greene 
Avenue. Mr. DeNyse will travel through 
the Middle West and take care of the 
New York City trade. He will make his 
first trip for his new connection some time 
in September, according to present plans. 





BALTIMORE 


Business Conditions Improving 


Although Shipyard Work Has Slackened Up, the Building 
Industry is Active—Women Buying Better Grades 


HE local shoe merchants are very 
optimistic as to business during the 
coming month and most of the foremost 
shoemen say that 1922 business will exceed 
that of 1921. General business conditions 
have improved recently and while the 
shipyards have slacked up a little, the 
building industry has been very active. 
The new American Sugar Refinery which 
recently opened here, and which is the 
largest in the world, brought new families 
to the city, also giving employment to 
many Baltimoreans. Skilled labor is still 
at a premium, and good salaries are being 
paid. “ 
Most of the better ladies’ stores report 
that business is very good and the demand 
exceeds their expectations. Some of the 
smaller stores claim that business is only 
fair, but are positive that it will improve. 


Black and White Predominales 


Whites are, of course, selling strong and 
the white novelty styles are having quite 
a demand, black and white styles predom- 
inating. The cut-out styles of sandals are 
selling well and the low-heel is still having 
quite a run, but from the opinion of some 
merchants the trade is expected to go 
back to the French heel or other styles of 
high heels. One dealer states that he has 
had quite a few complaints from his cus- 
tomers, owing to their inability to secure 
comfort from the low heel style, having 
been used to the high heels. 

The sport white slipper with the de- 
tachable colored saddle, which can be 
changed in a few minutes, is being shown 
and is selling very well, for by changing 
the colored saddle, the slipper will har- 
monize with any dress. The ladies are also 
buying children’s styles in bare-foot san- 


dals, especially in the cut-out style. The 
flapper tongue is also having quite a 
demand. 

Russian boots are being shown by many 
of the stores, but are not selling very well. 
The department stores report business as 
being very good, most of them displaying 
black and white styles very extensively. 

As usual at this season, all the stores 
are pushing bathing slippers and a number 
of the stores have large seaside displays 
im their windows which are helping these 
sales immensely. 


Men Buying More Blacks 


What is the matter with tans? This 
question is being asked by the managers 
of men’s stores. It is understood that the 
tan styles have dropped off to about 60 
per cent, while they were running about 
85 to 90 per cent a few weeks back. Black 
sales are increasing in bounds and it is the 
opinion of most merchants that by Fall 
blacks will be selling as well as tans. 
Whites are selling well but with the excep- 
tion of a few stores, sports are slow. The 
demand for golf styles has not been up to 
expectations. The general men’s shoe sales 
are reported as being fairly good and indi- 
cations are that the next two months will 
be better than at first expected. Business 
conditions remain about the same in the 
manufacturing and jobbing fields, but in- 
dications point to a heavy Fall business. 


Are Ankles Getting Bibger? 


Recently an article appeared in a local 
paper relative to a study made by shoe 
dealers of the country as to whether the 
feminine ankle was growing larger. Tlie 
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day following the appearance of this arti- 
cle the same paper asked the question, 
“Are the ankles of Baltimore women 
growing heavier, if so, what is the cause?” 
A few of the answers by local salesmen 
were as follows: Paul R. Jackins, 17 E. 
Baltimore Street, shoe clerk: “Not in 
Baltimore are the ankles getting beefy.” 

W. E. Davis, 8 E. Baltimore Street, 
manager ladies’ shoe department: “If 
women’s ankles are getting bigger, of 
course I have not noticed it, as I am a 
married man.” 

Miss Mamie Weinberger, 216 N. Charles 
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Street, shoe clerk: “Slender ankles are 
hereditary and generally denote good 
blood, like the fine drawn lines of the 
blooded horse.” 

P. C. Boling, Baltimore and Charles 
Streets, shoe buyer: ““The continuous wear 
of low shoes by women has a tendency to 
increase the size of their ankles.” 

L. Robinson, 216 N. Charles Street, 
assistant manager of ladies’ shoe depart- 
ment: “If women’s ankles are getting 
larger it is because 97 per cent of the shoes 
they wear are for style and not for com- 
fort.” 





SYRACUSE 


Record Business Expected 


Industrial Concerns “Coming Back’’ and Payrolls Increasing 
Even Though Wage Scales are Lower 


YRACUSE retail shoe merchants be- 

lieve they are on the threshold of a 
record Summer business, after a compara- 
tively dull Spring season. Warm weather 
has increased the volume of sales to such 
an extent that dealers are already re- 
ordering on some numbers. The sale of 
white goods has been exceptionally large. 
For nearly two weeks the city has been 
recovering from unusual flood conditions 
which practically brought business to a 
standstill. However, a survey by the banks 
show that industrial concerns in the city 


are slowly recovering from the depression . 


and that payrolls now are larger than they 
were a year ago, despite the fact that 
wages have been reduced greatly. 

Shoe Factory at Capacity 

The Kauffman-Fickett Shoe Company 
of this city which, is operated on a co- 
operative plan with every employee a 
stockholder, is now working at full capac- 
ity. William J. Keeffe, salesmanager, an- 
nounces that plans are being made to in- 
crease the production, which is now be- 
tween 400 and 600 pairs a day. The factory 
makes only women’s shoes, high-grade 
welts and turns. 


Grapotte with Gould, Lee & 
Webster 


R. P. Grapotte, formerly of the Walk- 
Over Store in this city, has been named 
manager of the Gould, Lee & Webster 
store in this city. Associated with him is 
Phillip C. Klink, also a former Walk-Over 


salesman. 


Rochester Man Made 
Manager 
R. K. Howard of Rochester, has been 
appcinted manager and buyer for the shoe 
departments of the E. W. Edwards & Sons 
Stores in this city, Rochester and Buffalo. 


Mr. Howard succeeds Louis Sherboneau, 
who is now a manufacturer of children’s 
shoes at Boston. 


McCormack Selling New 
Shoe 


The McCormack Boot Shop has been 
designated exclusive agents for the new 
Dugan & Hudson adjustable shoe. The 
company, a Rochester concern, is rroduc- 
ing shoes with an adjustable arch sup- 
porter. The new shoes prominently dis- 
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played in the McCormack store windows 
are creating much interest. 


To Feature Syracuse Shoes 


Manager Howard of E. W. Edwards & 
Sons’ store announces that the company 
will feature the Kauffman-Fickett shoes 
in all stores. So far the shoes have been 
sold only in the Syracuse store, but later 
will be added to the Buffalo and Rochester 
stores. 


Merchants Plan Outing 


Arrangements for the annual outing of 
the Syracuse Retail Shoe Dealers’ Asso- 
ciation are being made. The date for the 
outing which will be held at Three Rivers, 
has not been selected, but it will probably 
be during the middle of July. The local 
shoe club has suspended meetings during 
the Summer season. The round table class 
will not resume until September. 


Advocates Auto Camp 
Grounds 


Howard F. Johnson, president of the 
Johnson Shoe Company of Grand Rapids, 
Mich., arrived here last week on his way 
home from a motor trip to Cape Cod. Mr. 
Johnson is a great believer in auto camp- 
ing facilities, and urges all business men 
to support auto camp ground projects as 
big business getters for any community. 


BUFFALO 


Little Fall Buying Done Yet 


City Merchants Generally Believed to be Waiting Style 
Developments Before Going into the Market 


ITH the return of Summer temper- 

atures during the week of June 26, 

there was a noticeable quickening in de- 

mand for white footwear. Women who had 

been deterred from buying warm-weather 

shoes by rain and cool temperatures made 

up their minds, evidently, to fill their needs 

for holiday and vacation wear before sizes 
had been depleted. 

Retail dealers downtown can see noth- 
ing but oxfords for Autumn wear with 
patent leathers showing the way. All be- 
lieve higher heels will meet with instant 
favor after the unfavorable experience of 
women with low-heeled footwear during 
the past six months. Nothing lower than 
12-8 and as high as 18-8 heels are now 
being forecasted. ~ 


Smaller Towns Buying Best 


Salesmen are finding it difficult to place 
orders for Fall styles in the majority of 
cases, especially in the city. In the smaller 
towns outlying, there is a disposition on 
the part of the retail merchant to buy for 
Fall and Winter trade, as his patrons are 


not so fickle as those in the larger com- 
munities. The Buffalo dealers as a whole 
are holding off until July 15 or thereabouts 
before placing orders. Because of the fact 
that they have been caught unawares by 
quick style changes at the last minute, 
they are rather chary of buying until they 
have assured themselves that the manu- 
facturer hasn’t “something up his sleeve.”’ 
Endicott-Johnson Open New 
Store 


Handsomely furnished in the most 
modern manner and with the latest in 
stock and fixtures, the Endicott-Johnson 
Company’s new shoe store at 94 Main 
Street, Batavia, is a fitting home for the 
progressive concern which is in its eleventh 
successful year of existence in that city. 

The new store, which has been acquired 
at considerable expense to the company, 
has been fitted with an eye to the comfort 
and convenience of its patrons, as well as 
to efficiency in selling. The interior is fin- 
ished in cream and mahogany. 
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The new location is larger than the one 
at 103 Main Street, from which the com- 
pany moved on June 24 and a new stock 
of shoes, including the Fall styles had been 
obtained especially for the opening. The 
windows and interior were decorated with 
flowers for the occasion. 

The opening was under the supervision 
of A. H. Dean, of Endicott, construction 
manager of the Endicott chain of shoe 
stores. W. H. Waddington of Syracuse, 
who has charge of opening stores for the 
company, was also present. 

T. J. Moffat is manager of the Endicott- 
Johnson store in Batavia and his ability 
and energy are largely responsible for the 
new store. 

Merchants Heading fox 
Boston 


Buffalo will be well represented at the 
National Style Show in Boston this month. 
Not only are the Main Street dealers 
planning to attend, but many of the East 
and West Side stores will send representa- 
tives to get a line on the Fall and Winter 
styles and in many instances to place 
orders for early Autumn deliveries. Some 
of those who will leave Buffalo on July 9 


are: 
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Benjamin Panghorn, buyer for Sattlers; 
Frank Hockmouth, F. Erion & Co.; John 
Schmidt, Buffalo Slipper Company; Harry 
Dietzle, Niagara Drygoods Company, 
Niagara Falls; Harry Colgrove, K. W. 
Watters Company; John Leader, East- 
wood & Sons and C. H. Barton. 


Hahn Off for Chicago 


Charles L. Hahn, who represents his 
own Rochester factory in Buffalo, left 
here on July 1 for a motor trip to Chicago, 
accompanied by his wife and family. 
Charlie expects to take in the Interna- 
tional Association of Display Men’s Con- 
vention in the Windy City, July 10-13. 
He will be away from Buffalo for about a 


month. 


New Store for Niagara Falls 


Joseph Pudaloff, who operates a retail 
store in Lackawanna, opened his new store 
in Niagara Falls on July 1. He carries a 
full line of footwear for men, women and 
children. Making a specialty of catering 
to the industrial classes his merchandise 
of the moderate-priced variety. The new 
store is located at 2009 East Falls Street. 





SOUTHEASTERN NEWS 


Conditions Improving Rapidly 


Retail and Industrial Conditions Better Now Than at any 
Time During Last Two Years 


EPORTS from retail business houses 

over the ‘Southeast, and manufac- 
turers and jobbers covering the field, 
breathe a spirit of cheerful optimism that 
bears out the feeling manifested through- 
out this part of the country that business 
has been very rapidly on the upward 
grade since cotton has advanced more 
than $50 per bale above the prices of a 
year ago. 

Retail and industrial conditions, ac- 
cording to information that can be con- 
sidered reliable, are better in the South- 
eastern territory at this time than they 
have been within the past two years, with 
retail trade in practically all lines more 
nearly normal than it has been since the 
era of inflation immediately following the 
war. 

Banks report money much easier with 
the financial condition of the section rap- 
idly improving. Failures are far less than 
they were one year ago. Collections re- 
main comparatively slow as compared 
with normal collections, but are steadily 
picking up from week to week. 

Retail shoe trade during June in the 
larger Southeastern cities, most dealers 
state, will be above the money volume of 
a year ago, while the sales volume will be 


at least 25 per cent better due to the fact 
that lower prices prevail this year. Trade 
is still more or less quiet in the smaller 
towns and cities, but as the crop outlook 
is better, business improvement is also 
being noted in the rural centers. 

The Fall outlook over the entire South- 
east, wholesalers and manufacturers de- 
clare, indicates a volume of retail shoe 
trade that will be considerably better than 
last year, and on a par with pre-war times. 
Retailers are carrying larger shoe stocks 
than they have in the past two years. 


Bad Check Law Knocked Out 


The retail shoe trade throughout Geor- 
gia will be interested to learn that what 
is known as the Georgia “bad check” law 
has just been declared unconstitutional by 
the Supreme Court. This law made it a 
misdemeanor immediately punishable for 
a person to give a eheck without sufficient 
funds to cover same, allowing the writer 
of the check no time to make the amount 
good. Being declared unconstitutional 
by the Supreme Court, the old law again 
becomes effective at once, under the pro- 
visions of which a person giving a check 
without sufficient funds to cover same in 
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the bank, is allowed thirty days to make 
it good before he can be prosecuted. 


Looks Good for Foreign Trade 


That trade opportunities in the various 
countries of Latin-America were never 
more promising than they are right now 
for American manufacturers was the 
statement made by M. Dominguez, of 
Madrid, Spain, formerly in charge of for- 
eign correspondence for the Irving Na- 
tional Bank of New York, in a recent ad- 
dress in Atlanta before a group of South- 
eastern manufacturers, who are endeav- 
oring to develop a foreign market for the 
products of their plants. Among the 
most important articles shipped out of 
Atlanta by manufacturing concerns to 
Latin-American countries are Atlanta- 
made shoes, this trade in Cuba and Cen- 
tral America, and also in Mexico, hav- 
ing been developed on a somewhat ex- 
tensive scale the past two or three years. 
Mr. Dominguez declared that the only 
way to succeed in Latin-America was for 
the manufacturer to send a representative 
there who is not only thoroughly familiar 
with the Spanish language, but also with 
the customs and habits of the people, and 
their manner of doing business. Other- 
wise the effort to establish a market will 
undoubtedly fail. 


H. Wilensky in Larger Home 


H. Wilensky & Sons, of Atlanta, one of 
the oldest shoe and findings wholesale 
concerns serving the Southern territory, 
having been located in Atlanta since 1886, 
have found it necessary to obtain larger 
quarters for storage and office purposes, 
and have purchased what is known as the 
Rucker Building in downtown Atlanta. 
The new building will be occupied as 
soon as improvements have been made, 
giving the company almost four times as 
much floor space as the present quarters 
on South Forsyth Street provide. They 
handle children’s shoes, and leather and 
findings extensively over this section. 


New Store for Goldsboro 


The Effird Department Store Company 
of Charlotte, N. C., operating one of the 
most extensive department store chains 
in the Southern field, with activities con- 
fined mainly to the two Carolinas, is plan- 
ning the construction of a large new store 
at Goldsboro, N. C., according to a re- 
cent announcement by J. B. Effird, presi- 
dent and general manager of the company. 
Practically all of these stores operate shoe 


departments. 


Leather Warehouse Burns 


Fire of unknown origin a few days ago 
entirely destroyed the warehouse of the 
Saper Skin & Hide Co., at Fitzgerald, Ga., 
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causing a loss estimated at about $15,000, 
with only $2,000 insurance. The com- 
pany is owned by the Georgia Shoe Com- 
pany. 


Lakeland to Have Shoe Plant 


Paul Hendrick of Lakeiand, Fla., presi- 
dent of the recently organized Florida 


Shoe Company, advises that the company 
has obtained a factory building at Lake- 
land and will install machinery at once for 
the manufacture of shoes, having an ini- 
tial capacity of about 500 pairs daily. 
The company was -incorporated with 
$50,000 capital, and other .officers are 
Phillip Fischer, vice-president, and F. P. 
Fischer, secretary. 





PROVIDENCE 


June Business Just ‘‘Fair’’ 


Merchants Inclined to Blame it on Weather—Conservative 
Designs Predicted for Fall 


UNE was regarded by most retail shoe 
merchants as being generally fair, the 
same being true of its predecessor, May. 
Merchants believe that the cool, rainy 
weather to date has had a tendency to 
slow up the buying. A big Summer busi- 
ness on white footwear is predicted by all 
merchants. They believe that by the close 
of 1922, business profits will have exceeded 
those of 1921. 

Many are still unemployed throughout 
the State with some centers entering their 
twenty-fourth week of strike in the cotton 
mills. 


Conservative Styles for Fall 


That conservative styles in plain ma- 
hogany and black calfskins, with the new 
Kaffer-Kid leathers in men’s footwear, will 
have an early call this Fall is the early 
opinion of several Rhode Island mer- 
chants. They have had enough of the 
heavy, doggy footwear, they say. 


$5 Retail Stores Increase 


The casual wanderer around Rhode 
Island’s streets cannot help but notice the 
increase in the number of new shoe stores 
that have sprung up recently. All of them 
seem to be retailing shoes at $5 and have 
come to be known as the “V”’ stores. 
Those interviewed state they are doing a 
good business. 


Early Closing Plan Adopted 


Providence shoe and department stores 
closed at one o’clock Wednesday June 28, 
and will continue to do so every Wednes- 
day during July and August. Many out- 
ings will be held by the various stores. 


Patent Sandals Appearing 


Patent leather sandals are appearing 
here in goodly numbers on the passersby. 
They are being worn with light gray, 
black and white hosiery, a contrast which 
is a pleasing one. Some merchants predict 
possibly a good Summer run on same, 
while others state they are wearing last 


sexson’s shoes. 


Parker Made Director 


The Providence Association of Credit 
Men held a luncheon recently at Turks’ 
Head Club in honor of Howard Parker, 
who was recently elected a director of the 
national association. Mr. Parker is a well- 
known shoe merchant of Pawtucket. 


Attends Washington Meeting 


Byron S. Watson, wholesaler with 
Frank E Ballou retail shoe merchant, 
represented the Providence Chamber of 
Commerce at the tenth annual meeting 
of the Chamber of Commerce of the 
United States at Washington the past 
week. 


Three New Retail Stores 


At 522 Westminster Street a new $5 
retail store has been opened by Ernest 
Chiello, styled the Try-On Shoe Shop 
The Honorbilt is another opened at 92 
Mathewson Street, featuring $5-$6 shoes. 
The third is the Stylo Shoe Store at 121 
Mathewson Street, being the third in a 
chain of stores by this concern at Brock- 
ton, Taunton and Providence. 


Meetings Suspend for 
Summer , 


The regular monthly meetings of the 
R.1.S.R.D.A., suspended June 6 for the 
Summer. It will resume its Fall meetings 
in September, but the date has not been 
set. The round table class of the local 
shoe dealers’ club closed June 8 for the 
Summer months. J. H. Lawder of the 
Walk-Over store has had charge of the 
class. 


Live Model Revue 


The Outlet Company, largest Provi- 
dence department store, on June 16 had 
six live models, stage and screen beauties, 
on hand displaying the latest styles in 
feminine bathing suits and shoes in one of 
ite main departments—the display at- 
tracting very good attention and the win- 
dows having a tendency to bring many 


BOOT AND SHOE RECORDER 113 


new customers into the store, it was 
stated. 


Takes “‘Foot-Fitter’’ Agency 


J. A. Labbee, well known high-grade 
shoe merchant has taken the “Foot Fitter” 
line of men’s shoes as agent for Olneyville, 


R. 1. 


Prefer Wider Toes © 


The tendency to wider semi-English 
toes in men’s footwear is very much in 
evidence in Rhode Island shoe circles. 
Many managers declare that English 
toes are dead, for the present time at 
least, with oxfords as leaders with a 
preference for dark shades. The call seems 
60-40 per cent, with low shoes as leaders. 





Disgusted with “‘Dollar Day”’ 


“A merchant, of a city running a “Dol- 
lar Day” sale was encountered the other 
day, by a Recorder representative. 

“What’s new?” asked the Recorder 
man. 

“We're running a ‘Dollar-Day”™ sale,” 
replied the merchant. “I did not have any 
shoes of my own that I wanted to sacrifice 
for $1, so I went over to New York, and 
bought some job lots, and heaped them 
in the window, for $1 a pair.” 

“Did they sell?” 

“Not many. Most everybody who came 
in wanted new style and the fine fit, the 
same as they would get with $10 shoes. 
Of course, I didn’t have a complete run of 
sizes for $1. 

“IT suppose,” concluded the merchant, 
“that I satisfied some customers with $1 
shoes, but I know a lot of dissatisfied cus- 
tomers left my store. Worse still, it will 
take a while for me to live down my repu- 
tation for selling ‘Dollar Shoes.’ I’m 
through with Dollar Days for good.” 





New Store for Columbia 
Augusta, Ga., June 26—The Saxon- 


‘Cullom Shoe Company of Augusta, has 


leased the store on Main Street in Colum- 
bia, S. C., formerly occupied by The 
Bootery, and announcement is made-that 
the firm will open one of the finest shoe 
stores in the South in the South Carolina 
city. The company has been conducting 
a shoe business in Columbia for some time. 
The lease covers a period of five years it is 
stated. 





: Buys New Factory 


The Keig Shoe Company of Napa, Cal., 
has purchased the old shoe factory build- 
ing on the river bank, in East Napa and 
expects to move into it from the West 
Napa plant about July 1, according to a 
statement made by William C. Keig. 
New machinery, etc., will be installed. 
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Order These Nifty 
Numbers Today 
On the Floor 


No. 3501—White Canvas One- 
Strap Flapper Pump, Hand 
Turned, Low Covered Heel. B, C 
and D Widths 


$2.00 
No. 2502—Same style as above in 
better grade and of White Eve 
Cloth. B and C Widths 


$3.00 


No. 4205—Same in Black Satin. 


Jet ornament on throat. C or D 
Width 
$2.50 


No. 2704—Patent Chrome Cut- 
out Quarter One Strap, Silk Cord. 
Bound, 13-8 Military Heel, 
Rubber Top Lift, New Process 
Flexible St. Louis Made McKay, 
B and C Width 


$3.50 
No. 2710—Exact as above in 
Black Kid, B and C Width 


No. 2704 $3.50 


No. 2705—Patent Chrome One- 
Strap Grecian Cut-out Quarter, 
Silk Cord Bound, 13-8 Military 
Heel, Rubber Top Lift, New 
Process Flexible St. Louis Made 
McKay, B and C Width 7 


$3.50 


No. 2709—Exact as above in 
Black Kid, B and C Width 


No. 2705 $3.50 


No. 2707—Patent Chrome One- 
Strap Grecian Cut-out Quarter, 
Silk Cord Bound, 8-8 Flapper 
Heel, New Process Flexible St. 
Louis Made McKay C Width 


only 
$3.50 


No. 3682—Same style as above 
with Cut Outs in Vamps and 
Quarters, 13-8 Mil. Heel, A, B 
and C Widths 


$3.50 


Dave W. Saifer Shoe Co. 
37 S. WELLS ST. CHICAGO 
TERMS—3 PER CENT 10 DAYS, NET 30 
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DISPLAY 
CREATES 


SALES 


Where Quality 
and 
Style are 


Combined 
DEGEN LIPP, Inc. 


FACTORY: 
BROOKLYN, N. Y. 





NEW YORK OFFICE: 
607 MARBRIDGE BUILDING 


paige, 


No. 32767/10 Palm Plant, 
natural prepared, everlast- 
ing in green. 











Inches Palm With Without 
High Leaves Pot Pot 


32767/24 24 10 $1.50 $1.00 
32767/5 30 5 100 7% 
32767/7 42 7 2.00 1.50 
32767/10 48 10 2.50 2.00 


My ILLUSTRATED CATALOGUE No. 32, containing illustra- 
tions in colors of Artificial Flowers, Plants, Vines, etc., MAILED 
FREE ON REQUEST. 


FRANK NETSCHERT, 61 Barclay St., New York, N. Y. 





Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 
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“Sid” L. Curry 
in the Ring 


From Stock Boy to Vice-presi- 
dent of Ordway, Clark, 
Inc.—Popular Salesman 

and Athlete 


BOUT 1894, a young man by the 
N name of “Sid.”’ L. Curry, was the 
star player of the Malden High 
School football team. Many a team of local 
and New England reknown did the Malden 
High School boys vanquish, both on the 
home field and in the big outside cities— 
and in all of those big fields battles, the 
hero of the hour was “Sid’’ Curry, our 
friend in the ring and vice-president of 
Ordway, Clark, Inc. 

If we should call Sidney L. Curry any- 
thing else but “Sid”, he would not be 
thoroughly identified to the shoe boys, but 
with such a designation does his name 
appear in the records of the college town 
of Medford. Later on, his family moved to 
Malden, and with them went a small, 
chubby boy, to later graduate from the 
high school of that city, and by his love 
for athletics to build up his present strong 
constitution and genial disposition which 
have not been in the least impaired by his 
25 years’ of hard work for the betterment 
of the shoe business and his brother sales- 
men. 


From Stockboy to Buyer 


From high school at the age of 19, “Sid” 
went as stockboy for the old wholesale 
firm of Lamkin & Foster. He remained 
with this firm for 12 years, during which 
time, he rapidly rose to the position of 
issistant buyer. In those days, he did 
business with such old firms as George G. 
Snow, A. M. Herrod, the Dalton Shoe 
Company of Dalton, Mass., makers of 
women’s shoes; McCarthy, Sheehy & 
Kendrick of Brockton, who made mostly 
men’s McKays; Luddy & Currier, Joseph 
Caunt, Thayer, Maguire & Field, H. E. 


(This Department is conducted by Helen M. 
Haney, Associate Editor) 











Oh Boys ! — Salesmen 
All 


Report at Booth No. 5 for last 
word about Boston’s Twenty 
Second Annual Outing, 
July 14. Parade leaves 
Boston Shoe _ Trade’s 
Club at 9.30 A. M. 
Boat leaves Rowe's 
Wharf Promptly at 
10.00 A. M. 


A fitting climax to the National 
Shoe and Leather Exposition and 
Style Show is to be pulled off on 
Friday, July 14—the day after the 
last day of the big style show. The 
shoe travelers of the various locals 
affiliated with the N.S. T.A., as 
well as the travelers for the jobbers, 
leather men, findings, lasts,—in 
fact, all of the allied industries, are 
to unite as one body of good fellows 
for a sail down the harbor. The 
Hotel Pemberton will be their desti- 
nation, and there they will “refresh 
the inner man” with a _ regular, 
honest-to-goodness fish dinner of 
clam chowder, steamed clams, a 
whole lobster (large sized), etc., 
etc., after which a very elaborate 
program of sports will take place. 

The affair marks the Twenty- 
Second Annual Outing of the Boston 
Shoe Travelers’ Association. The 
B.S. T. A. is now in the voting class. 
Having passed a.happy childhood 
and school-boy existence, it is now 
looking ahead with a man’s vision 
to the big events of life. 


Gel Tickets al Style Show, Booth 5 


Tickets for the outing may be had 


at the Style Show headquarters of 
(Continued on page 116) 

















Guptitl, Isaac Prouty & Co., M. A. Pack- 
ard Company and Humphrey & Paine. 


The Call of the Road 


By this time, “Sid” knew quite a bit 
about the shoe business, both wholesale 
and manufacturing, and the call of the 
road came to him through a position as 
traveler for the George H. Snow Company, 
with territory of Nebraska, Kansas, Mis- 
souri, and Oklahoma. He was soon firmly 
entrenched in the hearts of the buyers and 
their salesmen, who at once reciprocated 
Sid’s winning smile and good nature, and 
went a step further by helpiag him to fill 
many order books. 


An Eventful Columbus Day 


After his connection with the George H. 
Snow Company, he joined the salesforce 
of the Forbush Shoe Company, North 
Grafton, Mass., traveling the same terri- 
tory with a line of men’s fine shoes. It was 
his custom when traveling through Ne 
braska to make his headquarters in Omahi.. 
On one memorable occasion, Columbus 
Day, Oct. 12, it rained so hard that all the 
boys in that locality temporarily suspend- 
ed business to comment—some in more 
forcible language than others—upon the 
inclemency of the weather and amuse 
themselves as best they might. Now “Sid” 
was no gambler, but it is related by one 
T. A. D., that a dice box was found in the 
hotel and “Sid’’ shook to see if he would 
sell an order before six o'clock. The dice 
“replied’’ to him in the affirmative. He 
accordingly went forth to “‘make a killing” 
and good luck was certainly with him, for 
he not only won the bet, but landed an 
account for 1400 pairs of shoes from the 
biggest buyer in that city. 


A Country-Wide Territory 

From the Forbush Shoe Company 
representation, he joined the salesforce of 
Mrs. A. R. King, then of Lynn, and sold 
misses’ and children’s fine shoes through- 
out New England. Upon this firm’s mov- 
ing to Philadelphia, he became associated 
with the salesforce of Burdett Shoe Com- 
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pany and sold this line of Lynn-made 
misses’ and children’s fine shoes through- 
out the country, covering the larger points 
from Boston to Kansas City; North as far 
as Minneapolis and as far South as Louis, 
ville. 

Through this experience, he gained val- 
uable information on the business condi- 
tions throughout the various sections oi 
the country, which knowledge was most 
valuable to him in bis later associations, 
and “Sid” always kept foremost in his 
mind the days when he would have his 
own name at the top of a bill-head of a 
good shoe firm. 

After the Burdett connection, he sold 
misses’ and children’s shoes for 31% years 
for Thomas D. Gottshall Company. 


“Sid's” Dream Came True 


And then came the most important 
moment in Sid’s business life—it was the 
day when he was to become part and par- 
cel of the women’s fine shoe firm of the 
then A. A. Ordway Company, Inc., 
Haverhill, Mass. He made a contract to 
sell the output of the factory, his duties 
being to corral all of his old friends and 
convert them to his idea, which as he ex- 
presses it, is: “The greatest line coming 
out of the East.”’ In this work, he was evi- 
dently successful, from the fact that he 
was soon admitted to the new organiza- 
tion of the women’s fine shoe business, 
known as Ordway, Clark, Inc. “Sid” is 
vice-president and calls on the lacger trade 
in the principal cities from Boston to Chi- 
cago, including Baltimore, Washington, 
New York, Philadelphia, Pittsburgh, St. 
Louis, Detroit, Cleveland, and the other 
metropolitan cities. He has a strong follow- 
ing in these fields, as well as from the visit- 
ing buyers coming to the Boston market 
from all parts of the United States. He, 
therefore, makes it a rule to be around 
Haverhill or Boston during the market 
visiting seasons. 


A Strong Organization Man 


“Sid” is a very strong organization 
man, always active in everything per- 
taining to the welfare of the boys. This 
was strikingly shown at the time he was 
President of the Boston Shoe Travelers’ 
Association. All of the boys well remem- 
ber the new feature which “Sid” pulled 
off, namely, the first time an outing of this 
association was ever held in an inland 
town. Beverly, Massachusetts was the 
spot chosen, and on the beautiful grounds 
of the United Shoe Machinery Company 
was held what was loudly proclaimed to 
be one of the finest outings in the history 
of the B..S. T. A. So highly is his good 
counsel regarded that “Sid’’ is one of the 
directors of the B. S. T. A. 


A Boston Shoe Trades Club Organizer 


He was one of the organizers of the 
Boston Shoe Trades Club and in one of 
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the National Shoe Travelers’ Asso- 
ciation, Booth No. 5, Mechanics 
Building, during the week of the 
Exposition, Here badges-for officers 
and instructions to ushers will be 
issued. Every salesman in New Eng- 
land is requested to report at this 
booth that he may meet his brother 
salesmen and hear much to his 
advantage. 

Every salesman in the shoe and 
leather trades is needed for ushering 
at the Boston Style Show, as well as 
to act on the hospitality committee. 
When work is over, then some real 
play will begin—Oh Boys! 


Teel’s Band and Parade, 9:30 A.M” 


Friday morning, July 14, at 9 
A. M., Teel’s Band will strike up an 
inspiring harmony at the Hotel 
Essex, and with the already-assured 
attendance of 400 marchers will at 
9.30 A. M., form in line and parade 
through the shoe and leather dist- 
rict to the wharf—then for the 
boat! After landing, ““what next?” 
is a profound secret, known only 
to the officers, with William H. 
Larkin, president; “Bert” Puffer, 
vice-president; E. U. Burdett, E. J. 
Andrews, Harry Le-Favor, Ray 
Miller, executive committee, and 
we must not forget our inimitable 
hero with the mysterious little black 
bag. 








A “Bang- Up” Time 


Bert Puffer is chairman of the 
sports committee and the national 
secretary, T. A. Delany is chair- 
man of the entertainment commit- 
tee. This is sufficient assurance of a , 
“bang-up” time. 

The salesmen are to act as escort 
and personal bodyguard to all visit- 
ing buyers to the National Shoe 
Style Show from their entrance into 
Mechanics Building until the last 
boat leaves after the outing. 














the parlors of the old United States Hotel 
made the original motion for the forma- 
tion of a club to house the members of the 
shoe and allied industries. His motion 
was immediately seconded and under the 
leadership of Mr. Curry, energetic work 
was commenced, followed by a very ex- 
tensive and active campaign which re- 
sulted in the creation of the present fine 
Boston Shoe Trades’ Club of 24 High 
Street, Boston. 


On Style Show Hospitality Committee 


He is a member of the hospitality com- 
mittee of the big Boston Style Show of 
1922; on the two previous occasions he 
has been chairman, and because of his 
tact, affability and force of organization, 
it is hoped that he will always be actively 
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connected with this important committee. 

If by this time, some woman reader of 
the Shoe Traveler Department should 
have become rather interested in “Sid,” 
it might be well to state that he is married 
“and resides in- Réxbury, which section of 
the Hub of the Universe he likes very 
much, but he likes better the little town of 
Newmarket, New Hampshire, and on 
every occasion when business permits, he 
slips away to his farm to revel in the 
“luxuries” of “Ye Old New England 
Days.”” There an eavesdropper may 
behold “Sid” arrayed in overalls, and 
straw hat and he really works too—some- 
times, it is pitching hay, sometimes 
driving cows, sometimes feeding the 
chickens, or figuring how much corn he 
can raise for the Winter’s fodder. 


Dislikes Rockefeller’s Gas 


+99 


For transportation, “‘Sid’s’’ favorite is 
a hay mow, which has no need of Rock- 
feller’s gas. Right after the Style Show 
he will hie himself away to the hills of old 
New Hampshire, as he is longing for his 
hay motor and a good taste of old fash- 
ioned New England life. His football 

“Sid’’ says, first make your product 
right. Don’t criticise the shoe traveler 
until you have made sure of the fact that 
you yourself could sell the shoes which 
you make! 

All the boys on the road are fond of 
“Sid’’ L. Curry, who is truly a most 
likable chap, a big fellow in every way 
and one who loves his fellow man. 


A-Goin’ and A-Growin’ 
Since 1886 


H. Wilensky & Sons Co., Atlanta, Ga., 
have a traveling force of 12 live-wires, 
covering all of the Southeastern States. 

Said one of the boys at the South- 
eastern Shoe Retailers’ Convention, “This 
firm commenced in the leather and shoe 
findings business in 1886 and is living up 
to its slogan, ‘A-Goin’ since 1886 and a 
Growin’ All the Time.’ ” 

“To the already large and complete 
stock of leather and shoe findings, which 
our firm carries, we have recently added 
the well-known ‘Playhouse Shoe’ manu- 
factured by the Juvenile Shoe Corporation 
of Carthage, Mo., as well as other lines 
from soft soles up to and including grow- 
ing girls’ and boys’ shoes. 

“In order to take care of the expansion 
of business and the stock of shoes to be 
carried in Atlanta, H. Wilensky & Sons 
Company have recently purchased a large 
building, which it will soon occupy. This 
will mean an enlargement of almost three 
times the floor space we now have in our 
present quarters.” 

Salesmen and executives have been re- 
ceiving the congratulations of the trade 
on their well displayed lires of shoe 
findings and shoes made at the Jack- 
sonville Convention, June 6-8. 
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Interchangeable Mileage 
Passes House 


On June 30, a message was flashed 
over the wire from the Recorder's 
Washington correspondent, as fol- 
lows: “Interchangeable mileage 
book bill has passed the House.’’ 
This bill had been passed by the 
Senate and its passage to the House 
recommended by the Interstate and 
Foreign Commerce Committee of 
the House. As it has now been 
passed by the House, the enactment 
of this legislation is a certainty. 
The next step was to refer the bill 
back to the Senate for concurrence 
in the House amendments, and it is 
expected that the Senate will agree 
to revise the bill without demand- 
ing conference. 


Spirited Debate Marked Passage 


A spirited debate marked passage 
of bill in House June 29, when Rep- 
resentative Huddleston of Alabama, 
accused the majority of perpetrat- 
ing. Representative Hawes of Mis- 
souri, replied that the counsel for 
Travelers’ Association, composed of 
600,000 men, had advised him that 
the bill does but one thing: “It pro- 
vides a forum for traveling men, 
where they can be heard in asking 
for an interchangeable mileage book 
or interchangeable script tickets, 
they understand this bill thorcugh- 
ly, they want it passed.” 


Winslow Clears a Rough Place 


Representative Winslow in charge 
of the bill made it clear that com- 
mercial travelers have never held 
out for class legislation and were 
positive in their statements that the 
provision should be general, for all 
who might desire to buy a mileage 
book. He pointed out that the 
House Interstate Commerce Com- 
mittee found it impossible to issue 
mileage book in justice to all rail 
carriers, with any definite value for 
charge for mileage coupon. Repre- 
sentative Fess of Ohio, ridiculed the 
suggestion interchangeable mileage 
book was class legislation, stating 
“the charge that it is favoritism in 
legislation is without force.” 


Fess Presents Good Argument 


Said Fess: “It is a principle of 
business, universally followed by all 
responsible firms, to give advantage 
to induce larger sales for cash pay- 
ments. This recognition is due the 
traveler. The success is not con- 
fined to his home but it represents 
in a most substantial way the in- 











come of the transportation lines, 
since the goods for which his con- 
tract stands are transported over 
railroads. His success will be re- 
flected in receipts of the road, not 
only in the actual outlay for his 
mileage, but in freight shipped in 
accordance with contracts secured. 
While this proposal is a convenience 
to a class of business representa- 
tives it will be in the interest of the 
public and not detrimental to rail- 
roads.” 


Up to President Harding 


All committee amendments were 
agreed to and it was believed the 
President will sign bill in a few days, 
provided of course, that the Senate 
approves House changes. 























W. H. FLOOD 
Who travels for Boyd-Welsh Shoe Company in 


Massachusetis, Maine, New Hampshire, Rhode 
Island, Connecticut and Vermont 


W. H. Flood with Boyd- 
Welsh 


W. H. Flood is New England represen- 
tative for Boyd-Welsh Shoe Company. 
He formerly traveled in the Northwest, 
but now covers Massachusetts, Maine, 
New Hampshire, Rhode Island, Connec- 
ticut and Vermont. And rightly so, for 
Mr. Flood is a product of and was reared 
in New England. He has a thorough 
knowledge of the - women’s high-grade 
shoe business and it is a hundred per cent 
safe bet that his many friends and ac- 
quaintances in New England will welcome 
him to their stores. 

The Boyd-Welsh Shoe Company re- 
ports that during the past season, Mr. 
Flood opened 33 new accounts, in addition 
to selling the old accounts in his field and 


‘predicts that he will eventually prove one 
of the biggest business producers on the 
Boyd-Welsh sales staff, which numbers 27 
in the United States and foreign countries. 


Ohio Boys Elect Officers 


On Saturday June 24, the members of 
the Ohio Shoe Travelers’ Association 
elected the following to serve as officers 
for the ensuing year: Ed. W. Metcalf, of 
The Marion Rubber Company, Columbus, 
O., president; A. L. Carlisle, of Emerson 
Shoe Company, Rockland, Mass., as vice- 
president; Stanley R. Herr, of Adams 
Bros., Boston, Mass., second vice-presi- 
dent. 


R. S. VanSickle of J. W. Carter Com- 
pany, Nashville, Tenn., will fill the posi- 
tion as secretary-treasurer, and Harlan 
Rhoades of Julian-Kokenge, Cincinnati, 
Ohio; George A. Campbell of Lounsbury- 
Mathewson, South Norwalk, Conn.; and 
J. J. (Jimmy) Kaltenbrun, of Chas. A. 
Eaton Company of Brockton, Mass., were 
elected as the three directors to serve for 
the next two years. 

The report of the retiring officers 
showed the association to be in excellent 
shape, both financially and with a greatly 
increased membership. 


Special Commitlees Appointed 


At a meeting that immediately followed 
the election of officers, the newly elected 
president appointed the following com- 
mittees: 

Welfare Commitlee: J. J. Kaltenbrun, 
P. W. Smith and George A. Campbell. 

Publicity Committee: R. S. Van Sickle, 
P. W. Smith and J. J: Kaltenbrun. 

The names of the appointments on the 
Charity Committee were withheld for 
further consideration. 

At a directors’ meeting held after the 
election, P. W. Smith was elected to fill 
the unexpired term of J. J. Schuler (de- 
ceased), as a member of the Board of 
Directors. 

A committee composed of R. V. Zart- 
man, George A. Campbell and R. S. Van 
Sickle was appointed to arrange for the 
annual Summer picnic. This committee 
reports at today’s meeting of the associa- 
tion, July 8. 


Imperial’s Shoe Convention 


Salesmen representing the Imperial 
Children’s Shoe Corporation will gather in 
Rochester during the second annual sales 
convention. Plans for the convention in- 
clude a two-day round table discussion 
on styles and merchandising. In addition 
to the convention routine, special enter- 
tainment features have been planned for 
the entertainment of the salesmen. 
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They All Know “Bill” Emery 


Every shoe buyer coming to the Bos- 
ton market knows William H. Emery, 
or “Bill” as fully half of the boys call him. 
For “Bill” is one of the best posted men 
on shoemaking and shoe conditions in the 
He is in charge of the Boston 
at Room 704, 

Mr. Emery 
Lewis for 12 


country. 
office of Herman E. Lewis, 
183 Essex Street, Boston. 
has been with Herman E. 
years and is general all-round man of the 
business. He has had a long connection 
with the shoe industry and handles the 
shoe manufacturing end and the large 
retail and jobbing accounts throughout 
the country. He also keeps a supervising 
and watchful eye on export accounts. The 
corporation of Herman E. has been ex- 
porting for about ten years, this branch of 








GEO. I. WILCOX 


Who represents the Atlas Shoe Company , Boston, 
in the Hub 








its business has developed wonderfully, 
shoes being sold to the near and far East, 
including China, India, and the Straits 
Settlement. The Far East is handled 
directly by the Manila office of the 
corporation in charge of J. Rosenthal of 
San Mr. Rosenthal speaks 
several languages. He bas made a study 
of the Chinese language and if he gets 
hold of some one with whom he cannot 
talk Chinese, he can write out bis talk. 
The live wire corps of salesmen whom he 
has working for him are all fine linguists. 

The Near and England are 
handled through the London office of N. 
Magnus & Sons. Herman E. Lewis also 
does business in Cuba, Jamaica and San 
Domingo, business is getting 
better,” said Mr. Emery. Sam Gutman 
handles Cuba, Porto Rico and San 
Domingo and is located in the export 
office of H. E. Lewis at 207 Essex Street. 


Francisco. 


East 


“where 
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Export Trade Like American Shoes 


Asked as to what kind of shoes the 
export trade prefers, Mr. Emery said 
that they liked novelty styles, and just 
about the same in the Far East as are 
sold to English and American people. 
“And we sell only to English and Ameri- 
can people, by that I mean the folks of 
those nationalities who have settled, or 
are staying there, and to those natives 
who have Americanized as to 
their liking for American shoes. Of course, 
the export trade as a rule prefers some- 
thing a little more striking as to com- 
binations, or the extreme stuff and too, 
the foreign countries have always ad- 
hered quite faithfully to the short vamps, 
they also “stuck” to high heels of about 
a 16/8 inch height and will doubtless hold 
to that height. Most all of the foreigners 
have a wide and short foot, so the lasts 
have to be arranged accordingly. The 
shoes made for this type of feet do not 
look so strange now as they did in the 
days when the United States women 
were wearing the long vamps.” 


become 


No End to Novelties 


Mr. Emery had on display at his Bos- 
ton office a very attractive line of novelty 
slippers, in fact, it seemed as if there was 
no end to the novelties in blacks and reds, 
black satins, beaded and ornamented 
with various colors and cut-outs, a very 
snappy and beautiful showing. 


“Business Nol So Bad” 


Bill had a word to say about business 
conditions, which he maintains are not so 
bad as a great many people think they are. 
“During the war,”’ said he, “‘almost every- 
body doubled his capacity, then when 
business slackened, if he did not have 
but half his former orders he felt dis- 
couraged, but in reality, he was doing 
just as much business as he did prior to 
the war. Of course, the fact that it 
was a World War affected the foreign 
shipments. Then too, strikes are bad. 

Go to Lawrence today and look into a 
department store, the salesmen are largely 
loafing. The people there have begun to 
stop buying and these department stores 
have commenced to lay off hands, and 
they in turn stop buying shoes, hats and 
other articles of wearing apparel. The 
same holds true of the mining districts. 

When people are out of work, food 
comes first, wearing apparel is a second- 
ary choice. 


Through Magnifying Glasses 


The average working person today 
spends all that he earns as fast as he earns 
it. Many people are earning much more 
money today than in times past, but they 
have grown accustomed to better things; 
they have automobiles and other luxuries 
to keep up. If they were earning the same 
amount of money today that they did 
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before the war, they would feel very much 
impoverished, but yet if they would 
dispense with the luxuries, even on a pre- 
war wage scale, they could save some 
money and buy shoes and other articles of 
clothing. 

“The fact is that none of us fully realizes 
that the war is over and that we must get 
back to normal wages and normal modes 
of living and doing business. The shoe 
manufacturer must realize that if he has 
the same size plant that he had before 
the war, he would not think that he was 
so badly off.” 


Holmes Presented with Watch 


When his term with the Wall, Doyle & 
Daly, Inc., was completed June 30, Joseph 
W. Holmes, known throughout the trade 





M. DORSEY HOLLIFIELD 


Who travels oul of the Rice ¢ Hutchins Balli- 
more Company 





as “Joe” Holmes, was called to the sample 
room at the Brockton factory and was 
presented with a gold watch suitably in- 
scribed as a testimonial fron the company 
and his associates in business. The presen- 
tation was made by William E. Doyle, 
production manager. 

“Joe” Holmes is one of the widely 
known Brockton men who have been on the 
selling end of the shoe and associated in- 
dustries for years. He was a last salesman 
for some time and also went out with shoe 
samples in years gone by. Some time ago 
he came back to the shoe game as a selling 
expert for the Wall, Doyle & Daly welts 
for men, in the larger cities. His success 
contributed to the steadiness with which 
the factory has operated practically at 
capacity through the period of depression. 

Zenas Mattheson is to succeed “Joe” 
on the Wall, Doyle & Daly selling force. 
Mattheson will cover the larger cities. 
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Put ‘‘Pep” in Salesmanship 
The Difference Between ‘‘Pep” and “‘Peddling”’ 
As related in ‘‘The Management of Traveling Men” from Chapler V1II of “‘Sales- 


manship”’ by William Mazwell—Copyright. Published by Houghton Mifflin Com- 
pany. This is No. 9 in our “‘Pep’’ series 


“Sales Manager’s New Scheme” 


The sales manager’s new scheme? “Oh, 
I put that over with one fellow, but most 
of ’em don’t seem to take to it and I don’t 
press em very hard. The fact is, for the 
last two or three days I haven’t mentioned 
it to the trade at all. I’m trying to get 
over my territory you know, and get 
what business there is in sight. Cosmo- 
polis for Sunday? Betchyer life.” 

The sales manager reads the letter and 
says to himself, ‘““That fellow’s a hustler. 
He’s not much on making reports, but I 
suppose he’s right; a traveling man doesn’t 
have much time.”’ It’s rather funny how 
sales managers fall for that “‘too-busy-to- 
make-reports,”” idea, inasmuch as most of 
them have been traveling men themselves. 


The Sales Manager Soliloquizes 


After a while the sales manager, back 
in the home office, takes stock of his pet 
scheme. He folds up the papers and tucks 
them away. “The boys have even quit 
referring to it in their reports,”’ he says to 
himself. “I suppose they don’t want to 
rub it inon me. That scheme apparently 
was a lemon. Of course, the new fellow 
out in Iowa is doing pretty well with it, 
but I guess his territory is different from 
the rest. I'll let him go along as he’s 
doing now, but as far as the other boys 
are concerned, I guess I can count on them 
to get all the business there isin sight 
without any new schemes.” 


What Wrecks Sales Plans 


No, I’m not trying to be funny and I 
don’t care how many sales managers and 
traveling salesmen read the foregoing, and 
say, “Not me” or “I.” No, sir, I don’t 
care what they say. I know that human 
nature, country hotels, and local trains 
have wrecked more good sales plans than 
you can shake a stick at. 

Manage traveling men? Anybody can 
make a traveling man call his laundry by 
some other name in his expense account. 
Anybody can make a traveling man fill out 
route cards and send them in. Anybody 
can stick tacks in a map and do the other 
things that tradition ascribes to the 
management of traveling men, but who 
ever really managed a force of traveling 
men? 


Playing a Hard Game 


I have always liked to try to manage 
travelers—but then, there are always men 
who like to play a hard game. I believe 
in all the modern frills, including maps 
and tacks and geographically arranged 


card files with significant colors for the 
cards, for a sales manager needs to have 
before him a graphic picture of his terri- 
tory just as a general needs campaign 
maps, and the best obtainable information 
about the opposing forces. However, as 
they are generally used, the maps, cards, 
tacks, etc., of the modern sales depart- 
ment probably do not yield a direct re- 





Philadelphia Shoe 
Travelers’ Doings 


SIXTH ANNUAL OUTING 
of the 
Philadelphia Shoe Travelers’ 
Association 
Wednesday, July 19 
Don’t Forget the Date 


AUTOMOBILE PARADE 


Autos leave promptly 9:30 A.M. 
from Broad and Thompson Streets. 
Meet the boys there, and motor to 
the grounds. Plenty of machines, 
and room for all. 

Your trials and worries will be 
forgotten, so join the crowd and 
make one big day of it, for a big 
time is assured. 

Chairman George Weise and the 
members of his committee in charge 
have some great surprises in store 
and are working incessantly to make 
the outing the best ever held. 

If any shoe salesman, in fact, 
anyone connected in the shoe trade, 
happens to be in or within the vicin- 
ity of Philadelphia on that date, 
Wednesday, July 19, join in the 
festivities. 

Baseball, sports of all kinds, and 
plenty of good eats. 














turn commensurate with the cost of their 
maintenance, but unless they are very 
sadly misused, I believe they have con- 
siderable indirect value. For example a 
map system properly kept up is a constant 
accusation of the sales manager. 

No sales manager or sales force ever 
works a territory the way it should be 
worked; that is impossible, for perfection 
is never attained in any sales department, 
but when business is good, sales managers 
are prone to become self-satisfied, and the 
worst thing a sales manager can do is to 
become satisfied with himself and his de- 
partment, If the true conditions are kept 
constantly before him in a graphic form, 


119 
no sales manager can ever get in that 
state of mind. 
Maintain Geographical Viewpoint 

Furthermore, the geographical point of 
view must be constantly maintained if a 
sales manager is really going to manage 
sales and not let sales manage him. A 
gratifying volume of business does not 
necessarily signify selling efficiency, but 
an accurate knowledge of the weak points 
in the territory, and an intelligent and per- 
sistent attack on those points is almost 
certain to bring about increased sales. 
Among other arguments in favor of the 
geographical form of attack is the fact 
that traveling salesmen are sometimes in- 
clined to avoid the towns where their 
services are needed most and are much 
disposed to underestimate the importance 
of small towns, particularly small towns 
that have bad hotels or poor train service. 
Sales Manager Should Know Territories 

The geographical attack requires the 
routing of traveling men—not necessarily 
prescribing in what order or upon what 
days they shall visit certain towns, but, at 
least, instructing them as to what towns 
they are to visit. Some sales managers re- 
frain from doing this and say, in effect, 
“Our traveling men know more about 
their respective territories than we do.” 
This is a damaging admission for a sales 
manager to make. While a traveling man 
may know more about some things in his 
territory than the sales manager can know 
or needs to know, no sales manager should 
permit himself to know less than his trav- 
eling men about the important territorial 
facts. One reason why a manufacturer 
who operates through branch offices is 
usually able to show a higher degree of 
sales efficiency than the manufacturer who 
does not, is because a branch manager, 
without conscious effort, acquires a knowl- 
edge of his territory, that a general sales 
manager does not get without the most 
persistent effort, nor retain and make use- 
ful without the painstaking compilation 
and maintenance of convenient and 
graphic records. 


A Very Human Problem 


But why, in an article about managing 
traveling men, should I talk about geo- 
graphical attack and the mechanics of 
sales management, when the principal 
problem is a human problem—a very 
human problem? The average human mind 
is not very ready in its grasp of the 
thoughts that emanate from another 
mind. Even when I agree with your views 
and indorse your plans, I probably do not 
more than half comprehend the underlying 
reasons that have influenced them. Ac- 
cordingly, when I attempt to carry out 
your plans, I fall far short of doing and 
saying all that you had in mind. I may 
omit to do or say the very thing that 
would have made your scheme a great 
success. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Boston—Jacob Miller (126 Chelsea Street), shoes, 
reported petitioned into bankruptc y. 

Hudson, Mass.—Ashby-Crawford Company, shoe 
manufacturers, reported assignment. 

Assets: Merchandise, $28,000; Accounts re- 
ceivable, $40,000; Total, $68,000. 

Liabilities: Accounts payable, $48,000; Hy- 
pothecated accounts, $15,000; Notes payable, 
$14,000; Total, $77,000 

Haverhill, Mass.—Haverhill Slipper Co., Inc., 
misses’ and children’s turn shoe manufac- 
turers, reported involuntary petition filed. 

Salem, Mass.—M. Norton & Son, tanners, reported 
involuntary petition. 

Have-hill, Mass.—B. Segel Finishing Co., leather, 
reported following recent assignment, state- 
ment of assets, and liabilities now presented: 
Assets, merchandise inventory at cost, actual 
value not over $1,200, $2,118; machinery and 
fixtures, very doubtful if it will bring in $1,000 
under the hammer, $3,000; accounts | —y— 
50 per cent of it are failures and 25 per cent 
doubtful, $3,000; Real estate, coven by en- 
cumbrances of $5,500, $6,000. Liabilities: 
Accounts and notes payable, of which $5500 
is secured by mortgages of real estate, $26,- 
521.88. Debtor makes offer of 15 per cent 
cash settlement. 


Salem, Mass.—Templer Leather Company, tan- 
ners, reported following recent involuntary 
petition, receiver appointed. 

Red Bay, Ala.—J. C. Wade Mercantile Co., shoes, 
etc., reported petitioned into bankruptcy. 
Andalusia, Ala.—Wallace Bros., shoes, reported 
embarrassed. Reported offering to comprom- 

ise at 25 per cent. 

Atmore, Ala.—Harper Mercantile Co. (J. B. Har- 
per). shoes, etc., reported petitioned into 
vankruptcy. 

Dade City, Fla.—D. C. Wright & Son, shoes, etc., 
reported offering to compromise at 40 per cent. 

Jacksonville, Fla.—J. L. Jacobs (Duval Shoe Fac- 
tory), shoes, reported petitioned into bank- 
ru icy. 

West Tampa, Ga.—Louis Fondianu (West Tampa 
Bargain House), shoes, reported petitioned into 
bankruptcy. Assets, $961; liabilities, $5,281. 

Tifton, Ga.—Smith Adams & Co., shoes, etc., re- 
ported petitioned into bankrupte y. 

Wichita, Kans.—S einberger, shoes, etc., re- 
ported petitioned into bankruptc Reported 
receiver appointed. Reported liabilities, 
$14,500; assets, $12,000. 

Bet, Ky.—F. R. Maddis, shoes, etc., 

petitioned into bankruptcy. 

Des Moines, la.—Garsh & Levine (G. & L. Cloth- 
ing Co.), shoes, etc., reported petitioned into 
— é <- ported receiver appointed. 

Owensboro, Montgomery & Whittinghill 
— = ry ‘s Busy Store), shoes, etc., re- 
ported petitioned into bankrupte y. 

Kalispell, Mont.—George 8S. Wilson, shoes, etc., 
reported assigned. 

Detroit, Mich.—C. Ardziezewski, shoes, reported 
petitioned into bankruptcy. 

Epps, shoes, etc., reported petitioned into 
bankruptcy. 

Marlette, Mich.—Robert Griffith, shoes, etc., re- 
ported petitioned into bankruptcy. 

Haverstraw, -~Michael Nespole, shoes, etc., 
reporte ad petitioned into bankruptcy. 

Brooklyn, . Y¥.—Samuel Kanzis (996 Sutter 
Avenue), shoes, reported petitioned into bank- 
ruptcy 

Madison, N. C.—J. Ronis, shoes, etc., reported 
petitioned into bankruptcy. Reported receiver 

appointed. 

New York City.—Civilian Army & Navy Supply 
Stores, Inc. (461 8th Avenue), reported peti- 
tioned into bankruptcy. Reported receiver 
appointed. 

Rocky Mount, N. C.—B. F. Proctor (Proctor’s 
Department Store), shoes, etc., reported peti- 
tioned into bankrupte y. 

Lima, Ohio—Weils Sample Shoe Store (Louis 
Sanders), shoes, reported petitioned into 
bankruptcy. 

Cc incinnati, Ohio—Wonder Shoe Co. (611 Vine 
amy shoes, reported petitioned into bank- 


reported 


Matlenen ‘Okla.- Bayouth & Elkouri, shoes, etc., 
reported petitioned itito bankruptcy. 


Cleveland, Ohio—H. M. & R. Sample Shoe Co., 
shoes, reported assigned. 

. Neuman, shoes, reported petitioned into 
bankruptcy. 

Dayton, Ohio—Edward I. Levison, shoes, etc., re- 
ported petitioned into bankruptcy. Reported 
offering to compromise at 25 per cent. 

a Ww Pa.—Kushner Bros. (416 South 

Street), shoes, etc., reported offering to com- 
promise at 25 r cent. 

Memphis, Tenn.— Mrs. E. Safferstone, shoes, etc., 
reported petitioned into bankruptcy. 

Pittsburgh, Pa.—Meyer Lewis, shoes, reported 
petitioned into bankruptcy. 

Richmond, Va.—Tunstall Bros. (P. B. Tunstall), 
oom, etc. eepartes petitioned into bankruptcy. 

Wiggins, 5S. C ——F. 8S. Edwards Co. (F.S. Edwards), 
shoes, etc., reported petitioned into bank- 
ruptcy. 

Richmond, Va.—Nat Horwitz (Sigmund Shoe 
Shop), reported 1 into bankruptcy. 

Lusk, W yomin —The La k Toggery, shoes, etc., 
reported o ering to comguenales at 33 1-3 per 


cent. 

La Sarre, P. Q.—J. Didier Cote, shoes, etc., re- 
ported compromise effected at 20 per cent. 
Branchville, 8S. C.—B. Nussbaum, shoes. etc. re- 

ported petitioned into bankruptcy. 

Meskveal, Eo. —Mendel Kaufman, shoes, etc., 
reported aaa effected at 25 per cent. 

St. Roch, —P. Al Magnan, shoes, etc., 
reported o' ering to compromise at 15 per cent. 

Winnipeg, Manitoba—Belden’s Sample Shoe Store 
(Mrs. Mary Belden), shoes, reported assigned. 


CHANGES 
Boston—Cushion Shoe Tread Co., Inc., shoe 
manufacturers, incorporated with authorized 
— of $100,000. 
Supovitz (207 Essex Street), ee 
m... recentl ed b 
Chelsea, Mass. —Dayhten Shoe Mfg. tg “shoe 
manufacturers, ee oemeees with authorized 
capital of $25,000. 
Lynn, Mass. —Standard Shoe Com, Inc., shoe 
manufacturers, capital stock increased by 


$30, 

Chicago, Ill.—Klaskie Lemanski Estate (365414 
Belmont Avenue), shoes, reported sold out 
Oak Park, Ill.—D. Brambach, shoes, etc., reported 

sold out. 

Moline, Kans.—C. C. Houston, shoes, etc., re- 
ported sold out. 

Saco, Maine—The Saco Shoe Co., shoe manu- 
py incorporated with authorized capital 
ol 

Ypsilanti, Mich.—Minniss & Cotton, shoes, dis- 
solved partnership—succeeded by Ray E. 
Cotton. 

Senatobia, Miss.—Rainey Mercantile o.. shoes, 
etc., reported sold out to Wallace & 

Baldwin, N. Y.—Pharman Products + 
manufacturers es shoe buckles, incorporated 
with capital of $500 

Batavia, N. Y.—Gordon Shoe Co., shoes, reported 

sold out. 

Brooklyn, N. Y.—Disney Shoe Stores, Inc., shoes, 
incorporated with capital of $10,000. 

Harry Smolen & Co., Inc., shoe manu- 
facturers, a= yy & with —. of $25,000. 

New York City at's aoe * ne., shoes, in- 
corporated capital of $1,000 

Adolph Schwartz (1585 2d Avenue), shoes, 
reported sold out. 

Rochester, N. Y.—Myers Shoe Stores, Inc., shoes, 
incorporated with capital of $50,000 

Ischua, N. Y.—Chamberlin & Son, shoes; etc., suc- 
ceeded by A. D. Moon & Co. 

Woodhaven, N. Y.—Louis Schwartz, shoes, re- 
ported sold out. 

Wauseon, ae $ a shoes, re- 

ported sold out to Lio: 

Philadelphia, Pa.—Del ; 7 , shoes, dis- 

Shop, shoes, suc- 





ved pestgensls _< > 
Watertown. S. D. odel Shoe 
ceeded by Graf & Liseak, North Wolcott, Vt. 
E. A. Hastings, shoes, etc., succeeded by 
William Baker. 

E! Paso, Texas.—M. V. Starner Boot and Shoe Co., 
shoes, incorporated with capital of $30,000. 
Montpelier, Vt.—Charles H. Shipman, shoes, 
E. Theriault admitted. 
Ottawa, Ont.—Invictus Shoe Lid., 

creased to $50,000. 


capital in- 


] » ont. W. Va.—W. 8S. Smallwood, shoes, etc. 
reported sold out to J. A. Dawson. 
Sandyville, W. Va.—C. B. Howe, shoes, etc., re- 
ted sold out to J. W. Sayre 
Mo.—Talbot & Kisby, shoes, etc., 
irby retires. 
St. Joseph, Mo.—Kansas City Bargain Store, 
shoes, succeeded by Elite Bargain Store. 
Kalamazoo, Mich.—Hall & — (Herrick Boot 
Shop), shoes. A. M. Hall r 

Carroll, Neb. —Williamson's deere re (Clyde L. Wil- 
liamson), shoes, etc., succeeded by Carroll 
Merchandise Co. 

Wolfeboro, N. H.—Hampsiire Shoe Co., manu- 
— recently 

Fernwood, N. Y.—F. B. Rich, shoes, etc., suc- 
ceeded by F. M. Blanchard. 

Mannsville, N. Y.—Hughes & Prytherch, shoes, 
etc., reported sold out - Le we | Bros. 

Kings Mountain, N. C— oxy shoes, 
etc., reported sold oe to Dr. J. Hord. 
Monroe, N. C.—Nassif & Co. V4. <i 
House), shoes, etc., reported sold out to T. M. 


port 
Fayette, 
R 





Jose 
Harrison, N. J.—Barnet Urbach, shoes, reported 
sold out 
Newark, N. J.—Franklin & Kandel, shoes, suc- 
ceeded by Franklin & Kandel, Inc. 
— York Cit Lincoln Shoe Co., shoe 
obbers, Paul Preil retires. 





MISCELLANEOUS 








CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














Milbradt Rolling 
Step Ladders 


are made in a great many 
gtyles to suit all kinds 

stores and shelving. 
will enable you to 
with less help. 
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Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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LINE WANTED 


FOR LEASE 


MISCELLANEOUS 











Sales Representative to 
the Jobbing Trade Look- 


ing for Strong Line. 


I have had many years’ experience in 
the distributing of footwear to and 
through the wholesale trade. Have 
wide acquaintance with leading buy- 
ers, and feel that my experience can be 
utilized to advantage by a manufac- 
turer selling to the wholesale trade. 
Can furnish very best of references. 
Would prefer a location in Boston. 
Address for further details D-316, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















FOR THE PACIFIC COAST 

I want a strong line of snappy women’s 
and misses’ popular-priced welts, turns 
and McKays. If you have the line, 
some established business, and wish 
to know if I am the man you want, 
write details and Ill come and talk it 
over with you. American, married, 
clean habits, and a go-getter. L. C. 
Morgan, 74 W. Western Ave., Muske- 
gon, Mich. 





STORE FOR LEASE 


In very best retail location in City of 
over 100,000; about 150 miles from 
New York. Long lease can be had. 


E. P. CAMPBELL 
141 W. 36th St., New York 








SHOE DEPARTMENT 
TO LEASE 


in one of the finest equipped 
Men’s Clothing and Furnishing 
stores in Pittsburgh. For infor- 
mation write or wire Kaufmann 
Brothers, East Liberty, Pa. 

















FOR SALE 























POPULAR-PRICED LINE 
WANTED FOR 
SOUTHERN TERRITORY. 


I have covered the retail trade in Ken- 
tucky, Tennessee, Alabama, Missis- 
sippi and Louisiana for the past fifteen 
years—have an established trade and 
ean handle big trade in volume. Am 
desirous of securing a popular-priced 
line of women’s shoes or a popular- 
riced line of men’s shoes with estab- 
ished trade. 
Best of references furnished. 


Address D-325, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














Y 


to 


OUNG MAN, live wire, seven years’ selling 
experience in New York, wishes to connect 
with manufacturer's or jobber’s line of women’s or 
growing girls’, misses’ and children’s line of shoes 
be carried exclusively. Best references. Ad- 
dress K-618, care Boot and Shoe Recorder, 127 


Duane St., New York. 





L! 


ment store trade. 


Shoe Recorder, 207 South St., Boston, Mass. 


NE WANTED—Salesman having Philadel- 
phia office, with large list of active accounts, 
desires short specialty line for jobbing and depart- 
Address D-331, care Boot and 





OPPORTUNITIES 




















Opportunity for 
Women’s Shoe 
Department in Texas. 


One of the largest ladies’ ready-to- 
wear stores in Northern Texas, occupy- 
ing the best location in the city, will 
have a space of about 20x100 feet to 
rent to some high-class ladies’ shoe 
firm. Here is an opportunity for both 
high-class and the better popular- 
priced shoes. This firm has a big trade 
already tablished th hout this 
section. ‘ 

For further particulars address M. L. 
Bidwell, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











SHOE STORE FOR SALE in live manu- 
facturing city of 50,000 in$¥Southern 
Michigan. Beautifully furnished new 
store, carrying clean, up-to-date stock. 
Advantageous lease. A BIG OPPOR- 
TUNITY for the right party, at a price 
which is right. Address D-320, care 
Boot and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 

















OR SALE—Retail shoe business, established 
over forty years, in town of 25,000, Middle 
West. Ill health reason for selling. Address D-318, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





POSITION WANTED 


WANTED— Position as buyer for medium-priced 
shoe store, Southwest preferred. At liberty 
September Ist. Address D-321, care Boot and 
Shoe Recorder 189 W. Madison St. Chicago IIl. 











MISCELLANEOUS 





MYERS!" 


STORE LADDERS 





























Celebrated Glass Fixtures 


— Ags 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 


Ask for samples 
Plush and Window Rugs 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 








NEW YORK SHOW ROOM Chicago 
70 West 36th St. 
East of Broadway 

















WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 

PHONE—SPRING 9965 

WILL(SLOW SELLERS )FOR 
SURPLUS stocks} 

BUY (ENTIRE stocks )CASH 

Bargaias in shoes always on hand for special sales and bargain basements 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 341 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
ill value for your entire or surp 
stock of cheese: “ 














Leases having a short term to run taken over. 
Established 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAL D 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








buy quick and ighest cash price 

at FS cot oe of shoes or 

any other merchandise. Quantity no object. 
For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadwa: Brooklyn 

Phone 175 
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Space 1 time 7 times 
$5.00 $4.00 $3.50 
. 10.00 8.00 “7.00 
15.00 12.00 10.50 
4in.....20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


» seventy-five cents. For other 





“Want” advertisements, seven cents per 
t pted, $1.25 





$3.00 2.50 
6.00 5.00 w 
9.00 7.50 

12.00 10.00 





P'Miniorume WANTED—Four cents per word for each insertion. 


word for each insertion. 
Ads under this heading will be 


received up to noon on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
ords must be allowed in each advertisement for address. When 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be seat under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














A thoroughly competitive, solid 
leather, full vamp Milwaukee 
market service shoe line has 
several attractive territories 
open. Men appreciating the 
tremendous value this next sea- 
son of a correctly priced Outing 
line and who are willing to state 
age, reference, and volume of 
sales secured with former con- 
nection are given an opportu- 
nity to make a profitable con- 
nection. Address all applica- 
tions, with full particulars, to 
PORTAGE SHOE CO. 


Portage Wisconsin 





LIVE WIRE SALESMEN 
WANTED 


SALESMEN WANTED to carry 
a side line of high-grade beaded 
and rhinestone shoe ornaments 
to sell to the retail and whole- 
sale finding dealers in all dif- 
ferent parts of the country. 
Commission basis only. 

Write to 

PARISIAN BEADING WORKS 


20. 


1028 Arch St., Philadelphia, Pa. 





Salesmen Wanted 


Real salesmen with established trade 
and of known ability, to carry on com- 
mission basis a well-known and com- 
plete line of growing girls’, misses’ and 
children’s turns and welts. Many car- 
ried in stock. 


Territories open— 
NEW YORK CITY 
NEW ENGLAND 
INDIANA 


Address G-132, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








ALESMEN WANTED—Manufacturers’ line 

infants’ and children’s square edge turns. Most 
complete line on the market, and of unusual value. 
Stock proposition. 6 per cent commission, paid 
weekly. A few choice territories. References and 
lines carried. Address D-302, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Salesman who is thoroughly familiar 

with all kinds of canvas s . men’s and 

women's, to sell the jobbing trade. Only those who 

have been in close connection with the above lines 

will be considered. State line carried. Address 

D-306, care Boot and Shoe Recorder, 207 South St., 
ton, Mass. 





~ALESMAN WANTED to carry a line of infants’ 

and misses’ turn shoes on commission is. 
Territory: Montana, Wyoming, Arizona, New 
Mexico and Colorado. Address, with references, 
D-300, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WISCONSIN manufacturer of high-grade work 
and sporting shoes will have following terri- 
tories open after July 1: Maine, New Hampshire 
and Vermont, Southern New York, Pennsylvania, 
Virginia and West Virginia, Ohio, Georgia and 
Florida, Mississippi, Louisiana, Arkansas, Kansas 
and Nebraska, Oklahoma, Indiana, Illinois, lowa, 
and Texas. Would like to communicate with high- 
grade _——- = others we ——y Prefer 
men with wor! joe experience. Seven per cent 
commission. Address D-282, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, II. 


MILWAUKEE KING 


The following territories, open on the 
MILWAUKEE KING salesforce for live- 
wire salesmen: Minnesota, Illinois, 
Kansas, Indiana, Michigan, North 
Texas and Northern Wisconsin. 
EDWARD A. LUEDKE SHOE CO. 
Milwaukee, Wisconsin 














GALESMAN WANTED for Pittsburgh, Pa., 
. Eastern Ohio, and West Virginia, to carry our 
line of women’s turns with non-conflicting line, on 
commission. Pittsburgh resident preferred. Le 
Bosquet-Moore Co., Haverhill, Mass. 





WANTED-—Salesmen to carry as side line a line 

_of men’s, women’s, boys’, and youths’ hosiery. 
ranging in price from $2.25 to $7.50 dozen. All 
territories open; only about fifteen styles. Commis- 
sion basis, paid on delivery of goods. Address Med- 
ford Woolen Mfg. Co., Medford, Mass. 





SALES MANAGER WANTED 


A firm selling shoes to 
retailers throughout the 
United States desires the 
services of a Sales Manager. 

Must be a man familiar 
with the shoe trade in all 
sections of the country, 
capable of hiring and di- 
recting salesmen, and ar- 
ranging territories. One 
who has had experience 
with a large, national job- 
bing house preferred. 

State in first letter age, ex- 
perience, and with what firms 
experience was obtained. 

Address D-295, care Boot 
and Shoe Recorder, 207 
South St., Boston, Mass. 











GALESM EN, ATTENTION! We want a reliable 
spresentative in the following States: North 
and South Dakota, North and South Carolina, Ar- 
kansas, Tennessee, Maryland and Washington, 
D. C., to carry our line of leather comfort slippers 
on a 7 per cent commission (mont settlements), 
to sell direct to the retail trade; also a resident 
salesman for Chicago. All numbers carried in 
stock; short, non-competitive line. An ——a 
opportunity for the right man. Present sa . 
doing extraordinary business. Give full i 
and references in application. Address D-327, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 





ANUFACTURER 1 of infants’ Children’s, 

misses’ and growing girls’ turn shoes, high and 
medium grade, at attractive prices, desires several 
additional saleemen. Our very large stock depart- 
ment gives immediate service. We also make and 
stock several styles of old Ladies’ Comfort oxfords 
and straps, priced right. Six per cent commission, 
paid monthly. We prefer resident salesmen and 
those covering not more than two or three States. 
Address D-328, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





Salesmen Wanted 


We are opening several territories in 
which men who can sell “Quality” at 
popular prices can build a permanent 
business. Our line of children’s shoes 
is complete and of highest quality. 
“One Season”’men will not be interest- 
ed. Write Ideal Shoe Manufacturing 
Company, 1115 Fourth St., Milwaukee, 
Wisconsin. 











SALESMEN WANTED 


The Edmonds Shoe Company 
of Milwaukee have openings for 
experienced salesmen in _ the 
following territories: Georgia, 
Alabama, Kansas, Northern In- 
diana, Central Pennsylvania, 
Baltimore, and Maryland. 

We manufacture a complete 
line of 19 numbers, including 
our new straight bal, in Morro 
Brown and Black Kaffor-Kid, 
Black Calf, Double-Sole *‘Police 
Special,”’ a French Bal in both 
brown and black calfskin, and 
our Munson and semi-English 
Bluchers in Calf and Kaffor-Kid 
leathers. 

We will consider only first-class 
and experienced salesmen of 
good character. 


EDMONDS SHOE COMPANY 
Milwaukee, Wis. 
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Per copy, 25 cents 


Y Inc. Member of the Root Newspaper Ass'n 
Each issue copyrighied by the Boot and Shoe Recorder Pub. Co. Entered at the Post Office, Boston, Mass., as second class matter. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only ‘“‘more”’ but “‘right”’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail shoe 
“The Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 


which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for 


Canadian, $6.00 
Less Than One Year 


Foreign, $10.00 


Member of Audit Bureau of Circulation. 


Printed in U. S. A. 




















SALESMEN WANTED 


SALESMEN WANTED 





W ANTED—Experienced salesman for Ohio 
to represeot one of Rochester's leading fac- 
— lines of juvenile shoes. A short specialty line 

pular prices with superb factory stock service. 
Ol established line and many open accounts in the 
territory. We havea very liberal contract for a 
“live wire,” and our line may in connection 
with one other non-conflicting line. Applicants 
kindly state length of time on the territory and 
other important particulars, and be in a position 
to furnish the best of references. Address » 
vreny Pak A established 1896, Roches- 
ter 


WANTED—Salesman for High Grade Men's 
Welts. Traveling the States of Indiana, Illinois, 
Ohio, Kentucky, and the Southern States. Ad- 
dress D-309, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


we SALESMEN to sell the Tom Boy 
line of Milwaukee-made children’s stitch- 
downs, consisting of twenty styles. In-stock propo- 
sition. Can be carried as side line in the following 
territories: Ohio, Indiana, Southern Michigan, II- 
linois, lowa, Minnesota, Western Wisconsin. Ad- 
dress all applications, with full particulars, to 
Tom-Boy, 232 Broadway, Milwaukee, Wis. 


W ANTED—Salesman who has some trade fol- 

lowing to sell a wholesale line of shoes in Cen- 
tral New York State. Resident salesman pre- 
ferred. Terms, commission. Only those who can 
give excellent references need apply. In answer- 
ing, state who have traveled for and other particu- 
lars. Address D-329, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ANTED—Salesman who has an established 
New York City trade to sell wholesale line of 
shoes on commission. References uired. State 
who have traveled for. Address D-330, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


GALESMEN, ATTENTION! Having increased 
“ our plants considerably, we could use the serv- 
ices of a few more live wires. We tan our own 
leather and make the pores line of sellers in 
work shoes and work gloves made in the United 
States. What territory are you best known in? 
References required. Write Michigan Shoemakers, 
Rockford, Michigan. 


WANTED —Salesmen to handle our Rochester- 
made infants’ soft soles and moccasins as side 
line. Attractively priced. Big business-getters. 
Write us we specifying territery desired and 
references. Address D-324, 609 Powers Building, 
Rochester, N. Y 


T ESIDENT SALESMEN with established trade 

on commission basis for well-known in-stock 
line of boys’ McKay and McKay welt shoes, for 
Kentucky, Ohio, West Virginia, Wisconsin, the 
South and Southwest, also Pacific Coast. Address 
1-322, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass 


W ANTED—Resident salesmen with non-con- 

flicting lines to carry complete line of in- 
fants’ and chilaren’s Pennsylvania turn_ shoes, 
from one to eleven; best repeating line. Dlinois, 
Indiane, and Michigan States. Stock service com- 
mission, five per cent. Address D-332, care Boot 
and Shoe Recorder, 207 South St., Boston Mass. 


WANTED—Live wire salesman to sell men’s 

lar-priced line Goodyear welts in terri- 
tory Ohio, West Virginia, Keatucky, Tennessee; 
‘so one for Minnesota, Wisconsin, North and 
South Dakota, and Northern Peninsula of Michi. 
zan. Only men with established trade considered- 
“dress D-323, care Boot and Shoe Recorder, 207 

ith St., Boston, Mass. 


\ \LESMAN—One having a following for ladies’ 
\ high-grade turns in the better class of New 
York inate and out of town as far as Middle West, 
to wey Sem from 1,000 to 1,500 pairs a week. Rialto 
Sh £- , 141 Roebling t., Brooklyn, N. Y. 
































JANTED—We have opening: eee wire, side- 

line salesmen in New Pennsylvania, 
Ohio, Kentucky and Tennessee, a Oklahoma, 
Arkansas and EL culsiona, and other Southern and 
Southwestern States, to handle Rochester's leading 
advertised line of infants’ soft soles and infants’ and 
children’s turns, in connection with present line. 
We pay highest commission and want applications 
only from Sestione with established trade and who 
cover the territory regularly. Give present con- 
nection, references and full particulars in first let- 
ter. J. J. MacMaster, Rochester, N. Y 


ALESMEN TO SELL “PLA-MATES”—The 

best known line of Goodyear welt play and 
school shoes carried in stock in the United States. 
Excellent territory open for Fall. Give references 
and all information. Correspondence confidential. 
Seven per cent commission. Williams, Hoyt 
Co., Rochester, N. Y 


ALESMEN— Manufacturer's line of ladies’ 
misses’ and children’s McKays. Attractive 
prices. Five per cent discount to trade. Five per 
cent commission paid monthly. Can be carried as 
a side line with non-conflicting line. Great propo- 
sition for salesman who has an established terri- 
State references, present connection and 
territory covered when applying. —. La 319, 
cere Boot and Shoe Recorder, 207 South S 


ton, Mass. 


ALESMAN—Manufacturer of well-known line 

of infants’, children’s and misses’ turn shoes 
and slippers desires to engage ¢ 
thoroughly experienced in selling to jobbing and 
large department store trade. On commission 
basis. Can be carried as sideline. Address D-326, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 

















TO RENT 


QHOE department for rent in a large ready-to- 
wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








6000 Square Feet 
Floor Space 


is available in our double build- 
ing, 304 and 306 Main St., Cin- 
cinnati, Ohio, for storage of 
leather, or anything in the shoe 
finding line. A good opportu- 
nity for any tanner, manufac- 
turer or handler of shoe finding 
supplies to be represented in the 
Cincinnati territory at a nomi- 
nal cost. Will make any ar- 
rangement for representation 
that is reasonable. Selling to 
shoe factories, shoe stores and 
shoe repairers. Write 


The Rupp & Wittgenfeld Co. 


Cincinnati, Ohio 
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Sehmidt, Carl E., Co., Inc., Detroit, Mich. 
81-82 


Skinner, Wm., & Sons, New York City. .88-89 


Vaughan, Geo., C., Peabody, Mass.......... 96 


MACHINERY, LASTS, MFRS, SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston. . 
“Cincinnati Last Co., Cincinnati, Ohio 
Lawrence, A. C., Leather Co., Boston. .94-95 


New England Wood Heel Co., Haverhill, 


North & Judd Mfg. Co., New Britain, Conn. 24 
Tubular Rivet & Stud Co., Boston......... 44 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston. .38-40 


Wiechman Pattern Co., Cincinnati, Ohio . . . 107 


Wind Insole & Counter Co., Inc., Campello, 
Mass.. san vi eee 


MISCELLANEOUS 
Atlantic Printing Co., Boston 


Blacher, Chas., New York City..... mbes 
Boot & Shoe Workers Union, Boston...... 32 
Boston Shoe Travelers Association 
Baltimore Fashion Show... 

Brooklyn Purchasing Syndicate... 


Calderwood & Preg, Inc., Boston. 

Hooper Printing Co., Boston............... 
Illinois College of Chiropody, Chicago, Ill... 21 
Kalter Cerf. Co., Max., New York City... ..121 


New York Export Purchasing Corporation. 
New York City 


Root Co., F. S., Boston............... 
Tolman Print, Brockton, Mass............ 
University Electrotype Foundry 


War Dept., Surplus Property Div.. 
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We shall show some special designs 
6 and many new effects 
at the 


BOSTON SHOW 


You will be welcome at 


Booth 115, Lynn Section 


Mr. Laurence Lennox will be there 
to greet you 


P. J. HARNEY SHOE CO. 


ey Shoos You Order Are the Shoes You Get” 


MASSACHUSETTS 


























The Bee that puts the Buzz in Business 
Wonderful Increase in Sales 











———————— 


Paveut Applied For 















ShoePrice Tickets! 








Special Boxed Assortment of 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

wing children and as a fully venti- 
fated shoe, the Burkley Ventilated Foot 
Developer is u . Well-known 
surgeons recommend its use. 


Make your stock of 
WENTILATIORD children 7 sh oes 


















p by ing 
Phone ‘Brockton 133 
for immediate action. 

BURKLEY 

SHOE CO. 

1156 No. Main Sr. 
? Brockton, Mass. 





Retails $2, $3.50 
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500 BLANK PRICE TICKETS 


( S designs ~100 each ) 
with 3 Patent Price Marki 


a 
and a Bottle of Lette Ras ff {SL 
ring Ink. —_ 


Mailed Prepaid ~~ ~~ Send check with order 


Easy to make your own tickets with the Patent Marking Pen 
~anybody can handle it and make good looking’ figures. 


_ STANDARD SHOW CARD SERVICE. we 


iki ed ae 
Enclo: in r $82 for your ial Boxed Assm't 
of S00 Shoe Price Tickets with Pens and Lettering Ink. 
name 


ad dress 
e —_ 








State 
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SHE-WHO-MUST-BE-OBEYED, IN OTHER WORDS, DAME FASHION, REVEALS HERSELF IN FOX 
SLIPPERS, PUMPS AND OXFORDS. 


FOX FOOTERY FOLLOWS FASHIONS EVERY PRECEPT. AND IN DOING SO IT DOES NOT NEG- 
LECT THOSE NICETIES OF WORKMANSHIP OR THE PRACTICAL FEATURES THAT CONVINCE 
AND SELL YOUR MOST DIFFICULT-TO-PLEASE CUSTOMER. 


Charles K. Fox, Inc., Haverhill, Mass., U. S. A. 


Boston: 54 Lincoln St., Room 632 New York: Marbridge Bidg., Broadway and 34th St. 
Chicago: Great Northern Building 








Vol. 81, No. 17. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of 
ngress of March 3, 1879. Subscription price $5.00 a year. Printed in U.S. A. 
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The three sweetest words in the merchandise language 
today are 


Business Is Good 


But in order to keep it so, you must have styles that the people want. 


A most careful survey indicates the three patterns here illustrated as just 
the thing for Summer and early Fall. 


Our suggestion, therefore, is to order a dozen each now so as to stimulate 
your regular business following the white shoe sales. 





IN STOCK 
NOW 


A133—Women’s “‘Barbara Brown’’ 
Patént Sport lace oxford, Beige suede 
trimmed, plain toe, one inch rubber 
heel, Welt, Bab Last, A width, sizes 
314-8; B width, sizes 3-8; C width, 
sizes 214-8 $4. 


IN STOCK JULY 20 IN STOCK JULY 20 











D274—Women’s “‘Maxine’’ Patent Pansy Strap, ; Al41—Women’s “‘Barbara Brown’’ Black Kid 
Beige Quarter and Strap, Patent Inlay, 1%- Anita Strap, plain toe, 154-inch rubber top Cuban 
inch wood covered box heel, Imitation Turn, heel, Goodyear Welt, A width, sizes 314-8; B width, 
Lark Last. sizes 3-8; C width, sizes 214-8 $4.00 
A width, sizes 314-8; B width, sizes 3-8; C width, A142—Same i in Patent with red stitching and bind- 
sizes 214-8 .25 $4.60 


Be on the lookout in two weeks for complete circular illustrating all shoes that 
we can ship same day order is received 


Wwwas Gros Gouge, Gs 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 
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Sales Tell the Story 


Even when style-reports did not 
include Colored Kid in the favor- 
ed class, STANDARD Colored 
Kid did a big volume of business, 
as it is doing now. 


That is the result of making 
STANDARD KID from fine- 
grained raw stock and of selling 
it at prices that put good shoes 
within reach of a large buying class. 














: THE STANDARD KID CO. 
[KID BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
as * D Chicago, St. Louis 
GUARANTEED SELECTIONS 


THE Stanpano Kid © 
BosToM 
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| Hiking Oxfords 


For Young Women 
—made for the growing girls and the alert young 


women who love the “great outdoors.” 




















They are built to stand the “‘open road”’, to make hiking a pleasure. 
When the hearty girls of your town go on picnics, or for a vaca- 
tion, or for camping, these low shoes will give the finishing touch 


: re Cc . = No. 16300—Mahogany Elk, soft cap toe, A-4/8, 
to wool hose with Knickers or sport suits. yy i 7 eens be Ey 






These are companion LOW SHOES to our famous National Park 
Hiking Boots, and will prove equally popular sellers. 


Write for NATIONAL PARK Hiking Oxfords Sales Agency 


Smooth and Comfortable Keeps Out Dirt Easy on Tender Feet 






No. 16100—Mahogany Elk, soft cap toe, A-4/8; 
B-3/8; C and D-24%4/8.............. Price $3.60 





We have built comfort into every pair by using an all leather quarter lining which will not 
show a seam on the inside of the shoe; drill lining under the vamp. 





The gusset tongue is another feature for comfort—keeping sand or gravel from working into 
the shoe. 





The flexibility of the solid oak soles is another aid to retail selling — the shoe requires no 
“breaking in.”’ 









The Girl who plays golf, or rides, hikes, goes fishing or camping, No. 31104—Mahogany Enc Calf, soft toe, A-4/8; 
; . : - : B-3/8; C and D-245/8............... Price $3. 
will readily appreciate the need of a pair, thus adding to your Cacia. tepoees anmieree 
sales volume in getting “that extra pair’’ sale. | 


Carried IN STOCK for Quick Shipment 


TERMS: 2%-10 Days 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE, £3 2 MISSOURI DS/ar C ond Daten oeaale Toe. tie 
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Vulco-Unit Be Toes | for} eavy Pehoce 
A strong, durable box toe in heavy shoes is of the ut- 
most importance. Water-proof, perspiration - proof 
and capable of withstanding the hardest service, the - 
Vulco- jnit Box Toe for heavy shoes is unequalled « 

The Genuine ““VULCO-UNIT " BOX TOE is made and sold only by 
BECKWITH MANUFACTURING COMPANY 
PC Freres 111 SUMMER STREET; BOSTON, MASS. _- 

Largest Manufacturers of Bax Toes in the World zs 
Chicago, G. W. KIBBY & CO. Bh, Levis. ECan is IGHT CO. _ Cincinnati, GEO. A. SPR. 


ee RS ae ee OETA A OREO a 
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STYLE A STYLE 
FLASHES FLASHES 


BROADCASTED 


FROM THE LIVE—WIRE—HOUSE 


“The 
Evening 
Star” 


7115— Women’s Black Satin One-Strap Pump. Peaded strap and throat. 16/8 full breasted 
heel. Finest turn. Widths AA to C. Sizes 2% to 8 $4.75 
7117—Women’s Brocaded Vamp. Beautiful Persian Quarter, One-Strap Pump, with rhine- 
stone button. 16/8 full-breasted heel. Finest turr. Same pattern and last as No. 7115. 


Widths AA toC. Sizes 2% to8 $1.75 


2. Always Ready fo Serve 
SAM WW VAL bleh ALLL ALLEL LLL LLL 


=== SL KER SHOE CO. Inc.’ 
= LIVE WIRE HOUSE 


, z Seplisty ETT ET NSS VENYVEN NG 
138-140 DUANE ST. NEW YORK CITY 
SAMPLE ROOMS 
Forest Building 214 Essex Street 


PHILADELPHIA BOSTON, MAS3. 
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Neolin 


Trade Mark Reg. U.S. Pat. Off. 


The quality of Nedlin Soles is now so 
much higher than ever that we might 
indeed call them the mew Nedlin Soles. 
At the same time their price is lower. 


You cannot find, at any price, shoe 
soles as resilient, waterproof, durable 
and comfortable as Nedlin Soles. 


There is no reason why you should 
accept any other. 


The popularity of Nedlin Soles for year 


’round service is being greatly increased 
by the wide use this season of the new 
Goodyear Sport Bottoms. 


More people are discovering in wearing 
that perfectly designed combination of 
Nedlin Soles and Goodyear Wingfoot 
Heels just how serviceable and com- 


fottable are all Nedlin Soles. 


Representative manufacturers are now 
showing a full line of good-looking, 
well-built soles made with Nedlin Soles. 


The best heel on any shoe is a Goodyear 
Wingfoot Heel—resilient, close-seating, 
higher in quality and lower in price 


Soles 


DURABLE +» WATERPROOF «: COMFORTABLE 
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MADE OF 
HUNT-RANKIN’S 
BLACK OOZE CALF 





MORR'OW’S demand is provided for in this style for 
women of taste. We have looked far into the future to 
determine just what will make a “‘best seller.”” And here 
it is! Our busy plant,, producing 4,000 pairs daily, can 

execute all orders promptly and efficiently. Wire today for a sam- 
ple assortment together with price quotations. 


« 
‘ 
€ 
€ 
€ 
€ 
€ 
€ 
€ 
€ 
c 


eee Ne 


ed under the Boot will be wel: totes exe of, © l labor 
On, She Weekes’ Union. This is a Fe ieee by the State Board 
practical guarantee that your deliveries Arbitration under signed contracts. 
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ALLEN-GOLLER-LEIGHTON Co. : 
} 60 K STREET, SOUTH BOSTON, MASS. i 
Th fl 
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Just What Is A Substitute? 


UR grandparents substituted oil for candles. Later 
gas was substituted for oil. We substitute electricity 


for gas. 


A substitute may be a decided improvement—and a radi- 
cal economy. Frankly, Mousam Counters are such a 
substitute. They are an improvement. They are an 
economy. 





Mousam Counters conform to every need of shoe manu- 
facturing. They are uniform. They fit. They hold their 
shape. They wear. They cost less. 


In the present-day quest for economy, which, of course, 
includes quality, the word Mousam stands out clearly 
with manufacturers and merchants as the Countersign 
of Safety. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 


ROGERS FIBRE COMPANY 


Mousam Division 
121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati Milwaukee 
1024 Filbert St. John C. Rupp Co. Fred A. Hollis 
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SANDAL SPORT OXFORD FINALE HOPPER SANDAL 


IN STOCK 


Sandals 
5-8 
00—Cherry Chrome, Best Bend Sole. . cocece cee 
40—Cherry Chrome, Neolin Sole ivdhewadas 
53—Smoked Elk, Best Bend Elk Sole. . Saittiee hae 
14—Cherry Full Grain Crystal, Best Bend Oak Sole 1.00 
15—Brown Lotus, Best Bend Oak Outsole....... 1.00 
PLUG OXFORD No. 9%—Patent Leather, Sheepskin Lined ee 





PLUG OXFORD 
No. 20—Cherry Chrome, Oak Leather Sole st $0.85 
No. 240—Cherry Chrome, Neolin Sole .80 
No. 200—Cherry Chrome, Best Bend Oak Sole........ .95 
No. 215—Brown Lotus, Best Bend Oak Sole .. 1.05 


BAL LACE OXFORD 
No. 2315—Brown Lotus Bal, Best Bend Oak Sole. .... .$1.30 $1.50 
LADIES’ SPORT OXFORD—OUTSIDE RUBBER HEEL 
No. 700—Cherry Chrome, Oak Sole. 24% to7............... 
No. 714—Cherry Full Grain Crystal, Oak Sole. 2% to7.... 
VENTILATED OXFORD 7 
FINALE HOPPER SANDAL—OUTSIDE RUBBER HEEL 
No. 109—Patent Leather, Sheepskin Lined, Oak Sole. 2% to7 
No. 115—Brown Lotus, Oak Sole. 2% to7..... 
No. 113—Smoked Elk, Oak Sole. 2% to7 
No. 111—Pearl or White Elk. 2% to7.................. 
No. 160—Cherry Chrome, Oak Sole. 24 to7................... 
No. 174—Cherry Full Grain Crystal, Oak Sole. 2% to7.... 


BOYS’ AND MEN’S VENTILATED OXFORD—OUTSIDE RUBBER HEEL 
No. 900—Cherry ym Oak Sole— 
5% ééowe 


lg to 5 
6 to ll 


No. 914—C herry Ful! Goole Cc Crystal. Oak i 
to 5%. 
BAL OXFORD an. 


“ ‘THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WH?’ WELT 


ONE ROW OF Saree HOLDING UPPER TO INSOLE . HAT 
TWO ROWS OF GOOD YEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPER. T Is, 


wo ROWS OF GOODYEAR STITCHING SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. ; Brooklyn, N. -Y. 


The Boot and Shoe Recorder will oe your ‘mentioning the publication in “Peptles to advertisements. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


N ka 
J) 
iy Fi 
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For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Arch Support Oxfords 


Style and Common Sense combined in our 
specially constructed, self-supporting, rigid arch 
shoes. Carried in stock AAA to E, sizes 2: 
to 10--Goodyear Welts. 


a 








Price $4.00 io. Price $4.00 
rincess Last, 11-8 Heel ack Kid, Tremont Last, 13-8 Heel 

Price $4.50 io. Price $4.50 
rincess Last, 11-8 Heel rown Kid, Tremont Last, 13-8 Heel 


— a — a §—  ) ee 2) ee Ge le gl an 








No. 550. Price, $4.00 
one santa ap ery od ar welt, Tremont No. he 1 Price, Ds 50 No. 379. Pytee, $4.00 
— BA = Peters White Rei n Dora, one-strap Goodyear Patent Flora one-strap, single sole, Tremont last, 
«. $3.75 welt, Teome nt la st, 38. wbber heel. AAtoC. 13-8 military wood he -\y A to C. 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


0 ce 0 8 REEDS FO bre 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Vote of Style Says 


PATENT LEATHER 


The Vote of the Trade Says 


BLACK 
DIAMOND 


THE style note for Fall sounds 


just as strongly as ever for patent 
in both men’s and women’s models 


Lawrence Leathers 
are 


Reliable Leathers 


A.C.Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA - CINCINNATI 
MILWAUKEE - ST. LOUIS 
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HOLTERSHOES: 


HOLTERSHOES 


NOMES 











E feel honestly proud of the 
skill and the artistry which 


has been put into the making 
of HOLTERSHOES. : 


It is no small thing to create perfect 
footwear, footwear that appeals to 
women on sight, that fits, that wears, 
that holds its beauty. 


A striking example of this is MELBA, 
illustrated here—a number that can- 
not but prove an active, popular item 
in any merchant’s stock. 


THE HOLTERS COMPANY 
Cincinnati, O. 


New York Office: 635 Marbridge Bidg. 
Chicago Office: 210 Security Bldg 





STYLE 873. Patent Colt MELBA, 
one strap, Imitation Turn, 1% inch 
Cuban Celluloid Covered Heel. 

$4.85 





BOOT AND 


EW stores are founded on the grim strug- 
gle against apparently impossible odds 
that is the foundation of the Kaufman 

Shoe Store, London, Ontario. 


N immigrant from Roumania in 1900, 

Mr. Kaufman, proprietor of the Kauf- 

man Shoe Store, had spent upwards of 
twelve years as a worker in Canadian and 
American shoe factories, besides some time in 
a disastrous venture in a confectionery busi- 
ness in New York, when hard times |threw him 
out of employment in a London, Ontario, shoe 
factory. 


ASTING about for a means of making a 
C livelihood, Mr. Kaufman struck upon 

the idea of selling shoes by canvassing 
from house to house. 


T the factory where he had lately been 
employed, he secured a small stock on 
credit. When the factory again opened 

he had built up sufficient trade to warrant 
opening a small store. 


ROM these beginnings, Mr. Kaufman 
has developed the substantial business 
and the fine shoe store that are his today. 


MAN whose success comes from know- 

ing his job and keeping everlastingly at 

it, Mr. Kaufman likes those characteris- 
tics in others—and because he observed those 
qualities in Kelly Service, his big, early-Sum- 
mer selling drive this year was a Kelly cam- 
paign. 


SHOE RECORDER 
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TS success was beyond his fondest hopes, 
and in his letter to Kelly headquarters 
commenting on Kelly Service, Mr. Kauf- 

man is frank to say that his enthusiasm over 
the results secured is such as to make it 
difficult to keep ‘“‘my congratulations within 
the bounds of conservative business expression.”’ 


R. KAUFMAN will readily explain the 
details of his Kelly campaign to those 
interested. As to how Kelly Selling 

plans can be supplied at your store—a letter 
to Kelly Service, Minneapolis, giving the size 
and character of your stock will get full in- 
formation free of obligation. 








KELLY SALES SYST 


t 


MINNEAPOLIS-MINNESOTA 





U.S. 


A. — 


—_—aee 
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Guests of tte Boston Shoe Market 


are cordially invited to view our Latest Novelties and Staples in 


Women's Welts and McKays at Popular Prices —-Always 


EWEN We DI bli rs 





See this and 

many other 

new models 
at 

Our Boston 

Salesrooms 

195 Essex 


Street 























- eee — 
— 


Women’s Welts and Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
Two Factories 


Capacity 5500 Pairs Daily 
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Best Sellers because Best Fitters 
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IMIEEPLE Shoes are made over just one last—a 
special combination that fits like a glove around 
°“! ankle and instep, giving real support where needed 


and allowing plenty of room at ball and toe. 


Standardized Make 


The entire TEEPLE plant is kept 
busy on just one last and one 
quality. Under no other conditions 
could you get as good shoes for so 
little money. 


Obviously, this system of opera- 
tion brings down the overhead. 
Consequently, it brings down the 
price. 


Broncho Uppers 


We call ’em Broncho because 
they're hard to break— these un- 
beatable upper leathers specially 
tanned by Rueping for Teeple Welts 
for Boys. Broncho Brown Elk comes 
up smiling after taking more rough 
treatment than any leather you ever 
saw! Broncho Brown Kip and 
Broncho Black Kip are ‘“‘mighty 
good”’ to look at and feel as good to 
che feet. 


Get the turn-over thru our Stock 
Service during the size up season 





Bully 
for 


Boys 


| i) ip 
Bs QM Rn 
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| WELTS * BOYS 


5) = One Last --- One Quality 


Mighty 
Good 
Welts 
For Boys 














Prices here 
quoted apply 





Sue Pe DDS 























Broncho A rd Kip Blucher on even dozens 
B h Blak Ki Bluch 
Boys’. 2 24 06. BC 2. SaaS 3.1: 5% discount 
Little Men's, 10 to 1334. OE. woes acccoscns al 10 days. 
O .* . . 
Three Specifications 
Found in Each Mighty-Good Shoe That We are Es- 
pecially Proud Of. 
K-L Prime Oak Soles—Cut by Neilson—DRYDEN Dou- 
ble Wear Rubber Heels—Fred Rueping Leather Co.’s 
Upper Stock. 
(The Tires, Spring and Body of a Shoe for High-Powered 
Boys.) 
Waupun, Wis. 
muse 


The Boot and Shoe Recorder will appreciate your 


Style 12 
Broncho Black Kip Bal 


Style 10 
Broncho Brown Kip Bal 
py... a OPT Teer 
Little Men’s, 10 to 13% CDE... 
Boys’, 24% to6. B-C D yee 


Style 15 
Broncho Brown Elk Pocker with Elk Counter 


Little <a . ” “) » C-D-E 
Youths’, 
Boys’, 334 pod é B- rs 


in replies to advertisements. 
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POPULAR TWO STRAPS. 


Admired by many at the Boston Show | 


‘i ANS ENGLISH 

COSSACK sos 

BOOTS SANDALS 
| 
| 








TURN AND 
WELT 
LOW-CUTS 


ESPECIALLY | 
DESIGNED | 
FOR THE 
COLLEGE GIRL . | 
| 

| 


NOW IN 


STOCK 
No. 234—Weit 2-Strap —_—_—_—_—_—— No. 134—Turn 2-Strap 


Gun Metal Vamp IANS on — ~ or 
Grey Suede Quarter : i ine 
$3.75 e $3. 25 


L. B. EVANS’ SON COMPANY 
WAKEFIELD, MASS. 


























Three Popular White Numbers 


IN STOCK 


No. B 713—All white cloth five eyelet oxford, outside tip, narrow space 


vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 heel. 
$4.00 


No. B 714—All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel $4.2 


No. B 715—White cloth Cambridge, perforated patent leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel $4. 





Sizes AA, 41% to 8; A, 4 to 8; B and C, 3 to 8 
Terms: Net 30 Days 


BURROWS SHOE CoO., Inc. 


ROCHESTER, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 
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ARMORTRED 


Better Values 


id is significant that those 
shoe manufacturers using 
ARMORTRED HEELS as stan- 
dard equipment are the dusy 
manutacturers. 








They give better values ~ 
nothing more. 




















ARMORTREDS 
add 
CHARACTER 
to the 
SHOE 

















Quabaug Rubber Co., North Brookfield, Mass. 
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Posed especially for the 
Cedar Cliff Silk Company 
by Polly Platt of the 
Greenwich VillageFollies. 


CEDAR CLIFF 
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DRE Coedeiial 








There is no longer any speculations in the purchase of 
large stocks of satin footwear. Whatever risk there may 
have been in the past was due to the doubtful quality of 
Satin which was used. 


Today most Satin Shoes are made according to a higher 
quality standard—at least as far as the Satin itself is 
concerned. This higher quality is all that is needed to 
maintain Satin as a basic footwear material. It is this 
higher quality which distinguishes Cedar Cliff—the satin 
made especially for fine footwear. 


Shoes of Cedar Cliff Satin are invariably more satis- 
factory to manufacturer and merchant. Shoes of Cedar 
Cliff look better when new and hold their good looks 
through a longer life. 





It will pay you to specify Cedar Cliff in ordering your 


Satin Styles. Your manufacturer will be glad to supply An example of how George A. 
this material, for he too, is anxious to insure this per- roamed se Peenteatypers._ See 
manent market and maintain the Style Certainty of posiest ae Same model, The 
Satin Shoes. There is no better way to do it than to use Rete See ae Se 
Cedar Cliff Satin—400 Count Grade. lustrous black ‘of Cedar Cliff, 


7 CEDAR CLIFF 
SILK. COMPANY 


251-255 FOURTH AVE. 
NEW YORE 












ee 


HOE SATINS | 


+: <>-<>Qrwe 


— 
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In Stock! 


And Should Be 


In Yours! 


The One-Strap 
Hummer! 


$ 4..25 


5 
5 


Brocaded Quarter. 17-8 
In Satin, $4.00. 


Satin One-Strap Turn. 
Louis Heel. Price $4.25. 


The Two-Strap 
Sensation— 


$4.25 


Leather insole counter and box; imitation tip; 
perforated throat; cutout quarter, rubber top lift. 


Finest Workmanship 


As light as aturn. Sizes 3 to 7; Widths B and C. 
Minimum order, 12 pair. 


Terms: 2-10. Net. 30. 


Harry W. Felstiner & Co. 
76 Washington Street 


HAVERHILL, MASS. 


= 
: 
: 
: 
: 


SHUM OU NOOO 
The Boot and Shee Recorder will app 
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Oe 
aaa & "Hos G- 


See this new creatim in 
silk stockings, No.4 ’. For 


sale in all exclusive shops. 


cAdvertised in Uogue 





Hobaghe Sch Gopiery © 





Manufacturers of the highest grade of full 
fashioned. silk hosiery that can be made. 


Dexter Bldg. 
453 Washington St. 
Boston, Mass. 


Columbia Trust Bldg. 
358 Fifth Ave. 
New York City 














During National 
Shoe and Leather 
Finders’ Convention 
week our factory al 
Cambridge will glad- 


ly welcome visitors. 


Boston White Kid Dressing 
hite kid and is applied with 
eee nc” Dosen, $2.00: Groce, $22.32. 


And our complete line of shoe dressings 
If your jobber cannot supply you—write te as 


Boston Blacking Company 
Specialty Department 


EAST CAMBRIDGE MASS. U.S.A. 


Co eee eM Ue TTT eT eNMUMU eM e nnn int © 


Pe TOMO ni eliiiiiiieniiilleli tiie TLL 
publication in replies te advertisements. 


reciate your mentioning the 


eS UM oN LMU STU mnnniinrenitininien iii itt 
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tHE GRIFFIN GRoup 


safe” GRIFFIN MFG CO. 


67-69 M "1 
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CHROMOK 


REGISTERED 


CHROMOK> J eather 


U.S.PAT. OF FICE 


ARG) 


AaRAR 











PATENT - DULL - COLORS 





Made especially for 
medium priced shoes, 
therefore superior for 
such merchandise. 





Also makers of 


Famous 
Oak Tanned 
Flexible Inner Soles 


nog _ W. D. Byron & Sons Leather Co. 
— Williamsport, Md. ..  .. =. ~~ ‘Boston, Mass. 























477 Dark Tan Braided 
Bordo Veal 


Famous No416 Bal. 


The 
7 ‘ Polo Last” 
, a Goodyear - 
W ingfoot 


Shoe for en _ Heel 


ELIABLE value is 

sought now more than 
ever by Men whose limit 
for good shoes is 


$5.00 to $8.00 


Weber Union Made Shoes 
for Men are always con- 
sistent in the value they 
afford the customer 

New York Office, H. Harris, WEBER BROS SH 
1328 Broadway Marbridge Bldg. NORTH ADAMS,™M 
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9 Rid Gageates above)—W omen’s silk hose, 

ith broidered clock- 
—¢ » sizes, 834 to 10. Priced $12 a dozen, to 
retail at $1.50 a pair. Packed four pairs to a box. 
The following color combinations are in stock 
ready for i : Black with white 
clock, Cordovan with white clock, Mahogany with 
whitefclock, White with black clock, Suede with 
black clock. 








No. 58—Men’s silk sox with hand-embroidered 
clocking. Sizes, 944 to 1144. Priced at $12 a 
dozen, to retail at $1.50 a pair. Packed six pairs 
to a box. These color com inations are in stock, 
ready for i di t: Black with white 
clock, White with black clock, — with white 
clock, and Cordovan with white clock. 





No. 271 (illustrated to the n ht)—Women’s silk 
hose, semi-fashioned, with bend -embroidered clock - 
ing. In sizes, 844 to 10. Priced $20 a dozen, to 
retail at $2.50 a pair. Packed four pairs to a box. 
The following ior combinations in stock, ready 
for immediate shipment. Black with white, White 
with black, Suede with black, Cordovan with 
white, Mahogany with white, and Beige with 
black clock. 
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CLOCKS 


IN STOCK 





Warm, sunshiny days are creating a new market 
for you. Women—and men as well—will seek 
your hosiery courter asking for the new summer 
styles. And in all the style centers—Paris, 
Broadway, the Boardwalk —they’re wearing 
“clocks.” For sports wear especially, but also 
for afternoon and evening affairs, Fashion’s 
edict is “Clocked Hosiery.”” Capture your share 
of this big summer trade by displaying the popu- 
lar eumbers listed below. The nationally known 
Everwear trade-mark on every pair makes selling 
easy. 








Place your order now—by 
mail or telegraph—and get 
these big summer sellers on 
sale as soon as possib 
Address any of the offices 
listed belc w—a full stock is 
carried at each branch ready 
for instant shipment. 





Everwear a Mestery Co- Boston Office and Stock Room, 
‘actory A 


Home O 
Milwaukee, Wis. Dept. B 


110 Summer Street. 


Chicago Office, San Francisco Office and Stock Room 
Republic Building, 130 Bush Street. 


State and Adams Streets. 
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€ Close fitting here 


Straight insid 
Liberal room for <€< line rr toe oe 


cuboid bone > 


® Shank hollowed 


Slight outside > 
—— > and arched 





Medium wide toe. Cone of last 
Plenty of bali > ® swings toward 
room 


The O’Brien Last em- 
bodies all features which 
make for correct fit and 


comfort. 
No. Y-838 


Glazed Black, Austra- 
lain Kangaroo Blucher, 
Famous O'Brien Last, 
First Grade, All Solid 
Leather, Wingfoot 


Rutter Heel nsck  - _Here’s a Sure Repeater! 
Bact A Real O’Brien Last Shoe of 
Best Australian Kangaroo 


No. 838 is made over the original O'Brien last—the peer of all 
for giving the foot real support where needed and plenty of 
room in the right place. The Australian Kangaroo leather is 
soft, fine grained, mellow and 17 per cent stronger by test than 
any other leather. This skin is composed of interwoven fibres 
instead of layers; therefore does not readily peel or scuff. 
No. 838 is a shoe for substantial men—a shoe of dignity and 
ease. It is good for now as well as for later. 


The GODING SHOE Co. 


833 W. Chicago Avenue CHICAGO 
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A Seller Now 
and for Fall 














This is a late addition to the 
‘“E & M line of Quality.” 


It is a turn one strap in Pat- 

ent Leather, Gloria Pattern. 

Carries a 13-8 Cuban Heel and 
NOT is made on our 81 last. 


IN STOCK 
The selling quality of the E& M 


line is well known. It has 
always been an attractive line 
because it has proved a seller 
and producer of profits. 


Our salesmen will be pleased to show 
you E gM shoes. Write us requesting 
a salesman to call. 








EMERY & MARSHALL CO. 
HAVERHILL, MASS. . 


The Boot and Shoe Recorder will appreciate your mentioning the pubiication in replies te advertisements. 
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The Pavlovo Boot 


A chic little Russian gaiter— 

The most unusual combination of style and utility 
you ever put on display— 

Top of water-proof jersey fabric and extra high 
foxing, with a broad cuff of soft curly Astrakan in 
either gray or black— 

This cuff can be turned up and fastened—with a 
snap button—high up the leg, affording storm pro- 
tection equal to a six-buckle arctic! 

The PAVLOVO slips easily over oxford or pump. 
It is lined with wool fleece and is just about as cosy 
and comfortable a thing as milady ever put on her 
feet. 

The novelty, convenience, common sense and 
style of the PAVLOVO give it tremendous selling 


Opening in folding gusset vent con- value. 


cealed under the cuff\ permits Get your order in early—the big demand is already 


PAVLOVO’S being easily slipped : “ : ss 
over street shoes or dancing pumps. gathering impetus, hence this early suggestion for 


No buckles—it fastens by a single Fall stock 
snap button. ° 


No comparison between the 
modish, snappy PAVLOVO 
and the regular metal buckle 
arctic or gaiter. Note the high 
foxing, the Russian lines, the 
stylish Astrakan cuff. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in ‘replies te advertisements. 
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The New Sensation 
made by 


Goodrich 


Take a tip and get your order in 
TODAY. Every lady and miss 
will want a pair of PAVLOVOS. 
Write our nearest branch for 
prices. 


THE B. F. GOODRICH RUBBER COMPANY 


Boston New York Akiton Chicago Minneapolis 
Kansas City Denver Seattle 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Auburn, Me. Milwaukee 
87 Main ° 258 Fourth 

Brockton, Mass. New Orleans 
93 Centre 216 Chartres 


i New York 
Cincinnat 37 Warren 


—. United Shoe Machinery 3.5 Fisica N. ¥. 


18 South Market 
ary Mass. Co ration Peete . 
14 ssex rpo ] ort t 
Johnson City, N. Y. Rochester, N. Y. 

124 Main 130 Mill 


arg Boston, Massachusetts 438 Olive 


Marlboro, Mass. San Francisco 
11 Florence 859 Mission 




















Nothing in the Shoe 
But the Foot 


LOCKING SHANK. TO INSOLE 
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| CROSSETT 
EVER-EST TRED 
HE illustrations on the two pages show examples which tell their 
own story of attractiveness. You can sell these. They will strike a 
new note. The arch support is visible. Its flexibility is evident. 
Your trade will not be able to resist the fundamental reasons that made 
this patent so desirable. The real and strongest reason for a sale is— 
re-sales and sponsoring from one delighted wearer to another new one. 
Crossett Quality built into every pair 
RO OSSETT 
—Shoe 
“MAKES LIFES WALK EASY” 
] 














The EVER-EST TRED 
is actually a part of the 


shoe structure. There is 





no chance for it to get out 





Illustration shows bones of foot flexed (or bent) in EVER-EST 
TRED model. A noted orthopedic surgeon approved this of place. 
picture before we allowed publication. of place. 




















Made only by 


Lewis A. Crossett Co., North Abington, Mass. 


PATENTEES 
Send for catalogue of “IN STOCK” Styles. 


| 
i 





The Crossett Ever-est Tred 
The Flexible ArchSupporting Shoe 





ends inventive genius has been working to 
make your customer’s feet attractive while 
doing even more for them physically than ever 
before. You can satisfy everybody's demands, 
young and old, as to style and shape of last with 
the Crossett Ever-est Tred. In other words, the 
Ever-est is the shoe plus—the ultimate shoe for 
everybody. 


| OOK these four styles over and think to what 


— 


M 10 Dark Brown Calf Blucher, Ever-est Wau- 

kenphast Model, 8/8-% Spring Step 
Heel. Made to order in case lots in three weeks, in 
Brown or Black Calf at $6.65; in Brown Kid at $8.00, 
and in Black Kid at $7.25. 


M 105 Dark Brown Calf Bal, Ever-est Wauken- 
phast Model, 8/8-'%% Spring Step Heel. 
Made to order in case lots in three weeks, in Brown or 
Black Calf at $6.65; in Black Kid without vamp and 
tip center perforation, $7.25; in Brown Kid, $8.00. 


M 10 Medium Brown Calf Seamless 

Oxford, Ever-est Waukenphast 
Model. Made to order in case lots in three 
weeks, in Brown Calf at $6.50; in Black 
Calf at $6.50. 


M 103 Dark Brown Kid Blucher Ox- 

ford, Ever-est Thorobred Model, 
8/8 Spring Step Heel. Made to order in 
case lots in three weeks, as shown, in 


Brown Kid, $7.50; in Black Kid, $7.00. 


Lewis A. Crossett Co. on North Abington, Mass. 
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Early Profits on Comfys 





New York Salesrooms: 
«. 116 East 13th Street 


Chicago Sales Office: 
1107 Security Bldg. 


Daniel Green 





TTT 








This year more dealers than ever have seen the 
advantage of securing early delivery on Comfys, 
and have already received their shipments. 


To these wise dealers, we make a suggestion. 
Don’t wait until Christmas to display these Comfys, 
when they will have to compete with the flimsy, 
cheap slippers made up to sell only at Christmas. 


Put your Comfys on display now. Tie them 
up with our national advertising, so that your 
windows will display them at the same time that 
our full page ads are appearing in the magazines. 
You will do a very profitable early business on 
Comfys that will not interfere with your Christ- 
mas trade, as our In-Stock service will enable you 
to fill in your broken sizes. 


Our Green Book gives you valuable sugges- 
tions for merchandising and illustrates many kinds 
of effective dealer helps. Send for your copy if you 
have not already received it. 


Daniel Green Felt Shoe Company 


General Offices: Dolgeville, N. Y. 
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DIAMOND BRAND 
FAST COLOR EYELETS 


3. 
Oe 
e's67 => 
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Boston, 








United Fast Color Eyelet Company 


Massachusetts 
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‘Constant Comfort’ 


‘‘America’s Best Comfort Shoes”’ 


“Bread and Butter” Sellers 
of Highest Quality 


Style Shows come and go; changing models puzzle the dealer, but always 
he can be sure of steady business on the “Bread and Butter” sellers. The 
demand for staple shoes is the backbone of your business. Sales on these 
numbers can be greatly increased by a little extra sales effort. Give them 
“Constant Comfort” quality and your trade will be permanent. 


Sixty styles of sandals, straps and oxfords in stock. 


mm % Me 


No. 87R—Black Kid Two-Strap Sandal, 12-8 
at’s Paw H No. 478R—High Grade Black Kid Oxford, 11-8 
No. 78—Hi p Grae Bios Kid Oxford, 13-8 Wing- Ie Stock A 8. 'C, D, E . Wingfoot Heel, Gray Ooze Lining, Combina- 
foot a, tray Ooze Lining. No. 48R—Same stxle i in One-Strap. tion Last. 
No. 77—Same wt 2 _ Toe. In Stock B, No. 477R—Same Style in Plain Toe. 
Both In Stock A, . $3.15 Both In Stock A, B, C, D 


ra 


No.74R—High Grade wey & — |= mg Oxford, No. 285R—High Grade Black Kid Two-Strap No. 81R—Black Kid One-Strap Sandal, 8-8 Cat’s 
12-8 Cat’s Paw Heel, Geog Pump, Gray Ooze Lining, 12-8 Wingfoot Heel. Paw Heel, Gray Ooze Lining 40 
No. 73R—Same Style i ~ Aad i ‘Oxford. $3.00 No. 86R—Same Style, Next "Grade. Drill Lining, 
Both In Stock B, C, D $3.00 _ No. 282R—Same Style in One-Strap y “Constant Comfort” Heel. 

Both In Stock A, B, C, D. Both In Stock B, C, 


Ault-Williamson Shoe Co. 


Manufacturers ; 
Auburn —s_- 3. 8eRsorg ase ret Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange. No. 7 So. Fifth St 


— 








~———————— == a 


ee 


l—_—s_ see 
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You hyn improve your line of shoes 
by using 


~ oAlce Calf Calf 














ACE RED 


ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ae mM, 
ACE 909 



































J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


San deat and Gice dine alll ceeuniatnquasanaliite cho quidhastion 6: cigihen ep GAvURNEnEanD: 
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Style 10839 


Black Satin Cosmo One-Strap Pump 


15/8 Wood Spanish Louis Covered Heel 
Turn Sole Arden Last Plain Toe - 


AA to D 
Order from nearest point — Boston, New York or Chicago , 
SIMILAR STYLES 
All Black Kid, Style 4200A, $4.65 
All Patent, Style 4670A, $4.65 
All White Kid, Style 12851, $5.40 


(GERERRREREEES CREREEEE CoD. Sees. Cue ee ee eed 


your mentioning the publication in replies te advertisements. 
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Four Big Selling Facts 
For You To Ponder 


The first call upon the part of the wo- 
men of America from now on will be for 
MEDIUM-PRICED shoes of GOOD 
QUALITY. 


The shoe that woman will actually buy is 
the KNOWN QUALITY shoe that she 
knows will give her, in style and fit and 
service, superlative value and satisfaction 
for her every dollar. 


The QUALITY in QUEEN QUALITY 
measures up to the highest standard ever 
set for women’s medium-priced shoes. 


The factory, In-Stock and advertising ser- 
vice behind QUEEN QUALITY makes the 
Agency Franchise your greatest aid to suc- 
cessful merchandising. 


We welcome correspondence with retailers who 
want evidence of what QUEEN QUALITY 
can do for their business. 


Thomas G. Plant Company 
Boston 20, Mass. 


125 Duane Street 207 W. Monroe Street 
New York Chicago 
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Our “Korn Killer” for | 
Men and Women, 


In Stock. 


UUATUUUUQUQUUTOIUAOOOCEU CT SOUUU00TOATNUDUDUUTTOAU COON TU UOT TDATTSST TOTAAL) | 


The Shoe that Puts Tired Feet at Rest 


This shoe is a wonder worker. So great has been the demand that we have been obliged to give 
added attention to the production of the shoe, and place it in stock for customers wishing to fill 
in quickly on sizes. ‘ 

Do not confound this shoe with any other seen advertised, or about which you have heard, to give 
to tired feet the comfort they deserve. This is a planned shoe from the ground up. It embodies 
the best ideas of those who know the feet and their requirements, to keep them in a condition to 
perform their function without discomfort to mind or body. It is a shoe in a class by itself—one 
you will recognize as unexcelled in design and manufacture. 

Let us send you a trial order. We will make up a case of sizes, and if the shoes do not do all we 
claim for them, YOU CAN HAVE YOUR MONEY BACK. We know this is a great business- 
building shoe, and we moreover know that we must convince you of its merits, and we are per- 
fectly willing to do it without risk to you. Send us the trial order today. 


BROCKTON SHOE MFG. CO. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 303 Fifth Ave. Sales Department Chicago 209 Security Bidz. 
Detroit Office, 213 Bowles Bidz. 117 Lincoln St., B Philadelphia Office, 411 Forrest Bidg. 
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IN STOCK 
Patent Leather Oxford, Soft Toe, Flexible awe Blucher Oxford, U s of Gallun’s Norwegian 
Calf, One-Quarter Wing Tip, erforated - a Heavy 11 
D a ontels. Dancing Oxford. Widths C and Iron Oak Back Outsole, Flange Rubber 
Price $3.75 Price $4.00 


We Maintain a Stock Department 


for the accommodation of customers who wish deliveries of seasonable sell- 
ers AT ONCE. Single-pair or case-lot orders receive equally prompt at- 
tention. All gaps made by shipments are daily filled in, so you can feel cer- 
tain of obtaining what you want at the time you want it. Make use of this 
department and it will make money for you. 


Jobber and Retailer Service 


MR. JOBBER, be sure and see our line. We are making shoes for some of 
the largest jobbers in the country. 


MR. RETAILER, our style, quality, and price have placed our shoes with 


some of the best retailers throughout the country. 


Our large production, high standard efficiency with Brockton labor, and 
lowest possible overhead allow us to build good shoes at a price. 


“QUALITY AT A PRICE” is cur slogan. 


BOSTON OFFICE 
117 LINCOLN STREET 


During July Mr. Charles T. Hall will be at our Boston Office to explain 
to all visiting buyers the merits of our line. “Decidedly Brockton Shoes” 
have made a reputation for themselves throughout the country as the 
style and wear leaders in their class. 


UUVVOVUUUVVV0NV00V LUTON VOU UTED OP CUCL LTT 


BROCKTON SHOE MFG. CO. 


BROCKTON (Campello Sta.) MASS. 


Los Angeles Office, 800 Forrester Bldg. 









Toledo Office, 611 Maumee Ave. 


41 
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ONLY 1000 CASES TO OFFER 


In order to keep our factory organization intact during July we are stocking One Thousand Cases of 

these one and two strap Comfort Slippers. Made by the same skilled shoe workers that make our 

novelty footwear all through the year. We are offering them to you in case lots at remarkably low 
prices. They come 36 pairs to the case, packed 
as follows: 3 to 8—4 to 84 to 9. 


i 
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Style 301—Women’s Black Kid Two Strap 

Comfort Slippers—*St. Louis Process”’ flexible 

sole—French corded—8-8 heel—rubber top lift 
—the most perfect fitting 
slipper made over a com- 
bination last. Sizes 3 to 7. 
Price $1.65. 


Style 300—Exactly 
same as above in One 
Strap. Price $1.50. 


Will Make Prompt Shipment Upon 
Receipt of Your Order 


PERFECT FIT —— Terms: 2% Ten Days 
L__ 9 ANH —Net Thirty Days 


SAR-ANN MANUFACTURING CO. 


Makers of Women’s Novelty Footwear 


3903 WEST BELLE AVENUE - - - - SAINT LOUIS 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of ee “x service > , ~~ for dry 
season wear, and a sensible “pal” for wing lad. 
Po oe ae Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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Probably no line of women’s and children’s 
welts and turns better evinces modern style 
tendencies than that of Ziegler. The slow, 
cumulative process of years has made possible 
our honest claim to such an attainment. 


From its very inception, the house of Ziegler ; The Quality 


has striven always to grasp and intelligently 


interpret all style motifs adhering rigidly to Goes ln 


correct fitting and practical construction. 


Pursuing such a policy has brought its own : Before the 


reward. The confidence of hundreds of mer- 
chants, an intangible factor, has induced them § Name Goes On 


to buy and reorder from Ziegler. 
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So today, our organization in all its branches: 
manufacturing, selling, and. distributing— 


serves consistently satisfied customers, old 
and new. 


That we will continue to execute all orders 
promptly and efficiently is our sound guaran- 
tee as regards future business. 


ZIEGLER BROTHERS CO., INC. 
COR. 22nd AND LEHIGH AVENUE 


PHILADELPHIA WELT and TURN SHOES 
NEW YORK OFFICE: 


; : FOR 
No. 409 CENTURY BLDG. 


No. 1 W. 34th STREET WOMEN and CHILDREN 
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WOMEN’S TURNS anp McKAYS 





Black Satin One- 
Strap. Junior 
Louis Heel. 


This shoe is one of the latest selling styles for street and 
evening wear. Orders are made up on four weeks delivery. 


Send for Samples and Prices 


STOCKBRIDGE SHOE CO. 
HAVERHILL, MASS. 


Our Mr. J. N. Ham will be at our Boston Office, 207 Essex Street, Room 214, every day during July. 









































Quality Moccasins 


[New England Made] 
FOR 


Men — Women — Children 


Rangeley moccasins are available for 

every occasion and condition that 

call for rugged comfort in footwear. 
STOCK No. 841 C-F . Send for complete catalog of Ran- 

Children’s Chocolate Elk Blu. Moccasin. 2 - 

Straight Tongue. Brown Eyelets. Tan geley and Woc-O-Moc moccasins. 


duflex outsole. Elk mid-sole, spring heel 
Rangeley last. Stock, 5% to 8 E-F 


G. H. BASS & CO. Shoemakers Wilton, Maine | 


Toc Bost and Sho: Recorder will appreciate your men:ion ‘ng the publication in replies to advertisements. 
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cA Pronounced Favorite in New Fall Styles Is Our 
Beige 
STARBUK 


Color 20 


BEIGE STARBUK harmonizes perfectly with patent, 
as shown in the style illustrated below—lower left. 


(For patent we suggest our DONKEY COLT). 


The other style pictured shows a most effective combination 
of beige with strap and collar of brown kid or calf. 
You should have samples of all the popular STARBUK colors. 


Color © Color 18 Color 33 Color 35 Color 30 Color 31 Color 50 


Silver Fog Bobolink Filbert Mouse Nude Cathay 


Tolman Dow & Co., Inc. 
174 Lincoln Street, Boston, Mass. 


ROCHESTER, N.Y. CINCINNATI, OHIO 
Mr. Charles L. Kirk Mohr- Holters Sales Co. 
22 Andrew St. 203 E. 7th St. 























45 


: Picalisdaliesatinméneie ycuatsaracmatacs: amare 





BOOT AND SHOE RECORDER July 15, 1922 








C.H.ALDEN CQ 


U.s.% 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


° ° ° ° ° 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





The above is one of the styles that can be delivered 
promptly 
Lot No. 230 
Men’s No. 4 Gallun’s Russia Calf Oxford 
324 Last 
English Toe 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Fudge It By Its Users 


H A V A N A t These natty oxfords made 
by Julian Kokenge Co. 

of Cincinnati appeal 

W N to the taste of the 

The 


gentlewoman. 


NEW CASTLE KID color, richness and i 


dent quality of the 


The Outstanding (olored Leather Surety ; leather (New Castle 
HAVANA BROWN 


On Which There Is No Speculation inl bate 00 seal 


part of their attraction. 
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Sketched at Pennsylvania Station 
New York City 

This traveling costume 
of dark brown wool 
crepe is distinguishing 
by the very smartness of 
its lines. The shoes are 
quite in keeping with 
the costume—smartness 
through simplicity of 
design and richness of 
material— New Castle 
HAVANA BROWN 

Gut your customers shoe leather val ue Kid, of course. 


they can not forget. 

Give them the last degree of comfort. 
Give them durability beyond their 
experience. 

Give them beauty and refinement of 
color that lasts beyond the life of the 


shoe. 
Give them New Castle 


HAVANA BROWN Kid 


NEW CASTLE LEATHER CO., Inc. 
NEW YORK 
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SPECIAL 


Closing Out Discontinued Lines at Substantial Reductions 





Included in these lines are various items of 


Ladies’ Pumps and Oxfords 





year Welts, which can be re- 
tailed at 





in McKay, Turned and: Good- $ 1 00 


These numbers embrace varied 


White Nubuck, White Canvas, White 
Cab., Patent Leather and Black Kid 








Ladies’ White Canvas Goodyear Welt Oxfords, 
regular price $2.10. 
Our Present Price $ 1.50 


118, 120 Duane Street 


“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton”? Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth give 
satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


Note: The Following 


LAZARUS FRIED & SONS, Inc. 


Ladies “Eve” oy Goodyear Welt Oxfords, 
regular price $2.50. 
Our Present Price $1 85 


New York City, N. Y. 


TUT oes MUU Mn te 


TAG ALONG WITH HOWARD 
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Window Cards 


Window cards are an essential in_the dressing 
of show windows in the shoe store. 

The mission of the window card is to attract 
attention to the shoe men | and drive home if 
possible any feature that will help put the goods 
across. 


AEX POOLS 


Us Pe 


The flitting eye of a reader must be arrested by 
cee attraction and the sales argument must 
e brief. 


When we work out the design for a window 
card particular attention is first paid to the shoe 
and a study of it made in order that we obtain a 
strong selling point. 

The card is then drawn by a specialist in win- 
dow card work and the result is a ‘‘silent sales- 
man.” 

When in the market for window cards let The 
Howard Print salesman know about it. We_will 
do the rest. 
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THE HOWARD PRINT, INC. 
Qualily and Service 
Campello Station, Brockton, Mass. 
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(nother Unit the 
Menzies Plant 
Watch Us Grow! 


The sales volume on Menz “‘Ease”’ Shoes has grown 
to such proportions that our capacity had to be 
considerably increased to keep up with the 
orders. 


MTT eM SUL © UUs LULL 


Now, with an additional 14,400 feet of floor 
‘space in the building pictured below, you are 


assured prompt service on all orders placed with 
us. 


Our total output is now 5,500 pairs per day. 


2 This rapid and substantial jgrowth can be at- 
tributed only to the fact that the Menzies stand- 
ards of Quality and Value have from the first 


: . Re been rigidly maintained. 
R D ; Pe i 


MENZIES SHOE CO. 


Fond du Lac Wisconsin 


C. S. Stearns Shoe Co., Boston 
New England Distributors 
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Portland, Oregon Branch 
85% Fifth Street 
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Adding a Gold 
Book of; 


The most valuable kind of foot- 
wear to merchandise is that which 
keeps on advertising you and your 
store long after the sales have been 
made. By having your manu- 
facturer stamp your name and 
address in gold inside the shoe, 
you create for yourself a powerful 
and effective kind of reminder 
advertising. 


The manufacturer can do this at a neg- 
ligible cost which allows use of the finest 
Patent Sized Gold Leaf available — that 
made by Rauskolb. Pleased customers 
constantly reminded of the merchant who 
can meet their needs fully, return to buy 
more shoes and recommend that their friends 


be fitted at the same store. 


HAMMET2 
16 Franklin Stveet 
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d| Leaf to Your 
9 Profits 


It costs you nothing to have your name 
stamped in every shoe. The manufacturer 
will be glad to comply with your request. 
It means more business for him, and greater 
profits for you. Your name once impressed 
in the shoes you sell, your customer will be 
reminded, day by day, of the store where 
more good shoes may be bought. 











Write your manufacturer today 
and tell him you want a brass die 
made up with your name and 
address. Specify that, in future, 
every pair you buy from him shall ( 
bear your business notation in (' 
Rauskolb’s permanent and untar- ) 


nishing Patent Sized Gold Leaf. ey) 
, Pc 
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The Return of the Lacing Hook 


(As Viewed by a Leading Shoe Trade Editor ) 


“The lacing hook has come back. The once popular stud 
is again meeting with public favor, and buyers of men’s foot- 
wear, retailers, wholesalers and consumers are demanding 
that shoes be equipped with the old fashion hook. As a re- 
sult the hook factories are now operating at nearly normal 
and there is every reason to believe that this branch of the 
shoe industry will be on a pre-war basis by Fall. The lacing 
hook lost favor with many manufacturers of both men’s and 
women's shoes About the time the shoemakers decreed 


that the hook must go the war started. 


“Metal and camphor used in making the celluloid hook 
coverings became scarce, the government commandeered al- 
most the entire output of the manufacturers, hooks were 
scarce, buyers took what they got and were satisfied. 


“As a result, in the days following the war the hook be- 


came almost a curiosity on high-grade shoes 


“Buyers, especially men, began to demand the hook 
Even women, in buying high sport or walking boots for 


Winter wear, sought the hook. 


‘There came a moderate volume of business, amounting 
to less than 20 per cent of the normal average less than six 
months ago. Orders started piling up. Today business is 
almost at the normal level, and there is every reason to be- 


lieve that it will reach this mark in a few weeks. 


“Retailers and wholesalers are keenly interested in the 
attitude of women buyers, who in the past few months have 
been displaying keen interest in the comparatively few boots 


shown which carry lacing hooks 


“Women of the athletic type have expressed a preference, 
when buying high boots for hunting or Winter sport wear, 
for those which have the stud.” 





Lacing Hooks are Found on Advanced Models 
in Footwear for Men, Women and Children 





Specify Lacing Hooks, and Insist . 
On Having What You Want 
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Style Still Favors 


“THE BROADWAY” 
Barefoot Sandal 


The popular BROADWAY Barefoot Sandal of 
superior Pearl White Elk, top grade sole and 
rubber heel, unlined a 


As above with White Chrome Sole, fully 
lined. ..... be sasseseee 


As above in Patent Leather..... seseeep eld 


These shoes are selling very rapidly. Don’t delay 
your order. 








_Duane_Shoe (mpany, 


A CORPORATION 














143 Duane Street, New York 


FACTORY PHILADELPHIA OFFICE LOS ANGELES OFFICE 
Haverhill, Mass. 411 Forest Bldg. 522 Loews State Bldg. 
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SESSA LAS Ga 
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What do you think 
of our 





Chestnut 


eae vu fA 


Boarded 





C. D. Kepner Leather Company 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, IIl. 

















The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest selier, 


In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 ~~ 
983-Brown Kid Oxford 5.50 Williams Clark & Co. 


353-—White Fabric Oxford 4.35 
” -_ Lynn, Mass. 
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Confidential 


, SHE baie: of our customers which they confide to 


us for development are strictly and sacredly 


protected. 


This is one species of information in which the United 
Last Company’s branches are not permitted to share. 


On the other hand, our own ideas gathered from the 
best thoughts of our designers in every leading shoe 
center are available at any United Last Company 
showroom or factory for the benefit of the entire shoe 
manufacturing industry. 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 


TEN FACTORIES 
ROCKTON ROCHESTER 


B 

NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montre 
with Branch Office at Toronto 


NITED 
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IN STOCK IN STOCK 


White Washable Kid, 14-8 Spanish 
LXV Heel, $6.50 


In the following sizes 


ul 


LLL S| 


1 

1 

I 
Sold only in lots of 36 pairs . THE “ NORMA” 
Shipments Can Be Made the Day Your Made Over Medium Toe Last 
Order is Received in 14-8 Spanish LXV Heel 


We have placed this model in stock due to the many orders we have booked from representative retailers for 
this number in the past few weeks. 

There is a persistent demand for a plain pattern of custom lines that is typical of past-time aristocracy in 
footwear and modern in last and heel. 

If in doubt, a trial case will soon convince you that this model will sell best. 


BERT E. DRAKE & CO. 


PARK at CLINTON AVENUE, BROOKLYN, N. Y. 





Sunimcomnnnne 


: 
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TO THE FRONT— 
of your FINDINGS CASE 


“OLD RELIABLE” Brands of 
SHOE LACES 
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BOUDOIRS 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 


These Boudoirs will bring business for you. 
They have the eye appeal and quality of 
workmanship that wins trade. Let us prove 
this by sending you samples and quoting 
prices, in colors and quantity you desire. 


A. W. 
GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 
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**RADCLIFFE”’ Narrow Flat Mercerized, 
‘*YALE,”” “DUDLEY” and “‘C’”’ Round 
“THE QUALITY THAT SELLS” 

Your Jobber Can Supply You 
MANUFACTURERS 


FRANK W. WHITCHER CO. 892525 U. S. A. 
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The Newest Creation 
Everybody Wants Them! Nobody Has Them! 


The 





These shoes are white kid 
lined, have chrome soles, oak 
og heels, with chrome top 
ifts 


None Better Made. 





Brooklyn Made. Goodyear Welts. 





155 Patent Leather Vamp and Quarter, Red Kid Quarter, Strap and Underlay. 
195 White Kid Vamp and Quarter, Red Kid Quarter, Strap and Underlay. 
175 White Kid Vamp and Quarter, Green Kid Quarter, Strap and Underlay. 
165 Brown Calf Vamp and Quarter, White Kid Quarter, Strap and Underlay. 


2% to 7—ALL C WIDE 
A 2 5 ACROSS THE BOARD 
* READY TO SHIP—AT ONCE 


L. B. SCHINDLER SHOE CO., 148 Duane St., New York, N. Y. 


“The House They Talk About’’ 
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Style No. 1403 


Fine White Fabric Oxford on 
No. 168 Last. Medium Narrow 
toe. Imitation corded tip. Flex- 
ible Welt. White welting with 
natural leather sole. White heel, 
enameled, | 5-8 inches high. AAA 
to E IN STOCK. 


Price $4.60 


White oxfords ready for 
immediale delivery. 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston, 80 Boylston St., Little Bidg. 
New York, 47 West 34th Street 
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INFANTS AND CHILDREN’S 
FOOTWEAR 


Distinctive Shoes for Your 
Children’s Department 


Se So -  - - - Ee © Se o> o feet o Sa 
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Fetens Fran *Two Strap, Patent Pra ~ 4 Strap, 

Turn Sole. Turn s 

4to 8. Spring H $1.35 a No Heel..... wr t 
4to Heel. 


8% toll. Se cel 1.75 Spring 
brea Speing Ticel 1:65 fe 


J -J - Mac MASTER 
ROCHESTER ,N-Y. 
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For 
Vacation 











“Onyx” @ Hosiery 


Reg USPat. Orrice 


for Immediate Delivery 


= 
a 
' 
4 


Full-Fashioned, light weight, two-tone, silk-and- 
mercerized sport hose: 


900/1 Rose/White, 900/2 Light Blue/White, 
900/3 Gray/White, 900/4 Champagne/White, 
900/5 Black/White, 900/6 Camel/White. Sizes: 
8'%-10. 4/12 dozen boxes. $17.50 per dozen 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx’’ Hosiery 
BROADWAY AT 24th STREET NEW YORK 


RD MIUIUG «oo. 5s sn 0 n.c5.50 5s dASAb heb Ws vie Dilndigiet &.ce0c0 bie. ke aie tana anne 
oN RCT IL TTT ee 
BmM aS Olice . wo. noc ns ccc cis cn oe cee na oe te cece oo MMERD MARS ES 20008 OODORE 
IDS, cters'h 8%. os a dine dy cMnclog ge as he cues 0% ogUprate we Wanebths ket ann ane 
III so aeic Who a's 0 0c nu pe webb 56 00 00: 0:6inniemimeelyens taceietin sala itc cane man ana 
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CORRECT COLLEGE STYLES 


NOW 
READY 


617 603 


Tan Norwegian Phila Black Norwegian Phila 
"a Lace Oxford, Over- Lace Oxford, Over- 
The weight Single Sole. weight Single Sole. 
Brae Burn A, B, 7-11 A. B. 7-11 
C, D, 6-11 C, D, 6-11 








You'll be asked for this style—so why miss any sales? 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 














No. 6 
BLACK KID 


Kid One Strap, Pressed Edges, Beaded Ornament on Vamp F | H 
and Strap. B,C, D, E Widths. Price ée<es ee 


for ALL the Family 


The Easiephit line has style as well as comfort. It is 
a ready seller—your customers buy 
Ne. 500 over and over again. 


BLACK KID 
IN STOCK—Avwaiting Your Order 


ABBOTT SHOE CO. 


aca NORTH READING, MASS. 
Plain Toe Oxford, Heavy Turn Sol». Military Rubber Heel. 


esther Counter. B.C. DS Sc Wid  =396s BOSTON OFFICE - - - ~~ 207 ESSEX ST. 


NESSES: EE 
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Black Satins and Brocades 


IN STOCK 
For Immediate Shipment 


ROR 


Stock No. 976—All Black ae 


Stock No. 977—Bliack Satin vo 

with Brocade Quarter..............$4.50 

Stock No. 978—Patent. ‘Leather 

Vamp, with Brocade Quarter...$4.50 

Stock No. 979—All Brocade....$4.75 
AA to C Widths 


























EMMI 











Stock No. 980—All Black Satin, 


Stock No. 981—Black Satin Vamp, 

with Brocade Quarter..............$4.50 

Stock No. 982—Patent Leather 

Vamp, with Brocade Quarter. $4.50 

Stock No. 983—All Brocade.... 4.75 
AA to C Widths 


Terms: 2%, 10 Days; Net, 30 Days 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 
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Stock No. 984—All Black Satin, 

$4.00 
Stock No. 985—Black Satin Vamp, 
with Brocade Quarter..............$4.50 
Stock No. 986—Patent Leather 
Vamp, with Brocade Quarter. -$4.50 
Stock No. 987—All Brocade.... 4.75 

AA to C Widths 



















$4.00 
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The Standard of Excellence 














Gallun’s 


NORWEGIAN 
CALF and VEALS 


VIKING CALF 














Season after Season finds Gallun 
Leathers the Standard of Excellence— 
a Bell Wether guiding the buying of 
the industry. 


For the coming Autumn Gallun colors 
are again in line with the latest style 


tendencies. 


We recommend the purchase of: Nor- 
wegian, Colors 3 and 4—also Black. 
Viking Calf in five colors and black. 


Every Gallun product is firmly estab- 
lished in the confidence of manufacturers 
and merchants who are most exacting 
in the selection of the parts which make 
up their shoes 


Buyers—lInsist on Getting Genuine Gallun Leathers in Your Shoes 


A. F GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, Inc. 
H. A. Ely, Manager, 11 East Street, Boston 
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WORST 


Comfort— 
Trimness— 
Economy 


In Wobst Slippers Milady finds 
real comfort without sacrificing 
trimness. They are O. K. for 
outdoors as well as for around 
the house. They are serviceable 
as well as low priced. Just what 
the average woman wants. 











No. 304 
Patent Leather Instep Strap Slipper, 
Two Jeweled Buttons, Leather Insole 
and Heel, Solid McKay Sewed Soles. 
Sizes: 1144-2, Heel......... $1.85 Net 
Sizes: 8144-11, Wedge or Heel 1.70 Net 
Sizes: 5-8, Wedge.......... 1.55 Net 


No. 300 
Patent Leather Ankle Strap Mary 
Jane, Leather Insole and Heel, Solid 
McKay Soles. 
Sizes: 1134-2, Heel......... $1.75 Net 
Sizes: 844-11, Wedge....... 1.60 Net 
Sizes: 5-8, Wedge.......... 1.45 Net 
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Always In Stock 


Sample a 


Dozen Pair 


No. 600 
Genuine Glazed Kid Comfort Slippers 
with Cushion [nsoles and Rubber Heels. 
$1.60 Net 


No. 601 


Same as No. 600, except with two 
straps. 13-8 Rubber Heel. 
$1.75 Net 


No. 602 


Genuine Glazed Kid Oxford with 
Leather Insoles and 9-8 Rubber Heels. 


$2.00 Net 


WOBST 


Shoe Co. 


411-421 Vliet St., Milwaukee, Wis. RVBVVIMIVUVUIVY VBMUVMVINIO? 
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No. 606 
Glazed Kid Oxford as No. 602, 13-8 
Rubber Heels. 

$2.00 Net 
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THE “PACK FLAT” TREE 
(Ventilated) 
This tree, as its name implies, can be packed 
flat, making it convenient and desirable, espe- 
cially for travelers. The adjustment is simple 
and serviceable. 


THE BETE TREE 
(Ventilated) 

This tree, while very simple in its construction, 
is most efficient in its service—so constructed 
that it is possible to extend it to any degree de- 
sired after the heel piece has been pushed down, 
and the tree is in position in the shoe, by simply 
turning the handle. Turning the handle in the 
opposite direction shortens the tree so that it 
can be easily removed. 








Customer’s Complaints 
Cost Shoe Merchants 
Millions Annually 


The shoes were all right and it was 
not the wear, but the lack of care 
that made the customer think other- 
wise. 


The purchaser did not realize the 
importance of keeping shoes on Mil- 
ler Shoe Trees, and blamed the dealer 
for the damage which ignorance had 
imposed upon him. 


Save yourself the burden of any part 
of the annual loss by recommending 


to YOUR customers Miller Shoe 
Trees. 


Miller Shoe’Trees placed in the shoes 
at night add 25 per cent to the wear, 
bring the shoes back to their original 
shape and counteract the warping 
and destroying influences of perspira- 
tion and moisture. 





Send for Catalogue illustrating and 
pricing all styles of Shoe Trees. 





SHOE TREE DIVISION 


O A. Miller Treeing Mch. Co. 


BROCKTON, MASS. 
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SNUGLERS 


HERE smart appear- 

ance and “genuine 

service are demanded, 

Snug-lers have no superior! 

You can build an all year 

women’s trade by featuring 
Snug-lers. 

Snug-lers include a com- 
p-ete line of felt footwear for 
men and children as well as 
appealing styles for women. 


United States Rubber Company 
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A New Member of the Tony Family 


TONY TAN 


Reg. U.S. Pat. Off. 











A l!though we have only recently issued 

samples of this new color, repeat 
orders are already being received from 
notable 5th Avenue Stores. 


Their Approval is Significant 


We want every shoe man to see TONY 
TAN. Samples promptly supplied at 
your request. 


CREESE and COOK COMPANY 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 
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Shoes by Upham Bros.. Stoughton,Mass. 











== 








by Levis A.Gossett Inc. North Abington, 
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SMART SUMMER STYLES 
Ready to Ship Today 

















No. 891—White SeaYisland, 1 strap, Military Ne. 892—Patent 1 strap with collar having 8 No. 904—White Polar Kloth Rewpett, Mili- 

Heel, Heavy i Sole, Silk French Corded. ut outs. Pm: tary = Heavy Turn Sole. tary Heel, Heavy Turn Sole. Widths A, B, C, D 

Widths AA, A, B, C, D. ....Price $2.25 Widths A BB, GO, Bec ccccccccess uees GBS Price 05:35 
2 per cent, 10 days. 2 per cent 10 dase 2 per cent 10 days 





Your Order Will Receive Prompt Attention 


SELLIS- EDDY CO., Lewiston, Maine 
















BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 













It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 
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No. 217—White Beechtex ~ Cloth No, 396 White Benet ee hed 
Cinderella One Strap. 13/8 Covered CK rag tee Leos Bean 11/8 Cov- 
maGhary leet. $3.75 Wweles. IN STO ered Military Heel. White Welted. 


$3.60 


TIITITINITIMIIII TZ 


UE to the low price put on these shoes we are compelled to 
ask our customers when mailing in their orders to order in 
runs of no less than 12 pairs to a width. 





COTETTIEE ETETTTTTETTIVITTTITINITITITI TI 


Note—36 pairs to a width, 15 cents per pair less, 
discount 2% 10 days. Widths A, 4 to 7; B, 3% to 
7; C, 3 to 7; D, 3 to 7. 


HARNEY, TRACY, CREHAN CO. 


Boston Office, Factory, 9 Harrison St. 
10 High Street Lynn, Mass. 
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What to Buy for Fall— 
and When 


There should be little doubt as to what to buy 
for fall and early winter after reading this issue 
of the Boot and Shoe Recorder. 


First come the official recommendations of the 
joint style committee of manufacturers and 
retail merchants—then the complete account of 
the National Shoe and Leather Exposition and 
Style Show, held this week in Boston with its 
corroboration of the style trend so clearly 
defined by the Brooklyn Show of a few weeks ago. 


But that is not all. 


Read the report on operating expenses in 
retail shoe stores, compiled by the Harvard 
Bureau of Business Research. 


There’s food for thought in this as well as in 
many other constructive and interesting features. 
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A Forty Million Rainbow 


“The Farm Journal” has just completed an 
investigation among merchants in country towns 
from Pennsylvania to Kansas and Nebraska, 
covering many thousands of miles and hundreds 
of dealers. These merchants report that farm 
trade has increased very greatly during the past 
two to three months. In most lines, sales have 
been ahead of last year in volume of goods and 
equal or greater in value. 

The resumption of normal buying by the 
40,000,000 country people is of highest import- 
ance to the entire nation. It will help greatly 
to firmly establish the upward trend which 
business is struggling to maintain. Every retail 
merchant of shoes and every manufacturer sup- 
plying him should feel encouraged by this report. 
And if their own experience bears it out, they 
should push this snowball of better business 

along by more extensive advertising this Sum- 
mer, both in their local newspapers and in the 
business papers of the industry. 

If statistics prove increasing business this 
Summer, it is certain that the annual “Summer 
slump” can be wiped out this year by an extra 
burst of merchandising on the part of both the 
merchant and the manufacturer. 

After all—isn’t this “Summer slump” more 
or less of a habit? 
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SAILOR BILL RICE 


His ship and his Educators went s‘rong at the Boston Show. BBill’s harbor 
was the Rice & Hutchins booth. 


Educators are the fastest selling shoes on the market, ‘with strong emphasis 
on the children’s lines. There ate rugged husky Educator boots and play 
shoes for kids like Bill, and dainty pumps for little girl playmates. 


RICE & HUTCHINS, Ince. 


U.S. A. 


TON 
BOSTON EniitiiTon 
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Safer Merchandising Ahead 


The Outlook for the Next Six Months is Towards a Profit 
in Alert Shoe Stores 


buying and selling program is printed “Safer 

Merchandising Ahead,” with a number of cau- 
tionary signals along the line which we will enumerate 
in this editorial. The one big thing uppermost is for 
every merchant to do all in his power to strengthen, 
and not lessen the purchasing powers in his community. 
then stick to the simple forms of merchandising— 
getting more shoes sold right. 

We are fortunate in being able to print in this issue a 
well balanced style program for the months of October, 
November and December. This authentic report has 
gone through a sharp and critical study by manufac- 
turers and merchants who met in New York a week ago. 
It has been further verified by a meeting held in Boston 
during the National Shoe and Leather Exposition and 
Style Show, when more minds were concentrated upon 
it to make it an accurate program for anticipation of 
shoes for selling in October, November and December. 

In the Boston meeting representative merchants from 
every section of the country as well as manufacturers 
concentrated their various opinions upon the report. 
The national heads of the Wholesalers’ and Tanners’ 
Associations, were present in an advisory capacity. We 
therefore, consider this report a safe nation-wide prog- 
nostication of styles salable in the last three months of 
this year. 


eo the signal board of the retail shoe merchants 


We publish this report fresh from the meeting with-_ 


out waiting for the final proof sheet to come from the 
secretaries of the merchants and manufacturers’ organi- 
zations, because it is our belief that thespeediest possib- 
ble publicity to a style report is the best assurance 
of i(: being completely useful. There may be a few inci- 
dental remarks and notes, to be put into this report, 
but they are more in the nature of periods and semi- 
colons, inserted in a careful document to be critically 


read for such minutia. The real value of this report is 
in its being published fresh from the minds of its mak- 
ers, so that merchants in the market places in July can 
make their Fall and Winter purchases at a time most 
advantageous to them. 

The trade is fortunate in having a chart developed 
with such care and attention. We believe, that many 
merchants will follow it, and will organize their busi- 
nesses so that they can anticipate with a little more 
freedom and can feel safer over their purchases. 

This report shows that there is NO alarm over longer 
skirts influencing present stocks in street, sport and 
afternoon wear, therefore for the balance of the year 
safer merchandising prevails on present holdings of 
shoes in stores as well as purchases up to Dec. 31. 

The Recorder would go still further on this one point 
of heels, in oxfords and strap footwear in Welts and 
McKay’s by emphasizing the fact that walking shoes 
and sport shoes will keep to these types well into next 
Spring, because of the fundamental reason that short 
skirts will continue for utility and sport wear for many 
months to come. 

Be it also known that simultaneous with the assur- 
ance of this report the conduct of the merchants in 
attendance in Boston in mid-July was such as to give a 
background of confidence in the purchase of straps and 
smart oxfords for women this Fall. The volume of buy- 
ing was large. So many merchants found that they had 
abundant reason for believing that industries in their 
communities would be active for the balance of the 
year. There is less pessimism in business or American 
life so that shoe stores must needs place themselves in a 
healthier stock condition in the next six months, 

Extreme novelty shoes should be discouraged so that 
real styles and real values can bring to the store more 
contented customers. So many women have expressed 
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their opinion that cut-outs should now be changed to 
inserts, and there is reason to believe that a more 
orderly style period is just ahead of us. 

In the turns and evening types of shoes watch care- 
fully the trend of dress lengths in your own communi- 
ties. The reason for this is apparent. With longer skirts 
comes higher heels and the possibilities of strip pumps 
and colonials. It is in this department of the store that 
more attention must be given to local indications of 
fashions in dresses. 

Boots do not appear as a factor in the Fall season 
and many merchants are very frank in discouraging 
Russian boots. Already the rubber companies have 
modified the galosh so that there is possibilities of 
many of the new overshoes being built with such snappy 
lines and at such economy as to make a definite place 
for them in Winter stocks. 


When we come to men’s shoes the fundamental hope 
is that selling conditions better themselves in the possi- 
bility of better appearance in men’s attire. Smarter 
shoes for men are already making their appearance and 
the problem is the proportion of boots as against ox- 
fords for Winter wear. A change has come in these two 
classifications within the last six months. 

The above editorial comments are the Recorder's 
highlights, gleaned as much from the buying consum- 
mated by merchants, as by the text of the style report. 

Merchants have taken the Recorder's advice to make 
the months of July and August a greater study-period 
on style and each of the markets of shoes notice a 
greater attendance of merchants than ever before. 

Production seems to be forced into the neck of the 
funnel at the end of each season. The seasons remain, 
but the methods of buying have changed. Factory diffi- 
culties in many communities have brought about many 
emergency purchases in other centers so that most 
merchants consider the biggest problem of today that 
of delivery. With such a condition be careful to analyze 
the wants of your community, for with factories trying 
to do in six weeks, what should be done in three months, 
we get a false perspective as to demand. Merchants’ 
demands in six weeks is some different from customer 
demand in six months. Place your orders so that ship- 
ment can be stepped along week by week, over a season, 
on utility and staple footwear; but on novelties buy 
quick, and sell quicker. 

The outlook forthe next six months is towards a profit 
in alert shoe stores. 
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Perfect a Local Research 


HY is it not possible for shoe merchants to utilize 

a sort of local research work, sending out a 

bright salesman on a leisure day in the store, to inter- 
view some one class of men or customers, and on the 
facts to base buying and selling policies? An aver- 
age can be determined which might well apply to your 
whole community. From time to time the Recorder is 
going to do more of this analytical work and direct 
study of the public. We would like to get the co-opera- 
tion of merchants in all parts of the country to work 
out “studies of the public.”” Why couldn’t a reportorial 
sort of a shoe-store salesman interview a number of 
women of your town on the heights of skirts that they 
contemplate wearing for the next season, and the 
heights of shoes can thus be approximately determined? 

Why couldn’t the same young man get the opinion 
of a group of customers on their attitude toward the 
delivery system? An investigation of the sentiment of 
the public might thereby be turned into a profitable 
economy. The attitude of the public on new styles, 
the attitude of the public on prices; in fact, a dozen 
questions come to mind that might well be made the 
basis of study and research. 

These are intelligent times in merchandising, and all 
such channels of information add to the betterment of 
business through the betterment of service. Get close 
to your customer and the confidence will be returned. 





Rubber Heels and Invention 


BOUT 150,000,000 pairs of rubber heels are made 

in this country annually, according to one esti- 

mate. One recent census statement showed a production 

of 138,468,769 pairs. Also it is estimated, that at least 

30 per cent of the leather shoes that leave factories, 

have rubber heels attached. Some figure as high as 50 
per cent. 

However, it is contrasts, rather than sober figures, 
that make life worth while. This big rubber heel busi- 
ness, according to one tradition, originated with an in- 
genious young doctor who cut some rubber top lifts 
from the clothes wringer in his home, and nailed said 
lifts of rubber to the heels of his shoes. From this infant 
industry the big rubber heel business of today has 
grown up. 

The story is a counterpart of the celebrated tale of 
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the farmer who cut copper toes from an old milk can, 


to make the shoes of his children wear longer. He 
patented his idea, and made a fortune and lived 
happily ever afterwards. 





‘*When Winter Comes’’ 


ET ready the football boots for Fall. Get ready 

the skates and the hockey boots for Winter. Get 

ready the snow shoe kits, and the tobogganing and slid- 
ing boots, too. 

A great Winter for sports is coming. A cheerful 
thought for Fourth of July time this may be; but it is 
sound business. Cities everywhere above the frost line, 
are building skating arenas and tobogganing chutes. 
Nature provides such advantages for small-town -_ 
country boys. 

It will be a great Winter for out-of-door sports. So 
stock up on skating and hockey boots and boots for 
tobagganing and snow shoeing. 


Who Adjusts Complaints? 


HE customer is always right,” said Marshall 
Field; and gradually merchants in all parts of 
America have aligned themselves with this stand. As 
a matter of actual fact, the customer is, in a large pro- 
portion of instances, wrong. Particularly is this the 
case in the shoe business. It may seem heresy to say 
it, but it is none the less true that the majority of the 
complaints met with in the shoe business are due to 
the customer’s own, unaided fault. 

Should the shoe merchant, for that reason, refuse to 
pay any attention to complaints? 

On the contrary, they should for this very reason 
pay all the more attention to complaints. The com- 
plaint department is the safety-valve of business. It 
lets off the steam of individual resentment which might, 
if it found no such easy outlet, force some other outlet 
far more damaging to the store. 

\ great share of the complaints are due to the faulty 
education of the customer. The wide-awake merchant 
realizes that careful attention to complaints gives him 
an opportunity he might not otherwise have to make 
a friend of the customer instead of an enemy. They 
give him an opportunity to adjust things that must, in 
common. honesty, be adjusted. They give him an 
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opportunity also to educate the customer as to which 
are and which are not proper complaints; and—while 
never for a moment even suggesting that the customer 
is at fault—tactfully to persuade the customer that 
the fault is actually his, and not the merchant's. 





A Steady Flow of Goods 


HE Joint Agricultural Commission emphasizes the 
excessive cost of distribution as the chief cause in 
the high cost of merchandise and it offers very sound 
and valuable advice to the retail merchant in regard to 
his buying methods. One paragraph of the report is 
worthy of particular attention. The Commission says: 
“One of the outstanding defects shown by 
tables of distribution is the retailer’s failure to 
purchase stock in a manner that will provide a 
steady, even flow of merchandise to the consumer 
without accumulation of surplus stock, which 
ties up capital and credit and adds to his cost of 
operation. One of the factors of waste in distribu- 
tion is in idle merchandise on the shelves of re- 
tailers and the warehouses of the wholesalers. 
When this burden is permitted to develop, it must 
be passed along to the consumer if the retailer 
remains in business.” 

The Commission adds a very wholesome piece of 
advice in regard to a very common failing on the part 
of the retail merchant who purchases large quantities 
of merchandise simply to take advantage of a quantity 
discount and thereby enable him to undersell a com- 
petitor. As the Commission very justly points out, the 
merchant, to obtain any benefit from such a plan, 
“must dispose of merchandise in reasonable time, or 
lose the earning value his capital would have if it were 
more rapidly turned.” 

A word of wisdom to the consumer which will be par- 
ticularly appreciated by the merchant in the small 
town is an emphatic statement by the Commission that 


. “the more consumers will concentrate purchases in 


their community, the lower will be the operating ex- 
pense of local dealers and the consumers will be bene- 
fited thereby through the lower prices made possible 
by lower selling expenses.” 

This also is an excellent paragraph for the merchant 
to use in his advertising and to emphasize in every 
way possible to his neighbors.—Atlantic Coast Merchant. 
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Styles for the Fall and Early Winter 


(Retailing Season to December 31, 1922) 


Report Issued Jointly by the National Shoe Retailers’ 
Association——H. C. McLaughlin, General Chairman 
—and the National Boot and Shoe Manufacturers’ 
Association—John C. McKeon, General Chairman 


WOMEN’S STYLES 


WELTS 
Subdivided into Strap Patterns and Oxfords 


Lasts for width and shape of toe and height of heel 


during this period will remain unchanged. 


Strap Patlterns.—Heels. Height in calf leathers 10/8 
to 13/8; in ooze or flesh finish leathers, patent and kid, 


height will extend to 14/8. 


Materials. In uppers of solid colors, the following 


leathers are recommended in the order named: 


(1) Patents 
(2) Brown kid or calf 
(3) Black kid or calf 


(4) Medium tan calf 


In combinations the following order of popularity is 


recommended: 


(1) Dark or medium beige ooze or flesh finish leathers 
with combinations or trimmings of medium tan calf 
and brown kid or calf. 


(2) Medium gray ooze with combinations or trim- 


mings of patent or gun metal. 


(3) Otter ooze with combinations or trimmings of 


patent or gun metal. 


(4) Black ooze with patent or gun metal. 


Ozxfords.—Heels. In calf leather, 10/8 to 12/8 to 
14/8; in ooze or flesh finish leathers, 12/8 to 14/8; in 
patent and kid leathers, 12/8 to 14/8. 


The following leathers are recommended in the order 
named: 
(1) Brown kid or calf 
(2) Black kid or calf 
(3) Patent 
(4) Medium tan calf 
(5) Some panel effects will be sold in higher 
grade stores. 


Note.—Strap patterns will be interspersed with insert 
effects. 


It is anticipated that in certain localities staple boots 
will enjoy some activity. 
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WOMEN’S STYLES 
TURNS 
Turn Effects for Street and Aflernoon Wear 
Patterns.—Straps will still predominate, with an in- 
lerspersing of tongue effects; a continuation of the 


present type of lasts or toes, heels of boxwood and 
regular Louis types. 


Height of boxwood heels, 12/8 to 14/8. 
Height of Louis or Spanish heels, 13/8 to. 16/8. 


The following materials are recommended in the 
order named: 


(1) Patent 

(2) Satin 

(3) Black kid or calf 
(4) Brown kid 


(5) Fawn, tan or brown ooze with brown or medium 


tan kid or calf combinations or trimmings. 


(6) Gray ooze with patent, black kid or calf com- 
binations or trimmings. 


(7) Otter ooze With patent, black kid or calf trim- 
mings. 


(8) Black ooze with patent or black calf trimmings. 


(9) Brown satin and harmonious combinations. 


Nole.—Height of heel mentioned means finished- 


effect measured on the side at breast. 


Evening Slippers.—Louis heels, 13/8 to 17/8. 
Boxwood heels, 12/8 to 14/8 
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Strap patterns predominate. 


Materials are recommended in the following order: 


(1) Black Satin 

(2) Silver Bullion Cloth and Brocades 
(3) Gold Bullion Cloth and Brocades 
(4) Silk Brocades 


Important Note.—In the opinion of modistes and 
creators and manufacturers of women’s outer wearing 
apparel, shades in the brown class will be popular dur- 
ing this period. Rhinestone, cut-steel, and beaded 
ornaments are in greater demand. 


MEN’S STYLES 
For Selling during the Balance of the Year 1922 
up lo December 31 


Lasls.—Lasts have a tendency towards wider toes 
and slightly shorter foreparts. 


Heels.—No radical change, and the 8/8 and 7/8 
heels will prevail. 


Leathers.—(1) Colored leathers will constitute 50 
per cent of the sales. 
“Cordovan” red 
Russia in both plain and boarded. 

(2) Black calf, smooth and boarded, approximately 
20 per cent. 


Prevailing colors: Cherry red, 


shades, medium brown and tan 


(3) Black kid and kangaroo approximately 15 per 
cent. 


(4) Patent approximately 10 per cent. 


(5) Brown kid and kangaroo approximately 5 per 
cent. 
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Nole.—Committee believes that the sale of oxfords 
will be strong during this period, inclement weather 
creating activity on boots. 


Patterns.—In the medium grade shoes for men, the 
demand for “speed” shoes will continue with perfora- 
tions and other decorations. In the higher grades, there 
will continue a tendency toward plainer effects, brought 
out by the lines of the lasts and distinctive patterns. 


See below. * 


Colors.—In the tan leathers, boarded leathers are 
still popular, with every evidence of their continuing 
to be so through the months of October, November, 


and December. 


Black leathers will have a marked increase, particu- 
larly in boarded leathers. 


MISSES’ 
CHILDREN’S 


AND 
STYLES 


For Misses and Children there is a continuation of 
the broad toe orthopedic last. 


For school shoes: 


(1) Tan Calf 
(2) Gun Metal Calf 
(3) Patent Leather 


For dress occasions, leathers, or materials in the 


following order: 


(1) Patent Leather. 


*For younger men, brogue effects will be popular, particularly in boarded 
leathers, with either perforations or stitching. 


(2) Patent Leather combined with Colored Fabrics 
or Ooze. 

(3) Medium Tan Calf and combinations with har- 
monizing colors. 


GROWING GIRLS’ SHOES 


Growing Girls’ shoes closely follow the trend of 
women’s styles. The influence of low shoes in the 
women’s lines will be reflected in styles of shoes in the 


Growing Girls’ class. 


Do not confuse growing girls’ styles with the so- 
termed Flapper type. 


BOYS’ AND YOUTHS’ SHOES 
Boys’ and Youths’ shoes follow the trend of men’s 


styles. 


The following resolution was adopted at the Eleventh 
Annual Convention of the N. S. R. A., at Chicago, on 
January 11, 1922, and is again re-emphasized. 


Be it resolved: That it is imperative for the welfare 
of all branches of the shoe industry and the buying 
public, and we strongly recommend to the members of 
the National Shoe Retailers’ Association and all retail 
shoe merchants, the placing of their orders for staple 
merchandise sufficiently in advance of each season to 
enable the manufacturers to produce the necessary 
shoes to supply the country’s needs at the lowest 
economic cost. If orders may be placed early the 
manufacturers can procure their raw materials without 
interfering with the law of supply and demand by the 
placing of tremendous orders at a date too close to the 
expectant date of delivery. 
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Executives of the National Shoe and Leather Exposition and Style Show with Mayors of New England grouped before the 
entrance to Mechanics Building 


The Purse Strings Are Loosed 


Good Buying Done by Retail Merchants at Big Style Show in Boston 
—Better Business Conditions Reported by All 


National Shoe and Leather Exposition and 

Style Show, which came to an end in Boston on 
Thursday of this week, is the fact that buyers came 
prepared to buy—and bought. It is too soon after the 
conclusion of this annual event to hazard any guess 
as to the amount of the business either in dollars and 
cents or in pairs, but it is safe to say that a goodly 
volume of business was done and that satisfaction as 
to prices was generally expressed. 

Equally early is it to give a carefully worked out 
analysis of the styles purchased in either men’s or 
women’s footwear. In this case, however. it is also 
safe to say that, in general, buyers followed fairly 
closely the outlines of the style report formulated by 
the committee of retai] shoe merchants and manu- 
facturers, which report is given in its entirety in another 
section of this issue. 


() TSTANDING among the many features of the 


Merchants Report Better Business 


The attendance was all that was hoped for. In fact, 
it exceeded the expectations of many of the members 
of the committee which arranged for the displays and 
the style show end of the performance. There was 
a general feeling of optimism. Merchants reported a 
quickening of the business pulse in their communities— 
and they came from all parts of the country. 

Manufacturers glanced at their order books with 


expressions ranging from the merely satisfied to the ° 


hilariously happy. 

Staples and novelties were both bought—the staples, 
however, leading the novelties by about two to one, 
according to the concensus of opinion. This, manu- 
facturers pointed out, however, should not be inter- 
preted to mean that novelties are expected to sell in 


the same ratio—merely that the merchant has post- 
poned for a while longer some of his purchases of the 
style shoes and is plunging at the moment on his 
bread and butter lines which he wants to be sure of 
having. and is willing to gamble a bit on picking up 
novelties from in-stock. 


Many “Get-Together’’ Meetings 


The presence of many of the big men of the industry 
was made the occasion for a number of gatherings, 
official and otherwise. The Council of Arbitration, 
composed of retail merchants, manufacturers, whole- 
salers and tanners, had a meeting on Wednesday. 
The executive committee of the wholesalers’ association 
also got together. There was a meeting of merchants, 
and another very important meeting of the joint styles 
committee headed by John C. McKeon, of Laird, 
Schober and Company, representing the manufacturers. 
and H. C. McLaughlin, representing the N.S. R. A. 

All the exhibits were artistic, the runway show went 
off well and keen interest was manifested, not only in 
shoes and hosiery, but in gowns as well. 

Of the exhibits the one which would undoubtedly 
have been awarded the prize, if any had been put up 
for award, was the manufacturing exhibit in the base- 
ment of Mechanics Building. 


More Styles for Men 


Style in men’s shoes touched a new peak. Displays 
of samples for Fall and Winter showed not only a 
greater variety in male footwear, but, also, finer styles. 
and, doubtless the best shoemaking that has been done 
in this era of modern cordwainery. 

Styles in men’s shoes, for the Winter resort trade, 
loomed up as a new feature at the style show. Some 
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of them are the most novel shoes ever made for the 
men’s trade. They introduce the use of extreme novelty 
grains, such as turtle, cobra, and alligator, all em- 
bossed stock, and colored in the brown and gray 
shades, and perhaps slightly buffed. ; 
Scotch grain, a familiar novelty leather, is a staple 
leather, compared with some of the extreme fancy 
grains for men’s sport shoes for Winter resort wear. 


Dress Shoes for Winter Resorts 


Men’s dress shoes, for Winter resort, are of patent 
leather, Scotch grain patent leather, white glazed calf. 
or white buck. Most of them are of the oxford styles. 
A few are of the dancing pump styles, and are for ball- 
room wear. White oxfords have white soles and heels, 
of rubber or leather. Some white buck shoes. for men. 
have trimmings of white calf, or of patent leather. 
Patent leather trimmings are heavily punched, or 
perforated. 

Styles for men for Winter resort wear are a new in- 
fluence in trade, to be reckoned with in making up 
styles for 1923. Men of abundance of means and leisure 
will go to Palm Beach and other Winter resorts. and 
will insist on an abundance of novelty styles in shoes 
for dress wear and for sports. They will set a pace for 
the fashions for the big city trade in 1923. 

Men’s golf shoes, for the Winter resorts. are in 
abundant variety, by the way, and they present new 
features in sole making as well as new patterns of 
uppers. For instance, one new golf shoe has a sponge 
rubber sole. Another golf shoe has a rubber sole. 
imported from England, that is blocked off, like the 
squares of a cake of chocolate. 

An unusual shoe, for men, is of sport gray calf, 
slightly boarded. It is made with a moccasin style toe. 
There is no box in it. The edge of the shoe is finished 


natural. 


Men’s Business Shoes for Fall 


Men’s business, or street, shoes for Fall and Winter 
reveal leathers, both so leand upper that are heavier. 
Some uppers show new stitched effects, as, for instance, 
a double row of silk stitches with a single row of linen 
thread stitches between, on tips and quarters. Needle 
work has become an important branch of the art of 
making men’s fine style shoes. Look to the precision 
of the stitch, as well as its strength. 

Edge makers are doing some marvelous work to get 
Edges are heavier, being up to No. 
13 iron on many shoes. Natural edges are a feature of 
both soles and heels. The edges are finished with 
transparent wax, which reveals the fibre of the leather. 


new style effects. 


Novelly Welting Appears 


Fancy stitching is seen on many welted edges. 
White stitches predominate. Some orange stitching is 
on edges of brown shoes and one black shoe showed 


green stitching on the edge of the sole. Double row 


stitching also appeared. 


SHOE RECORDER 


July 15, 192% 


Novelty welting has come into use. It is in shiny 
black, for patent leather shoes, various shades of 
brown, for brown shoes, and in gray and white. Welt- 
ing is used to match uppers or to get contrasting effects, 

Patterns are many and varied, ranging from brogues, 
and doggy style shoes for young men, to perfectly plain 
shoes for old men. 

One salesman says he expects to sell more soft toe 
shoes than ever. Another does not expect to sell as 
many. Another salesman is boosting rubber heels, | 
Another favors a low, broad heel, fastened by wooden 
pegs. A few shoes are stitched around the heel. 

Oxfords will far outsell boots, according to yet an- 
other salesman. 


Styles Serene and Supreme 


Styles shine serene in the women’s trade. The 
variety is more abundant than ever. Designers have 
by no means exhausted their resources. 

Most all styles shown for Fall and Winter were low 
cuts. Boots were few and far between. Indeed, it is 
doubtful if there has been so few boots at any exposition. 

One and two straps predominate. One straps are on 
welts, and they fasten with a buckle. Two straps are 
on turns and McKays and they fasten with buttons. 


New Side Lace Oxfords 


Side jace oxfords are in the turn and McKay lines. 
In the new types, the front of the quarter overlaps the 
vamp, and the shoe fits like a glove over the instep. 
A good style for wear with spats and gaiters they will 
prove to be. 

Regular oxfords are gaining, judging from the samples. 
Tongue and straps and tongue and gore shoes of many 
patterns are displayed, some for immediate sale, and 
some to test out the style trend for 1923. 

Vamps continue from 3 1/8 to 3 1/4 inches long 


Wider and Rounder Toes 


Some shoes show wider and rounder toes. One 
firm, that used to feature dime toes, has added nickel 
toes. It makes novelty turns. 

Heels are higher. Welt heels are up to 13/8. A few 
show 15/8 and even 16/8 heels on welts. They are of 
wood. Heels on McKays and turns are from 14/8 
to 16/8, and a few.17/8 and 18/8 styles are shown. 
More wood heels are used than ever. 

Patent leather shows up strongly in the women’s 
sample at the exposition. Black kid makes a gain. 
Satin is supplemented by brocades, in black, brown, 
and white. Russia calf is of a browner shade, as be- 
comes the autumn. Suede trimmings are used. 


Some Stunning Novelties 
A most stunning novelty at the show was a pump 
with a patent vamp, a glistening gold brocade quarter 
and heel, and a radio red French cording on the strap 
and quarter. That three color shoe..touches a new 
high style point. 
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The prestige of Lynn as mother of American shoemaking was enhanced by a group exhibit 


Another stunning shoe was an oxford of paisley, of 
multi-colored leather, overlaid with designs of dull 
black cabretta, and a heel covered with paisley leather. 

Another stunning shoe is made of white patent 
leather, with black patent leather trimmings so neatly 
fitted that they look as if they were inlaid in to the 
white leather. 

Baby alligator, and snakeskin grains also were used 
to get new novelty effects in women’s shoes. Per- 
fumed leather was another novelty that attracted the 
nose of some buyers. It was delicately scented with 
violet. It is, by the way, as easy to make leather smell 
of flowers as it was to make smoked elk leather smell of 
smoke. 

Athletic Shoes to the Fore 

Athletic shoes had their first good’ showing at this 
exposition in Boston, meaning that the variety of them 
was larger and the quality of them better than has 
hitherto been offered to the shoe merchants. 

Athletic shoes comprise shoes for football, baseball, 
golf, skating, hockey, sprinting, and other indoor and 
outdoors sports. More than 10,000,000 pairs of them 
are now made and sold annually. 

They open a new field to the retail merchant. 
Already 10,000 sporting good stores in the country are 
selling athletic shoes. The number of regular retail 
stores, with athletic shoe departments, is not known, 
but it is known that the number is increasing. 

When an enthusiastic visitor exclaimed—‘“This is the 
best show ever given,”’ Albert N. Blake, president of the 
exposition, answered by saying:— 

**I will be modest enough to say that I think it 
is, too. We have put a lot of hard, earnest work 


into this show for the purpose of presenting to the - 


trade new, practical ideas, for use in daily busi- 
ness, as well as for the purpose of impressing the 
public with the importance of good footwear. 

“I trust that every visitor will go home with a 
wealth of information and experience, and will 
look forward to the next show with eager antici- 
pation. 


**They helped us to make the show the splendid 
success that it was. I wish them one and all good 
luck and a new prosperity.” 





Retail Merchants’ Day a Big Success 


Retail Shoe Merchants’ Day of the Third Boston 
Style Show was a big success. It commenced officially 
with a dinner at 12:30, Wednesday, and at 2:30 P.M., 
visiting merchant buyers the country over, with the 
beloved president of the N. S. R. A., C. K. Chisholm, 
at the helm, got into action. Henry Hagan, president 
of the Massachusetts Retail Shoe Merchants’ Associa- 
tion, was chairman of the meeting and gave the 
address of welcome. 


President Chisholm “Says Things” 


After a few introductory remarks from Mr. Hagan, 
President Chisholm gave an inspirational address, in 
which he assured his boys that their efforts for better 
merchandising. were much appreciated by those 
“higher up.” He quoted from the report of the re- 
cently appointed Joint Commission on Agricultural 
Inquiry, showing that the retail shoe store profits for 
1913-1921 were merely norminal. 

“Please remember this authoritative report,” said 
President Chisholm, “and use it to good advantage when 
you are being accused of being a profiteer by an un- 
thinking public, for this official commission of Agri- 
cultural Inquiry, after the most minute investigation, 
has totally absolved the retail shoe merchants of the 
country from all of these pernicious charges.” 

President Chisholm urged a hearty support of the 
National in its next country-wide “get together” at 
Chicago in 1923, 


Hagan Criticizes Style Reports 
Henry E. Hagan, president of the Massachusetts 
Retail Shoe Merchants’ Association, commented on 
the style reports of the National and gave as a bit of 
constructive criticism the opinion that these style 
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The Slipper City of Haverhill was represented at the Big Show by a co-operative exposition of footwear fashion 


reports were written too much with the idea of only 
the big city merchant in mind; that the small mer- 
chants of the little towns and cities could not possibly 
live up to such an elaborate program. 

William H. McMasters, director of the Boston In- 
dustrial and Commercial Bureau, appeared for Mayor 
Curley, and in his name extended the courtesies of the 
city. 

Spangler Waves National Flag 

George M. Spangler, secretary-commissioner of the 
N.S. R. A., told about the efforts of the N.S. R. A. 
in Washington; their good work as to color cards, 
style reports, and stated that as a result of intensive 
co-operation with the other branches of the trade, he 
had good reason to believe that there would be no 
tariff on hides. 

Harry C. McLaughlin, of the Potter Shoe Company, 
Cincinnati, chairman of the N.S. R. A. Style Com- 
mittee, reported that the style bulletin for Fall would 
be issued in a short time. He asked those present to be 
faithful in answering all questionaires on style, as on 
these questionaires are based the style forecast, and it 
is necessary to have all reply, so as to have a repre- 
sentative showing and accurate forecast. 


1923 Convention Boosters 


Otto Hassel boosted the 1923 convention in masterly 
manner. He left not a doubt in the minds of his 
hearers as to their stern duty in attending the National 
meet. 

Jesse Adler, of New York, talked about the many 
benefits to be derived from an attendance at the 1923 
Chicago convention. 


Governor Cox Honored Guest 


The guest of honor was Governor Channing Cox. 
Governor Cox had come to the merchants’ meeting 
from the model shoe factory in the basement, where he 
had made for him a pair of Emerson shoes; these shoes 
golden brown kid oxfords, with rubber heels, were the 


first pair of shoes started when the model factory of 
Emerson Shoe Company commenced operations on 
Tuesday, July 11, and there they were all fitted and 
ready for the Governor at 2:30 P.M., on Wednesday. 

His Excellency spoke on the benefits to be derived 
from attending business conventions and the necessity 
of always being alert to new methods of conducting 
business. He dwelt at length upon New England’s 
glorious past and its glorious present as a leader in 
good shoes and shoemaking, cotton and wool, and 
some other industries. Said he, ““The pessimists should 
be kicked out—then without their dire predictions and 
fault finding New England would still further progress.” 

And W. W. Willson refreshed his hearers with a real 
merchandising talk. He advised the quick selling off 
of old merchandise, so as to be ready for a new, clean 
stock in the Fall. He said that he expected in the 
future the merchant would do business on fewer and 
plainer styles. 





Snapshots of the Runway 


The curtain opens, revealing stage, with setting of 
scene of club lobby, fireplace, handsome rugs, tables, 
chairs, and other furnishings. 

The runway leads to it. 

Preparations for the spectacle “Beauty in Shoes,” 
preceded by display of styles for men and juveniles. 

A multitude throngs Mechanics Building. Every 
seat taken, standing room crowded, eager spectators 
looking on from perches near the roof. 

People love a spectacle. They have loved splendor 
since the noble days of Rome and Egypt, and they will 
love a spectacle as long as human nature abides. Show 
them a spectacle and sell them beautiful shoes. 

First came a fisherman, pole in hand, oilskins and 
fishing boots on. 

Next business shoes, then some golf shoes, and smart 
shoes for young men. An Indian, feathers in his hair. 
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and moccasins on his feet, hits the trail of the pale face. may be effected in the same manner as is membership 
His picturesque costume wins applause. in the Tanners’ Council, or the N ational Boot and 

But it is beauty in shoes that the people wish to see. Shoe Manufacturers’ Association. 

Man needs more color, more vivacity, more originality 
in his apparel to win the admiration of the observant 
throng. Give them something more striking, a stone The report of E. M. Scattergood of Philadelphia on 
age man, or an Apollo in shoes. Women should not the matter formulated and submitted to the Joint 
have all the triumph of style. 

Men’s shoes are good, good in style, good in shoe- 
making. Perchance it is men’s apparel that lacks the 
spirit of style. The coat, the trousers, and the hat are 
not the equal of the shoes. 

Not all smart shoes are for men, slim young men. 
Remember one of our great statesmen weighs more 
than 300. And we have elderly men, splendid looking 
men of mature years who are Chesterfield in dress. 
Let’s free the shackles that bind most men to plain, 
unostentatious apparel. Give them more style in 
apparel, and shoes to match. 






Reports of Special Committees 





























A Distinct 


Innovation 















The Romping Juveniles 





Next come the children. 
A sailor boy makes a knot an hour, along the run- 





Al the Boston Show, the C. H. Alden Co., of Abington, Mass. 





way, tugging his yacht behind him. A gem of child displayed this blucher oxford of tan calf, the feature of which is a 
+ crimped and creased vamp designed to prevent the wrinkling 
style is he. commonly seen in soft toe shoes. 





Next a dainty miss, with her teddy bear, and a lad 
with a baseball bat and shoes, a little miss with red top 
Russian boots, a chap in overalls and play shoes, a miss 
in brown from her curls to her shoes, a school girl in 
rubber coat and boots, another little girl in blue, and 
their playmates. 

Yes, people love children, and love to see them 
dressed in pretty, childish ways. Some designs may be 
adaptations of shoes “like mother wears,” but most of 
them are distinctively child-like, bright in color, 
clever in design, and of molds that set the foot free. 


















Agricultural Commission of Inquiry, was made. 
Mr. Scattergood was chairman of the special com- 
mittee appointed by the national association on request 
of the Washington body to prepare a survey on the 
wholesale shoe business. This committee’s work sup- 
plemented that of the Joint Agricultural Commissions, 
and has been accepted by the latter. What disposition 
the commission will ultimately make of this supple- 
mentary report has not been as yet determined. 


A report of the Rubber Committee, Irving R. Fisher. 


National Shoe Wholesalers Meet of New York, chairman, was given in detail. Mr, 


‘ ° . Fisher’s report principally pertained to the announce- 
Change From Indirect to Direct Member- ment-of-price dates, and was prepared with the thought 


ship, Effective January 1, 1922 of offering some concrete suggestion for a harmonious 
Boston—The executive committee of the National arrangement between rubber shoe manufacturer and 
Shoe Wholesalers’ Association held a meeting at the retail shoe merchant. At the present time, the mem- 
Copley Plaza on Monday evening, July 10, followed by bers of the National Shoe Wholesalers’ Association 
a general meeting at 11 o’clock on Tuesday, July 11. find that there are two different angles from which 
Luncheon was served at one o’clock and adjournment price-dating is being considered—the manufacturers 
took place at 4:15 P.M. One of the big features of the maintaining that it is a question of production and the 
July 11 meeting was the work of the reorganization retail merchants maintaining that the announcement of 
committee, for the purpose of changing the form of rubber prices in mid-season has an upsetting influence 
association membership. Heretofore, there have been on their business. The National Shoe Wholesalers’ 
no direct members in this association. An individual or Association insists that each side has a perfect right to 
firm might obtain membership only by first joining one — its opinion, that there is nothing in the nature of a 
of the local associations in the various sections, after controversy intended, but on the contrary, a desire on 
which membership in the National body was auto- their part to amicably solve the big problem. 
matic. The new membership plan, as presented by the A report of the Transportation Committee, E. F. 
re-organization committee was accepted, as well as the Carpenter of Chicago, chairman, dealt chiefly with the 
new by-laws, and commencing January 1, 1923, mem- proposed specifications for wooden and fibre shoe con- 
bership in the National Shoe Wholesalers’ Association tainers put out by the Bureau of Explosives. 
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Showing how leather and shoes are made. — Snapped at the Boston Style Show he 
A Shoe F da-T in 
oe Factory and a: Lannery in 
ONSIDERING merchant and public interest, the work- tannery is to insure a national attendance of merchants ard 
¢; exhibits of a complete tannery and shoe factory, with the their salesmen as well as the public. fe 
accessory making of lasts, cartons, tags, and labels were The firms co-operating in this great exhibit were: The Emer- tu 
the leading features of the National Shoe and Leather Exposi- son Shoe Company, Rockland; United Shoe Machinery Com- tir 
tion and Style Show. To complete the service chain a model pany, Beverly; A. C. Lawrence Leather Company, Boston; 0.1 
shoe store was the final exbibit. United Last Company, Boston; Dunbar Pattern Company 
The educational value of a working exhibit is so great that Boston; Farnsworth, Hoyt Company, Boston: Hoague-Sprague st 
the promise of all future shows in capturing a model factory and Corporation, Lynn, and Tolman Print, Boston. fo 
Shoemaking Epigrams 
A Selection of Industrial Facts Posted in the Model Shoe Factory at Mechanics Building 
for Merchants and the Public to Study ? 
Every important detail in making of high-grade Goodyear Seventh-five per cent of the price you pay for a pair of shoes is 
Welt Shoes is here open for your inspection. The operators will goes to labor in one form or another. = 
gladly explain anything you do not understand. Sixty years ago all high-grade shoes were made by hand. In cw 
Emerson Shoes are being made in this exhibit just as they are comparatively recent years these machines have revolutionized act 
made in our factory at Rockland, Mass. , the making of high-grade shoes. pu 
The machines of the Goodyear Welt System in this model The machines in this exhibit will produce about 120 pairs per lia 
shoe factory are driven by individual motors, forming the most day. 
up-to-date economical installation. Machines and accessories There are more than 200 operations in the making of = 
supplied by the United Shoe Machinery Corporation, Boston. a shoe, each one requiring the expert services of a. trained . 
This model shoe factory is an exemplification not only of the operator. wil 
methods employed, but of the materials required in making Shoe making is an inherited trade with us. We are most of pel 
high-grade Goodyear Welt Shoes. us descended from a long line of shoemaker ancestors. of 
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Stock Turn Shows No Increase 


Figures Compiled by Harvard Experts Reveal Conditions Existing. in 
1921 and Point: the Way Toward Better Things 


Retail Shoe Stores in 1921,’’ the Harvard 

Bureau of Business Research has issued its 
Bulletin No. 31, based on a investigation of conditions 
in retail shoe stores in the critical year immediately 
following the price decline of 1920, 

“The year 1921,” says the Introduction, ‘was 
the first year of prolonged business depression since 
the Bureau started its study of the cost of doing 
business in retail shoe stores in 1911. The out- 
standing feature of this year’s investigation was the 
fact that the adverse effects of the crisis of 1920 were 
felt more strongly in the year 1921 than in the year in 
which the crisis occurred. Gross profit generally was 
lower in percentage of net sales; total expense was higher 
in percentage of sales; and the average firm showed a 
net loss for the year 1921. Sales in dollars and cents in 
1921 were about 9 per cent less than in 1920. The 
average firm was not able apparently to reduce its 
expenses as rapidly as sales fell off. This resulted in a 
majority of the firms showing a net loss for the year. 
The readjustment of operating expenses to changed 
conditions had been carried on with much more rapid 
progress by some firms than by others. This was indi- 
cated by the fact that for 1921 there was greater irregu- 
larity and wider dispersion of the expense percentages 
than in previous years. Enough firms were putting their 
business back on a profitable basis in 1921, however, to 
indicate that substantial improvement may be expected 
in the showing for 1922. 

“The firms that made the best showing in 1921, with 
few exceptions, were those that had a high rate of stock- 
turn. The firms that turned their stock more than 2.3 
times, for example, had an average net profit in 1921 of 
0.6 per cent of net sales, whereas the firms turning their 
stock less than 1.5 times had an average net loss of 
four per cent of sales. 


407 Firms Reported 


“From the analysis of the financial statements it 
appears that the credit conditions in the trade were not 
quite as satisfactory at the end of the year 1921 as at the 
end of the preceding year; the ratio of current assets to 
current liabilities was not as high, and the ratio of 
accounts and notes payable to the average monthly- 
purchases tended to be greater, thus indicating heavier 
liabilities in proportion to the amount of business 
carried on. 

“The record of the last three years, taken together 
with the data that had been compiled for the pre-war 
period, furnishes a history of the trade that should be 
of value to shoe merchants for future guidance in the 


UD) recai the title of “Operating Expenses in 


conduct of their business, This record shows how the 
profits of prosperous years are likely to be wiped out 
by the losses of years of depression unless exceptional 
foresight is exercised in preparing the business for a 
slump. The summary of the figures for the year 1921 is, 
therefore, an essential link in this history of the changes 
that have occurred in this trade during the ups and 
downs of business prosperity. 

“The firms from which reports were received on 1921 
operations were located in 42 states, in Canada, and 
one in Hawaii. The reports from 407 firms with an ag- 
gregate volume of $70,699,000 were used in the tabula- 
tions. In addition to these, reports also were received 
from 33 other firms with an aggregate volume of sales 
of $3,375,000. 

Figures on Net Sales 


“The net sales of the firms whose reports were tabu- 
lated ranged from $3000 to $2,997,000, the largest of 
these firms operating several branches in one city. Two 
hundred twenty-three firms were located in cities with 
less than 50,000 population; 61 in cities with 50,000— 


‘99.000 population; 77 in cities with 100,000—699,000 


population; and 39 in cities with over 700,000 popula- 
tion. Seven unidentified reports were received, which 
could not be allocated to individual cities. 


Operating Expenses for the Trade as a Whole 


“The average cost of doing business, with separate 
figures for each of the individual items of expense, is 
shown in Table 2. According to the standard classifica- 
tions of account used in the compilation of these fig- 
ures, total expense, which represents the cost of doing 
business, includes not only such items as advertising, 
insurance, and office supplies, but also a fair salary for 
the proprietor or partners, rent of the store whether 
owned or leased, and interest both on borrowed money 
and on proprietor’s net investment in the business. 
Only such reports as could be adjusted closely to this 
standard classification of accounts were included in the 
tabulations. The common figure for each item given in 
Table 2 is the one around which the entire body of re- 
ports tended to concentrate. As stated previously, the 
variations from the common figures were greater in the 
1921 reports than in reports for preceding years. This 
undoubtedly was due to the fact that some firms were 
not able to readjust their operating expenses to changed 
business conditions as rapidly as other firms effected 
their readjustments.. The common figure, however, in 
each case is a typical figure with which each individual 
merchant can compare his own results. Wherever he 
finds that his own expenses are lower than the common 
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figure, he can be confident that in that.respect he has 
made better than average progress in readjusting his 
expenses. Where his figures are higher than the average, 
unless there are quite exceptional conditions, he ordi- 
narily can expect to find it necessary to introduce new 
economies. This is the table with which the individual 
merchant can most profitably compare his own state-’ 
ment to learn how his expenses compare with the aver- 
age, for the trade. 


TABLE 2 


Operating Expenses in Retail Shoe Stores in 
1921—407 Firms 


Net Sales — 100% 


Common Figure 


Wages of Salesforce (including PM’s).... 10.8% 
aie ont Sika mw kde 2.3 
Boxes, — and Other sinseetess 0.3 
Total Selling. . id paingnaal ana naa 
ios deeb eee ound ee bemeeke 0.2 


Buying, Management, and Office Salaries. 3.5 
Office Supplies, Postage, and Other Man- 


Sc citnin 6 ovbedotsnte cuenta 0.4 
Total Buying and Management......... 3.9 
Rent... a Tee ae 
Heat, Light, end Power. i isc steserainsaeiel 0.6 
Taxes (except on buildings, income, and 

profits). . a ee 0.7 
Insurance (except on buildings)... ini 
Repairs of Store Equipment............ . 02 
Depreciation of Store Equipment...... 0.4 
Total Interest. . iva go Oie 
Total Fixed Charges end U keep. ba diainets 8.5 
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Operating Expenses According to Volume of Sales 


“The common figures for the trade as a whole furnish 
the primary guide to a retail shoe merchant in checking 
his own_results. Comparing each of his own percentages 
with those shown in Table 1, he can learn just which of 
his items. are too. high. That comparison shows the 
points to which attention should first be directed for the 
purpose of effecting economies. At the same time, of 
course, care should be taken to keep in hand the other 
expenses in the individual store which fortunately 
already are below the average. 

“For a further check upon the results of the individual 
firm the common figures given in Table 4 can be used. 
For this detailed analysis the firms have been divided 
into five groups according to volume of sales. The num- 
ber of firms in each group and the common figure for 
each item of expense are shown. 

“The outstanding points brought out by this table 
are as follows: The firms with a small volume of sales 
showed the highest common figure for wages of sales- 
force, the percentage of salesforce expense steadily de- 
clining as the volume of sales increased. Advertising, 
on the other hand, showed an increase, in percentage of 
net sales, as the volume of sales rose, the firms with large 
volume having the heaviest advertising expense in 
percentage of net sales. Delivery expense, likewise, 
was highest in percentage of sales for the large 
firms, a majority of the firms with sales of less than 
$30,000 reporting no delivery expense whatsoever. 
Buying, management, and office salaries, in contrast to 
wages of salesforce, were higher in percentage of sales 
in the firms with a large volume of business than in the 
firms with a small volume. Rent, in percentage of sales, 
was somewhat higher on the average in the case of 
firms with sales over $100,000 than for the smaller 
firms. Total interest was highest in percentage of sales 
for firms with a small volume and lowest for the firms 





SE ee Ee Te 1.6 
Losses from Bad Debts. . ihe). 9s Sn whose sales were over $250,000; the expense for total 
interest in these groups, it may be added, varied in 
MIR Sp ddevdccsonicccscctbas Sean versely with the rate of stock-turn. 
TABLE 10 
Operating Expenses in Retail Shoe Stores in 1921 by Federal Reserve Districts 
Net Sales = 100% 
New St. Kansas San Fran 
recniten af Weaee oo = Cc boeaand Cine oe 7 + ag 
ns a 10.9% 10.1% 10.5% 10.3% 11. 8% 11.1% 10.6% 
EE eee TS Tey Creer erie 1.4 1.5 2.0 2.1 2.5 2.8 3.2 
Buying, Management, and Office Salaries...... 4.1 2.9 3.8 3.9 3.8 3.5 4.4 
iss i <ss bowen ded cn asdes Seine ed A Hi eds 3.7 4.5 2.9 2.7 2.5 2.9 3.6 
Heat, Light, and Power ................0006: 0.6 0.6 0.5 0.7 0.6 0.5 0.4 
Taxes (except on buildings, income, and profits) 0.7 0.4 0.6 0.7 0.4 0.7 0.7 
Insurance (except on buildings).............. 0.6 0.5 0.5 0.5 0.5 0.4 0.4 
ps TP TT ee eee ee vow IBS 2.7 3.0 3.1 3.0 3.3 3.1 
Losses from Bad Debts...................... 0.2 0.1 0.2 0.3 0.3 0.2 0.2 
Total Exxpemee... oii ce Wi letese veeeeds. 28.6 25.4 27.0 27.0 28.6 28.7 29.8 
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Operating Expenses by Federal Reserve Districts 


“For the benefit of shoe merchants who are especially 
interested in geographical comparisons of expenses, a 
tabulation of the 1921 reports has been made according 
to Federal Reserve districts. Although reports were 
received from every Federal Reserve district, in five 
districts the numbers were not large enough to justify 
separate tabulations for those districts. Consequently, 
the figures for geographical comparisons are given for 
only seven Federal Reserve districts. The number of 
firms for which reports were received in each district is 
stated in the table. The proportion of large firms and 
small firms is not the same in all the districts. This 
accounts for some of the divergencies in the percentages, 
such as advertising, for example. The table, which 
shows a strong similarity in average conditions in the 
various districts, is shown on the previous page. 


Stock-T urn 


“The average rate of stock-turn for the firms from 
which reports were received in 1921 was 1.9 times. This 





TABLE 4 


Operating Expenses in 1921 According to Volume 
of Sales 


Net Sales = 100% 


Net Sales 

less than $30,000--$50,000-$100,000-$250,000 

$30,000 49,000 99,000 249,000 and over 
44 


Number of Firms 77 89 106 91 
Wages of salesforce . 12.6% 11.0% 104% 104% 9.5% 
Advertising. . ; ae 1.8 2.0 2.9 2.7 
Boxes, Wrap., ‘and Other 

Selling. . ia de oa 0.2 0.3 0.2 0.3 0.5 
Total Selling. . RRS 7 13.9 13.1 12.6 13.6 13.7 
Oakes cveerseys vse 0.1 0.2 0.2 0.5 


Buying, Management, 

and Office Salaries.... 3.6 3.1 3.5 4.3 5.3 
Office Supplies, Postage, 

and Other Manage- 


ment. ; 0.2 0.3 0.4 0.5 0.5 
Total Buying ond Man- ‘ 

agement........... 3.8 3.4 3.9 5.3 5.8 
Rin tscea ke 3.0 2.7 2.7 3.6 3.4 
Heat, Light, ond Power. 0.7 0.6 0.5 0.5 0.4 
Taxes (except on bldgs., 

income, and profits).. 0.8 0.8 0.6 0.5 0.5 
Insurance (except on 

buildin). . “ 0.6 0.5 0.5 0.5 0.4 
Repairs of Store Equip- 

ment. erry 0.08 0.2 0.1 0.2 0.2 
Depreciation of Store 

Equipment. . cc. 0.3 0.4 0.5 0.4 
Total Interest....... .. 4.1 3.3 3.1 2.8 2.4 
Total Fixed charges and 

Upkeep............. 96 84 79 86 7.7 


Miscellaneous. . 1.0 1.0 1.3 1.3 1.2 
Losses from Bad Debts. 0.2 0.3 0.2 0.2 0.2 


Total Expense ........ 28.6 263 26.1 29.2 29.1 
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was practically the same as in previous years. For the 
242 firms from which reports were received for both 
1920 and 1921, the common figure was two times in 
1920 and 1.9 times in 1921. 

“The lowest rate of stock-turn reported by any firm 
for 1921 was 0.5 times, the highest 16.3 times. The 
highest figure, however. was altogether exceptional, 
since only one other firm turned its stock more than 7 
times; only 14 others more than four times. 

‘The rate of stock-turn in 1921 for the various groups 
of firms classified according to volume of sales was: 


TABLE 11 


Rate of Stock-Turn and Total Interest in 1921, According 


lo Volume of Sales—407 Firms 


Rate of Total 
Stock-turn Interest 


NB 1.3 times 4.1% 


Volume of Net Sales 


Less than $30,000 


$30,000 — $49,000.......... 1.7 3.3 
$50,000 — $99,000.......... 1.9 3.1 
$100,000-$249,000.......... 2.1 2.8 
$250,000 and over. ae >: 2.4 


“A comparison of the figures for rate of stock-turn 
and for total interest in Table 11 shows that the firms 
with a small volume of sales had a low rate of stock- 
turn and a high figure for total interest, the rate of 
stock-turn increasing and the figure for total interest 
decreasing as the volume of sales rose. Enough firms 
with small volume of sales, however, secured a high rate 
of stock-turn in 1921 to prove that there is no inherent 
reason why in most instances the small firm cannot 
substantially increase its rate of stock-turn. 

“The rate of stock-turn was practically the same in 
are different Federal Reserve districts, indicating again 
that the better basis for analytical comparisons is not 
geographical location, but volume of sales. 





George A. Volk Dead 


George A. Volk, pioneer shoe man of Dallas, Texas, 
and president of Volk Bros. Company, died at his resi- 
dence in that city on the evening of July 4. Mr. Volk 
left Baltimore and took up his residence in Dallas in 
1889, associating himself with the Volk Store which had 
been established the year previous by Leonard W. Volk 
his brother. The growth of this firm was very rapid and 
has continued expanding until today this firm is a rec- 
ognized factor in the retail world, carrying one of the 
largest and most complete stocks in the United States. 

George Volk was actively associated with the Texas 
Retail Shoe Dealers’ Association, he being a past presi- 
dent of that organization. He was an active member of 
the Chamber of Commerce and has oft-times been re- 
ferred to as a man who radiated the typical Texas spirit. 
In one of the last interviews the correspondent had with 
Mr. Volk, he remarked that he attributed the remarka- 
ble success of his firm to the fact that honest merchan- 
dising had been the established policy throughout his 
31 years of his business career. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 
MUSCLES THAT MOVE THE FEET 


Second Installment—Minute Structure of Muscles 


HAT do muscle fibers look like under a micro- 
W scope? How are they bundled together, at- 
tached to bone, protected from harmful in- 
fluences, and supplied with materials for growth? 
Clear ideas of structure of misroscopic units permit 
clearer understandings of actions of large muscle masses; 
and the following explanations are essential for com- 
prehension of muscle physiology as dealt with in the 
next section. Shoe fitters will continue to make same 
errors of judgment until they learn more about muscles. 
Figure 39 is a drawing of human muscle fibers greatly 
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Figure 39— Human muscle fibers as seen greatly 

enlarged through a microscope —After Toldl’s Ana- 

lomical Atlas, Republished by special permission 
of Rebman Company, New York 
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Figure 40— Human muscle fibers very greatly enlarged, and 

showing endings of nerves on surfaces of the fibers —After Toldt’s 

Anatomical Allas, Republished by special permission of Rebman 
Company, New York 


enlarged. Fibers are represented as parallel cords packed 
closely together, and there are shown in this illustration 
two layers of inelastic connective tissue which partition 
off bundles of muscle filaments. Cross markings are 
seen in muscle tissue that are not present in the two 
fibrous partitions. Small dark spots called nuclei are 
distributed irregularly throughout the picture, and they 
are important structures which need not be explained, 
however, in the present discussion. 

Each muscle fiber is enveloped by a membrane ot 
inconceivable thinness, and within this limiting mem- 
brane is contained the tender contractile muscle sub- 
stance. Cross markings are produced by peculiarities 
within the contractile mass, and give the name of 
striated muscle to such fibers. 

Figure 40 represents three muscle fibers enlarged still 
more, and prepared by a special microscopical method 
to show the way that extremely fine nerve branches of 
motor nerves break up into “end plates” on surfaces of 
muscle fibers. In end plates nervous impulses are able, 
in obscure, unknown ways, to stimulate muscle tissue 
to contract. 
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Thin-walled capillaries and nerve filaments have not 
been represented in figure 39, because collapsed capil- 
lary walls would appear to be fine lines, which would be 
distinguishable with difficulty among connective tissue 
fibers. Forthesamereason nerve filaments are not men- 
tioned. Capillaries, however, run between muscle fibers, 
and substances soak through their walls from the blood 
stream into spaces between them and limiting muscle 
membranes. Actual spaces do not exist: when capillary 
walls lie in contact evenly with membranes, but there 
are always some irregular clefts between the two sur- 
faces somewhere, which are filled with fluid. Substances 
also soak out.from the interior of muscle fibers into 
these clefts which are called lymph spaces. Fluids filling 
lymph spaces are called lymph. Lymph contains some 
useful and some useless substances. It is a combined 
food supply and sewer for the tissues. 

Lymph spaces are continuous with others in irregular 
a = manner, and lymph oozes slowly 
through muscles until it reaches 
lymph spaces which appear to 
have delicate walls. The latter 
collect into definite lymphatic 
vessels that conduct jymph away 
and return it, after filtering 
through special lymph nodes, 
into large veins for further 
purification and re-distribution 
in general circulation. 

Very delicate connective tissue 
fibers run sparingly with capil- 
laries and with nerve fibers 
among muscle filaments. Small 
groups of muscle fibers are united 
into small bundles by thin in- 
elastic connective tissue cover- 
ings. Larger muscle bundles are 
bound together by stronger fi- 
brous coverings, and an entire 
muscle is enveloped in a continu- 
ous strong inelastic fibrous sheath 
of like nature 

Larger blood vessels and nerves 
make their way through larger 
connective tissue partitions, or 

- “2 septa as they are called, and dis- 
Figure 42—Diagram of a tribute their branches to smaller 
muscle and its attachments. septa from which ultimate dis- 
—Aflter Toldt’s Anatomical , .« i . ‘ P 
Atlas, Republished by spe- tribution in the tissue is accom- 
cial permission of Rebman plished by further branching. 

Company, New York = . ° 

Figure 41 is a cross section of a 
human muscle, and its actual appearance might be in- 
distinguishable from cuts of meat in any butcher’s shop. 
Anyone who has eaten lean meat knows roughly what 
muscle fibers are like, because meat is composed largely 
of these contractile masses. It is needless to state per- 
haps that tough meat has well developed fibrous con- 
nective tissue partitions. and that tender juicy proper- 
ties of meat depend on the contractile muscle pulp. 








BOOT AND SHOE RECORDER 89 





' 


| an eee doth cb 


Figure 41—Cross section of a human muscle showing masses of 

muscle fibers and partitions of connective tissues, with blood 

vessels in the thickest partitions—After Toldt’s Anatomical 

Atlas, Republished by special permission of Rebman Company, 
New York 


Figure 42 is a useful schematic drawing of a muscle 
and its attachments. Fibrous partitions are represented 
as converging into a common fibrous prolongation, the 
muscle tendon, at one end. At the other extremity they 
are attached by fine filaments to a large bony surface, 
securely and evenly, without uniting into a single cord. 
The tendon is represented as attached to a smaller area 
on another bone by similar fine fibers. A small protec- 
tive bursa is shown at the juncture of tendon and bone. 
The use of this small, closed sac, is for protection of the 
tendon from rigid underlying bone, when outside pres- 
sures jam the tendon against the bone. Muscle fibers in 
the drawing are represented purely schematically, as 
parallel striated columns between connective tissue septa. 





26,901,540 Pairs in May 


Washington, July 10—Production of various kinds 
of footwear, exclusive of rubber, in the United States in 
May totaled 26,901,540 pairs, according to the Shoe 
and Leather Manufacturers’ division, Bureau of For- 
eign and Domestic Commerce. The output was divided 
as follows: Men’s, 6,495,060 pairs; boys’ and youths’, 
1,739,626; women’s, 8,714,277; misses’ and children’s 
3,606,823; infants’, 1,934,958; athletic and sporting 
(leather), 739,052; canvas and other textile fabrics, 
1,415,623; all other footwear, 2,258,121. 

The May production of ‘boys’ and youths’ and ath- 
letic shoes” was respectively, an increase of 175,921 
pairs, and 108,483 pairs, as compared with the quanti- 
ties of these classes manufactured in April. The total 
number of pairs of all classes of footwear, exclusive of 
rubber, manufactured in May, however, was 292,261 
less than the quantities produced in April. 


The Oldest Shopper 


Who is the oldest shopper in town? 

Offer a prize of a pair of shoes for the oldest person 
visiting the store during the week. See how many old 
folks there are. 

Mrs. Mary C. Fuller is the oldest active shopper in 
Lynn, “City of Shoes.” She is 91. 

Who can beat her record? 
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Stock Records Studied at Convention 


Unusual Feature Introduced at Meeting of Illinois Association 
—Bookkeeping Systems Also Thoroughly Discussed 


Peoria, Ill., July 12. 
ARLY Sunday, shoe travelers and merchants 
began to arrive in Peoria for the Ninth Annual 
Convention of the Illinois Shoe Retailers’ 
Association held at the Hotel Jefferson. The hotel is 
especially well equipped to house and handle large 
conventions of this sort. Peoria has gained a reputa- 
tion as a convention city and the Jefferson is known 
as a convention hotel. 

Through the cordial relationship between merchant§ 
and shoe travelers, the forenoon of each day was given 
over to the inspection of more than sixty lines on display 
in especially arranged booths and sample rooms. This 
year the Illinois association departed 
from its custom of issuing a year book 
and so d to manufacturers and whole- 
salers advertising space on cards 
about two and a half by three feet 
in size. The cards completely en- 
circled the Gold room of the hotel 
where the convention sessions were 


held. 


Membership Gains Reported 


The first session of the convention 
was called to order at 2:30 by Presi- 
dent S. A. Murray of Clinton. A 
welcome address on behalf of the city 
was made by Mayor Victor P. 
Michael. In his keynote address, 
President Murray outlined some of 
the things which the association has 
accomplished during the year, one of 
which is a gain in membership of 
about thirty firms. He also thanked 
the members of the association for 
the loyal support which they had tendered him and 
pledged his own support to the incoming administra- 
tion. He asked each member present to endorse a note 
which he displayed on the speakers’ table, pledging 
himself loyally to support the officers of the association 
in their endeavor to better retail merchandising condi- 
tions in the state. 


Change in Dues Planned 


In his annual report, the president reviewed some of 
the hard work done during the year and recommended 
that the State be divided on lines of congressional dis- 
tricts and that a captain be appointed to conduct a 
membership drive in each district. He also recom- 
mended that the constitution be changed so that mem- 





A. E. SCHULEIN 
Rockford, Illinois, shoe merchant, who has been f 
made President of the Illinois Shoe Retailers’ @ convention unless they get value 


Association 


bership dues would be on a sliding scale based on the 
annual sales of each member as prevails at the present 
time in the lowa Association. 

A telegram was read from Frank P. Meyer of Dan- 
ville, former president, telling of his inability to be 
present at the convention, owing to the fact that he was 
in a hospital. 

One of the innovations of the convention session was 
a display of stock records and bookkeeping records in 
use in some of the best stores in the State. Each mer- 
chant explained his system of records, what it accom- 
plished for him in the conduct of his business and in 
most instances pointed out its shortcomings. 

In the evening, a stag dinner and 
entertainment were arranged by the 
shoe travelers at Ye Old Tavern on 
the Heights. The entertainment was 
clean and enjoyable. 


Urges Worthwhile Programs 


The first speaker of the Tuesday 
afternoon session was Earl C. Logan, 
Western Editor of the “Boot and Shoe 
Recorder,”’ who stressed the necessity 
of always having something new for 
discussion at state conventions. 

‘Building a state association,” he 
said, “is just like building a retail 
business. It can be accomplished 
only by giving people what they want 
when they want it and at a price 
which they believe is fair and reason- 
able. Merchants cannot afford to 
spend their time and money attending 


received. Associations come in com- 
petition with the great out-of-doors in vacation time, 
in conpetition with a man’s own personal business and 
with other events which he feels have a claim on his 
time at the particular moment. Every merchant owes 
a duty to his community and to his craft, but he can 
never be forced to perform that duty unless he can see 
where he will personally profit by so doing.” 

The following officers were elected for the ensuing 
year: 

President, A. E. Schulein, Rockford; Vice-President, 
W. C. Waegner, Aurora; Secretary-Treasurer, William 
Ackerman, Springfield; Directors for three years, 
R. Metz, Chicago; R. Huber, Peoria; Al. Heintz, 
Quincy; and Director for two years, W. A. Catlin, 
Belvidere. 
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LOST 
Somewhere between the years of 1916 
and 1922, Ye Olde Tyme Spirit of the 
Golden Rule, Principles of Economy and 
Industry. Suitable reward paid for 
return of same in satisfactory profits by 


I. M. OPPORTUNITY 





in prominent places in the offices, shipping 

rooms, and manufacturing floors of a large Chi- 
cago shoe factory are the “Found” and “Lost” notices 
quoted above. 

To what extent is the “fast growing overhead”’ pre- 
valent in most business due to the “loss of ye old time 
spirit of the Golden Rule and principles of economy 
and industry?” 

Was the Golden Rule ever really found and used 
by the industrial world as a whole? Was there ever a 
time when it was any more generally practised between 
employer and employee, between owner and agent, be- 
tween father and son, between landlord and tenant, 
or between buyer and seller than it is at present. 

History—teligious, poli- 


P's es on a large card in bold type and placed 
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FOUND 
Between the years 1916 and 1922, a 
fast growing overhead. It thrives on the 
desire for shorter hours, larger mark-up 
and less business. Without attention ul 
grows steadily and can be sold to 


I. M. FAILURE 





tor, but in such instances, happiness and contentment 
are usually absent. The story usually ends with some 
sort of a tragedy. 

After all, what right have I to ask or expect anybody 
to do anything for me unless I am willing and 
show a disposition to do something for him? What 
right have you to expect any man to enter into any 
kind of a business transaction with you unless it is for 
the mutual advantage of both? What right have you 
to expect a man to buy a pair of shoes of you and pay 
you a profit unless he is to be equally profited? 

The Golden Rule, stripped of its biblical terms and 
translated into plain every day language, means a rule 
for making gold—and gold means money. Through- 
out all history, gold has been a precious metal and has 

had a high monetary value. 





tical and industrial — is 


Only the miser wishes to 





replete with instances of 
both the adherence to and 
the abrogation of the world- 
old principle of “doing unto 
others what ever ye would 
that others should do unto 
you.” 

Governments have prog- 
ressed, religious bodies have 
grown, land owners have 
become wealthy, businesses 
have -succeeded by the 
adherence to this principle. 

On the other hand, history 
records some instances of 
apparent financial successes 


where the principle of the. 


golden rule does not stand 
out as the dominating fac- 





T is with very real pleasure that I announce 
T the election to the directorate of the Boot and 

Shoe Recorder Publishing Company of Earl 
C. Logan, our Western Editor, whose editorial for 
the week appears on this page. Mr. Logan’s 
headquarters are al 189 West Madison Street, 
Chicago. 

The action of the Board of Directors in adding 
Mr. Logan to its membership is a recognition on 
its part of the excellent work which he has done 
in all branches of the trade during his connection 
with this publication.” His practical knowledge 
of retailing, his industry and his very real desire 
to be of assistance to all with whom he comes in 
contact make this promotion a most logical 
development. 

EVERIT B. TERHUNE, 
General Manager. 








possess, hold and hoard gold. 
The prudent man desires 
what it will purchase that 
will make life more pleas- 
ant and more worth living; 
and usually he is willing to 
give value receive d in time, 
in thought, in commodities, 
or what ever he may possess 
and wishes to exchange for 
it. That is the true spirit 
and interpretation of the 
rule for making gold. Or, in 
the language of Theodore 
Roosevelt, “‘a square deal.”’ 
Shorter hours and less 
business are undoubtedly 
conducive to growing .over 
(Continued on page 100) 
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Showing interior of new Volkmore s‘ore in Cleveland, as it appeared on opening day. A feature is the shelving, 
which, contrary to custom, is of steel 


New Features Found in Cleveland Store 


NEW shoe store opened its doors here Saturday, 
A May 20, and an admiring throng of Cleveland- 

ers that filled it all day, admired the tasty 
appointments, the spacious quarters provided for 
patrons, the comfortable chairs and many other con- 
veniences straightway voiced opinions that it was about 
as fine and commodious a store as can be found in the 
middle West. 

Elmer L. Volkmore, who has two other prosperous 
shoe stores in this city is the proprietor of this new 
merchandising establishment that made its initial bow 
to the public last Saturday. The store is located in the 
Hotel Euclid block, in Euclid Avenue at E 14th Street, 
which is in the heart of the new theater district that 
sprung up here lately. This section is known as play 
house square, and it is rapidly becoming one of the 
busiest shopping districts of the city. 


10,000 Feet of Floor Space 


There are two floors to the new store, a main and 
basement and the management has 10,000 square feet 
in both at its disposal. On the main floor $5 shoes will 
be sold. Both men and women will find their sizes and 
models at that price. In the basement $3.50 shoes for 
men, women and children will be dealt in exclusively. 
The prices mark an innovation here for what is re- 


garded as a high class store here in the high rental 
districts of the downtown section, and the experiment 
is watched with considerable interest. 
The rooms have a width of 31 feet and a depth of 168 
feet. 
Shelving of Steel 


A handsome appearance is given the main floor by a 
marble floor, polished: to a smoothness that made it 
glisten under the reflection of the electric lights that 
illuminated the room. Another striking feature of this 
store is the shelving. These are made of steel, and Mr. 
Volkmore claims his is the first store in the country to 
be equipped with the material. The shelves were made 
by The Mills Company at St. Clair Avenue and E 55th 
Street, and inquiry at that establishment elicited the 
information that the product is just being put on the 
market. 

Heavy green Wilton velvet rugs, 54 inches in width, 
extend the length of the room. The chairs, 120 of them, 
are of the Windsor type, and are done in olive green. 
The interior finishings, the woodwork and the shelving 
carry out the olive green color scheme, and an attrac- 
tive piece of work was done by the decorators. It was 
stated that approximately $25,000 was expended 
in the work of refinishing and redecorating the 
room. 
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One steps from the street into a commodious rest 
room, and it has been furnished with a view to being in 
harmony with the purpose of the room. There is a 
9 by 12 rug of the general color scheme of the store on 
the floor in this apartment. There is fibre furniture in 
rockers, straight chairs and davenport. A telephone is 
handy and writing tables are available. 


Mammoth Electric Sign 

A wide oak stairway leads from the main room at 
about the center into the basement store, which will 
not be opened until August, on account of some re- 
finishing and redecorating to be done. 

Plenty of space has been provided for displays of 
shoes in the three large plate glass windows that extend 
the width of the store on Euclid Avenue. The glass is 
set in copper and marble bases and the windows also 
are fitted with signs and valances. 

The crowning feat of the store display on Euclid 
Avenue is the mammoth sign displaying ““Volkmore’s $5 
shoes.” The letters are in white and there are white 
lights to illuminate the sign. The figure $5 is set in a 
circle four feet in height. There is a background of 
green to this circle with an outlet in red. The center 
circles scintilates and the constantly shifting light has 
a most striking effect, and causes every one passing the 
store to glance at it. A golden chain, emblematical of 
the Volkmore chain of stores, encircles the sign. 

The windows are paneled in ivory and gold, while 
the elaborate fixtures for the windows are in ivory and 
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delf blue, with hand carvings placed in spots to enhance 
the beauty. 
Sales Force of 25 


The office, in which Mr. Volkmore will exercise 
supervision of the store is located in the rear, and it 
affords a complete view of the entire store. 

So great was the rush on the first day that 25 sales- 
women and men were employed on the floor. 

One of the strong features of the line to be carried is 
the hosiery. Mr. Volkmore is convinced that hosiery has 
an especial attraction for women and that if it is at- 
tractive, it will prove a big drawing card for shoes. A 
handsome glass case for the display of hosiery has a 
prominent place in the store. 





Making the Advertisement Easy to Read 


Three things enter into the problem of making the 
advertisement easy to read. One is the proper use of 
type. Another is using short sentences and short para- 
graphs. Another is the arrangement of headlines, sub- 
heads and illustrations. 

In all display advertising, contrast is desirable. If the 
advertisement is of some length and the main body of it 
is set in medium size type, let the emphatic points or 
sentences or paragraphs be set in different type, possibly 
larger or in italics or bolder type. Get a contrast. It ~ 
adds variety, and forms a foothold, one might say, for 
the eye as it roves over the advertisement. 


a = 
ba 


eid 





Front of new Volkmore store in the heart of Cleveland’s theater sec'ion 
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ST. LOUIS 


Mid-Summer 


Sales Fall Off 


Most Active Style Just Now Are the Whites—Clearance 
Sales to Be Started Soon 


HE “dog days” of the retail shoe 

business have started and the slump 
in business which has prevailed for the 
last two weeks seemed unchecked during 
the past week. The slowing-up was more 
apparent the past six days than at any 
other time since it started. The manager 
of one of the very largest stores in the 
“shoe belt’ reported that with good 
advertising and excellent merchandise, he 
was unable to arouse any interest in what 
he was offering. These complaints were 
heard in practically all the stores, so the 
blame could not be placed on any partic- 
ular institution because of inefficient 
business methods. 

While retail Shoe Merchants deplore 
this situation they are not pessimistic as 
to the outlook for Fall. White shoes 
continued to score heavily in the sales 
during the last week and many sales are 
being lost because of depleted stocks. 
White canvas can still be had in most 
stores, but not in the wanted strap 
patterns, with the proper heel heights. 
This same statement can be made about 
white kid, which has been bought by the 
consumer in a larger volume than was 
anticipated by the majority of retail shoe 
merchants. 


White Stocks Too Low 


Most ail of them bought their white 
stock sparingly because of the flurry of 
sport stuff during the early part of the 
season when it appeared that it would cut 
into the the sales of whites. However, 
when the demand for sport stuff spent 
itself and the call for white asserted its 
prominence, everybody made a wild rush 
to protect themselves on white, with the 
result that white footwear in the popular 
patterns was and is still difficult to get. 

Many merchants are planning a clean- 
up sale which promises to create prices 
that will be slashed to the bone. There 
are a good many odds and ends to be 
cleaned up at this time, and from all 
indications there will be no effort spared in 
emptying the shelves of undesirable 
merchandise before the advanced Fall 
styles are offered to the public. One thing 
is certain, the most pressure will be on 
the low heeled types, of which there are 
still some few pairs on the shelves. “Few 
pairs of whites except the soiled shoes are 
expected to be sacrificed in the mark- 
down. Whites have sold well, and with 
the two hot months still before the 
retail shoe merchant it wouldn’t be good 
business to push this merchandise out on 
the bargain tables. This also can be said 
of satin in the proper heel heights. Of 


course the flapper one-strap patterns with 
low heels will join the procession of 
undersirable footwear. 


Sandals Still Popular 


Bare-foot sandals continue to have a 
prominent place in the call. From all 
reports it seems impossible for a certain 
type of girl to get enough of this unusual 
vogue. The popular priced stores, 
especially, have been having a flurry on 
sandals which has caused more than one 
re-order. White buck or elk is the 
material which has become the favorite. 

One outstanding style note of the week 
was the added demand which black satin 
received. This style which has continued 
to gain in popularity during the early 
summer still enjoys the homage next to 
white of most feminine shoe buyers. 
Beaded satin has staged a strong come- 
back and its prospects for Fall are excel- 
lent. 


Advanced Fall Buying 
Started 


With three or four of the larger 
merchants having visited or expecting to 
visit, the Eastern shoe markets, the Fall 
buying season can be truly announced as 
being on. One of the managers of the 
shoe department of a large department 
store has just returned from a two weeks’ 
visit to New York and Boston, where he 
purchased some of his advanced fall 


styles. He stated that at least seventy- ‘ 


five per cent of the styles shown in these 
markets, were satins, brocades, and 
patent. Another large merchant has just 
left for a three weeks’ visit to the same 
territory. The stay-at-homes have placed 
some of their business for the Autumn 
season, but no one is playing any one 
style heavily. 

One retail shoe merchant summarized 
conditions when he stated they were bying 
a few pairs of a lot of styles. This is being 
done in most cases to test out the new 
numbers. Satins and brocades with 
Louis heels seem to be the choice of a 
majority. Suedes also come in for popular 
vote as to the best bets for Fall. No little 
concern is felt over the style situation for 
the coming season and many are hoping 
that some definite tendency will develop 
shortly, which will enable them to buy 
with safety. 


Bickel Going To New York 


Manager Bickel of Brandt's is going 
East to a buying conference in New York 


where eight western managers of stores 
similar to the one he represents will buy 
their early Fall styles. From there they 
are expecting to go to Boston. 


Johansen Bros Sold Up To 
August 15 


Sales Manager Charles Strayer of the 
Johansen Bros. Shoe Company announces 
that business had been so brisk with them 
that they are sold up to August 15. The 
factory of this concern has been running 
without a let-up since the beginning of the 
year. The sale force has been called off 
the road and will not go back into their 
territories until August Ist. Samples are 
being completed now for the travelling 
force and will be ready when the men go 
out into the field. The ‘“Feeture-Arch” 
shoe, the new arch shoe recently put out 
by the company, is having unprecedented 
success. Mr. Strayer says that the 
officials of the company are highly elated 
with the business done on this line. 


International Buys Another 
Building 

In the auction of the Wm. J. Lemp 
Brewing plant, which was sold at a value 
which amounted to something like 8c on 
the $1.00, the Internat‘onal Shoe Com- 
pany bought in what was known as unit 
No. 1 for $25,000. The building has a 
frontage on Cherokee Street of 189 feet 
and 359 feet on Broadway. It is under- 
stood that the property was purchased for 
factory purposes. 


Manufacturers Hold Meeting 


The St Louis Shoe Manufacturers and 
Wholesalers Association held there month- 
ly meeting Friday, June 30th. at noon. 
In the absence of John Wilson, president 
of the organization, who is on a vacation, 
Charles Strayer, first vice president, 
presided. Matters pertaining to the 
Style show and the N. S. R. A. con- 
vention were discussed. 





Planning an Educator 
Department 


Portland, Ore-—The Spellman Shoe 
Company of this city is now the distribu- 
tor of Rice & Hutchins Shoes here on the 
women’s, children’s and infant’s lines, 
Messrs. Olds, Wortman & King, handling 
the men’s shoes. The last-mentioned firm 
has been handling Educators successfully 
now for several years, and the Spellman 
store is planning for an Educator depart- 
ment that will make complete in a larger 
way the service for wearers of the shoe in 
Portland. 
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MILWAUKEE 


Sandals Lead in Favor 


Despite the Fact That This Is the Height of the White 
Season, Patents Continue to Sell 


ENERAL demand on the part of the 
public for the regular Summer shoes, 
coupled with the appearance of numerous 
white sales featured the week’s business. 
Shoe merchants state that “a little of 
everything” is being sold, with two or 
three particular favorites selling well. Low 
cut sandals, mostly in black patents, with 
some white low-cuts, are generally held to 
be popular favorites. The satins in strap 
effects with either Cuban, Spanish, low 
military or Junior Louis heels, are other 
persistent sellers. 


Whites and Patents Share Honors 


Although last week was the best week 
for whites since the opening of the season, 
patent leather reigns a favorite with a 
large part of the buying class. This trend 
in the buying is more or less unexpected, 
as patent leather footwear is presumed to 
be uncomfortable in hot weather. At pres- 
ent, the moist, cool weather is probably 
responsible for the continued strength of 
the white footwear. Shoe merchants have 
opened their white sales before any great 
volume of this type of footwear has been 
disposed of through regular retailing chan- 
nels. 

Semi-annual sales are also in vogue here. 
One down-town factory outlet store ad- 
vertised more than 3000 pairs of men’s 
and women’s special lines, broken lots and 
discontinued lines af reductions of 20 to 
50 per cent. The widespread prevalence of 
these sales will color all shoe buying for the 
next few weeks, and quality will probably 
be relegated to second place for the period 
of duration of the sales. 


Factories Nearly Normal 

Production in the shoe factories in Mil- 
waukee and the State has almost reached 
normal volume. The subject of prices is 
being given a great deal of consideration 
at the present time. It is almost certain 
that the next few weeks will find a decided 
increase in the factory prices for the new 
lines. Spring lines for 1923 as put out by 
some of the local manufacturing establish- 
ments are little different from those pre- 
vailing, but promise to be raised within 
a short time. The general opinion, not 
only among retailers but among manu- 
facturers as well, is that a strong rise in 
price levels is inevitable. What effect this 
will have on the volume of business can 
only be conjectured. 

The Nunn Bush & Weldon Co. is ad- 
vertising for girls to work in their factory 
here, a sure sign of better business condi- 
tions. Local factories are at present em- 


ploying almost 90 per cent of regular nor- 
mal working force, in some factories more 
than this percentage. 


Tans and Blacks Equal 


Merchants handling men’s shoes report 
that tans and blacks are fighting for su- 
premacy, with present demand about 
evenly divided. Patent leathers are being 
sold for street wear to some extent, but 
will never assume the proportions of a 
popular trend. 

The punched and stitched effects are 
also engaged in stiff competition for public 
favor, which, according to shoe merchants, 
will eventually result in the discarding of 
the punched and brogue types. 

Sport shoes are looking up, and men are 
taking to them in numbers scarcely pre- 
dicted at the opening of the season. They 
are worn for sport wear almost exclusively, 
although many young men wear them for 
semi-dress purposes. One large down-town 
store is featuring the Newton last in Bos- 
tonian sport oxfords, and having a great 
deal of success with them. 


Bank Savings Increase 


Improved business conditions in Wis- 
consin are indicated by an increase in the 
total savings deposits, according to the 
report of the Seventh Federal Reserve 
Bank district. The report also contains the 
following report on shoe manufacturing: 
“Shoe manufacturers showed increases 
over a month ago, both in production and 
amount of unfilled orders.”’ The statement 
regarding conditions in the Eighth Federal 
Reserve district, which includes part of 
northern Wisconsin, is substantially the 
same as that of the Seventh District. Fav- 
orable employment conditions are noted 
in both districts. 


New Shoe Stores 


Hart’s Novelty Shoe Shops, Inc., is the 
title under which a chain of retail shoe 
stores will be operated by Oscar Hart of 
Milwaukee. The new concern was recently 
incorporated with 500 shares of common 
stock, no par, and $15,000 in preferred. 


Celebrate Golden Wedding 


Mr. and Mrs. Julius Pfister of Milwau- 
kee recently celebrated the fiftieth anni- 
versary of their marriage with a banquet 
for relatives at their home, 1491 Seventh 
Street. Mr. Pfister was associated with 
the F. Mayer Boot and. Shoe Company, 
and the Ackerman Shoe Company. He 
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retired from active business about 10 years 
ago. 


Deadline for Co-operative 
Associations 


July 1 was the time limit set by Attor- 
ney-General Morgan of Wisconsin for the 
compliance by co-operative associations 
with the new interpretation of the recent 
legislation on co-operative societies. 

The interpretation states that co-opera- 
tive associations must have 50 per cent of 
their capital stock subscribed and 20 per 
cent of that paid in by the time limit, in 
order to continue legally in business. If a 
society cannot meet these requirements, 
it must cease operating or reduce capital. 


Menzies Land Big Order 


The Menzies Shoe Company, of Fond 
du Lac, received confirmation from the 
Quartermaster department of acceptance 
of their bid for 100,000 pairs of service 
shoes. The value of the order is $329,490. 
The shoes, according to contract must be 
delivered in Chicago by Jan. 1, 1923. The 
production facilities of the factories will 
have to be. stretched to meet this order and 
the steady increase of regular business. 
Peak of production in factory No. 1 was 
reached recently when 3584 pairs of shoes 
were turned out in one day. 


Farm Tour Planned 


Business men of Beloit have been in- 
vited by the Rock County Farm Bureau 
to participate in a tour of the prize farms 
of the county, July 13. The tours have 
been arranged in order to impress upon 
business men the importance and value of 
the farms and the farmers. They will be 
an annual affair. Other business men of 
the county have also been invited to join 
in the tour. 


Organize to Aid Fokker 


The first definite step to form an organ- 
ization which will undertake to establish 
an airplane plant and flying field in Mil- 
waukee has been taken by the Association 
of Commerce. A committee has been 
named to investigate the plans advanced 
by A. J. H. Fokker, designer of the famous 
German war plane, who recently visited 
Milwaukee. Gustave Trostel of the Albert 
Trostel & Sons Co., and A. H. Vogel, 
Pfister & Vogel Leather Co., are members 
of the.committee. 


Credit Men Plan Convention 


Plans for the national convention of 
Retail Credit Men’s Association in Mil- 
waukee from June 19 to 23, 1923, inclu- 
sive, were started at a meeting of the Mil- 
waukee branch in Gimbel’s Grill Room. 
Frank Cleveland, of the Association of 
Commerce. Fred Gerretson of the Gerret- 
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son Company, and J. A. Fetterly, presi- 
dent of the Kiwanis Club addressed the 
meeting. Committees will be appointed 
soon, by President Charles Capper, Jr., 
according to an announcement. 


Salesmen Expect 
Improvement 


Ten salesmen of the Chippewa Shoe 
Manufacturing Company, about to start 
on the road with their 1923 Spring sam- 
ples, express optimism regarding the trade 
outlook for the coming year. The sales- 
men, who cover a wide range of territory 
in the Middle West, report business re- 


AND 


vivals in their respective district. Prices 
on the Spring lines they are carrying out 
run about the same as last year’s, despite 
the tendency toward higher prices in the 
leather market. 


Heavy Postal Gain 


Postal receipts at Milwaukee scored a 
larger increase this month over those of a 
year ago, than any other monthly increase 
in the history of the Milwaukee postoffice. 
Postmaster Frank B. Schutz ascribes the 
increase to the fact that general business 
is improving which tends to increase the 
amount of parcel post particularly. 





CHICAGO 


Preparing to Sacrifice Whites 


Retail Merchants, Bowing to Precedent, Will Hold Usual 
‘“‘After-the-Fcurth” Clearance Sales 


S might naturally be expected, white 
has been the prevailing note in 
women’s footwear during the last week of 
June. Not only is white the prevailing note 
but in some stores it has been almost the 
exclusive note. In one of the largest and 
most prominent stores on State Street, 
white and white in combination with other 
colors have produced about 80 per cent of 
the total business. 

In some stores, customers have shown a 
disposition to wait for special sales which 
are usually started as soon as the Red, 
White, and Blue bunting is removed from 
the windows following the Fourth of July. 

Why should the price of white footwear 
be cut and profits sacrificed just when 
women are most anxious to wear this 
dainty, cool-looking foot covering? 


Bad Start This Spring 

The Spring season was backward and 
merchants, as a rule, were unable to reap 
full profit on a considerable quantity of 
merchandise that was bought for Spring 
selling. Either they had to cut the price, 
or they still have the merchandise on their 
shelves. 

From cold, winter-like weather we 
hopped right into mid-Summer heat. 


Occasional days or a series of days of rain, 


and cold, have interfered with white shoe 
selling; but again the weather is hot and 
women will demand white shoes and it 
styles are pleasing to her she will be willing 
to buy them at a profit. 

Broken lots and styles that have not 
sold well during the rush should, of course, 
be forced out at cut prices. This is true of 
any kind of merchandise and at any and 
all times of the year. 

It is well to let the public know it, if 
special prices are made, but it is also well 
to give them some good logical reason for 
doing it. 

The merchant who thinks he is smart 


enough to fool the people and advertise 
cut prices and still continue to sell his 
white shoes at regular prices, is only fool- 
ing himself. He may possibly “put t over” 
on a few of the unsuspecting, but if he will 
keep tabs on the number of customers who 
come into the store and the number who 
are actually sold he will soon convince 
himself that he has only succeeded in 
putting something over on himself. 
After Whiltes— Whal? 

The manager of one of the large State 
Street stores said: ““Women have been 
educated to expect cut prices on white 
shoes and every other kind of shoes imme- 


diately after the Fourth of July. All we 
can do is to bow to precedent, and adver- 


tise cut prices. Fortunately we are in good ' 


shape and are willing to cut the price on 
what we now have in the house. We have 
some more coming, but these are bought 
at a price so we can sell them at the re- 
duced price and still make a fairly good 
profit.” 

Another manager said: “I would be 
glad if we could close the store the night 
of July 5th without a single pair of white 
shoes in stock. We will not be able to do it 
but not many days thereafter we will be 
rid of all our white shoes.” 

This same tendency is noted among sev- 
eral of the big shoe merchandisers of Chi- 
cago. If selling of white shoes is to end in 
these leading stores not later than July 15, 
the question comes up: After whites, what? 


Men’s Stores Selling Sports 


Just previous to the Fourth of July 
vacation season, the sale of sport footwear 
took a sudden splurge in men’s stores of 
all grades. 

Leathers in combinations of colors, both 
with leather and rubber soles have been in 
active demand. White buck and white 
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fabric with black or brown leather trim- 
mings, as well as all-white and all palm 
beach, are quite common on the streets. 

The white and palm beach are largely of 
the medium grades which are selling at 
retail at from $3 to $7. 


Wholesale Business Holding 
Up 


June has proven an unusually good 
month in the wholesale shoe district, and 
contrary to the usual rules of the game it 
has remained active up to the last day. 

While orders have for the most part 
been for immediate shipment, there has 
been quite a satisfactory volume of busi- 
ness booked for Aug. 1 to 15. The greater 
part of this later class of business is for 
new, snappy patterns in women’s footwear 
—something that will follow right along 
when the white season eases up and the 
business pepped up all the while. 

There has been complaint among the 
wholesalers of the old school who endeav- 
ored to sell everything a merchant needs 
from baby cacks to men’s top grade dress 
shoes, that merchants have not been pay- 
ing enough attention to staple merchan- 
dise, comfort shoes and similar footwear 
that is supposed to be subject to :tyle 
changes. 


Women Not Buying Comforts 


To illustrate the point, a Wells Street 
wholesaler told of this incident: 

“Recently a merchant came in, to whom 
we would ordinarily sell four or five cases 
of comfort footwear every week during the 
season. I noticed he had not been buying 
his usual amount (nor had any of the rest 
of them for that matter), and I asked him 
the reason. He replied: 

“IT will tell you why; I noticed we had 
not been selling comfort shoes as usual and 
I could not understand it until one day a 
nice little old lady came in, to whom we 
had been selling Prince Alberts, Juliets, 
comfort strap slippers for years. Do you 
know what she bought? 

She walked out of the store wearing a 
pair of satin one-straps with Junior Louis 
heels. She asked for them and bought 
them. Nobody tried to sell them to her. 
That settled the comfort business for me. 
If people ever again become sane I will 
buy comfort shoes, but so long as the 
world is jazz crazy and old women are 
having their hair bobbed, there is no 
money in comfort footwear.” 

“June has been a great big month with 
us,” said a Monroe Street wholesaler who 
specializes on women’s novelty footwear. 
“Just as long as present conditions con- 
tinue those who have style vision will re- 
main at the bat. Many manufacturers 
have made the mistake of making shoes at 
once for wholesalers and tried to get the 
retailers to place their business four to six 
months in advance. The result has been 
that the who!esaler is doing more business 
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on quick changing styles and the manu- 
facturer is doing less.” 


Canadian Buyer Optimistic 


“The revision downward of tariff duties 
by the Canadian government will prove a 
great boon to American shoe manufac- 
turers,” says Henry Cohen of Winnipeg, 
who recently visited Chicago market on 
his way East. 

Mr. Cohen, accompanied by his brother, 
is making a tour of American shoe and 
leather markets, buying their Fall require- 
ments. So optimistic is Mr. Cohen that he 
has leased another room and will soon 
open his second store in Winnipeg. 


Everston With Marathon 


For several years Joseph Everston has 
been writing the copy and preparing the 
layouts appearing in advertising of the 
Marathon Shoe Company of Wausau, 
Wis. Through his agency he has handled 
all the advertising of this concern as well 
as a number of other shoe factories. 

Through writing the copy he sold him- 
self on “Pied Piper” and “New Dawn” 
shoes. The advertising sold the shoes and 
naturally J. S. Pentler, manager of the 
company, became sold on Mr. Everston. 
As a result, Mr. Everston has disposed of 
his advertising agency, moved to Wausau 
and will hereafter devote all his time and 
energy to selling and advertising Marathon 
Shoe Company’s products. While the 
greater part of his time will be spent at the 
factory, he will cover some of the larger 
and more important cities of the country 
with the “Pied Piper” and “Doctor 
Sommers’’ lines. 

Mr. Everston was formerly a member 
of the Boot and Shoe Recorder staff in the 
Chicago office. 


Factories Busy 


If one is to judge by the activities of 
several Chicago shoe factories there is 
nothing wrong with the shoe business, so 
far as business for immediate shipment is 
concerned. 

According to the statement of I. 
Grossman, of I. Grossman, Inc., that fac- 
tory is working to capacity in the McKay 
department and the welt department, 
which has recently been installed, and is 
increasing rapidly; production in this de- 
partment is now up to about 250 pairs a 
day. 

The greater part of the business is 
booked on basis of 30 to 40-day deliveries, 
but within the past week considerable vol- 
ume of business has been booked for ship- 
ment in August and the early days of 
September. : 

The greater part of the business is on 
novelty patterns in strap effects, although 
some clever designs in tongue effects are 
being shown. 


Clark § Parsons Increasing Output 


Clark & Parsons, a recently-established 
Chicago factory making women’s fashion- 
able turns exclusively are constantly in- 
creasing their output and are booked 
ahead as far as they think it desirable to 
take orders for future delivery. 

E. B. Steer, salesmanager of the J. P. 
Smith Shoe Company, says his firm is per- 
fectly satisfied with the volume of busi- 
ness on their books at the present time. 
Merchants have found themselves under- 
bought on men’s oxfords and the factory 
is busy filling immediate orders, as well as 
satisfactory volume of business for early 
Fall shipment. 


New Pattern Wins Business 

J. E. Tilt Shoe Company are finding an 
increasing demand for women’s sport 
straps and oxfords of the mannish type. 
The new patterns constantly being created 
by this concern are keeping the wheels 
moving in the factory and many of the 
largest accounts of the country are in- 
creasing their orders on this class of 
merchandise. 

The Florsheim Shoe Company are not 
experiencing any idle time. The traveling 
men and merchants who visit this market 
report their output is well sold up for im- 


mediate and early Fall delivery. The stock 


department of this company has been 
unusually busy for six weeks back and 
there seems to be no abatement of size-up 
orders, especially on patent leathers and 
other wanted styles. 


Record June Shipments 


Novelty Shoe Company report June 
shipments heavier than any corresponding 
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month in their history. White footwear is 
responsible for a large percentage of the 
volume of business, but patents and satins 
in strap and cut-out effects were the big 
volume-getters during the early part of the 
month. 


Kreider Employees Have 
Outing 


Saturday, June 17, the office employees 
and salesforce of the A. S. Kreider Shoe 
Company took a day off and spent time as 
the guests of Herman Cushman at his 
country estate in Barrington, a few miles 
northwest of Chicago. The day was agree- 
ably spent fishing, boating, playing ball 
and other games. The employees vote the 
Cushmans royal entertainers. 


Collections Much Better 


Throughout the wholesale shoe business 
credit men report collections as very much 
better during the month of June, which 
indicates that the merchants are getting 
pretty well out from under the overload 
of stock and are nearer to a normal basis. 


Henry S. Gates on Vacation 


Henry S. Gates, for 27 years with A. A. 
Putnam and Sons, has been given a three- 
weeks’ vacation with full pay. Mr. Gates 
has been for a long time a sufferer from 
nervous trouble and his physician advises 
that he should have a complete rest for at 
least two months. He will spend the 
months of July and August in the far 
Northwest where, it is hoped, he will 
quickly recover his normal health. 





CINCINNATI 


Trade Artificially Stimulated 


Consumers Buy More Freely of Whites at Lower Prices; 
Men Like Plain Toe Patents 


HE first week of the July clearance 
sales at the local shoe stores proved 

to be a very satisfactory one. The offer- 
ings at reduced prices consisted in ladies’ 
lines, almost entirely of whites—plain and 
trimmed in various colors. Sales in this 
type of footwear have been exceptionally 
large A great many people in this vicinity 
have been preparing to depart on their 
vacations during the.past two weeks, and 
white shoes find a very important place in 
their Summer wardrobes. The sale offer- 
ings in children’s shoes cover a wider 
range. The two-tone effects which have 
met with practically the same degree of 
popularity in the juvenile as they have in 
the lines for the grown-ups, are now being 
cleaned out as quickly as possible by the 
local merchants. In men’s lines, fewer 


sport shoes have been sold than was an- 
ticipated by some earlier in the season. 
Business in plain toe patents is noticeably 
on the increase. Soft toes are becoming 
more popular. Lighter shades of tan are 
now in vogue. 


Stores Closing Saturdays 


During July and August the larger 
downtown department stores have an- 
nounced that they will remain closed all 
day on Saturdays. This policy of Saturday 
closing was inaugurated last year by the 
Smith-Kasson Company and it proved to 
be quite helpful from every standpoint. 
Among those that have adopted the same 
policy for this Summer are The H. & S. 
Pogue Company, Smith-Kasson Com- 
pany, The McAlpine Company. 
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Shillito Employees Have 
Picnic 

Last Saturday the officials and em- 
ployees of the John Shillito Company 
gave an old-fashioned basket picnic at 
Highland Grove. The store was closed all 
day for the event. A continuous program 
including sports of all kinds, for both the 
young and old, consisted of baseball 
games, dancing, boxing matches, and 
various other contests. A - special 
feature was a radio concert. 


Petot Store to Be Remodelled 


The Petot Shoe Company started work 
this week on the remodeling of their Cin- 
cinnati store which is to be at 28 East 
Fifth Street. It is expected to be com- 
pleted and ready to start business by 
September 1. The color scheme of the 
store will be gray and blue. The new store 
will be under the management of Charles 
Hardebeck, formerly manager of the Walk- 
Over Shoe Company on Vine Street. Mr. 
Hardebeck is a well-seasoned shoe man, 
having been in the business for more than 
eighteen years. 


Miss Engelhardt at 
Convention 


Miss Alice Engelhardt of the Potter 
Shoe Company and president of the Cin- 
cinnati Business Women’s Club, spent last 
week in Chattanooga, Tenn. attending 
the annual convention of the National 
Business Women’s Association. Miss 
Engelhardt held the office of second vice- 
president in this organization during the 
past year. 

Van Meter Goes to Los 
Angeles 


G. R. Van Meter, formerly manager of 
the Bostonian Shoe Store in this city, is 
now manager of the men’s department of 
the Innes Shoe Company, Los Angeles, 
Cal. “Van"’ would be exceedingly glad 
to see any of his old friends, should they 
happen to be in Los Angeles. 


Attend Boston Style Show 


W. T. Dickerson, Vice-President of the 
P. Sullivan Company, attended the Bos- 
ton Style Show last week. Other prom- 
inent men from this market in attendance 
at the Style Show this week were L. G. 
Freeman of the Louis G. Freeman Com- 
pany; P. A. Henry, and Edwin Nielson of 
the American Oak & Leather Company. 


Federal Agents Probing Strike 

The Cincinnati shoe strike, now of 
seven week's duration, has attracted the 
attention of the Federal Government. The 
conciliators of the Department of Labor 
have been endeavoring to assist in bring- 
ing about an adjustment, and have gone 


so far as to suggest that negotiations be- 
tween employers and employees be re- 
newed. The department has made a 
thorough investigation of the various 
angles of the situation, and the hope is 
expressed by some that efforts to bring 
about a conference will be successful. 
The facts established by the Depart- 
ment’s inquiries point out that although a 
majority of the workers, perhaps, were 
resigned to accept a 10 per cent reduction, 
there were leaders of two unions, of the 
five here, who before the strike vote was 
taken, had determined their course of 
action. They would insist upon a strike. 
They controlled, it seemed, the action of 
their unions, and they served word on the 
other three that they might as well agree 
to go on strike, because the other two 
unions would vote to strike in any event, 
and since the members of these two were 
going out it would be impossible for the 
others to perform their tasks, as the tasks 
of all were interdependent. The facts 
show further that in spite of the reluctance 
of the workers to accept pay reductions, 
and in spite of the condition created by 
the radical leaders, the strike vote pre- 
vailed only by a small majority. There 
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are about 6000 shoe workers in Cincin- 
nati. The shops are “‘open shop”. Of the 
6000 about 4000 belong to the unions. Only 
60 per cent of the 4000 recorded their 
votes on the strike proposition. It was 
carried by a narrow margin of about 120 
votes. 

The union leaders declare that al- 
though it is true they have refused to 
accept any reduction in pay from that of 
the peak period while other shoe centers 
have been reduced from 10 per cent to 25 
per cent, the wages in other centers were 
previously higher, so that even with a 
reduction, wages elsewhere yet remain 
more liberal than in Cincinnati. But the 
department’s investigation shows that 
piece for piece the workers here re- 
ceived substantially the same pay as in 
other organized centers. 

Over a month ago the manufacturers 
here withdrew their offer to accept a 10 
per cent reduction, and since that time 
have operated their factories with non- 
union labor. Some of them feel that little 
good would come of a conference, that the 
unions were given sufficient opportunity 
to fully consider the question before the 
strike vote was taken. 





CLEVELAND 
Special Sales the Feature 


But Footwear That Has Not Been Marked Down Continues 
to Sell Well, Just the Same 


ITH the Summer vacation season 

about to open, Cleveland shoe 
merchants have started their annual drive 
to catch the trade of vacationists, who 
are looking for light-weight wearing ap- 
parel. 

Up to the first of July the merchants 
have been allowing the Summer goods to 
go as the demand came to them. They 
found trade good, and stocks have been 
turned in some instances twice, although 
the average merchant here is not buying 
so heavily these days as he did before the 
war. 

With the Summer on the down grade, 
however, the days of special sales have 
been inaugurated. Buyers have been on 
the lookout for manufacturers’ stucks that 
have to be sold to meet unexpected finan- 
cial demands. ‘These shoes, -bought at 
bargain prices, are the groundwork for 
the special sales. These models are thrown 
together with shoes that have been car- 
ried through the season, a price is aver- 
aged, and the sale is on at a figure that is 
appealing. 

Season at Its Peak 


The Summer season is at its peak. The 
hottest days of the year are due in the 
month of July, and the goods that are 
passed over the counter at the special 


sales are not the only ones that are sold. 
by any means. Shoes that are not marked 
down form the biggest part of the volume 
of sales. 

The sales of light-weight shoes have 
been larger than was expected. More 
forms of recreation have been provided 
this year. Business conditions, which 
have improved so greatly, have meant 
the expenditure of more money for recre- 
ation in the outdoors Several new golf 
courses have been opened; lower rates on 
the railroads and the granting of ex- 
cursion fares all have combined to make 
this one of the best vacation seasons in 
the history of the city. More business 
has followed for shoe merchants. 


Big Advertising Pays 

One of the most prolific advertisers 
among the shoe merchants in this city is 
Elmer L. Volkmor, who is now operating 
his third store here. 

The opening of a new store is always the 
occasion for a big splash of advertising in 
the Cleveland daily papers. When he 
opened his new store at 643 Euclid Ave- 
nue, on Thursday, June 29, Volkmor car- 
ried six columns of advertising in each of 
the city daily papers. It represented a 
large outlay of money, but Volkmor say 
that it was money well spent. 


! 





ee ee A eo ik te, its 





BOOT AND SHOE RECORDER 99 


July 15, 1922 


Ys, 
od Advertising, next to shoes that are to be false alarms that Cleveland shoe Son store will close at one o'clock, and is 
worth the money asked for them, is the merchants have given very little attention _ the only exclusive shoe store that will, as 
Z best medium for building good will, says to the walkout of mechanics. far as our knowledge goes. The J. L. 
- Volkmor. “There is a certain psychology They are convinced that, even should Hudson Company and Elliott-Taylor- 
y in connection with the liberal use of ad- the railroads of the country be tied up, | Woolfenden Company, department stores 
vertising columns to play up the ope ting motor transportation has grown to such with shoe departments will close. The 
- of a new store. If I did not plaster the an extent that plenty of supplies would be | Hudson store has three shoe departments, 
0 store opening all over the pages of the transported over the highways. the Basement Store, the Men’s Store and 
L seg quamparativety few ” = ei . wd Talk of a railroad strike formerly spread rch 0g eo shoe depart- 
fl size - . nae ae Seow t . + alirm among the business men of the ents e fou oor. 
of month of my stores existence or the country, but now an actual walkout does A Regal Sale 





was in business. Thousands would pass 
without looking in, and only those who 
would be attracted by my window dis- 
plays would know that the new Volkmor 
store was on earth. 

“A page ad will get the attention of 





not cause even a ripple here. Shoe mer- 
chants did not even stock up heavily ia 
anticipation of it. 


Whites Selling Well 





The Regal Shoe store is in line with 
others in holding a sale, but they have 
gone one better than most by installing 
special sale backgrounds. These back- 
grounds consist of a poster ship with a 


. everyone that reads the newspaper. In Among the sales of the past week was greatly ontergee eal bellied - vearts 
at a single day more than 1,000,000 people by the Ames Company, of snow-white the wind. This idea of a special back- 
“1 in Northern Ohio know that Volkmor low shoes. There were beach cloth strap —_— ggg re <consngera 
has a new store when I adv ertise. slippers, sports strap slippers, beach cloth “7 attrac . ae Ss py aa 
Every purchaser of a pair of shoes W288 oxfords, beach cloth pumps, and sports woul not of egeaae stop to inspect the 
Ts given a standard Shinola outfit without oxfords in the various color combinations. shoes on display. 
10 cherge. The same consisted of dauber. 6... 9 900 pairs of low shoes in satin, a 
ne brush, wool polishing brush, and can of patent kid and calf were included in the Reach Parents Through 
. paste. | sale. Patronage was said to be first-class. Infants 
he Strike Effects Not Felt At the May Company Beechtex cloth The R. H. Fyfe Compary have a splen- 
ty oxfords were in for a good run, while the didly equipped children’s department 
he There have been so many rumors of same company had a big run ona child’s under the management of F. E. Whitelam. 
strikes by railroad employees that proved white slipper with cloth ankle straps. Lists of all births registered by the Board 
of Health Departmenit are purchased and 
a’ selection made from these of those 
DETROIT thought among the most desirable cus- 
. tomers for the store. A beautiful Baby 
Ready for Summer Sales Book, finely illustrated, is offered to the 
i mother. The following letter is mailed: 
in Merchants Mark Down Merchandise for Annual Clearance “Dear Modene--Fieees accept our con- 
fe: —Good Holiday Trade Reported gratulations on the arrival of your daugh- 
i ter. We wish the little one a most happy, 
Id Marc shoe merchants of Detroit tional Sale of White Pumps and Oxfords healthful and prosperous future. 
ce did a satisfactory business for the for Women”’ at $2.15. Thomas J. Jackson, “As a suggestion of our complete facili- 
| Fourth. The bulk of the business was Inc., are holding their ‘“‘Mid-Summer _ ties for supplying correct baby footwear 
hal done on whites and sports for vacation Clearance of Women’s Fine Low Shoes,’’ _we enclose a booklet of dainty models now 
wear, in spite of the fact that the Fourth at $8.45, $10.45 and $12.45. Otheritems ready at various prices. 
on this year was cold and uninviting to out- are offered with the 45c idea carried “Our infants’ Department is in the 
led of-doors seekers ap —— me throughout. hands of skilled salespeople, who under- 
¥ As in past seasons the business after the stand the importance of fitting tender feet 
“ Fourth has let up and merchants are pre- Boots a Mattes Down . with accuracy and judgment. 
2 paring for their Summer sales. Itissafeto _ One merchant visited was found taking “We think you will enjoy the type of 
an report that before this is read practically inventory of his Summer stocks in prep@- service we are prepared to supply. 
a every store in the city handling shoes will "tion for a sale. He said: I hardly know “A copy of our handsome little Baby 
have launched their usual semi-annual ow far to go in including certain lines. Book is awaiting your request, personally 
il clearance sales. Many have already There is one line I will not include, al- or py Jetter. 
= done so. The Queen Quality Boot Shop though we have about 600 pairs and Yours very truly, 
= advertises “Our Annual July Clearance Would like to get rid of them, and that is “R. H. Fyfe & Co., 
on Sale.” A. E. Burns & Co., offer two lots high cuts. All Summer stocks will be F. E. Whitelam, 
in their “July Sale,” one at $2.75, the Weighed as to selling value and placed in Mgr, of the Children’s Dept.’’ 
other at $3.75. In each case there are nine _ the sale.” A card accompanying the booklet is 
illustrations showing the styles of foot- Saturday Closing illustrated with a cute little baby and has 
sers wear in each lot, with just a bare word of Few stores have indicated that they will _ the following text: 
y is explanation, such as ‘““White Canvas— close Saturday afternoon. Formerly this “We are sending you this little booklet 
Ling Pat. Trim,” “Patent Leather,” etc. “C. has been more or less honored, but in with our best wishes for a long and happy 
H. Baker’s First Semi-Annual Clearance recent years the tendency is towards re- life.” 
the Shoe Sale’ includes the entire stock of maining open. The majority of the mer- There is no advertising on the booklet 
g in Children’s, Misses’ and Growing Girl’s chants in Detroit feel that with the to connect it with the Fyfe store, the tie- 
he Oxfords, straps and barefoot sandles at shortened hours for daily work that the up being by means of the card and the 
Lve- $1.85, $2.85, $3.85 and $4.85. Women’s _ store should remain open for a full Satur- _ previous letter. Enclosed with the book- 
car- lines are listed at $4.85, $5.85 and $6.85. day’s business. In fact, some frankly _ let is alist of names for both boys and girls 
h of Note the even dollar raise in the prices. acknowledge that they need all the busi- with their significance and the birth gems 
da The Newark chain advertises a “Seasa- ness they can secure. The new Hanan & for each month. 
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Lost and Found 
(Concluded from page 91) 


head; and as unreasonably large mark- up is conducive 
to less business; but mark-up must necessarily depend 
on what is sold with the merchandise in the way of 
extra attention to customers, charge accounts, deli- 
veries, et cetera. 

No man has any right to charge or expect pay for 
services he does not render. No matter whether he is 
a section hand, a shoe worker, a doctor, a lawyer, a 
salesman, a manufacturer, or a merchant, the same 
principle holds good. And so the Golden Rule is a two- 
sided affair. Usually the man who forgets this old 
principle and thinks he is smart enough to put some- 
thing over on the other fellow, sooner or later wakes up 
to the sad fact that he has succeeded only in putting 
one over on himself. He is the ultimate loser. 

“Opportunity” always pays suitable reward for 
adherence to the principles of economy and industry 
in the way of satisfactory profits. It may take a little 
longer to amass a competence by this route, but it is 
most apt to stay with the man who so accumulates it. 
The man who succeeds in any field of endeavor is he 
who thinks, not constantly and continuously of him- 
self and who considers only his own selfish interests, 
but the man who plays a fifty-fifty game; who asks 
himself “if I were on the other end of the transaction— 
on the other side of the fitting stool, would I wish to 
be served in this way?” 





National Footwear Report 


The National Footwear style report for October, 
November and December is published in this issue after 
having had the careful consideration of manufacturers 
and merchants with the collaboration of tanners and 
wholesalers and fashion experts. The first conference 
was held in New York City a week ago when represent- 
atives from all factory centers, and representative 
merchants from all sections carefully prepared the 
style forecast. 

H. C, McLaughlin, general chairman of the styles 
committees of the National Shoe Retailers’ Association, 
considered that the opportunity in Boston of getting a 
big committee together for a final consideration of the 
report, was so favorable that on Wednesday, July 12, 
the meeting resolved itself into a critical body of stu- 
dents planning the buying program of the industry for 
October, November, and December. Every center of 
the country had a representative in attendance and the 
cross section of the merchants present take in stores of 
all grades of service. 

Representative shoe manufacturers were present, to- 
gether with members of the National Wholesalers’ Shoe 
Association and the Tanners’ Council. The result of the 
meeting gives to the industry a platform for buying of 
great value for these three months. Among those present 
were the following: 

Augustus C, Ludlam, Wichita Falls, Texas; J. Henry 
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Scoggins, Houston, Texas; O. W. Metzger, Allentown, 
Pa.; W. F. Samson, New York City; R. A. W. Gibbon, 
Philadelphia, Pa.; Harry A. Gibson, San Francisco, 
Cal.; E. A. Neal, Warren, O.; Rueben Stiefel, Memphis, 
Tenn.; A. K. Cohen, Little Rock, Ark.; O. H. Hassel, 
Chicago, IIl.; C. E. Petot, Cleveland, O.; J. T. Schau- 
weker, Springfield, Mass.; E. E. Petot, Cleveland, 0.; 
F. A. Fisher, Chicago, Ill.; Kenneth Chisholm, Chicago, 
Ill.; J. D. Kennedy, Pittsburg, Pa.: Albert N. Blake, 
Lynn, Mass. ; Herman Meyer, Philadelphia, Pa. ; Frank 
R. Briggs, Boston, Mass.: Herman E. Lewis, Haverhill, 
Mass.: George M. Spangler, Chicago, Ill.: Harry C. 
McLaughlin, Cincinnati, O.; J. D. Smith, New York; 
L. M. Taylor, New York: Henry E. Hagan, Boston, 
Mass.: H. I. Thayer, Boston; E. A. Brand, New York. 
N. Y., and H. L. VanDegrift, Los Angeles, Cal. 





Foot, Schulze & Co., Opens New Branch 


Kansas City, Mo.—The Foot, Schulze & Co. shoe 
manufacturers of St. Paul, Minn., opened here on July 1, 
a new wholesale shoe house, known as Foot, Schulze & 
Co., Shoe Manufacturers, Kansas City branch. The 
office, salesrooms and warehouse are located at 920 
Broadway. This concern carries complete stock of de- 
sired merchandise in men’s work and dress shoes; 
women’s shoes, boys’, misses’, and children’s shoes. 

K. L. Barton, Jr., is Kansas City branch manager. 
Mr. Barton is well known to the Great Southwest, be- 
cause of his former connection with the McElwain- 
Barton Shoe Company. He is a membr of the board of- 
directors of the Foot, Schulze & Co., and was vice- 
president in charge of the Industrial Department last 
year. He has ever been a booster of the interests of 
wholesalers, has acted as chairman of the wholesale 
trade committee and was chairman of the personnel 
committee of the Kansas City Trade Extension tour 
last year. 

The new branch covers the following states with 15 
live-wire salesmen who left for their territories July 10: 

Missouri, Kansas, Colorado, Arizona, New Mexico, 
Texas, Oklahoma, Arkansas, Louisiana, Mississippi, — 
Southern Nebraska. Later this branch will add men to 
cover Southern Illinois, Kentucky, Tennessee and 
Alabama. 





Shoes and Stockings for Babies 


For the infant’s department, there are charming 
boxes of shoes and stockings to match, a dozen pairs of 
shoes and stockings to match in the big boxes, and a 
single pair of shoes and stockings to match in the little 
boxes. Dainty little garters also there are in some boxes. 
The shoes are of white, pink, blue, and gold, and the 
stockings match. 

The boxes of shoes, and stockings to match, make 
beautiful gifts for babies. For wealthy little babes, there 
are even boxes of 16 pairs of shoes and stockings too. 
For youngsters born in more moderate circumstances, 
there are boxes with single pairs of shoes and stockings. 
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Leather Market More Active 


Prices Are Firmer with Some Slight Advances Noted—Prospects Good 
for Better Business All Along the Line 


HE upper leather markets continue 
to experience more activity and 


also with prices on a firmer and 
advancing basis. Calf leather, which a few 
weeks ago was offered for 40c, is now 
bringing 45c, with the top grades bringing 
45c, 43c, and 40c respectively. 

The activity developed during the past 
few weeks is not confined alone to calf 
leather, but also has been noticed in prac- 
tically all upper leathers, including the 
various kinds of side leather, glazed kid 
and patent. Leather buyers seem to be 
anxious to get covered before any possible 
further advances. Sizable sales are being 
made right along and prospects seem 
bright for a good season’s run. There is a 
greater feeling of optimism all along the 
line which indicates that after the middle 
of the month shoe factories will become 
busier and are expected to continue so 
until later in the year. 


Sole Leather Firm 


The sole leather market is also in a state 
of greater activity, sizable sales are being 
made from day to day and business is on a 
more stable basis with prices firm and a 
little higher than a few weeks ago. Oak 
sole backs are quoted at 45c per pound for 
tannery run. Scoured backs bring from 
50c to 52c for tannery run steers. Oak 
sides are on a basis of 28c to 38c a pound, 
according to quality and tannage. Find- 
ers’ bends are still quoted up to 70c to 85c 
per pound, according to tannage. Sole 
leather tanners report a larger volume of 
business than for many months previous. 
Sole cutters are reported busier on cutting 
union sole. Heavy: tannages of union 
bring from 46c to 50c and light weight 
backs from 40c to 44c. 

Chrome sole is less active than other 
grades of sole leather, although a good 
call continues for white sole leather and 
white welting. 


Calf in Good Demand 


Smooth finished calf of the better tan- 
nages is in active call, with deliveries 
going along régularly, although the prin- 
cipal business is on chrome colored smooth 
and boarded calf and buyers are also up 
against higher prices. After the style 
shows are over a better business is ex- 
pected for suede finished calf. The top 
grades of smooth finished calf bring from. 
\0e to 45c and the better selections of 
suede bring from 50c to 60c, with some 
fancy leathers quoted at 50c to 68c per 
foot.. Black suede is bringing about five 
cents less, excepting in very choice skins. 


Some white calf is moving at 60c per foot 
for the best selections; medium grades 
50c to 55c. 


Side Leathers Active 


The staple side upper leathers are in 
better call at firm prices, the top grades of 
smooth finished side being quoted at 
from 20c to 28c per foot. Good leather is 
obtaintable at around 20c, although the 
job lots are practically cleaned up and 
there is not so much bargain hunting. 
Gray and brown buck are expected to 
have a good run, the top grades of colored 
buck bringing from 40c to 45c, the gen- 
uine buck 60c to 80c. Elk leather for 
heavy working shoes and veals and kips 
are in fair call, prices ranging from 18c to 
20c per foot. Smoked elk for sport goods 
is in fair call, bringing from 25c to 32c. 


Patent Leather Tanners Busy 


Patent leather is still in good favor and 
tanners are behind in their orders for cer- 
tain leathers. The rainy weather of such 
long duration set the tanners back in their 
work. Chrome patent sides are bringing 
from 40c to 45c, although there is plenty 
of cheaper leather on the market. Patent 
kid is bringing from 60c to 75c. 

There has been more business in glazed 
kid the past ten days and there has been a 
good aggregate of business on the medium 
and lower grades. Top grades of colors 
bring from 70c to 80c, with blacks listed 
at 60c to 70c per foot. White kid is quoted 
at 75 cper foot and there is a good demand 
for leather at around 50c and the medium 
grades of kid which range from 30c to 55c 
a foot. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 
Calf, suede top grade......... $0.32@$0.35 $1.40@$1.50 $0.50 @$0.60 
Calf, smooth, colored,topgrade .28@ .30 1.40@ 1.50 40 @ 5 
Calf, smooth, black,top grade . .26@ .28 1.30@ 1.40 35 @ A0 
Side leathers. colors, top grade. 18@_ .22 -75@ 1.00 20 @ .28 
Side leather, black, top grade. 16@_ .20 65@ .90 .20 @ .26 
Genuine buck. 45@ .50 1.40@ 1.60 60 @ -70 
White buck, top grade (side lea) 28@_ .30 -90@ 1.00 35 38 
Elk, heavy side. . rite 24@ .26 65@ .70 18 @ «.23 
Kids, colors, best fancy. Womens ; 35@ _ .40 1.40@ 1.65 .70 @ .80 
Kid, colors, top grade. . ‘ .28@ .30 1.35@ 1.60 60 @ .70 
Kid, black, top grade......... .28 30 1.35@ 1.50 60 @ .65 
Kid, medium, colors.......... .20 24 -70@ 1.10 35 @ .50 
Kid, medium, black ‘ -18@_~ .22 .60@ 1.00 30 @ 40 
Kid, cheap. .06@ .12 -20@_ .36 oe ee 
Chrome pion ea A .25@ .30 .85@ 1.05 40 @ 45 
Patent ki 40@ .. 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
Green Hide Sole............. 32@ «33 56@ .58 28 @ .30 
Chk da ay es oo eeeadiedicn -@ .36 90@ .. 45 @ .50 
No. 1 oak hacks............. 38@ 39 92@ .95 45 @ 55 
No. 1 oak bends, shoe mfrs.’use .46@ .47 .98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use.. ..@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole 
leather, harness, etc........ -.@ .18% 52@ «55 17 @ .17% 
Heavy Texas steers,” for sole 
BE Mec icics onckinitens ..@ 18 .@ +50 16 @ 16% 
Light native cows, for side 
upper leather.............. ..@ 17% --@ 62 @ .15% 
Branded cows, for light sole 
RMR ci eein i atthe eines ..@ 1% ..@ 50 @ .4 
No 1 buffs for heavy upper and 
side leather. . a 8 45@ .50 11 @ .12 
No. 1 Chicago ¢ City calfskins 
for fine calf leather......... .-@ .17%% _ 1. 9274 14 @ .18 
— for u leather. . --@ A6% 12-.@ .17 
hides, for hemlock sole lea. ..@ .30 ‘20 "s 164%@ .18 
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This Dealer is Drawing 
Boys to His Store 
By the Score 


6 ie EVERY boy who buys Keds, J. E. Waples of Hammonton, New Jersey, is 
giving one of these skull caps free. This is a great idea! 

Mr. Waples believes he is going to increase his Keds business tremendously and 
make many turnovers during the season. He writes:— 


“These caps are proving very popular in our city, and since they are given out only ewith 
Keds purchases, we feel that this idea will materially increase our sales of Keds for 


this year. We have found this form of advertising very effective.” 


You are missing a great source of profits by not drawing the boy trade into 
your store. Begin now and sell every boy in your town a pair of Keds. It can 
be done. It pays. 


United States Rubber Company 
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The Onward March of Rubber Heels 
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Statistics Show That 700,000 Pairs Are Made and Sold Every Day 
—60% for Men’s Shoes—40% for Women’s and Children’s 


heels has reached a high state of 

perfection, and the degree of com- 
fort experienced by wearers of such heels 
has had much to do with their popular- 
ity,’ thus reads a press dispatch from 
Washington, reporting that 138,468,085 
pairs of rubber heels and 9,777,085 pairs 
of rubber or fibre soles were made during 
the census year of 1920. 

Various estimates have been given to 
the Recorder representative as to the 
number of rubber heels actually attached 
to leather shoes. One estimate is that 75 
per cent of men’s leather shoes 
leave the factories with rubber 
heels attached; another statisti- 
cian estimates in this fashion— 
90 per cent of the men’s shoes of 
the country are equipped either 
in the factory or at the retail 
stores, or at repair shops, with 
rubber heels, and 80 per cent of 
the women’s and juniors’ shoes 
are equipped, either at the 
factory, or at the retail stores, 
or at the repair shops, with 
visit to a 


ad ke: durakiity of American rubber 


rubber heels. A 
group of retail stores discloses 
the following situation—about 
90 per cent on men’s shoes: 
60 per cent on women’s walking 
shoes; 55 per cent on boys’ 
shoes and 50 per cent on girls’ 
shoes. But the very latest statistics from 
an authoritative source were given in this 
wise—700,000 pairs of rubber heels made 
and sold every day—60 per cent for men’s 
shoes; 40 per cent for women’s and child- 
ren’s shoes. 


A Remarkable Growth 


Certain it is that the production and 
consumption of rubber heels have attained 
a remarkable growth. The Bureau of the 
Census, Department of Commerce, gave 
in its 1920 census the production of rubber 
heels (“including only those sold as such 
or on hand’’) as 126,572,000 pairs, with a 
value of $14,238,000. These figures 
were the first compiled by the Bureau of 
the Census and were based on the 1919 
production; from the 1921 Census report 
we note an increase of 11,896,085 pairs 
for 1920, and so the production has 
increased, until it is estimated that during 
each twenty-four hours of 1922 there are 
being produced and sold 700,000 pairs 
and that when the year-1922 shall have 


Shoes—Rubber Quotations 


drawn to a close it will be found that 
there have been made and sold 255,500,000 
pairs of rubber heels. And the march is 
onward! 


Rubber Wedge for Spring 
Heels 


Some new school and play shoes for 
children, have spring heels, and the 
“spring” is made by use of a rubber 
wedge in place of the familiar leather 
wedge. The rubber wedge is cemented to 
the heel seat and the outsole, ‘and the 





The shoe department of the big retail store of Stix, Baer § Fuller, St. Louis, ¥ 
{ Missouri recently showed an attractive Keds window— White hosiery was 


also displayed. 





B. H. SHAPIRO 
Manager Chicago Branch—Cambridge Rubber Co. 


shoe is stitched around the heel seat. 
So the wedge is held firmly in place. There 
is not a heel nail in the heel. So it is a 
real “spring” heel. 


Rubber Sole Shoe for 
Swimming 


A swimming shoe has a full sole of 
rubber and the bottom of the sole is 
corrugated in the wash board style. The 
upper, of fabric, is stitched down to the 
rubber sole, and the edge of the sole is 
bound with braid. 


Cambridge Rubber Co. 
Opens Chicago Branch 


The Cambridge Rubber Co., 
Cambridge, Mass., recognizing 
the need of a Western distribut- 
ing house has opened a branch 
in the Lees Building, 16 South 
Wells St., Chicago. 

The new Chicago branch is 
under the management of B. H. 
Shapiro who has been in the 
rubber footwear business for the 
past eight years and is familiar 
with the details of rubber foot- 
wear distribution. He was 
formerly with Hood Rubber 
Company and with the Beacon 
Falls Rubber Company. 

Mr. Shapiro is well pleased with his 
new connection and the volume of busi- 
ness being booked both for immediate 
delivery and for fall. 


Clever Cards for Show 
Windows 


The Cambridge Rubber Co.,Cambridge, 
Mass., has recently prepared four unique 
cards adapted to use in store windows, 
advertising their “Vamp” tennis shoe 
De Luxe. The little miss designated 
“The Vamp” is shown in four different 
studies by’ an artis. who knew how 
to handle his subject to secure the ad- 
vertising value a card of this kind must 
possess. These cards are being welcomed 
in retail shoe stores on account of their 
appeal to all lovers of children and those 
things which are of ‘interest to little folks. 


The Rubber Market 


The rubber market at the end of last 
week was an even narrower and duller 
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THE RUTH 


Add to this Brooklyn craftsmanship 
and you have the happy combination 
that brings new sales and repeat sales. 
For the house of Eyre aims to induce 
rapid turnover and fair profits for you, 
by means of honest merchandise. 





Eyre Shoes of Artistic Perfection are 
designed to attract the eye and the 
pocketbook of women who follow closely 
the changing modes of footwear. In 
each of our styles there is a strong sug- 
gestion of what future fashions will be. 












Moulded to fit feet Nature's way. No binding, 
stiff arch nor uncomfortable heel. Just choice 
pliant leathers, an evenly tempered shank, flexible 
sole and commonsense heel. 





The PEDI|CLINIC 








“Fred A. Eyre & Co.dne. 
Brooklyn , New York 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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aflair than previously that week. Buyers 
were scarce and adopted an indifferent 
attitude. If they could not get rubber at 
their price they did not want it. Holders, 
somewhat encouraged by the steadiness in 
London, as indicated by the cables, were 
not disposed to make further price 
concessions except on distant futures. 
There were offerings of January-March at 
l6c, or a quarter of a cent less than was 
wanted for that position on Thursday, but 
spot and July remained pegged at 15c, 
August at 15\4c, September at 15)4c and 
October-December at 1534c. The above 
quotations applied to either standard, rib- 
bed smoked sheets or first latex crepe. 
The London market was reported un- 
changed at 734d buyers. 

The lower grades of plantations were 
dull, with prices more or less nominal and 
there were no fresh developments in 
connection with Paras. 


Rubber Quotations 


Plantations— 


First latex cr., spot........ 15 @.. 
July-Sept.......... 154@.. 
Oct-Dec. .... 1534@. . 
Jan-Mar......... ys gre, * et 

Ribbed, smk. Sh., spot..... 15 @.. 
July-Sept...... 154@.. 
Oct-Dec 154@. . 
pS DL ee 16\4@.. 

*Brown crepe, thin, cl’n.... 14 @.. 

| eee, 
Amber— 

OSS ll 
I I ll 
SS eee hl 

Para—Up-river, fine....... 18 @.. 
ee 
BO MER ktcc si ascetics ee 
ii iors cx car 8 G.. 
‘Caucho, Ball— 

Se -  l 
eS. 
ee ee 

*Centrals— 

.. Pare eee @10 

TR 6055 cn Ski Sox, @10 
Reais 6 vg Kane @ 9% 

*Guayule— 

Eee er @18 
Ns cele dvtits ebixn Say @26 
*Balata— 
Block, Ciudad......... @55 
Block, Colombian... . . @A42 
0 ee 
ae fF 

*Benguella, No. 2......... 7 @9 

*Kassal— 

a eee 6SlC 
Pt. 268. 22cm 2y... Bee 
*Nominal. 


Scrap Rubber 


Demand shows no improvement and 


, Prices are without quotable change. 


B0.0T AND SHOE REG ORDER 


Boots and shoes........... 234@.. 
Artics, trimmed.......... 14%@.. 
Arctics, untrimmed. . . Ly@.. 
Inner tubes, No. 1...... @ 3% 
Inner tubes, No. 2...... . @2% 
Hose, steam, fire... .... 4@ % 


Tires—Automobile........ : Y4@% 





Columbus Notes 


Trade among the local retail stores 
was very brisk last week. The majority 
of sales was on white footwear 

A new style of footwear has appeared 
in the local market, known as the “Ra- 
dio” sandal. While this style has not 
been one of the good sellers, it has enabled 
the dealer to get up a very excellent win- 
dow display. 


Pitts Employees Have 
Dinner-Dance 


The A. E. Pitts Company, of which 
John J. Baird is president and general 
manager, entertained the employees with 
a dinner-dance on Monday evening, 
June 19, at the Scioto Country Club. 
There were about forty present at the 
dinner, which was followed by dancing. 


Lazarus Company Has 
Picnic 

Over 700 F. & R. Lazarus & Co. asso- 
ciates attended the store’s big annuat pic- 
nic at Elmont Hotel, Groveport, Ohio, on 
Wednesday evening, June 21. Four spe- 
cial cars were used to transport the em- 
ployees to Groveport. During the big 
picnic dinner, the evening program from 
the broadcasting station was picked up 
by a large receiving set on the hotel porch, 
the equipment being provided by the 
Lazarus Company. Dancing followed the 
dinner, music for which was picked up 
through the radio receiving set. 


New Union Local Formed 


One hundred and twenty-five boot and 
shoe workers of Columbus met Thursday 
night, June 22, at the headquarters of the 
Columbus Federation of Labor, for the 
purpose of organizing a local branch of 
the Boot and Shoe Workers’ Union. Tem- 
porary officers were named at the initial 
meeting and committees selected to nomi- 
nate candidates for. permanent officers. 





Eugene Carman Honored 


Eugene M. Carman of Dinnell, Carman 
& Mudge, Inc., was appointed by Gover- 
nor Cox a trustee of the Medfield State 
Hospital. 


ANT 


From Stores to Factories 


Is the shoe store the new training school 
for the shoe factory? Shoe manufacturers 
are bench-made, according to the common 
tradition. But a number of shoe manu- 
facturers are coming from the fitting stool. 
these days. : 

This campaign to “Get More Shoes 
Fitted Right,” goes on irresistibly. To get 
them fitted right, it is first necessary to 
make them right. The bench-made manu- 
facturers master the mechanics of shoe 
making. The man from the fitting stool 
masters the fitting of shoes. 

The master of the art and science of 
fitting shoes can tell the master of me- 
chanics of shoemaking how to make shoes 
that will fit right. So more men from the 
retail store are to be found in the factories 
these days. 

Furthermore, the man from the retail 
store has knowledge of style selections. 
He has close personal knowledge of what 
style shoes people want, and. when they 
want them. 

Altogether, it looks as if the retail store 
is becoming more and more a training 
school for the shoe factory. 





George Copeland Dead 


West Bridgewater, Mass.—On Friday 
afternoon, July 7, the funeral of Mr. 
George Copeland, age 90 years, an old 
time resident of West Bridgewater was 
held in that place. Burial was at Pine 
Hill Cemetery. 

For the last 54 years Mr. Copeland has 
lived at and conducted his business in the 
town of Jefferson, Wisconsin. He was a 
member of the firm of Copeland-Ryder, 
manufacturers of men’s shoes. He was the 
son of Stephen Otis and Mary (Beals) 
Copeland. He leaves no near relatives. 
Before he went West Mr. Copeland lived 
in Westdale near West Bridgewater. 





New Shoe Stores 


V. Navien & Son, Hull, P. Q. 

Guarantee Shoe Co., Florence, Ala. 

Joseph Pudaloff, Niagara Falls, N. Y. 

Porterfield & Stanberry, Los Angles, 
Calif. 

McDermott, & Smith, Penn Yan, N. Y., 
will open August 1. 

Hart’s Novelty Shoe Shops, Inc., (Oscar 
Hart) Milwaukee, Wis. 

The Globe (Silverstein & Orenstein), 
Commerce, Ga., shoe department. 

Endicott-Johnson Co. (T. J. Moffat, 
Manager) 94 Main Street, Batavia, N. Y. 

John L. Newhouse Co., Warner Block, 
21 N. Main Street, Buffalo, N. Y. (opens 
September 1.) 
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Still Leads the Leaders 


A Black Satin One Strap with 
the New Orchid Lining 
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No. 790 


No. 791 
Black SatinOne § aes ‘ =e Ne Ri Se > Black Satin One 
Strap, 12-8 Military Sen eae ee Strap, 14-8 Junior 
Heel, Imitation < ete ay 4 Half Louis Heel, 
Turn, Orchid Lined : 3 tae : Imitation Turn, 
Widths B, C, D , ' 7 ; ' +3 : iH Orchid lined. 
Sr", pien. a t - ° Widths B, C, D. 


They Bought Hannahsons at the Boston Show! 
HANNAHSONS line of fabrics were the “hit” of the Boston Style 
Show. For price, for quality, and for all around satisfaction they 
‘Lead the Leaders.”’ 


This Fall’s line of satins are the best we have ever shown. Our new 
catalogue is about ready. Write for your copy today, 


Hannahsons Shoe Company, Haverhill, Mass. 


TMM MMU MUU MUU U UML TULUM MUUMenmonnineli un iieniiiniiieniiinnn ein iii el tt tc 


ee eH eMnenniniiiien tii 


eee MMe nnimniuirenniiiiiieniiiin 














PU eel U ntl ©) 


3 Teen el eni el eniiiiiieliiiiiliieniiiirieliliiiiieniiiiiinieniiiiiieli iii teniiiii 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 








(@edwe whee aseae em ea 


TOOK OOOO 








SMO 





July 15, 1922 


BOOT AND SHOE RECORDER 


BOSTON 


The Shoe World at Boston 


Third Big Style Show Attracted Buyers from the Country 
Over and Europe—Hotels Crowded—Retail 
Merchants Holding Sales 


HE Third National Shoe and Leather 

Exposition and Style Show, July 
10-13, with it many educational features, 
not the least of which was the advanced 
styles in footwear showing, brought 
the shoe world to Boston. The first day 
of the National Shoe Style Show opened 
bright and fair—the weather was more 
typical of June than July weather; The 
Hub’s familiar Eastern zephyr kept Old 
Sol’s rays from being disagreeable and 
briskty wafted the shoe trade, exhibitors, 
salesmen, and shoe and leather buyers, to 
Mechanics Building, ‘en masse,” so that 
when the doors officially opened at two 
o'clock, July 10, there immediately com- 
menced a veritable beehive of industry and 
action. Prior to that time, the visiting 
buyers had been arriving—they swarmed 
hotels and hotel sample rooms. Were you 
looking for a shoeman from California? He 
was located at one of the local hostelries. 
Did some one wish a man from “Way 
Down South in Dixie?’’ Oh well, he was 
at the Essex, or United States. 


Local Merchants Entertain 


Wednesday, July 12, was dedicated to 
the retail shoe merchants of the country. 
On that occasion, Henry E Hagan, 
President of the Massachusetts Merchants’ 
Association, was particularly busy, enter- 
taining retail shoe merchants the country 
over. President C. K. Chisholm of the 
N. S. R. A. “fired the first shot” at the 
afternoon meeting and one after another 
of the good footwear merchandisers 
followed Mr. Chisholm in a program 
which was both constructive and inter- 
esting. All the while Boston’s shoe mer- 
chandisers and retail sales folks were on 
the “qui vive” as to service to visitors. 


Dame Boston Smiles 


“I know now what I shall buy for fail” 
was the remark heard on every side, and 
this remark was oft-times accompanied a 
little later with an order. Wholesale 
houses kept “open house” and had much 
patronage. Retail shoe store windows 
were “dressed up in their prettiest,” 
while many merchants kept things “‘hum- 
ming” by reduction sales. 

And on all of this busy scene, “goode 
olde Dame Boston” smiled approvingly, 
as if to say “I am really proud of my 
enterprising shoe sons and daughters, for 
1 claim you al), or some part of you. 
Many of your fathers, or grandfathers, 
- left me many many, many years ago, but 
| have watched your progress all through 


the generations, and am pleased to wel- 
come you back to ‘Ye Olde Shoe Towne’ 
and I am also proud of the splendid 
preparations that the home boys made 
for your reception.” 


A 10% Reduction 


A 10 per cent reduction sale was started 
July 5 by Dr. A. Reed Cushion Shoes. 
This sale was scheduled for ten days, only 
—it ended today, July 15. Complete 
lines were to be had, in all sizes, for both 
men and women, with the store’s expert 
fitters. The usual exchange and refund 
privileges were accorded. Some attractive 
advertising was conducted in the daily 
local papers. The ad announcing this 
sale was headed—‘“‘Let’s Get Acquainted.” 
General Manager B. C. Goulston and 
Manager Harry R. Terhune are much 
pleased with the results of the sale. 
Returns submitted for the first three days 
show them to be the three biggest of the 


year. 


A Buyer From Germany 


Arthur Jacoby of Berlin, has been in 
this country the past four weeks buying 
shoes. He came to Boston on a flying 
trip two weeks ago and on Monday made 
a visit to the Style Show, with which he 
was much impressed. Through the 
courtesy of the Style Show management, 
he was permitted to visit Mechanics 
Building Last Sunday and see the show 
“in the making.” Mr. Jacoby is a Re- 
corder subscriber and has long conducted 
identified with the retail shoe business. 


Regal Shoes at $4.80 


The Regal Shoe Store last week “rigged 
up” for a sale and a “sail” or two, in 
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both the men’s and women’s shoe windows, 
bore in big red figures, $4.80. A little 
white sticker on window panes announced 
the sale of ‘*90,000 pairs of $6.80 shoes in 
over 60 Regal Stores at $2.00 off.” A 
neat white card in the women’s shoe 
window presented an example in addition 
giving the total price at which a pair of 
shoes and stockings could be purchased— 
namely—‘‘$4.80 plus $1.95 for hosiery— 
total—$6.75.”" All white fabric shoes 
during the sale are $5.80—leather trimmed 
fabrics at the regular $6.80 price. 


Thayer McNeil Associates 
Outing August 5 


The Thayer NecNeil Associates are to 
make merry at Norumbega Park on 
Saturday, August 5. The boys and girls 
will leave the store at 9 A.M. in auto- 
mobiles, clad in festive garb, for this 
beautiful pleasure resort on the Charles 
River. An elaborate program has been 
arranged, consisting of water sports and 
races in the morning—then lunch—and 
in the afternoon, a bail game between the 
married and single men, and dancing 
afternoon and evening. The chairman of 
the general committee is C. E. Holt; the 
chairman of the committee on arrange- 
ments, P. E. Thayer. The transportation 
committee is headed by C. W. Pollock, 
Chairman, assisted by J. H. Creed and J. 
A. Pretto; The official starter will be C. 
W. Pollock; the scorer, A. Schailer; time 
keeper, H. P. Thorpe; measurers, H. H. 
Dahl and J. H. Creed; judges, J. F. 
McNeil, H. F. McNeil, J. J. McNeil, 
F. E. Porter; official announcer, J. B. 
Beauregard. Entertainment committee; 
P. Larkin, R. B. Fallon, Dancing Com- 
mittee—J. Hanson, M. L. Burns, Miss D. 
Savoy. Refreshment Committee—A. C. 
Humphrey, A. S. Conant, H. H. Dahl, 
Miss E. Bennet and L. Hart. 


A Woman “Invents’” White 
Heels 


“So many years ago, that I would not 
wish to state,” said Mrs. Florence Durney, 
“‘Hagan’s introduced white heels to Boston 











A white kid, side gore slipper 
—Colonial pattern, artistically 
trummed with periwinkle blue 
kid. 16-8 heel. Sold at Hagan’s, 
Boston. 
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Where to Buy 


Women’s Shoes 











PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 








The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 
In Stock Specialists of 


: oo . Women’s Shoes, Part 
ea] y 
AC SK Slippers and Novelties. 

_—s Write for Catalogue 


COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 


No. 160—11/8 Junior Louis 
Heel. No. 165—16/8 Full 
louis Heel Price $4.00, 
less 5 per cent 10 days 

118 Pho: nix Row 
Haverhill, Mass. 

123 Essex St.. Boston 

koom 














BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


3 = BLEECKER SHOF CO Ince = 
“STHE LIVE WIRE HOUSEr 
Pe rani 
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Special 
DOR SLIPPE 


dll styles made of Dome*t 
Imported Satin Brocadesand Metal Cloths 


4.40 wet mit « 


west MGUSTIN CO newvom. 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville. New York 








IN STOCK 
PRICE $1.35 

Women's Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid. 
Lavender, Alice Blue 


FREEMAN & THOMPSON SHOE CO. 





M ers “Comforeis” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 





and it happened in this wise—I never 
liked the inartistic appearance of red or 
brown leather heels on white shoes—and 
I began ‘talking up’ the situation with 
the salesmen of different firms—finally 
Krippendorf-Dittman Co. responded and 
brought out their white ivory heel—this 
was an improvement, but yet it did not 
give me just what I wanted on account of 
the various lifts of the white leather 
showing variations of whiteness. The 
late Nathan Bohr, of respected memory, 
then an old man, became interested and 
evolved something which I liked very 
well, and together with Mr. Bohr, we 
visited the Boston Blacking Company, as 
I was impressed by the fact that they 
‘blacked’ our heels when they became a 
bit disreputable looking, and 1 decided 
that if they could blacken them, they 
could also whiten them. A tour of the 
blacking company’s plant was made and 
Mr. Bohr, the representative of the 
Boston Blacking Company and I got busy; 
the result was the white heel as you know 
it today. Furthermore, the blacking 
company developed an electric heel edge 
lacquer. This we supplied to the customers 
in cans with a little brush, and our white 
shoes came to us, made of the ordinary 
Ivory leather, but scoured, and then 
enameled finished.” 


A Style Group 


A group of snappy styles was recently 
noted at Hagan’s Shoe store. One was a 
patent colt, sabot strap sandal, lined 
throughout with beige kid, diamond 
perforated vamp, 12-8 box heel; another 
was an ankle one strap patent leather 
Colonial, with tongue outlined with 
perforations of gray buck, 16-8 celluloid 
Spanish heel; a patent leather one strap 
sandal, with broad perforated bands of 
beige suede, 17-8 celluloid Spanish heel. 


A Visitor From Wausau 


S. J. Pentler, Secretary and General 
Manager of the Marathon Shoe Company, 
with two factories at Wausau, Wisconsin, 
was a visitor at the Recorder office on 
Monday, July 10. Mr. Pentler’s company 
manufactures the “Pied Piper’ line of 
children’s shoes. He had just arrived in 
Boston, coming on from New York, for 
the purpose of attending the Style Show 
and doing a little buying and selling. 

Mr. Pentler has long been identified 
with the shoe industry... We remember 
him many years back as General Manager 
and Secretary of the Rich Shoe Company 
of Milwaukee, in the days when its late 
and beloved founder, A. W. Rich, was “‘on 
the job.” Mr. Pentler started his first 
factory in Wausau about eight years ago; 
thirty-five men comprised his corps of 
workers—today, he has 200 workers; his 
new factory devoted to stitch-downs has 
been started, and he contemplates addi- 
tions thereto. 


Business is Improving 


“Wausau, is a live town of 20,000 
population,” said Mr. Pentler. “Business 
in general throughout the territory 
covered by us is picking up— it is much 
better than for some time past. I believe 
that much buying will be done at your 
Boston show. One interesting feature 
about my business is that I have operated 
steadily with my 200 men, all the year 
round—I have had no shut-downs but on 
the contrary I have run to full capacity. 
We sell to the retail merchants and de- 
partment stores and have twelve men 
covering the Great West. Here is some- 
thing which the retail merchants find of 
wonderful help in selling our line’’—and 
from his pocket, Mr. Pentler produced a 
delightful little booklet, of twenty pages 
with cover in colors, depicting the Pied 
Piper followed by a joyous crowd of 
children. Inside the booklet is the 
illustrated story of the Pied Piper; the 
last few pages are devoted to a description 
of the Pied Piper line. The Marathon 
people print the merchant’s name and 
address on the back cover page. 

“Pied Piper shoes are made in our 
factory No. 1,” said Mr. Pentler, “by my 
own patented welt process. This | 
originated with the idea of giving more 
comfort and longer wear. The line 
consists of children’s misses’ and growing 
girls’. We place this line with one good 
merchant in each town, except in large 
cities. In factory No. 2, we make non- 
rip stitchdowns.” 


Leather Man On New 
Industrial Bureau 

Joseph A. Driscoll, who was for twenty- 
five years engaged in the upper leather 
business of this city, being identified with 
the old firms of A. Bernard—later 
Bernard & Friedman, the American Hide 
and Leather Company ard for ten years 
manager of Harrison & Co., has been 
appointed by Mayor Curley a member of 
the Mayor's newly created Commerical 
and Industrial Bureau. The Mayor has 
recognized Mr. Driscoll’s wide knowledge 
and service in the leather industry and to 
him has assigned the duties of keeping in 
touch with the shoe, leather and hide 
industry, for the purpose of advancing 
this industry, through the boosting of the 
Port of Boston. 


Three Splendid Achievements 


Mr. Driscoll reports that this bureaue 
has already succeeded in establishirg 
three new lines of steamers, the latest 
being a direct line of steamers to Carib- 
bean ports, “and,” adds Mr. Driscoll, 
“This might well interest the importers 
of dry hides on account of the facilities 
for handling cheaper freight rates and 
storage quarters. We are using the Army 
Base at South Boston for that purpose. 


His Honor is most anxious to co-operate 
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with every movement for the betterment 
of the port, the betterment of Boston and 
the general welfare of the people.” 


Whittemore’s Sun 


The first edition of Whittemore’s Sun 
has made its appearance in the trade and 
promises to make a favorable impression 
wherever received. It is a “tillipution” 
paper, being designed to serve a special 
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purpose and made convenient to mail once 
a month with the bills and correspondence 
which go out from the offices of Whitte- 
more Bros., of Cambridge, Mass. The 
purpose of Whittemore’s Sun is to convey 
interesting business information to its 
readers with now and then a little humor 
sprinkled in. Whittemore’s Sun appears 
to have risen in glory and it will probably 
become a permanent feature of Whitte 

more Bros. trade promotion plans. 





NEW YORK 


Consumer Demand Increasing 


Price Still Somewhat of a Barrier, Say Retail Merchants 
—Plainer Patterns In Best Demand 


CONSIDERABLE quantity of shoes 
moved into the hands of consumers 
here during the first week in July, although 
it was a four-day week for most of the re- 
tail shoe merchants. The stimulant of cut 
prices eppears to be having a better effect 
on the public than has been the rule here- 
tofore, indicating, the merchants say, that 
shoes are in demand, but that prices are 
still a barrier to the free movement of 
merchandise into the hands of consumers. 
In the sale goods, it is noticed that the 
plainer effects move out more quickly than 
do the novelties that were shown early in 
the Spring. There has been a fairly brisk 
demand for plain whites, in both men’s 
and women’s models, which has worked 
down stock considerably. Shoes of the 
sandal and highly embellished sports 
type have lost much of their favor, and 
the merchants are making desperate 
efforts to clean up the remainder of 
their stocks of these styles. 


Low Heels Apparently Gone 


The demand for low heels also has fallen 
off, and from the consumer demand as 
registered now, it is probable that few re- 
tail merchants will stock heels much lower 
than an inch and a quarter for Fall selling. 

Although prices on women’s footwear 
have been cut fairly deeply, the prices on 
men’s shoes continue to hold up fairly 
steadily. Some of the exclusive men’s 
shops have not yet put on their regular 
Summer clearance sales, and on the sales 


that have been made, prices have been 
cut but slightly, in most cases. There is 
a decided absence of big close-outs of job 
lots of men’s shoes, which was a big feat- 
ure in the men’s business here about this 
time last year. All in all, the men’s trade 
appears to be in a much healthier condi- 
tion than for some time past, and this 
development has given the retail mer- 
chants more confidence and encourage- 
ment for the Fall season. The merchants 
here admit that their advance purchases 
of men’s shoes for Fall are greater, in most 
cases, than they were a year ago. 


Cammeyer Employees Hold 
Outing 


The forces of Cammeyer’s two New 
York stores and the Brooklyn and Newark 
stores held their annual outing and ath- 
letic contest on Saturday, July 8. A din- 
ner, dance and series of games provided 
entertainment. 


Most Stores Closed Saturdays 


The all-day Saturday closing is being 
more generally observed by New York 
stores this Summer than ever before. 
Some of the stores in the mid-town sec- 
tion that did not close on Saturday of last 
year have now joined the movement. 
Practically the only shoe stores open on 
Saturday, July 8, in the mid-town section 
were the chain stores. 





BROOKLYN 


Style Show Plans Abandoned 


No Exhibit to be Held in October, But Exhibit Will Be Held, 
as Usual, Next Spring 


HE Shoe Manufacturers Board of 
Trade of greater New York, to which 
32 of the shoe producers in the Brooklyn 
section belong, has abandoned the plan 
for a style show in October, projected 


right after the style show in May. A ques- 
tionnaire sent out to all members of the 
organization revealed that only eight out 
of the 32 were definitely in favor of the 
style show this Fall; although several in- 
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Whereto Buy 


Women’s Shoes 














Largest manu- 
facturers of 
soft soleleather 
slippers. 


Send for catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N. Y. 



















E. A. & M. C.Witherell Co. 
Manufacturers 


Women’s Turns 
Boots and Slippers 


Fact 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Reom 406 

















FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
mforts 
Boots & Slippers 
for the wholesale trade 





















WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models. 
Hand turn kid lattice work 
quarter--io ali finest 
leathers. 
TESSIER & 
BOW DOIN 
172 Washington 


Street 
Haverhill, Vass. 













Makers of 
HAND TURN NOVELTIES 
In All Leathrrs and Satins and 
On All the Latest Lasts. 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washington St. 
Haverbill. Mass. 





STOCKBRIDGE SHOE COMPANY 
a> 





HAVERHILL, MASS. 
=U. SAS 








Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St, Philadelphia 








TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101— Sofia Turk- 
ish Slippers Import- 
ed from Constanti- 
feple All Sizes and 
Colors for infmediate 
Melivers- 














K. M. STONE i 
12-1416 E. 22nd°St., “H. Y, 
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Where to Buy 


Men’s Shoes 
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Taewson BROS . SiiOE (6 
FINE SHOEMAKERS 
BROCKTON 


Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 

















“For Men WhoCzre 
- To Dress Well” 
A Sample Order for 


a Pair or a Dozen 
Will Start You Right 


T. D. BARRY CO. 
Brockton - <- ass. 








Gentlemen’s | 
Shoes 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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dicated that they would join the exhibit if 
a style show were put on. Plans are now 
in the making for another style show next 
year. There is some sentiment for staging 
the exhibit early and it is probable that it 
will not be held much later than in May, 
as was the case this year. 


Fall Outlook Encouraging 


Brooklyn manufacturers are more en- 
couraged over the Fall outlook than for 
some time past. Orders continue to come 
in steadily and it is felt that a considerable 
volume of business will be booked later 
this month, following the style show in 
Boston. Some manufacturers report that 
the retail merchants are buying shoes for 
delivery only up to September 15, while 
others say that they have orders calling for 
delivery October 1. Practically no orders 
for delivery later than October 1, have 
been booked up to the present. 

Straps still continue to lead in the orders 
now in hand, with a slight strengthening 
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of the position of the two-strap models. 
Black patent and black satin are still 
strong, although brown kid and calf are 
showing decidedly more life. The manu- 
facturers are watching closely the trend of 
style in dress for Fall to gauge the pos- 
sible style demand in footwear. The 
showing of many brown shades in wom- 
en’s dress has led to the belief that brown 
will be a bigger seller in footwear this Fall, 
than it was last year. The coppery red 
tones also prominent in the dress trade 
has influenced some buying of bronze 
kid shoes for Fall. 


Heels Getting Higher 


Heels continue to show a trend toward 
greater height. Few heels lower than 12/8 
are going through the Brooklyn shops at 
present and they range from this height 
up to 16/8 as a general rule. On the dressy 
shoes the Cuban Louis heel predominates, 
according to reports from various manu- 
fecturers. 





ROCHESTER 


Workers Returning to Factories 


Plants Now Fairly Well Manned, According to Manufacturers 
—New Business Being Booked 


ACH day now witnesses increased 
activity in the shoe manufacturing 
plants in this city. Executives of the large 
plant companies which severed relations 
with the United Shoe Workers and against 
which the union subsequently declared a 
strike, have announced that as far as they 
are concerned the strike is over. They 
state that their doors are not locked to the 
workers and that they may have their old 
jobs back if they return as individuals. 
This invitation has been accepted by a 
large number, it is said, with the result 
that the plants now are well manned. 
With the situation more or less hopeless 
as far as the strikers are cozcerned, there 
have been some arrests of late of union 
men for annoying non-union men. An 
unusual proceeding took place in City 


Court here on July 7 when four strikers 
were arraigned and the court room was 
filled with sympathizers. The judge said 
he would put over the cases for a month if 
the defendants and their friends agreed 
to obey the nation’s laws. As if at a signal 
every man and woman arose and lifting 
his right hand pledged allegiance to law 
aad order. The Court was so impressed 
that he said he would take this as a bind- 
ing agreement on the part of the 
strikers. 

Although conditions may not be called 
normal yet, it is not expected that it will 
be long before a normal state is reached. 
Manufacturers report that they have 
booked a fair amount of business, and 
what is more, they do not expect to have 
any difficulty in filling orders. 








N. Y., have recently placed on the market a line of 
flezible welt shearling house slippers which have many 
exclusive features, and which 
that the company has now fcund it necessary to secure 
larger oun to take care of the i 


The Jchnstown Wool Shoe Company of Johnston, 


have proven so popular 


business. 

he shoes are made by a flezible well 
system on which patents are pending and the 
uppers are made of the best grade pskins 
giving a fine outside finish and a wool inside 


The line eanete af sume and women's, 
Boys’, Yo *, Misses’, Children's 
and Infants. 
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Holiday Business Good 


Fourth of July celebrants stimulated 
the retail business here to a considerable 
extent. Shoe merchants said that more 
people seemed to be preparing to leave the 
city than ever before, and the call was 
reasonably heavy for all types of footwear. 
Especially in demand were the sport shoes 
of the various kinds. If the demand for 
tennis and golf shoes is any indication of 
the interest in these sports, shoe men be- 
lieve that a record number this year are 
taking to the outdoor pastimes. 


Sandals Very Popular 
Women’s barefoot sandals are so com- 
mon in the streets here now that no one 
seems to take a second look, although 
at the beginning a fourth and fifth look 
usually was the rule. The extreme comfort 
in this type of footwear has won milady’s 
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favor, and retail merchants here are hav- 
ing a gratifying sale. 


No Mid-Summer Lull Looked 
For 


No mid-Summer lull in business is 
looked for here by shoe merchants because 
of the important position this city now 
occupies as a summering place. The at- 
tractive bathing facilities along the lake 
front and the unsurpassed beauty of the 
parks have become a magnet to vaca- 
tioners not only in this State but through- 
out the East. The influx of Summer 
visitors has had a very beneficial effect on 
business and promises even to have a 
more beneficial effect as the days grow 
warmer and the number of guests in- 
creases. Shoe merchants here are giving 
some exceptional values in footwear, and 
this, too, means better Summer business’ 





LYNN 


Straps Continue to Sell 


Broad One-Straps Seen on Welts and Slender Two-Straps on 
Turns and McKays—Tongues on Many New Models 


YNN swings briskly to the new style 

program, and presents new types of 
shoes for Fall and early Winter. Also, 
there are some last minute novelties to 
liven up stocks during mid-August. 
Straps continue among styles that sell. 
One-straps, said straps being broad, and 
fastening with buckles, have come back on 
welts. Two straps, said straps being 
slender, and fastening with buttons, are 
on turns and McKays. Wishbone straps 
are on dressy shoes. Also some front 
straps of the Grecian style, are still used. 
Cross straps are used, too. 


Tongues On New Styles 

Tongue and strap and tongue and 
buckle shoes are among the innovations. 
One striking shoe has a tongue that is 
fastened down to a strap, and the strap is 
carried around the heel, being stitched all 
around the quarter. 

Other tongues perk up like a bull dog’s 
ear. If toes are slim, tongues are slim, and 
if toes are wide, tongues are wide. Some 
tongues have gores beneath. Others have 
buckles at the base. 

Patent leather is still cut in quantities 
in Lynn shops. More black kid is being 
used. Russia calf, with beige quarters is 
still good. 

Brocades, in whites and browns are 
made up into fine dress shoes. Also bro- 
cades are made into spats. 

Heels continue towards the high levels. 
More wood heels are used. One concern 
has the courage to show 18/8 heels. 

Boots, excepting for staples, and some 
mail order styles, are still few and far be- 
tween. ; 


Staples Selling Better 


Sales of staple style shoes have lately 
shown a considerable increase. 

Oxfords, in five and six eyelet patterns, 
are selling. Some orders for heavy type 
oxfords, for late Fall and Winter have 
already been booked. 


Novelty Welting Appears 

Novelty welting has appeared and it is 
used to get new style effects on shoes. 
Patent leather welting is used on patent 
leather shoes, or on white shoes, with black 
trimmings, to emphasize the color con- 
trast of black and white. Or there is red 
welting,or gray welting and several shades 
of brown welting, as well as white welting. 

Novelty welting may be stitched with 
colored thread, to get a two color com- 
bination on the edges of shoes. 


Novelty Spats the Latest 


Spats for men are made of Palm Beach 
cloth by C. R. Whittredge of Lynn. They 
fasten with five flat pearl buttons. They 
are for wear at country clubs, and Summer 
resorts, as well as at Winter resorts like 
Palm Beach. Also C. R. Whittredge is 
making samples of spats of brocade, for 
women to wear in the Fall. The spats are 
of plain pattern. They fasten with ten 
buttons. Spats with astrakhan tops have 
already been shown by the same firm. 


Wood Heels Coming Back 


More wood heels are being put on Lynn 
shoes than ever before. So it is said in a 


general way, And it must be true, for - 
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Where to Buy 


Men’s Shoes 


PULLMON TRAVELING SLI 
better*than ever in Quality and fit 
: rownery of Tiaoe Mark’ Adlman’ 
DOLL CABERETH =, WB Pao. 
GLAZED KIT #62 
Colorr Black and Brown 
full sizes 3 toll in Stock 


I. ;, GUSTIN So. 
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FOR MEN Brockton,” Mass 








Stock Dept. 5 
Is at Your Service 
THE STETSON SHOE CO. (Inc.) 

















Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 











Lynchbé 


rg Virg inia 
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|UNION SHOE CO.,| 
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Frederick S. Peck 
Worcester, Mass. 
Men’s and Women’s 


Boston Salesroom 
207 Essex Street 





114 


Where to Buy 


Women’s Shoes 


























" DOUBLE YOUR wnnor A TABES | 


ano SELL ELECTRIC TUR TURN TADLL 
Bectric Cost about 3 cents a day Capacity over J50 Ibs. 
ive Year Iron Clad Guarantee ~~ Special Price by Mail .. 


om2e° ELECTRIC WINDOW SALESMAN CO. .cxs¢ a 














Where toBuy 

















CRAIG -REED & EMERSON INC. 
& BROCKTON MASS 


Boston Office: Room 214, United States Hotel 
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WALL DOYLE £ DALY « BROCKTON MASS 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 














AShee for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Grey, Hathaway Company, who prepare 
wood heels for shoe manufacturers, were 
never busier. A while ago when the cru- 
sade against high heels was on, things were 
dull at their shop. Now they are thinking 
of building an addition. 

The run of their business gives an idea 
of styles of wood heels. At the present, 
they are making mostl y Cuban Louis heels, 
13/8 and 14/8 high. But the demand for 
Spanish Louis heels, 15/8 and 16/8 high 
is increasing. Also they are making mili- 
tary wood heels for welts. 

Wood heels are coming back, Gray, 
Hathaway Company say, as a reaction 
from low heels, and also by reason of the 
popularity of novelty style shoes. For in- 
sta.ice, pumps or oxfords, with fancy quar- 
ters can be heeled with wood heels, cov- 
ered to match the quarter. But it is im- 
possible to cover a leather heel to match 
the quarter of a novelty style shoe. 


New Combination Shoe 


Southwick & Cobb, Lynn, has asked for 
patents on a new shoe, which combines 
features of the turn, stitchdown and welt 
shoe. The heel seat and shank are made 
by the regular turn method. The forepart 
is made by the stitchdown process. 

The edge of the upper of the heel and 
shank are stitched td the sole inside the 
shoe. The edge of the upper of the fore- 
part is stitched to the sole outside the 
shoe. A welt is laid over the edge of the 
forepart, and stitched down to the upper 
and the sole. 

The upper is slit where the shank 
breaks into the forepart, so that the fore- 
part can be stitched down to the sole, 
outside the shoe. The joint between the 
turn seam and the stitchdown seam is so 
nicely made that it is difficult to tell 
where one leaves off and the other begins. 

Southwick & Cobb already are making 
school and play shoes by this new method. 


Some Harney Styles 


P. J. Harney Shoe Company has sold 
one-strap oxfords, with 10/8 heels, and 
two-strap pumps, with 14/8 heels. The 
one-stcap shoes fasten with buckles. The 
two straps fasten with buttons. 

One strap styles have shield tips, with 
punched designs in the centers. Two strap 
styles have imitation stitched tips. 

Many orders call for patent leather. 
Black kid comes next after patent leather. 
Russia and beige suede calf are used in 
combination, are third. 


Patent and Beige 


Murphy, Gorman & Waterhouse are 
making patent pumps with beige . suede 
collars, said collars passing over the throat 
of the pumps. ‘ One strap with a button, 
fastens the shoe te the foot. A military 
heel covered, goes with the shoe. 
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High Heels on Patents 


Gregory & Read are making for Fall, 
pumps of patent leather with novelty 
straps, said pumps carrying Spanish Louis 
heels, 16/8 high. 


Six Eyelet Oxford 


Rialto Shoe Company, Lynn, has a six 
eyelet oxford. The vamp and quarters are 
of patent leather, and the top is of a con- 
trasting color. The heel is of the military 
tread. 


Brocade Pumps 


The MacLaughlin-Conway Shoe Com- 
pany has some handsome brocade pumps, 
chiefly white and brown in color. All of 
them have wood heels. 


Can Make 200,000 Pairs 


That Lynn can make 125,000 pairs of 
shoes daily was recently reported. That 
the North Shore district can make more 
than 200,000 pairs daily is the summary of 
a later survey. 

The North Shore district stretches along 
the Atlantic coast from Boston to New- 
buryport, a distance of 30 miles. Doubt- 
less, more shoes are made in this small 
stretch of land than in any other district 
in the world. Also a big business in leather, 
cut stock, shoe findings, machinery and 
factory supplies is carried on in this 
district. 


Reason for French Corded 
Shoes 


Primarily, French corded shoes are 
selling today, because they are pretty. 
They have a style value which fastidious 
women appreciate. But until recently, 
French corded shoes were few and far 
between. They were corded by hand, and 
the process was slow and laborious. Of 
late, they have become numerous, because 
machines have been built to do French 
cording. Lynn has supplied 175 of these 
machines to shoe manufacturers during 
the past year. On them, millions of shoes 
are being French corded. 


Comfort Business Picks Up 


Comfort shoe business shows improve- 
ment. For it there are two reasons. In- 
surance statistics of recent date show 
there are,more old folks in the country 
than ever before. And old folks are best 
buyers of comfort shoes. The other reason 
is that more style is put into comfort shoes. 
People refuse to let their feet grow old. 
Women, delaying the day for wearing old- 
fashioned comfort shoes, insist on comfort 
shoes of pleasing style; such as the com- 
fort shoes that are made for street, as well 
as house wear. 
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Not All No. 4 B Feet Are 
Models 


Touching on that matter of the model 
size, which comes up with every style show, 
not all No. 4 B feet are models. For most 
any Lynn manufacturer can tell a story of 


a girl who was sent to him because she 
has a No. 4 B foot, and has found that, 
though her foot measures No. 4 B in the 
size stick, yet she cannot get a No. 4 B 
shoe on her foot so that it will look right. 
Evidently it takes something besides 
length and width to make a model foot 





BROCKTON 


Good Orders Booked at Show 


Welt Oxfords Bulk Large, Forming Fully 65 Per Cent of 
Advance Fall Business—Buyers Are Optimistic 


ROCKTON manufacturers exhibit- 

ing at the show ia Boston the past 
week as well as others showing lines of 
men’s and women’s welts at their Boston 
offices, report much interest on the part of 
visiting buyers, with orders following. 
Many customers of concerns in Brockton 
and the South Shore district have been in 
Boston the past week. Almost without ex- 
ception they report improved conditions 
of business in their respective localities 
and have placed Fall orders. 

The remainder of July and the month 
of August will be busy periods at Brockton 
factories in getting out these orders, many 
of which are wanted early in September. 
Brockton shoe factories have tuned up 
their plaats to a point where goods are 
gotten out quicker than at any previous 
time. And this without sacrificing any 
quality of the work. Orders run largely to 
oxfords in both men’s and women’s welts, 
this pattern representing thus far fully 
65 per cent Fall business. 


Death of Pioneer Shoe 
Manufacturer 


The oldest shoe manufacturer in Brock- 
ton, and one of the founders of the city’s 
principal industry, in the person of Charles 
Howard, president of Howard & Foster 
Co., passed away at his home in Brockton, 
July 6. Mr. Howard, who was in his 86th 
year, had been an invalid the past two 
years, for several months having been con- 
fined to his bed. He is survived by a 
brother, Henry Herbert Howard; a son-in- 
law, William M. Nute, associated in the 
Howard & Foster Co., business; a grand- 
daughter and a niece. Mr. Howard's wife 
died several years ago. 


A Leader in Brockton Business 


The late Mr. Howard was born in 
Brockton (then North Bridgewater), in 
1837. Following an education in the local 
schools, and employment in shoe factories, 
he became associated with his father, in 
1869, in the manufacture of needles in 
Brockton. This became, in after years, one 
of the largest concerns in the United States. 
In 1887, Mr. Howard disposed of his in- 
terests in that business. He had been prev- 
iously financially interested in shoe manu- 


facturing in Brockton, and in 1887 formed 
a partnership with Charles H. Foster, 
under the firm name of Howard & Foster. 
The business was conducted in a building 
at Ward and Montello Streets, for many 
years. 


New Factory Built in 1906 


In 1906, the Howard & Foster Co., was 
incorporated with a capital of $150,000. 
A new factory was built by Mr. Howard 
on Pleasant Street, which was then, and is 
at present, one of the largest and best- 
constructed shoe manufacturing plants in 
New England. For nearly 60 years Mr. 
Howard was affiliated with the Masonic 
Fraternity and was the oldest Mason in 
Brockton. Of importance in connection 
with Mr. Howard’s business career is the 
the fact that he was one of the founders of 
the Brockton Agricultural Society, which 
conducts the Brockton Fair. He served as 
president, and later as president emeritus, 
and was a director, from its incorporation 
in 1874. He was keenly interested in the 
growth of this enterprise as pertaining to 
the advancement of Brockton’s interests. 
Mr. Howard never held public office, nor 
did he seek publicity. His benefactions 
were many, but he preferred they should 
remain unknown. By his death Brockton 
loses a man who, as much as any citizen, 
contributed to the development of Brock- 
ton as a leader in the world’s shoe industry. 


Manufacturer Returns from 
Abroad 


William L. Douglas, president of W. L. 
Douglas Shoe Company, accompanied by 
Mrs. Douglas, returned last week from a 
two months’ European trip. Mr. Douglas 
reported ideal weather conditions during 
his journey, which was made principally 
for health and recreation. 


Shoe Shipments for June 


For the month of June, Brockton shoe 
shipments totaled 51,819 cases. This shows 
a substantial increase over the correspond- 
ing month of 1921 when the shipments 
aggregated 45,998 cases. Total shoe ship- 
ments for the year to July 1 were 293,932 
cases. 
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Children’s Shoes 














‘Bonita, Shoe * Baby 


TURNS and SOFT SOLES 
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Mehew ROCHESTER NY 














| The B&P FOOTWEAR CO. 


INFANTS TURNS~SOFT SOLES 
wud HAND MADE MOCCASINS 


ACTORY OSWEGO 








Soft Soles and Moccasins 
Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 

Newcomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


Rochester, N. Y 
Boston Office, 18] Esser S reet 











SOFT SOLES 


NU BABY SHUE CO., East Lynn, Mass. 





BABY SOFT-SOLE MOCCASIN-STYLE SHOES. 

Of top grade gray and tan 
elk leather. Also in four 
color combinations with 

tent, with black stitch- 
ing apd laces. Soft cush- 
ion inn y—- fine for 
baby feet. High and low 
cut. A high grade shoe at 
a low price. 
Lynn Moccasin Co., 125 Market Street, LYNN, MASS. 
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913 Gates Avenue 
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WM. SUMNER SMITH CO. 


326 W. Monroe Street, Chicago 
132 W. Broadway, New York 
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New Member of Last 
Company 


A change was recently made in the 
ownership of the Mawhinney Last Com- 
pany, with factory in the Moatello dis- 
trict of Brocktoa. Vice-President Walter 
A. Brown has transferred his interests to 









George C. Beals of Worcester, who is vice- 
president and director under the reorgani- 
zation plan. Paul S. Jones continues as 
president and treasurer, with Miss Ruth 
E. Case, secretary. Vice-President Beals is 
a prominent Worcester business man, be- 
‘ing president of the Fibre Finishing Com- 
pany, of that city. 





HAVERHILL 


Advance Orders Being Booked 


Group Display at Boston Show Proves a Beneficial Stimulant 
—Novelties in Fair Demand 


HE past week has been one of marked 

activity on the part of Haverhill 
shoe manufacturers and salesmen. Con- 
cerns exhibiting at the Boston Style Show, 
as well as those showing goods only at 
their Boston sample rooms, have been kept 
busy showing samples to visiting buyers. 
As a result of these strenuous activities 
and the attractive novelty styles shown 
by Haverhill concerns, many substantial 
orders have been received for immediate 
and future deliveries. The Haverhill group 
at the Boston Show attracted an unusual 
degree of attention for its artistic setting 
and thoroughly representative array of 
styles. Shoe buyers, wholesale and retail, 
gave endorsement on Haverhill styles for 
Fall in a manner which promises a busy 
Summer at Haverhill factories. 


Can Practice Law in Spain 


Joachim D. Rickard of Rickard Shoe 
Company, Haverhill, who recently re- 
turned from several weeks’ foreign trip, is 
now qualified to practice law in Spain. Mr. 
Rickard has passed all law examinations 
at University of Madrid. He is undoubted- 
ly the first American to obtain the right to 
practice at the Spanish bar. Mr. Rickard, 
one of Haverhill’s youngest shoe manu- 
facturers, in addition to his activities in 
connection with the production and sale of 
Rickard shoes, has found time to master 
the Spanish tongue and also to become a 
full-fledged Spanish lawyer. 


Has Frequently Visited Europe 


Following his graduation from Harvard 
University in 1915, Mr. Rickard went to 
Washington, where he was assistant to the 
secretary-general of the second Pan- 
American conference. Later he became a 
member of the State Department, going 
to Madrid under the American Consul in 
that city. During the war he served in 
Madrid as representative of the United 
States War Board. Mr. Rickard has made 
frequent trips to Europe during the past 
few years where he has obtained valuable 
inforniation regarding business conditions 
in general, and the shoe industry in partic- 
ular. It is not likely he will engage in law 
practice in Spain, yet by reason of his 


interest in Spanish affairs he worked for 
and secured his degree at Madrid Univer- 
sity. Mr. Rickard is keenly interested in 
the development of the American shoe 
trade, not only in United States but in 
foreign countries. In company with his 
father, Edward M. Rickard, he is doing 
important work to advance the interests 
of the Rickard Shoe Company, and the 
Claremonth Shoe Company of Haverhill. 


Shoe Concern in New 
Factory 


F. E. Adams Shoe Company, which re- 
cently moved from Newburyport to its 
new factory at Seabrook, N. H., is now 
operating all departments in a modern, 
daylight plant. The new buildiag is located 
a short distance from the site of the factory 
destroyed by fire. The new plant is of mill 
construction, the interior being treated 
entirely in white. This plan is extended to 
the work benches, giving ideal working 
conditions, with light and air on all sides. 
A unique feature of the plant is that em- 
ployees in the various departments wear 
clothing of the same color, each depart- 
ment being distinguished in this manner. 
F. E. Adams Shoe Company of which 
Frank E. Adams is the active head, manu- 
factures women’s high-grade turns for 
retail and department store trade, with a 
daily capacity of 2000 pairs. The business 
has shown a substantial growth during the 
past year, necessitating the new modern 
plant in which it is now housed. 


Concern Newly Incorporated 


The H. E. Guptill Company, Seabrook, 
N. H., is incorporated under New Hamp- 
shire laws with a capital of $50,000 paid in. 
The incorporators are: president, Hervey 
E. Guptill; treasurer, Charles E. Green- 
man. The Guptill concern was for many 
years located in Haverhill, but about two 
years ago removed to Seabrook where the 
business is now conducted. 


New Adler Store In Newark 

Another link in the Adler chain of men’s 
shoe shops was opened recently in New- 
ark, N. J. 
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BUFFALO 


Strike Has Not Hurt Business 


Tie-up of Trolley System Being Combatted by “Jitney” 
Service—Warm Weather Stimulating Sales 


LTHOUGH Buffalo’s street car 
A system has been paralyzed by a 
strike of its 2,500 employes since midnight 
July Ist, retail merchants both down- 
town and in outlying communities have 
not yet begun to feel its effects. This can 
be attributed largely to the efficient “‘jit- 
ney” system organized to take the thou- 
sands of trolley patrons to all parts of the 
city. 

When the novelty of riding downtown 
in an auto wears off there may be a dif- 
ferent story to tell, but so far the strike, if 
anything, has stimulated trade. Five 
thousand privately owned machines have 
been drafted into commission to serve the 
public in the emergency and to date they 
have handled the rush hour crush even 
better than the trolleys. The fare is ten 
cents, three cents more than the street 
car tariff, and most people are satisfied to 
pay something extra for the privilege. 

When Buffalo passed through its last 
strike in 1918, downtown retail establish- 
ments, especially department stores, found 
their receipts almost cut in two after the 
strike was a week old. That strike lasted 
three weeks. The present one is being 
waged on an open and closed shop issue 
and promises to be of a much longer dura- 
tion. No attempt was made to operate 
the cars during the week of July 3rd. 

Fortunately the strike comes in what 
is usually regarded by the shoe dealers as a 
“dull spell” and unless the controversy 
drags out into September any serious fall- 
ing off in receipts is not anticipated. Warm 
weather has contributed to the brisk 
business of early July and dealers are 
experiencing little difficulty in disposing 
of what white footwear they still have on 
hand, though many found it advisable to 
mark down the prices. 


To Hold Outing August 16 


Arrangements have been completed for 
the annual outing of the Buffalo Retail 
Shoe Dealers’ Association down the 
Niagara River on August 16th, and it 
promises to be the banner event in the 
history of the organization. The “Batss” 
are lending their co-operation to make the 
affair a success while an invitation has 
been extended to both the Rochester re- 
tailers and salesmen to attend. 

Leaving the foot of Amherst Street at 
10:30 on the morning of August 16 the 
Steamer Hettie B., with consort Edge- 
water will proceed down the river, circling 
Grand Island and coming to anchor at 
Edgewater where the party will land. 
There a program of athletic events for 


members and their guests will be carried 
out, with a baseball game between the 
Buffalo and Rochester retailers as the 
feature. 

There will be musical entertainment 
aboard the boat, plenty of eats and re- 
freshments in abundance, to appease the 
appetites and thirsts created on water 


cruises. The affair is stag, only, and it is — 


expected that between 150 and 200 mem- 
bers and their guests will attend. As the 
date falls on a Wednesday most of the 
stores will be closed during the afternoon, 
enabling employes as well as proprietors 
to attend the outing. The committee in 
charge of the arrangement comprises, 
Fred Kimball, Charles Felley, Jacob Meyer 
and C. I. Lanich. Shoe salesmen from 
out-of-town who expect to be in or close 
to Buffalo at the time are cordially invited 
to come along with the boys. 


Convention Program 
Announced 


Quite a large delegation from Buffalo 
is expected to attend the annual conven- 
tion of the New York State Association at 
Albany on September 5th and 6th. Some 
of the best speakers in the country have 
promised to address the delegates and the 
largest attendance on record is expected. 
An especially large representation from 
New York is looked for. President C. H. 
Barton will name within a week or so a 
“booster’s’’ committee to stir up interest 
in the convention throughout the State. 

The program as tentatively arranged is 
as follows: 


Tuesday Morning, September 5 


8.30A.M.—Registration of delegates. 

10.30 A.M.—Opening of convention by 
C. H. Barton, State president. 

(a)—Invocation by Rev. Elmer G. 
Gildersleeve, chaplain of State association. 

(b)—Address of welcome by Major 
Hon. William Hackett. 

(c)—Response by former president, 
William Pidgeon, Jr. 

(d)—Appointment of convention com- 
mittee on credentials. 

(e)—Appointment of convention com- 
mittee on nominations. 

(f)—Reports of officers and standing 
committees. 


AFTERNOON SESSION 


1.45 P.M.—Annual message of State 
President C. H. Barton. 
Open Forum 
(a)—‘‘Bringing Business Back.’ 
McGill of Babson’s. 


* EN. 
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Miscellaneous 














COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











UNIVERSIT 
irc ad NDRY 








am Shoe Dunting- 
eter" 99 


19> Esasx St Boston 
71 Renkin. St Brockton 


ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


: 201 South Street, Boston, Mass. 
: Telephone 4960-4961 




















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











FOR SALE without any money down, or 
To Let, little over 10 cents square Set brick 
factory, Haverhill, Mass., suitable for manu- 
facturing purposes, any part of _ 000 aq. feet. 
Five floors and 
Blower and electric lighting equtten already 
installed. 

New England Wood Heel Co., 93 Essex St., 
Tel. 3763. 














(b)—“Value of Unity Among Shoe 
Men.” President C. K. Chisholm of the 
N.S.R.A. 

(c)—**Problems of Shoe Buying.”’ James 
H. Stone, President of the Shoe Retailer. 

(d)—“Hiding the Hides,”’ J. H. Lobell. 

6.30 P.M.—Dianer at Country Club for 
men and women. 

Wednesday, September 5 

9.15 A.M.—Open Forum. 

(a)—“Insurance,” Henry Hagaman. 

(b)—*‘Advertising our Business,’’ Mar- 
tin Hillfinger, Vice-President Nettleton 
Shoe Company. 

(c)—“‘Style, Service, Which or Both?” 
F. P. Meyer, Danville, Ils. 

(d)—‘“*Men’s Styles for Fall,” Jesse 
Adler, Adler Shoe Company, New York 
City. 

1.45 P.M.—‘Style, Trend, Prices and 





the Future of the Shoe Business,” Henry 
Hagan of Boston, President of the Massa- 
chusetts Shoe Retailers’ Association. 
2.00 P.M.—Report of committees. 
Election of officers. 
Unfinished business. 
Report of resolutions committee. 
Installation of officers for 1922-23. 


New Store for Penn Yan 


F. B. McDermott who has been as- 
sistant manager of the Endicott-Johnson 
Company’s shoe store in Batavia for four 
years, and Herman Smith, an employee of 
the Adria Motor Corporation, will open a 
retail shoe store in Penn Yan on August 
Ist. Mr. McDermott left the Endicott- 
Johnson Company on July Ist. The new 
store will carry a complete line of men’s, 
women’s and children’s footwear. 





PROVIDENCE 
Unemployment Is Decreasing 


Business Conditions Gradually Improving with Retail Trade 
Following in Its Wake 


LTHOUGH there are some Rhode 
Island shoe merchants who state 
that business at present is not quite so 
good, the majority say that with the ar- 
rival of July, retail business has been fine, 
and with plenty of indications that condi- 
tions in the State are improving. 
Factories report that more men are be- 
ing employed. Men who have been idle for 
some 20 weeks are returning to work. 
Grocers report collections are better than 
they have been for months. In some sec- 
tions, though, they are still bad. Mer- 
chants long in business look forward to 


better business than that which pre- 


vailed in the Spring of 1921. 

White shoes as yet have not sold very 
fast, owing to the very unpleasant and 
rainy weather. Low shoes are selling strong 
with the sports and one-strap models lead- 
ing. Both turns and welts are moving 
evenly 

Men’s Business Improves 

One of the rew turns the trade has taken 
is the better business in men’s shoes. Sev- 
eral stores report their men’s business as 
outstripping the women’s in proportion, 
for the past two weeks. The children’s 
business has also picked up considerable. 


Few Fall Orders Placed 

Merchants report an adherence to the 
waiting policy on Fall orders. Some have 
placed orders for all of their stocks, some 
for a portion of what they think will be 
required and others haven’t placed an 
order for a single pair. Most of the mer- 
chants expect to get busy lining up their 
stocks and placing their orders for Fall 
immediately after the shoe Style Show in 
Boston. 


A $7.50 “‘Foot-Fitter” 
Display 
F. E. Ballou Company, Weybosset 
Street retail shoe store, recently staged a 
very attractive display of men’s ‘‘Foot- 
Fitter’’ shoes in a variety. of black and 
mahogany colors in calf aad kaffor-kid 
leathers. They were offered at $7.50 a pair. 


The Strongest Thread 


Doubtless, the strongest thread used in 
Lynn shoes is genuine Irish flax, which is 
used for sewing soles to uppers of sport- 
ing and ballet shoes. It is so strong that 
it could be used for lifting up a case of 
shoes. A man might stand on the case, 
and the thread would not break. 

This thread, by the way, costs four 
cents a pair. 


A Speed Shoe 


A real speed shoe, made in Lynn, isn’t 
a rapid-fire novelty, but a sprinting shoe 
for runners on the athletic field. Mr. 
Duffy, athletic shoe supervisor for Gregory 
& Read designed it. The shoe is as light 
as a feather and is as flexible as a piece of 
whalebone. Mercury, the king of sprin- 
ters, would be delighted with such a shoe 
as this new Gregory & Read sprinting 
shoe. 











New Factory Leased 


The Colton Shoe Factory, of Colton, 
Cal., has leased the Helman building, on 
Ninth Street, and will manufacture baby’s 
shoes there. The main factory building is 
being erected at Tenth and I Streets, 
Colton. 
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The Real 
Value of 


This old Reliable Line 
of Welts and Comforts 


interested many buyers 


at the 


BOSTON 
SFTLe 
SHOW 


7 


Send for Samples ond Prices 


Crumbs 





EVANGELINE 
Welts 





feasts oe as omen's White Ostex White 

7 & White Welt, 15%- ~—s Hee White 

Rab Teo Lat Goodyear W elt, 96 Last. Widths 
$3.25 





CRUMBS OF COMFORT 


Stock 2322—Kid Oxford, Plain Toe. Leather Heel, 
79 Last, Turned (combination) Last. "$2 2.50 








Boston Office: 428-430 Albany Bldg., cor. Beach and Lincoln Streets 


C A.H. BERRY SHOE CO. 


Portland, Maine 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HAVE just read the decision in a case which affects 
i] every business man who keeps a bank account and 

who, as most of us must necessarily be, is depen- 
dent upon the honesty of employees for the protection 
of his bank account against forged checks. 

In this case the depositor had a bank balance of 
$7290. An employee who had access to his checks began 
to forge checks against the account in March. Each 
month after that until September, he drew a big check, 
and in September he drew three. The last was the straw 
that broke the camel’s back, it overdrew the account, 
and the depositor was called up and told. When he in 
vestigated he discovered the forgeries, and at once made 
demand upon the bank for all the money it had paid, out 
on forged checks. The bank refused to pay, on the 
ground that McCarty, the depositor, had been negli- 
gent in not keeping the proper track of his cancelled 
checks. McCarty sued, and the court decided in his 
favor, laying down some new law which it is well for 
both bank and business men to know. 

Now it is well established that when a bank pays a 
forged check against tome depositor’s account, it must 
refund the money to the depositor, unless (1) the de- 
positor has been negligent in some way which helped 
the forgery or unless (2) the depositor has been care- 
less in going over his monthly balance and cancelled 
checks and so allowed the thing to go on longer (as 
where there are a number of forged checks extending 
over a period of time), than it would have gone had the 
depositor kept a close watch on his checks and state- 
ments. The bank in the case I am discussing, attempted 
to escape under the second reason, and the facts on 
which it relied were these: 

The bank with which McCarty dealt had a more or 
less careless method of balancing its depositor’s books. 
So have many banks. Books weren’t balanced at any 
certain time, or at the end of any certain period. And 
after they were balanced they were not immediately 
delivered to the depositor. They just stayed in the bank 
until the depositor came after them, and in the case of 
accounts that weren't very active, this meant several 
weeks or months. 

In McCarty’s case, his book was balanced and re- 
turned to him in February before the forgeries began. 
He kept it until July 3, when he sent it in to be bal- 
anced again. lt was balanced then and that balance un- 
questionably showed the forgery. The book, however, 
remained in the bank ready for him until September, 
when he came for it, but even then he didn’t look at it 
until September 24, when told his account was over- 
drawn. The account in this case seems to have been in- 
active, otherwise the book would not have stayed in the 
bank so long. 


Every Man with a Bank Account 
Should Read This 













The bank defended on the ground that it was Me- 
Carty’s duty to have his book balanced frequently, and 
to get it after it was balanced, but even if he didn’t get 
it, that after the bank had balanced it and put it aside 
waiting for him, he was charged with whatever it would 
have shown him had he got it and looked at it. 

The court decided against the bank on all these con- 
tentions and declared in substance that a depositor is 
not obliged to have his book balanced at any particular 
time, nor after it is balanced is he obliged to go 
after it. 

If the bank wants to relieve itself of responsibility in 
case of forged checks, it must see that the book is bal- 
anced frequently, and that the balance book and checks 
are placed in the depositors’ hands. After that, if he 
doesn’t look at them, the bank is not liable for forgeries 
which could have been prevented had the depositor 
made the proper inspection. 


This is from the decision: 


The correct principle by which the respective 
liabilities of the bank and depositor are determined 
are these: The bank is bound to know the signature 
of its depositors and the payment of a forged check, 
however skilfully executed, cannot be debited 
against the depositor. From the relations the de- 
positor and the bank bear toward each other, 
there is a duty also upon the depositor, to examine 
his accounts and vouchers, and to make known to 
the bank any improper vouchers and charges re- 
turned, and where injury results to the bank from 
the failure of the depositor to do his duty in this 
respect, the law holds the depositor liable for such 
injury. the result of the depositor’s omission. This 
statement of the law is unquestionably based on 
sound reason and is supported by practically all 
the authorities. 

It is the contention of the defendant bank that 
when a depositor has called for a statement of his 
account, by leaving his passbook with the bank 
and it is balanced by the bank and is ready for de- 
livery to the depositor, along with the cancelled 
checks charged by the bank against his account, it 
then becomes the duty of the depositor to call for 
the book and the checks within a reasonable time, 
failing in which he is in the same position as to im- 

' puted knowledge of forgeries and as to negligence 
with respect to their disclosure to the bank, as he 
would be in if he had actually received the book 
and the checks from the bank. 


(Copyright. February, 1922, by Elton J. Buckley, 
643 Land Title Building, Philadelphia, Pa.) 
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Gordon Goldsmith 
in Ring 

A High-Grade and Popular 

Salesman— President of Mary- 

land Shoe Corporation—An 

Untiring Worker—Has Won 

Success Through Fine 

Personality 


n a Southern city, Baltimore to be 
exact, on Nov. 28, 1878, a very young 
man made his debut on the world’s 

stage. This young man was Gordon Gold- 
smith, to whom the fates decided that they 
woul done day entrust the scientific distri- 
bution of women’s and children’s shoes. 
Tradition has it that they consulted among 
themselves and wrote in mystic symbols: 
“He shall be a good style man, with the 
gift of creating shoe fashions, and more- 
over a shoemaker, but he himself shall not 
make shoes, rather shall he have others 
make them for him by machinery; we will 
give him a fine personality,—modest, yet 
with the moral courage to win.” They then 
filed the scroll on which their decree was 
written, to be consulted in later years by 
the Recorder scribe. 

Some men at 44 are middle-aged, but 
not so Gordon Goldsmith, for with his coal 
black hair, clear brown eyes, and face 
without a wrinkle, he could easily pass for 
not a day over 30. 


Enters Business at 15 Years 


We have no record of “‘Gordon’s” child- 
hood or schoolboy days, but we find that 
at the age of 15 he decided to enter the 
business world by way of a department 
store in his native city. He commenced at 
the very foot of the ladder and to him was 
assigned the duties of bundle boy. While 
performing these duties, his natural court- 
esy and willingness to serve were most 
noticeable, and he rapidly rose to selling 
goods over the counter in the fabrics de- 
partment; later, he acted as assistant in 
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(This Department is conducted by Helen M. 
Haney, Associate Editor) 





trimming windows, in buying, and every 
other phase of department store merchan- 
dising; between this store and another 
Baltimore departmeat store, he spent 11 
years. He had then learned all there was 
to be learned in this liae and could aot see 








A. C. GOLDEN 


Has been a very busy man the past week. 
Every a. one might see a lively scene inside 
Room 83, United States Hotel. There was 
A.C. in the midst, as he expresses it—"*Of the 
greatest line ever" and surrounding him were visit- 
ung buyers. Eve: , | could be found at 
Booth 100, Style Show, where he continued his 
demonstration of the merits of the Ziegler Bros.’ 
line to a group of admiring shoe buyers. 





that there was any chance of future ad- 
vancement here. 


On the Road in 1904 


And then something very important - 


happened,—in fact, it marked the turning 
point in his whole career,—he was given 
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an opportunity to take out a line of shoes 
on the road. The offer came from the 
wholesale house of Frank & Adler, Balti- 
more. His knowledge of shoes at that time 
was very limited, but his determination to 
win was very great, so in 1904 he started 
forth to conquer, with territory in South 
Carolina. 


In 1911 a Shoe Specialist 


For seven years, he sold the general line 
of this house and all the while, he was be- 
coming more and more convinced of the 
great possibilities of good shoe lines, prop- 
erly merchandised. In 1911, he made up 
his mind that he would cast his fortune 
with the specialty end of the shoe business, 
especially as it related to women’s and 
children’s footwear. He came on to the 
Boston market and was successful in secur- 
ing a number of lines. During his first sea- 
son, he carried seven non-conflicting lines, 
through the Southeastern States, with the 
idea that he would surely “make a killing,” 
for if a shoe buyer were not impressed with 
one line, he could have his choice of six 
others. He gradually weeded out what he 
considered were not as good lines for his 
trade as those he retained, and now he sells 
the product of the following factories to 
the retail shoe trade: The Phillips-Cram 
Corporation, Fargo-Newhall Company, 
and Maryland Shoe Corporation, of which, 
by the way, he is president; he also sells to 
jobbers the line of the J. Newton Seitz 
Shoe Company. 


Turkish Slippers Attractive 


And there is another very interesting 
line which he says is a very good seller, 
namely, that of Kazanjian Bros.’ Turkish 
Slippers,.of which, more later. 


History of Shoe Lines 


Mr. Goldsmith has had the Phillips- 
Cram line for the past 12 years. It was the 
line of Nason & Smith when he first took 
it out and it consisted mainly of boudoirs. 
Mr. Smith later passed away, and Mr. 
Nason arranged with Mr. Phillips to come 
into the firm. It then became Nason & 
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Phillips; then Mr. Nason died, and the 
style was changed to the Phillips-Cram 
Corporation. We give this detailed his- 
tory, as this is Mr. Goldsmith’s main line. 

The line of the Maryland Shoe Corpora- 
tion is devoted to babies’ turns. The line 
is made in Baltimore. The Fargo-Newhall 
Company line is dedicated to misses’, 
children’s and growing girls’ McKays; this 
is Lynn-made; it is a short line and sells at 
low prices. The J. Newton Seitz Shoe 
Company, which sells to jobbers, is de- 
voted to infants’, children’s, misses’ and 


growing girls’ turns. 


Boston Headquarters Hotel Essex 

As has been stated, Mr. Goldsmith 
covers the Southeastera States; his terri- 
tory is so large that he is busy every mo- 
ment. Once a year, he comes to Boston and 
engages the same sample rooms for the 
next year, zamely, rooms 308-310, Hotel 
Essex. His headquarters at Baltimore are 
either at the office of the Maryland Shoe 
Corporation, 117-119 Paca Street, or at 
100 North Eutaw Street, room 412. 
“Here,” he said, “we are in a veritable 
beehive of industry, with the biggest 
straw-hat factory in the world right oppo- 
site us. Over there, they think about noth- 
ing but, ‘With what shall the head be 
covered>’ and over across the way, we are 
thinking just as hard, ‘With what shall 
the feet be covered?’ and so there is a con- 
stant exchange of inspiration aad action 
between us. 

Many Mail Orders 


“T find that we have had a larger per- 
centage of mail orders this season than we 
have obtained for a number of past sea- 
sons. The reason for this is undoubtedly 
that the average merchant has held off 
from ordering as long as he possibly could, 
and then when the last possible moment 
arrived, he could not even wait for a shoe 
traveler to visit him—so he wrote or 
wired.” 

4 Shoe Artist 

When the Recorder representative called 
at Mr. Goldsmith’s Boston headquarters 
this week, he was “discovered”’ seated at a 
table sketching the outline of a new shoe, 
which one of his factories was about to 
bring out. Then the conversation reverted 
to shoe styles. “I think,’’ said Mr. Gold- 
smith, “that the fashion trend in women’s 
styles for Fall will be away from one- 
straps; I believe that there will be more 
large tongues used,—a development of 
Theo ties, if I may describe the mode in 
that way,—and these new ties might be 
adorned with very small bows. I believe 
that there will be more two-straps sold 
later on and patents will undoubtedly be 
good for Fall. I do not care for a dress heel 
much higher than 16-8.” 


A Shoe Inspection 
Aa inspection of the beautiful lines was 


then made— a patent leather. with round- 
ed toe and Junior Louis heel, -had-one 5-8- 
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Let’s Go 


“There isn’t any business,’ wailed 
the sad and gloomy man; 

“T haven’t made a dollar since the 
armistice began.” 

But I couldn’t help reflecting, as I 
heard his story through, 

That the hopeful, cheerful hustler 
seems to have a lot to do. 

I’ve been in business places where 
the air was thick with gloom 

And the men were sad and solemn 
like the mourners at a tomb, 

And there wasn’t any business or 
an order coming in, 

And, what’s more, there never will 
be till those fellows start to grin. 

“There isn’t any business’’—aren’t 
you weary of the cry? 

Men have caught the gloomy habit, 
and they sit around and sigh; 
But the hustler, I have noticed, 

who has quit his easy chair 

And is confidently working, seems 
to gather in his share. 

It is time to get. the business, it is 
time to hustle out 

With a man’s faith in the future— 
much too long we've scattered 
doubt, 

Much too long we've sobbed and 
whimpered, much too long we’ve 
talked of woe; 

Now it’s time for optimism and the 
hopeful phrase, 

“Let's gol!” 





—Edgar A. Guest. 

















inch strap of gray suede over instep and 
5-8-inch patent leather strap at the ankle; 
the pump had gray suede cut-outs at the 
side; another patent two-strap, with small 
cut-outs was made in combination with 
beige, with a 13-8 Cuban heel; still another 
style had a 15-8 Cuban heel. There was a 
black brocaded satin one-strap, with a 13-8 
Junior Louis heel, and dainty satin and 
suede tongue effects in a 16-8 Louis heel. 
Another “black beauty” had a black satin 
vamp, with blocked satin quarter and 
13-8 covered blocked satin heel. A black 
suede two-strap had a .16-8 Spanish heel. 
This model was daintily hand-beaded on 
vamp and quarter with jet and cut-steel 
beading. 
An Oriental **Flavor”’ 

There was a goodly array of little folks’ 
styles, and then the Turkish slippers! They 
had a decidedly Oriental “‘flavor’’, and 
why not—for they were made in Turkey 
and were silver-embroidered in Turkish 
harems by the women inmates thereof. 
The slippers shown were in eight different 
colors of sheepskin. There were a few 
Turkish slippers for the little kiddies, of 


* sheepskin, richly embroidered with little 


red tassels on the instep and on the toe 
tips. Said Mr. Goldsmith: “The Armen- 
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ians who, for the most part, are the owners 
of the Turkish shoe factories, admire 
Americao shoe styles and get as near to 
our shoe fashions as is possible,—for in- 
stance, here is theic imitation of an Ameri- 
can-made mule. This looks a bit grotesque, 
but the Orientals are good copyists and 
they will undoubtedly eventually succeed 
in getting just as near to American styles 
as their workmen and equipment will 
permit.” 
Baby Sends for “‘Daddy” 

Mr. Goldsmith will remain in Boston 
until about July 21; then he is off for 
Baltimore, as the Maryland Shoe Cor- 
poration is to exhibit at the Baltimore 
Fashion Show. About Aug. 15, he is to 
take a well-earned vacation, and, be it 
known that Mrs. Goldsmith selects the 
place of vacation, for her “hubby” is too 
busy— in fact, he has no time for golf, but 
he does enjoy water sports and swimming. 

“At Mount Gretna, near Harrisburg, 
Pa., there is opportunity for real country 
life,’ said Mr. Goldsmith, “‘and a fine 
opportunity for a rest and acquaintance 
with my wife and little 24-year old 
daughter, who by the way, is already send- 
ing messages, via mother’s letters, to the 
effect that she is coming up to Boston to 
bring daddy right home.” 


Attractive Line of Toys 


And that he loves his little daughter so 
well is probably one reason why he carries 
such attractive Oriental toys and novelties 
—dainty little china tea-sets, hand- 
painted horns from Japan, magnet tops, 
on which diminutive ducks glide gaily, 
watch and chain fobs,—and of all of these 
novelties the retail shoe merchant is also 
a good patron. 

Gordon Goldsmith’s friends are legion. 
He is daily making more by his fine per- 
sonality, he is friendly yet not obtrusive, 
naturally refined and generous to a fault, 
painstaking and courteous. It is indeed 
not difficult to understand why he has 
already climbed to. such heights in the 
shoe world and is destined to climb still 
higher. 


Harrison with M. C. Kiser 


C. J. Sullivan, sales manager of the 
M. C. Kiser Shoe Company of Atlanta, 
manufacturers of “Shield Brand’ shoes 
has announced the appointment of J. M. 
Harrison, of Atlanta, to the company’s 
sales force. Mr. Harrison will cover 
Georgia territory with headquarters at 
Albany, Ga. 


Earl Moore Visits Boston 

Earl Moore, Buffalo salesman for Rice 
& Hutchins, Inc., attended the National 
Style Show. He spent a couple of weeks 
at the factory and found time to do a little 
fishing in rural New England before he 
returned to comb his territory for Fall 
and Winter business. 
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Put *‘Pep” in 
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Salesmanship 


The Difference Between “Pep” and ‘“‘Peddling”’ 


As related in ‘‘The Management of Traveling Men’ from Chapler V1II of ‘‘Sales- 
manship”’ by William Mazwell—Copyright. Published by Houghton Mifflin Com- 
j pany. This is No. 10 in our “‘Pep’’ series 


There was once a time when a certain 
reaper company had very decidedly the 
lion's share of the reaper trade. Their 
binders and mowers were popular with 
the farmers. They were lenient in their 
collection methods. They had the pick of 
the implement dealers for their agents. 
They seemed as strongly intrenched as a 
manufacturer of a competitive article 
could be. Their branch managers were the 
overlords of the implement business. Their 
traveling salesmen were envied by the 
travelers of all the other reaper concerns. 
Perhaps a part of this envy was occasioned 
by the fact that most of this particular 
reaper company’s dealers were located in 
fair-sized towns—‘‘electric-light towns” 
as they were known 20 years ago. A man 
who traveled for this reaper concern could, 
on the average, stop at better hotels and 
ride on better trains than the men who 
worked for the other reaper companies. 
Since this company had in most cases the 
best dealer in each of the best towns, the 
other companies had to take second choice 
in those towns. One of the other companies 
finally decided that it would rather have 
the best dealer in a poor town than the 
worst dealer in a good town. So the other 
company commenced to specialize on the 
small towns, and ultimately it had the 
electric light towns hedged about with 
crossroads dealers. 


The “Crossroads” and “‘Electric Light’ 
Dealers 

In a good many ways these crossroads 
dealers did not compare favorably with 
the dealers in the electric-light towns, but 
they covered the territory so thoroughly 
that their efforts gradually brought re- 
sults, and when both companies merged, 
some 10 or 12 years ago, each company 
was doing about the same amount of 
business. 

The sales problems of a reaper manu- 
facturer are, of course, very different from 
those of a shoe manufacturer, but the geo- 
graphical attack has a suitable adaptation 
for every selling problem. 


What is Wish of House? 


I am quite sure that not more than one 
traveling man in ten fully understands 
what his house is trying to accomplish. 
This is partly the fault of the traveling 
man and partly the fault of the sales 
manager—mostly the sales manager’s 
fault, I think. Of course, the traveling 
man knows that his house wants him “to 
,0 out and get the business”’; but he rarely 
has that sympathetic undérstanding of the 


sales manager’s selling schemes that 
would enable him to put in those finer 
touches of salesmanship that correspond— 
for example—with the suppleness of a 
champion billiardist’s wrists or the deli- 
cate sensitiveness of a premier jockey’s 
hands. 
Billiards and Salesmanship 


Speaking of billiards in comparison with 
salesmanship, the attitude of the average 
traveling man toward salesmanship is a 
good deal like my own attitude toward 
billiards. I know that three bails are 
used in the game and that if I make one 
bit each of the otf er two, I thereby score a 
point; but [ have never taker the trouble 
to study eitber angle or stroke, and I play 
no better game toda, than I did ten years 
ago. The average traveling salesman takes 
the same pains to comprehend the truc 
inwardness of his sales manager’s , lans as 
I have taken to master the true in ward- 
ness of billiards. This is partly necause 
scarcely anybody car exactly understand 
the ideas of anybody else, but principally 
because scarcely anybody really cares 
very much about the ideas of anybody 
else. 

Be Convincing 


When you explai.: your ideas to me, you 
must do one of three things to get me to 
make an iateiligent aad sincere effort to 
carry them out. You must either make 
me think they ave my owa ideas, or you 
must intimidate me or you musi be very, 
very convincing—more convincing then 
I have ever yet knowa any sales 
manaye. to be. 


“The Meat of the Nut’ 


Now we have arrived at the kernel ot 
the matter, and if there is any value in 
ths @rticle, bere it is: sales managers issue 
instructions and counsel with the fatuous 
belief that such instruction aad counsel 
are studied, pondered on, understood, and 
heartily iadorsed by the traveling men 
who receive them. Not once in ten times 
is this the case. A traveling mar may 
take any one of a dozen different views 
when he received instructions fom his 
manager. Here some of them: (1) 
“I’m always willing to follow instructions 
from the house, but I know these won't 
work in my territory and I’Jl soon con- 
vince the house of thai.” (2) ““What does 
this fellow know of conditions in my ter- 
ritory? This may be all right ia other 
territories, -but ‘not in mine.” (3)-“I 
guess this guy thinks I don’t know how to 
handle my trade—wants to tell me ‘just 
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how to do it.””. (4) “What do you know 
about that!—trying to tell me—me who 
was in ihis busiaess before he was out of 
grammar school!” (5) “I’m going to 
quit—if I can get another job.’ (6) 
“That’s what I’ve been doing right aloag 
—not just that way, but the same thing; 
thinks he can te}] me something, does he?”’ 


Every Day Soliloquies 


These are some of the things traveling 
men say when they get your letters of in- 
struction, Mr. Sales Manager. Now and 
then a new man or some chap who has 
taken a fancy to you will say, “That’s a 
good idea,”’ but you must figure that he 
probably doesn’t more than half under- 
stand what your idea is, and if he does, 
his enthusiasm and interest are not likely 
to survive a week of bad hotels and bad 
train service. 


Finest Fellows in World 


When I am managing traveling salesmen, 
I try to remember that I am maaaging a 
bunch of the fiaest fellows in the world, 
who are up against a mighty tough game. 
1 try to remember that they know a lot 
about the business—more about some 
phases of it than I do. I am willing to let 
them help me form the vales policies of the 
company. I like to get them all together 
and “choose up” sides like an old-fash- 
ioned “‘spell-down” contest. One side 
represents the customers’ side—the puy- 
ing side; the other side represents our side 
—the selling side. Then we go to work and 
collaborate on a complete selling plan. The 
fellows on the buyers’ side try to spike or 
blow up the guns of the fellows on the 
selling side. Sometimes we spend a whole 
day on a single point, and before we finally 
decide what it is best to do and say on that 
point, every one—both the buyers and 
sellers—must agree that the thing we have 
decided on is the very best thing to do and 
say. Point by point we work up a com- 
plete sales plan with the exact detail and 
dialogue of the approach and all of the 
subsequent steps of a sale. When it is- 
finished, each of the traveling men solemn 
ly subscribe to the fact that it is his plan— 
not mine—and fares forth to slay the 
trade with a weapon of his own fashioning. 


A Successful Method 


Even so, I have heard that some of the 
solemn subscribers later went back on 
theirsolemn oathsand said it was all—well, 
you know what kind of foolishness. How- 
ever, that doesn’t matter, for I have used 
this method for several years and on the 
whole it has been successful; although, 
after an interval, country hotels and local 
trains will reduce almost to zero the effect- 
iveness of any selling plan that can be 
devised. 

With reference to the second method of 
getting traveling men to embrace un- 
reservedly a sales manager’s schemes, 
namely, scaring them into it, I must -con- 
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less that I have never tried that plan. 
When a traveling man doesn’t do what 
you want him to do and persists in his 
obstinacy, he ought to be dismissed, and 
his dismissal probably has a good effect 
on his fellows, but I have never been able 
to bring myself to dismiss any one in a way 
to accomplish that effect’ in the fullest 
degree, which is probably one reason why 
I am not a very good sales manager. 

As to being convincing with a traveling 
man—well, if you can be that, you don’t 
need to read this or any other article on 
the management of traveling men, and 
probably haven't. 


Can You Beat It? 


I am practically through. I could talk 
about expense accounts, I suppose, but 
that is a delicate sybject. It is a note- 
worthy fact that Soot of the men who 
now sit at sales managers’ desks are men 
whose expense accounts in their traveling 
days were extremely moderate. I don’t 
know of any sales manager who was ever 
an expense-account grafter—or who even 
tried to “break even’’ when he was on the 
road. I know I wasn’t smart enough to do 
it, and when I was called into the home 
office to take a position there, I actually 
didn’t know enough to charge up my rail- 
road and sleeping-car fare. I thought my 
job ended while I was on the road, and 
that my new job didn’t commence until I 
arrived at the home office. Can you beat 
it? 

Go Easy on the ““Bawl Outs” 


I have written quite a lot about the 
management of traveling men. There is a 
lot more I should like to write, but it 
scarcely has a place here. I believe in let- 
ters of a certain sort ahead of the travel- 
ers and letters of another sort—to which 
they contribute—behind them, but that 
again gets into the mechanics of the game, 
so I shall have to confess that the fore- 
going is all I know about the broad prin- 
ciples of the very difficult science of really 
and truly managing traveling men—except 
one thing; go easy on the “baw! outs,” and 
if possible, temper with some praise every 
letter of criticism; if that isn’t possible, 
it’s pretty nearly time for something 
stronger than criticism. 


Matison Knows Wool 
Hosiery 


Said Saul Matison, New England 
sales-manager of the Ever-Wear Hosiery 
Company: ““We have today booked in the 
Boston office twice as many orders as we 
sold last year at this time. Our March, 
April, May, and June business has 
quadrupled since last year and the out- 
look for our business is exceptionally 
good. I have eight salesmen going out 


from the Boston office. 





A Good Sales System 


“We have a very good sales system,” 
and here Mr. Matison pulled out a number 
of maps on which in red or blue their vari- 
ous accounts were checked as to exclusive 
agency, etc. Every Saturday each sales- 
man sends in a slip, indicating where he is 
and where he is goin; to be the next week; 
also an account of business transacted. 
These slips arrive every Monday morning. 
Since the first of the year, Northern New 
York has been added to the New England 
territory. A big stock room takes care of 
the quick wants of the customers by mail. 


Boston Ships from Stock 


“The Ever-Wear Hosiery Company,” 
said Mr. Matison, “‘is the only nationally 
advertised concern in the United States 








JOSEPH B. JAROS 


Pacifie Coast representative of the Rochester 
Turns with headquarters at 205 Union League 
Building, Los Angeles. 





that maintains a New England service 
station. I started to work for Ever-Wear 
in this locality five years ago last January, 
or in 1917—our stock branch was opened 
in November, 1920. And now, with na- 
tionally-known models posing for us— 
such as Carmel Myers, Universal Film 
Star; Gladys Walton and Priscilla Dean, 
we are indeed quite an equipment. Yes, 
indeed, I regard business as a pleasure. 
The faster things move, the better I like 
them. 
“Order Wool Early” 


“And you may say if you like, that the 
man who gets his wool business now is do- 
ing his customers a great favor. The men 
who have been in our employ the longest 
are the ones who are getting the big woolen 
business today. I would suggest that all 
efforts be directed to the booking of wool 
orders now, so as to secure the business 














that is bound to come to the retail shoe 
merchants this Fall on wool hosiery. As 
you may know, 90 per cent of the orders 
booked will not be shipped until after 
Aug. 15, but we have been booking these 
orders since last January. Without a 
doubt, I have $60,000 worth of orders sold 
to our accounts during January, February 
and March, and then we only started to 
sell wool hosiery. 

“By the way of information on the sit- 
uation, I will quote from a letter received 
by us April 8, from the largest wool spin- 
ners in this country. This gives a pretty 
good idea of the situation of the woolen 
market. 

Conditions of Market 

“**We note that you say you are looking 
to us to take care of you on additional 
orders. If conditions were only not as they 
really are, we would be able to take this 
up with you so much more intelligently, 
but we are under the impression that you, 
as well as hundreds of other knitters in this 
country, are not thoroughly conversant 
with the serious condition of the wool mar- 
ket. You are confronted on the one side 
with buyers clamoring for lower prices, 
almost insisting on them. We are in a posi- 
tion of not knowing where to turn for fine 
wools, regardless of price. 

“* ‘Last year, fine wools could be bought 
for 17 and 18 cents,—today, the wool- 
growers are refusing 40 cents. We have a 
man in the West endeavoring to contract 
for wool on the sheep’s back, without much 
success, and there is a shortage of wool all 
over the world. About the only price, 
therefore, under these conditions we can 
name is a gamble, not knowing whether 
we can get the wool or not.’ ”’ 


Jaros Has Los Angeles 
Salesroom 


Joseph B. Jaros, Pacific Coast represen- 
tative of the Rochester Turns Shoe Cor- 
poration, has opened an office and display 
room at 205 Union League Building, Los 
Angeles, Calif. Mr. Jaros has had years of 
experience throughout the East, where he 
represented some of the best-known shoe 
lines in the country. In bringing this line 
to California, Mr. Jaros is giving to retail 
shoe merchants who specialize in women’s 
high-grade novelties an opporturity to 
view a very beautiful assortment of pat- 
terns and combinations. “I hope,” said 
Mr. Jaros, “that every dealer in Los 
Anzeles, and Southern California will do 
himself the justice to look over my line. 
Prices are below normal, deliveries prompt, 
and merchandise perfect.” 

Assisting Mr. Jaros in Los Angeles will 
be R. A. Lipson, a shoe man of wide ex- 
perience, both Eastern and Western. Mr. 
Lipson will call on the city trade to begin 
with, and as he understands shoes, and is 
a hustler besides, it is safe to assume that 
he will soon be burning the midnight oil 
writing up orders for his line. 
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Blanton Says Southern Con- 
ditions on Mend 


D. B. Blanton, of Richmond, who 
covers Virginia, West Virginia, North and 
South Carolina, Georgia and Florida, for 
Richards & Brennan Company, Randolph, 
Mass. was kept busy entertaining South- 
ern buyers all during the days of the big 
Boston Style Show of July 10-13 at Booth 
131. Mr. Blanton left his territory on 
July 10, just in time to attend the Na- 
tional Exposition. He had previously 
notified his trade that his headquarters 
while at the Boston Style Show would be 
at the Richards & Brennan booth, and 
they were right on hand to look over the 
snappy men’s styles for immediate and 
Fall 1922 delivery. 

Mr. Blantonisa typical Southerner, with 
delightful charm of manner and speech. 
He joined the Richards & Brennan sales 
force about three*years ago. Prior to that 
he had been a shoe buyer for Meyer Green- 
tree, a men’s shoe store o Richmond, and 
organized their “‘young men’s’ shoe de- 
partment some seven years ago. This is 
generally conceded to be one of the best 
men’s shoe departments in the entire 
South. Right after the show, Mr. Blanton 
will hurry to his delightful southern home, 
via New York. 


He Loves His Work 


“I am anxious to get out again on my 
territory,” said Mr. Blanton, “for selling 
shoes to me is really a pastime. The people 
of the South like ‘snappy’ shoes, neat and 
nifty—extreme styles, as well as of course 
the staples—in other words, what sells on 
Fifth Avenue, New York, sells in the 
Southern cities.” 


Southerners Like Snappy Shoes 


And just then E. W. Payne, shoe buyer 
from Richmond, Va., came along and 
monopolized the most of Mr. Blanton’s 
attention, but he caught Mr. Blanton’s 
last remark and corroborated all that he 
had stated. 

“The Brennan shoes in Norwegian 
calfskin and E. K. calf, have been par- 
ticularly good sellers the past season, and 
rubber heels are put on all of our shoes— 
this feature has been very good for the 


last four years. 
Jolly Good Fellows 


It would not seem fitting to pass from 
this mention of Mr. Blanton without a 
word about his “‘good pals’’ who were also 
busy every minute at the Richards & 
Brennan booth, namely, as William P. 
Brennan expressed it, “‘Old Hoff,” “Young 
Hoff” and “Jim’s Bill.” Nor must we 
forget “‘“Genial Bob” officially known as 
Robert Uniac, who covers Oklahoma, 
Texas, Louisiana, Arkansas, Mississippi, 
and Alabama for the House of Brennan. 
“Business is fine—looking up every day,” 
said Bob. 
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Be What You Am 


Don’t be what you ain't, 
Jes’ be what you is. 
If you is not what you am, 
Then you am not what you is. 
If you're just a little tadpole, 
Don't try to be a frog. 
It you’re just the tail, 
Don’t try to wag the dog. 
You can always pass the plate, 
If you can’t exhort and preach. 
If you're just a little pebble, 
Don’t try to be the beach. 
Don’t be what you ain't, 
Jes’ be what you is, 
For the man who plays it square 
Is a-goin’ to get “his.” 
— Northern Light. 

















A Second Fokine 


It may not be generally known, so we 
will here state that “Old Hoff,” whose 
other name is William P. Brennan, is 
Mayor of Humarock, a Summer resort on 
Old Cape Cod. Here right after the show 
he may be seen dressed in khaki, enjoying 
life by the sea. And here he will entertain 
for the Summer his many friends, both 
business and political. “Hoff” has a dance 
hall, the architects termed it a piazza, 
but that was their error. “Old Hoff” and 
his many friends spend the cool Summer 
evenings in this improvised dance hall, 
tripping the light fantastic to the merry 
tune of a Victrola just inside the house. 
Some folks might think that “Old Hoff” 
cannot dance, but the great Michael 
Fokine never danced with greater variety 
of step, nor more lightness of foot. 


O. M. Dana Is Dead 


O. M. Dana of Emery-Dana-Tucker 
Company, Haverhill, Mass. who for many 
years traveled New York State and other 
territories for the old jobbing house of 
Maybury & Dana, Duane Street, New 
York; also for Charles K. Fox and Emery 
& Marshall Company, died very suddenly 
on July 10. Mr. Dana was much beloved 
by the boys on the road and by the shoe 
trade in general. He was a man of about 
60 years of age. He leaves a widow. 


Armstrong at 82 Lincoln 
Street, Boston 


W. F. Armstrong, representing the 
Daniel Green Felt Shoe Company’s com- 
plete line, with territory in Pennsylvania, 
Maryland, and Washington, D. C., re- 
turned June 21 to Boston after a three 
months’ trip. He will be located at 82 
Lincoln Street, Boston, for the balance of 
the year and will here show a complete 
line of samples to the retail trade. 
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“I'm just an ordinary man, just a plain, everyday 
fellow. My work requires a lot of walking. I 
| wear out a lot of shoes in a year.” 





“I am beginning to think more of Quality and 
less of Style. I am demanding better shoes for 
my money.” 


“T used to shop ‘round for my shoes. I bought a 
pair and a few weeks later found a hole in the sole. 
I never went back to that store again.” 


“T used to hand out my money for good-looking 
shoes. But I soon learned that looks alone cost 
money and don’t give service.” 


“T’ve settled down to one kind of shoe with “Rock 
Oak” bottoms. I don’t know much about tan- 
nage of hides, but I do know that “Rock Oak’’ 
soles on my shoes wear. I know “Rock Oak’’ 
soles are durable—Quality through and through— 
and that’s what I want. I’ve found a good thing 
| and I’m going to stick to it.” 








Write for a free sample of “Rock Oak” sole leather. 
Insist on having “Rock Oak’ bottoms on the 
shoes you sell and meet the demands of the 
“Ordinary Man.” 


| See our exhibit at the National Shoe Retailers 
Convention, Booth 52, in Boston, July 10-15. 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Off. 


THE AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
Chicago Boston St. Louis 
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Want Display Fixtures? | 
Want Decorations? | 
Want New Seating? 
Want Show Cases? 


MIIALIRIALI 


| Beaded Shoe Cheats 
Buckles 
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lf you wish to be posted on some of the newest 
things available along these lines—if you wish to 
know who makes them and what they cost— 
Write the Shoe Store Service Department of The 
Boot and Shoe Recorder. 


Hl 


: (Metal Backed 
= | Beaded Buckles 


We wish to announce an entirely 
new development in bead shoe 
ornamentation. All of the beau- 
ty, softeness, latitude of combi- 
nation, and economy of beaded 
buckles—combined with the 
strength and firmness of metal. 
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If you wish suggestions on anything pertaining 
to store equipment or merchandising policy, the 
counsel of widely experienced and capable men 
on the Recorder staff and in the field is available 
through the Shoe Store Service Department of 7m 
Boot and Shoe Recorder. 
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= Colonial styles are unquestion- 
ably the coming fashion trend. 


| 


| 





No charge for this. It is part of the Recorder's 
contribution toward getting more shoes sold 
right. 


Our buckles made in a variety 
of shapes that will be pleasing as 
well as exclusive. 
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If you wish suggestiors, please give detailed in- 
formation upon which they may be based. If 
you desire only catalogs and literature, use this 
coupon for convenience, checking the items that 
interest you. 


lil 


Let us send you a sample selec- 
tion, and prices. 


French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 

















USE THIS COUPON FOR CONVENIENCE 
Check the Items on which you wish Catalogs or Literature 
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© Store Arrangement _ OStock Boxes 

© Store Front Construction 0 Store Seating 

0 Counters OC Metal Ceilings 

OC Shelving OWindow Valances 

CO Show Cases C Waste Paper Balers 

C0 Show Window Backgrounds 0 Office Appliances 

OC Show Window Decorations 

OC Show Cards 

D3 Cash Registers OWindow Lighting 

6 Cash Carriers 0 Internnor Lighting 

0 Store Fixtures OElectric Si 

O Window Fixtures 0 Adding Machines 

© Glass Fixtures OPlay-Room Equipment 

© Metal Display Fixtures DC Hosiery Cases & Fixtures 

© Store Lad oD X- py Pee ny 

© Hosiery CO Foot Measuring Devices 
ODuplicators 
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Fill out and mail to Shoe Store Service Department, “Boot and Shoe 
Recorder,”” 189 West Madison Street, Chicago, Illinois. 
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FASHION’S DESIGNS 
IN STOCK 
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Ww 
Sizes In Stock 
AA > 4% to 8 
A ~- 3 to 8 

No. B 279—Bla ck, Kid Two Str ap, Imitatio B, C, D, 2% to 8 No. B 265— All Bla ck Kid One Strap, Gu 

Tip, 14-8 Cuban Heel, Welt. Pr $4.50 Metal Buckle, 10-8 Hee *“Rubber Top Lift, 
t _ fw ee bye eee ap, Seiten tic We a. Price $4.60 
s p. 14-8 Cuban Heel, Welt. Price $4.85 (na) ag] 
to N , . 
he Joy, Clark 

. 

: & Nier, Inc. 
1e 
n Rochester, N. , 
le 
| " 
1€ i 

No. B 246—Bro Ki d Oxfo rd, Imitation Tip, Terms: Net 30 Days No. B 280—Patent Colt Two Strap, 14-8 Cu- 

14-8 Cuban Heel, V Pr "$4. ban Heel, Welt. Price .. $4.60 
'§ 





he Test Shoe For The Least Money _ 


Soest Lowsites | QUICK DELIVERIES 


Our quick deliveries aid the jobbing 
and mail order trade. Absolute style is 
thus assured at the time you buy. 








The “Urba,”’ here shown, is our latest 
patent effect. Order early and get in 
a good supply for immediate sales. 


Jobbing and mail order trade only. 


-MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoin St. 


UT ss OO TT 
PLP LOIN LLP LN OL PLO LN OLLI LG 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Milford, Mass.—Melman & Sneiderman, “M & S 
Shoe Co.,” shoes, reported assigned. Liabili- 
ties, $6,000; nominal assets, $1,300. Sub- 
mitted offer at 30 per cent cash. 

Andalusia, Ala.—Wallace Bros. Mercantile Co., 
shoes, etc., reported petitioned into bank- 
ruptcy, reported receiver appointed. 

Bessemer, Ala.—Green Bros., shoes, etc., reported 
petitioned into bankruptc y. Creditors asked 
to accept 33 1-3 per cent payable on July 20. 
Liabilities said $17,580; assets approx. $9,200. 

Atlanta, Ga.—M. Zion, shoes, etc., reported peti- 
tioned par? bankruptcy. 

Chicago, Il. Brunhild & Son, shoes, ete., re- 
ported anevenhed at 20 per cent cash. 

Highwood, Ill.—Charles Glass, shoes, etc., re- 
— compromise effected at 25 per cent 
cas 

Chie ago, 1l).—Max Light (3747 South Port Avenue 

7 Lincoln Avenue), shoes, etc., reported 
petitioned into bankruptcy. 

Carl F. Lindee, shoes, etc., reportedassigned. 
Creditors have decided to operate the business 
for a time to see if it can be made to pay. 
Liabilities said about $600; assets approx., 
$3,500 

Bellaire, Kans.—Bellaire Mercantile Co. (Calvin E. 
MeVicker, prop.), shoes, etc., reported ‘peti- 
tioned into bankruptcy. 

Damariscotta, Maine—Bryant C. Wade, shoes, 
reported assets total $7,951.34; accounts pay- 
able $8,925.52. Most of largest creditors are 
favorable to extension for 20 months payable 
5 per cent monthly and indebtedness to be 
turned into series of installment notes without 
interest and the default of any one payment 
would make the entire balance become due. 

Detroit, Mich.—Augustus R. Kiefer, shoes, etc., 
reported petitioned into bankruptcy. 

Miansepetie, Minn.—Kum Back Shoe & Repair 

‘0., reported executed a trust deed. Total 
assets, $14, 337; total liabilities, $8,830.83. 

Brooklyn, N. Y.—Nelson Shoe Co., shoes, reported 
assignment Liabilities, $9,600; stock esti- 
mated worth, $14,000. Believed assignee will 
continue business. 

Max Blasberg (959 Myrtle Avenue), leather 
and findings, reported petitioned into bank- 
reer. 

era Shoe Co., Inc. (258 Wythe Avenue), 
shoe manufacturers, reported petitioned into 
bankruptcy. 

Louis Kellner, B. & S., shoes, reported call- 
ing meeting of creditors. 

Cleveland, Ohio M. & R. Sample Shoe Co., 
shoes, reported assignment. 

Allentown, Ba Vincent Kotrilka, shoes, etc., 
reported pe “titioned into bankruptcy. 

Coatesville, Pa.—Benj. Brown (Brown's Depart- 
ment Store), shoes, etc., reported offering to 
compromise at 174 per cent 

Philadelphia, Pa.—J. Hac kdorian (3521 Haverford 
Avenue), shoes, reported offering to com- 
promise at 30 per cent. 

Schultz & Rosenbloth, The Hub, shoes, etc. 
re LL Jack Schultz and Samuel Rosenbloth, 
individually and as copartners with stores also 
in Coatesville, Pa., and Penns Grove, N. J. 
Liabilities estimated at $150,000; assets about 
$50,000. 

Easton, Pa. —Morris Goldstein, shoes. Liabilities, 
$25,372; assets, $20,510. 

Me »mphis, Tenn. Z. Hanover, shoes, etc., re- 
ported offering 15 per cent. 

Waco, Texas—Houk Shoe Co., shoes, reported 
offering to compromise at 30 per cent. 

Gaffney, S. C.—Saul Baer, shoes, etc., reported 
made proposition to settle on basis of 25 per 
cent. Total indebtedness about $8,000. 
Assets, stock end fixtures at inventory about 
$7,900, muc J ner oon at present. 

Scotia, N. Y.—William M. Simpson, shoes, etc. 
reported unsecured liabilities, $4,805; assets, 

3,000 


$3,000. 

Elizabeth City, N. C.—Spencer Co., shoes, etc., 
reported E F. Spencer and J. H. Snowden, 
trading as above. Liabilities, $20,764; assets, 
$8,041. Reported petitioned into bankrupte y- 

New York City—National Shoe Store Supply Co., 
wholesale shoe findings, reported offering 30 
cents on dollar, 20 per cent cash and 10 per 
cent within 60 days. 

Harry Wolper (153 West Street), shoes, etc., 
wted offering to compromise at 15 per cent. 

Springfield, Ohio—Lawrence Horner Shoe Co., 
- my reported petitioned into bankruptcy. 

a > ee hwartzman, shoes, 

orted sianen into bankruptcy. 

Oklahoma ity, Okt .—Roberts-Little Dry Goods 

4o., shoes, etc., reported offered = per cent. 
Liabilities $198,290; assets, $95,95 

Dennison, Texas—J. C. Eastham, a, etc., 

ported involuntary petition into Renhswseee. 
-Rainelle, W. Va.—Faris Hamed, shoes, etc., re- 
ported involuntary petition into bankruptcy. 


CHANGES 


Boston—Burtman-Rondeau Co. (106 Lincoln 
Street), wholesale shoes, incorporated with 
capital of $75,000. 

MH Hebenstreit, shoes, advertising to sell 
out. 

Brockton, Mass.—Charles E. Lynch Shoe Mfg. 
Co., Inc., shoe manufacturers, capital in- 
creased to $80,000. 

Lawrence, Mass.—M. P. Perley Co., shoes, etc., 
reported sold out. 

Lynn, Mass.—Cruise & Dlury Shoe Co., shoe 
manufacturers, style changed to Delury Shoe 
Co. 

Towle & Surridge, shoe manufacturers, dis- 
solved partnership. E. J. Towle retires. 

Pine Bluff, Ark.—M. Carp, shoes, etc., out of 
business. 

Fresno, Calif—M. M. Nishkian, shoes, etc., re- 
ported sold out to Liberman-Rosencrantz Co. 

Los Angeles, Calif.—Rosenthal, shoes, reported 
sold out. 

L. M. West, shoes, reported sold out to 
L. Leinow. 

Santa Barbara, Calif—C. C. Reyna, shoes, etc., 
reported sold out to Trenwitxh’s, Inc. 

Montrose, Col.—F. E. Cotton, shoes, etc., reported 
sold out to D. R. McKinney. 

Marble Falls, Texas—Hundley Marrs Co., shoes, 
etc., capital decreased to $50,000. 

Stephenville, Texas—R. E. ard, shoes, etc., 
succeeded by Latham Bros. 

Logan, Utah oe A uayle Co., shoes, etc., re- 
ported sold out to Mose Lewis. 

Sunnyside, Wash.—Cline & Young, shoes, etc., 
reported out of business. 

Westmoreland, W. Va.—Burt Merchandise Co., 
shoes, etc., incorporated with capital of $35,000. 

Beaver Dam, Wis.—J. M. Machowski, shoes, etc., 
reported sold out to J. E. Krasne & Co. 

Saskatoon, Sask.—J. K. Williams, shoes, removed 
to Edmonton, Alta. 
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Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Il. 











Milbradt Rolling 
Step Ladders 


2416 No. 10th St. 
ST. LOUIS, MO. 





July 15, 1922 





MISCELLANEOUS 











SHOE FACTORIES 


Do you want to sell or close out, need 
additional capital, Have you surplus 
stocks to dispose of. Write us. Marks 
Company, Shoe Investments Ex- 
ey. 504 Arch Street, Philadelphia, 
‘a. 








Celebrated Glass aaa 


Ca’ 

Gatelog S- i 
Wood Fixturés 
Catalog No. 14 
Artificial Flowers 


Catalog No. 19 
Window Valances 
In Stock 


Ask or sam: 
Plush and Wind Page 
Samples seni 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


Just East of Broadway 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five + manufacturers of 
Milbradt Rolling Step Ladders. 











SHOE STORE iS 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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TO RENT 


WANTED TO PURCHASE 


MISCELLANEOUS 





(FEICES and Desk Room to let in Albany Bldg., 
Harrison Shoe Co., 204 Albany Bldg., ton. 


“HOE DEPARTMENT—Will rent space 23x100 
Ny) in large, long established store, tern city 
150,000, Piz hours. from New York City. Best 
100 per cent location. Attractive proposition to 
live responsible party. Communicate by mail to 
Jerome C. Neuhoff, Bridgeport, Conn. 

SHOE department for rent in a large ready-to- 
5 wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











FOR LEASE 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y 
PHONE—SPRING 9965 


WILL(SLOW SELLERS )FOR 
BUY {eumiteS Poke’ CASH 





Bargains in shoes always on hand for special sales and 6 








CASH PAID 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 





SHOE DEPARTMENT 
TO LEASE 


100 per cent spot in Youngstown, O. 
New Women’s Apparel Building, For 
volume see at once. 
JOSEPH P. DAY 
Chain Stores Dept. 
67 Liberty Street, N. Y. City 

















DO YOU CONTEMPLATE 


Retiring or going out of business? 
will pay value for your entire or surplus 
stock of shoes. 
Leases having a short term to run taken over. 
Established 25 years. 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








STORE FOR LEASE 


In very best retail location in City of 
over 100,000; about 150 miles from 
New York. Long lease can be had. 

E. P. CAMPBELL 


141 W. 36th St., New York 











FOR SALE 











CASH PAID 


for shoe stores or surplus stocks of shoes or 

for other merchandise. Leases taken over. 

We will send a representative to investigate 
make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














FOR SALE 


Shoe Store for sale with two year lease 
or will sell lease and fixtures without 
stock. Store is attractively furnished 
and is locat on Main St., at Port 
Chester, N. Y. Population 18,000. 
Price is right, W. H. Held, 120 No. Main 
St., Port Chester, N. Y. 


We buy quick and pay highest cash price 
tee stall’ cad whaleatin state of chate or 





any other ise. Quantity no object. 
‘or 30 years our specialty. 
Beak and ile ref 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Brooklyn 
Phone 175 


Every Shoe Store Needs 


a pair of 


**MANCHESTER”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W. Lake St. 








Boston, Mass. 

















MISCELLANEOUS 




















FOR SALE 


Shoe store for sale in a Vermont town 
of 7000. Best store and location in the 
town. Will sell whole or one half 
interest in same. Reason for selling, 
Owner has other business. Address 
D-345 care Boot and Shoe Recorder, 
207 South Street, Boston Mass. 








Shoe Store Owners! 


Do you want to sell or retire from your 

business? We have Cash Buyers for 

large or small establishments. Marks 

& Company, Shoe Investments Ex- 

apron 504 Arch Street, Philadelphia 
‘a. 




















MISCELLANEOUS 











Shoe Stocks Appraised, 
Stores and Departments 
Leased and for Rent, Sales 

Conducted, Managers 


(Temporary or Permanent) 
supplied. 


MARKS & COMPANY 


Shoe Investment Exclusively. 
504 Arch St., Philadelphia, Pa. 














Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 


log giving full 
description 
and prices 





THE BICYCLE 
STEP LADDER 
COMPANY 


67 Randolph St. 
Chicago, Ill. 





The Most Popular 
Size Stick 


“VARNUM"’ 


T rade 
Made in Three Styles, 
No. 1, 2, 3 


a 









With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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issue: 
1 time 7 times 13 times 
$5.00 $4.00 $3.50 
. 10.00 8.00 * 7.00 
.. 15.00 12.00 10.50 
. 20.00 16.00 14.00 


Space 








CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per P°Minnm WANTED—Four cents per word for each insertion. 


d, seventy-five cents. For other 





26 times 52 times 


“Want” advertisements, + goven cents 


per word for each insertion. 
5. Ads under this heading will be 





$3.00 2.50 
6.00 5.00 
9.00 7.50 


12.00 10.00 for accordingly. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


received up to noon ‘on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
words must be allowed in each advertisement for address. When 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
Answers to ads must be seat under letter postage. 
































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SAL .ESMEN WANTED —To carry as a side line 
high- grade Moccasin Welts to retail shoe and 
sporting goods trade. Territory open Connecticut, 
New York State and the West, partic ularly Pacific 
Coast states. Straight commission. In replying 
ase give references and line you are now carrying. 
ddress D-342 care Boot and Shoe Recorder, 207 


South St., Boston, Mass. 





/ANTED—Salesmen tosell a medium priced line 

of Men's Dress Welts, on a straight commission 
basis, in the following territories: Pennsylvania; 
Wisconsin and Minnesota; Michigan and Indiana; 
Illinois; Missouri and Nebraska. Address D-337 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


QHOE SALESM EN—Cincinnati Manufacturer of 

Growing Girls, Misses and Childrens Welts, 
needs salesmen on a commission basis for Cleveland 
and Northern Ohio, Pittsburg and vicinity, lowa 
and Wisconsin. Can be hand in connection 
with other lines, also Southern California. The 
Miller Shoe Company, Cincinnati, Ohio. 


/E WANT—A First Class Retail Shoe Salesman 

who not only knows his business, but who is 
ambitious and willing to give all that he has to 
make the business a success. A man who has been 
raised in the South and is familiar with Country 
trade and Negro trade, and has also had some 
experience in waiting on the better class of trade, 
too. We have a good opening for a man who wants 
to make good, and when we find the man we are 
looking for and he makes good he will have an 
oportunity to buy an interest with us. No one need 
apply except the man we mention above. L. | 
George & Son., Demopolis, Alabama. 


QAL .ESMAN—Real_ Live-Wire representatives 

“’ wanted for Brooklyn factory making a strong 

line of novelties. Territory open New York, 

as Pennsylvania, Middle-West and South. 

Wonderful copeccanity for men with first class 

re —— and followi sm 2 Shoe Company, 
SL Varet Street, Bre - a 














SAL sESMAN—Side Line consisting of special 
“ values in a short line of children’s McKays and 
Turns fine samples. Address D-338 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


SAL sESMEN WANTED—For . Indiana, Illinois, 

Iowa and Michigan to carry our line of Misses 
Childrens and Infants Turn Shoes and Slippers on 
Commission in connection with a nonconflicting 
line. Many numbers in stock. Address F. C. 
Gerber Shoe Co. Orwigsburg Pa. 


SAL ESMAN w ANTED to carry a line of infants’ 
and misses’ turn shoes on commission basis. 
Territory: Montana, Wyoming, Arizona, New 
Mexico and Colorado. Address, with references, 
D-300, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








ALESMEN WANTED—Manufacturers’ line 
infants’ and children’s square edge turns. Most 
complete line on the market, and of unusual value. 
Stod proposition. 6 per cent commission, paid 
weekly. A few choice territories. References and 
lines carried. Address D-302, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANU FAC TU RER of infants’ Children’s, 
+ misses’ and growing girls’ turn shoes, high and 
medium grade, at attractive prices, desires several 
additional salesmen. Our very large stock depart- 
ment gives immediate service. We also make and 
stock several styles of old Ladies’ Comfort oxfords 
and straps, priced right. Six per cent commission, 
paid monthly. We prefer resident salesmen and 
those covering not more than two or three States. 
Address D-328, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


W ANTED—Salesman who has some trade fol- 

lowing to sell a wholesale line of shoes in Cen- 
tral New York State. Resident salesman pre- 
ferred. Terms, commission. Only those who can 
give excellent references need apply. In answer- 
ing, state who have traveled for and other particu- 
lars. Address D-329, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


/ANTED—Salesmen to handle our Rochester- 

made infants’ soft soles and moccasins as side 

line. Attractively priced. Big business-getters. 

Write us today, specifying territory desired and 

references. Address D-324, 609 Powers Building, 
Rochester, N. Y. 


ESIDENT SALESMEN with established trade 

on commission basis for well-known in-stock 
line of boys’ McKay and McKay welt shoes, for 
Kentucky, Ohio, West Virginia, Wisconsin, the 
South and Southwest, also Pacific Coast. Address 
D-322, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass 

















for live-wire, side- 


ANTED—We have nil 
W “~ ork, — flvanid, 


line salesmen in New 
Ohio, Kentucky and Tennessee, Texas, O! 
Arkansas and isiana, and other Southern —— 
Southwestern States, to handle Rochester's leadi 
advertised line of infants’ soft soles and infants’ ap 
children’s turns, in connection with present line. 
We pay highest commission and want applications 
only from hustlers — established trade and who 
cover the territory regularly. Give present con- 
nection, references and full iculars in first let- 
ter. J. J. MacMaster, Rochester, N. Y 


ANTED—Live wire salesman to sell men’s 

——s line Goodyear welts in terri- 

Ohio est Virginia, Keatucky, Tennessee; 

r =4 one for Minnesota, Wisconsin, North and 

Sn Dakota, and Northern Peninsula of Michi- 
oe, Os men with established trade considered 

ddress D-323, care Boot and Shoe Recorder, 207 

South St., Boston, Mass. 








Ogden Dress Shoe 


The following territories are open for 
our Ogden Men's Calfskin Dress shoes 
to retail at $7 in conjunction with our 

‘ox Kip shoes to retail at $5— 

Idaho, Utah & Nevada. 

Montana, Wyoming & N. Dakota 

Nebraska & So. Dakota. 

Oklahoma. 


Western Pennsylvania. 

Illinois. 

Mississippi & No. Alabama. 

New York State. 

West Virginia. 

Address OGDEN SHOE COMPANY, 
MILWAUKEE. 








LIVE WIRE SALESMEN 
WANTED 


SALESMEN WANTED to carry 

a side line of high-grade beaded 

and rhinestone shoe ornaments 

to sell to the retail and whole- 

sale finding dealers in all dif- 

ferent parts of the country. 

Commission basis only. 

Write to 

PARISIAN — WORKS 
co. 


1028 Arch St., Philadelphia, Pa. 








WANTED Salesman for High Grade Men’ 
Welts. Traveling the States of Indiana, Illinois, 
Ohio, Kentucky, and the Southern States. Ad- 
dress D-309, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





SALESMAN— Manufacturer of well-known line 
of infants’, children’s and misses’ turn shoes 
— slippers desires to engage competent salesman, 
ly experienced in selling to jobbing and 
—— lepartment store trade m commission 
basis. Can be carried as sideline. Address D-326, 
care Boot and Shoe Recorder, 207 South St., Bos. 
ton, Mass. 








WANTED SALESMEN for the states of 
Georgia, lowa, Mississippi by manu- 
facturer of play and school shoes guar- 
anteed not to rip, triple stitched, built 
up to standard that will give service 
and repeat. Short line. Liberal com- 
mission. Must cover territory close. 

Give references, amount sales, terri- 
tory covered in detail first letter. 
E. j. wag “i Co., 967 Atlantic Ave.. 

Brooklyn, N. Y. 














ATTRACTIVE PROPOSITION FOR 
LIVE WIRE SALESMEN Manufacturer 
of high grade men’s and boys’ work and 
semi-dress shoes has the following 
territory open; Missouri, Oklahoma. 
Kentucky, Illinios, Kansas, lowa and 
Mississippi. Center State Shoe Co., 
1508 Washington Ave., Saint Louis. 
Missouri. 














POSITION WANTED 


SITION WANTED—Assistant Manager of 
well known orthopedic shoe shop in New York 
seeks new connection for the fall. Prefers South or 
far West. Se) eral years’ experience in shoe ! usiness 
and orthopedic work. Address D-334 care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








Mr. Manufacturer— 


A man is knocking at 
your Door wanting to sell 
himself to your organiza- 
tion, Promotion Sales Serv- 
ice and Trade Advertising 
Specialist. Bringing to you 
all the personal acquain- 
tance -of years of contact 
with the larger buyers. You 
can use him. AddressD-340, 
care Boot and Shoe Re- 
corder, 207 South St., 
Boston, Mass. 
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RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more” but “‘right”’; sold for the right purpose. to the 
right wearer, in the right fitting, for the right price, at the right profit. 
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POSITION WANTED 


LINE WANTED 





\ TANTED—by most thorough and competent 

Shoe man connection as Salesmanager or 
Buyer, is now filling this Position for Western 
jobbers, is versed in Technical Correspondence. 
Honest Forceful and never Quits until the Job is 
finished willonly consider the Highest of connec- 
tions. Address D-339 Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





W ANTED—Enxperienced shoe salesman desires 
territory next season, prefer southern territory. 
\-l references as to character and ability. Young 
nan, single. Address D-335 care Boot and Shoe 
Recorder. 207 South St., Boston, Mass. 





GHOEMAN, AGE 42—Seventeen years experience 

wishes position as buyer in High Grade Shoe 
Store or Department. Middle West Preferred. 
Details on request. Address D-333 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





MANAGER—and Shoe Buyer age 27, single, 
7 years experience, Card writer and adver- 
tiser,wishes position with reliable concern. Good 
Reference. Address J. B. Hyatt, Kingsport 
Box 354, Tenn. 





RADUATE Foot expert and Shoeman in 

Dr. Scholl’s methods would like a position 
where expert fitting is required, window decorator 
and nm writer. Samples furnished. eferences 
Fifteen years experience. Address D-336 care 
a and Shoe Recorder, 207 South St., Boston, 
Mass. 








POSITION WANTED 


Sales and Advertising 
Executive 


I have been connected with the shoe 
trade for nineteen years—4 years with a 
prominent manufacturer of children’s 
shoes, 7 years with a nationally known 
manufacturer of men’s shoes, and the 
past 9 years with a leading manu- 
facturer of women’s shoes. I have a 
wide acquaintance with the leading 
shoe buyers throughout the country, 
understand how to handle salesmen, to 
get and have had a 
wide experience in the handling of 
attractive advertising material. 








. 1 





Am desirous of associating myself 
with an up-to-date firm that is looking 
for a man of ability, integrity and 
enthusiasm. I know I can produce 
satisfactory results with the right 
combination. Best of references fur- 
nished. 


Address D-343 care Boot and Shoe 
Recorder, 207 South Street, Boston, 
Mass. 








7ANTED LINE—For North-Texas, and South- 
ern Okla., have had 12 years experience—Best 
of references. Joe Leonard, Athens, Texas. 





W ANTED—For West Virginia, Factory line, 
absolutely solid leather, Men's and Boy's 
Welts. Twelve years shoe experience in West 
Virginia territory. Address D-341, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


LINES WANTED 


NEW YORK 
and VICINITY 


Popular priced manufacturer's line of 
Ladies’ McKays,also Men’s Dress Shoes 
is desired by three well-established 
salesmen having extensive followings 
in Metropolitan and adjacent terri- 
tories. Capable producers. References. 
Address K-619 care Boot and Shoe 
Recorder, 127 Duane St., New York. 
































LINE WANTED FOR PACIFIC COAST 
I have an established trade in the far 
Western territory and am looking for a 
first class line of men’s, women’s and 
children’s shoes for the coming season. 
Best of references furnished. Address 
with full particulars Address D-344 
care Boot and Shoe Recorder, 207 South 
Street, Boston Mass. 











Sales Representative to 
the Jobbing Trade Look- 


ing for Strong Line. 


I have had many years’ experience in 
the dis of footwear to and 
through the wholesale trade. Have 
wide acquaintance with leading buy- 
ers, and feel that my ex; ence can Se 
utilized to advantage a manufac- 
turer selling to the SPL trade. 
Can furnish very best of references. 
Would prefer a location in Boston. 
Address for further details D-316, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











MISCELEANEOUS 








SHOE MANAGERS, 
(Buyers or Assistants) 


Do you want to out, buy or conduct a 





Shoe Store or ment? We can 
Eeeceven- Writes ils in fid: 

arks & Com ry, Shoe Investments 
Exclusively. Arch Street, Phila- 
delphia, Pa. 
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Cincinnati Last Co., Cincinnati, Ohio... . . 117 

Griffin Mfg. Co., New York City........... 25 


Meyer, John C., Thread Co., Lowell, Mass. 134 
New England Wood Heel Co., Haverhill, 


No eh dh as dnc secs dans qusennseseeek 118 
Rogers Fibre Co., Boston.................. 10 
Tublar Rivet & Stud Co., Boston........... 52 
United Fast Color Eyelet Co., Boston... ... 36 
United Last Co., Boston.............+.... 55 


United Shoe Machinery Corp., Boston. . 12-32 


Wiechman Pattern Co., Cincinnati, Ohio. .. .117 
Wind Insole & Counter Co., Campello, 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co. Cincinnati, Ohio. 125 


Barnet, J. S., & Sons, Inc., Boston........ 38 
Beggs & Cobb Co., Boston................ 117 
Byron, W. D., & Sons Leather Co., Boston. .26 


Cedar Cliff Silk Co., New York City... .22-23 


Chamberlain, B. F., Boston............. 117 
Clifton Mfg. Co., Boston................ . 8 
Creese & Cook Co., Boston............ 66-117 
Gallun, A. F., & Sons, Milwaukee, Wis...... 62 
Goodyear Tire & Rubber Co., Akron, Ohio 8 
Jones Co., F. E., Boston..................117 
ee. Bikes MOMi.s « 0d 005s'0s4ecencns. M 
Kistler Lesh & Co., Inc., Boston. .......... .134 


Lawrence, A. C., Leather Co., Boston... . “4 
New Castle Leather Co., New York C ty.... 47 
Quabaug Rubber Co., No. Brookfield, Mass. 21 


Rousmaniere-Williams & Co., Boston. . .67-68 
Schmidt, Carl, E. & Co., Inc., Detroit, Mich 


101-102 
Standard Kid Co., Boston................. 3 
Tolman, Dow & Co., Boston............... 45 

MISCELLANEOUS 

Atlantic Printing Co., Boston............. 118 
Blacher, Chas., New York City............ 129 
Brooklyn Purchasing Syndicate ........ 129 
Calderwood & Preg., Inc., Boston.......... 118 
Hotel Essex, pee Pere oe eee 134 
Hotel Martinique, New York City.......... 134 
Hooper Printing Co., Boston.............. 118 
Howard Print, Campello, Mass............ 48 


Kalter Cerf. Merc. Co., Max., New York . . . 129 
Kelly, T. K. Sales System, Inc., Minneapolis, 


Pe Diciewny oweds es cteusd occccctemeuee 16 
New York Export Purchasing Corporation, 

Dy DE c<tnebcedeceeuntebensenes 129 
Rauskolb, Medford, Mass.............. 50-51 
ee 118 
Tolman Print, Brockton, Mass............ 118 
University Electrotype Foundry......... 118 
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BRANDED OR UNBRANDED ? 


SEASONABLE STYLES OF MEN’S WELTS 
IN STOCK, READY TO SHIP 





B-962—Men’s Oxford. Barnett’s Van Ruba Vamp and Top. Good- 
foot Rubb a Wine = B-414—Men’s Sport Oxford. Bogey Last. 102 Tan Vamp, Top and 


year Wingfoot Rubber heel. 12 iron single sole. : 
Hard box. Belmont last. Widths A to D. Cod Apron. Red “‘Duflex” Flex Ribbed Sole and Heel. 
“Classic.” —_— mained wee $5.50 No Box. Widths B to E. Code—“Century.” 5.85 


B-415—Men’s Sport Oxford. Smoked Elk Vamp and Top. Gallun’s 
4 Tan Apron and Heel Stay. Red “Duflex” 

Ribbed Sole and Heel. No box. Widths B to E. 5 50 
Last “Bogey.”” Code—‘Climax.” e 


B-410—Men’s Sport Oxford. Bogey Last. Tan Vamp and ,Top. 
Brown Cordovan Apron. Red ‘‘Duflex” Ribbed 

Sole and Heel. No Box. Widths B to E. 5 S85 
Code—“Carson.” e 





B-973—Men’s Oxford Black Imported Boarded. Black; Scotch 
Grain Apron and Heel Stay. Plain Toe. No 


Box. Hvy. 14 Edge. Single Sole. Lenox Last. “4 
Code—"Ralph”. Widths A-D 5.85 


B-976—As 973 only in Gallun’s No.4 Norwegian with Tan Scotch 


Grain Apron and Heel Stay. Lenox Last. Code $ 
Sandy” Widths A-D 5.85 





You will find our line of shoes excellent sellers. 
Their goodness is apparent at a glance. 





B-939—Men’s Genuine Tan Scotch Grain Oxford. Heavy Single 


They are not one time sellers, but are made to Sa. fede te Ge tee $6 00 
give satisfaction and repeat. “Scottie.” 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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|}? nono 
HOTEL 
OPPOSITE SOUTH STATION Gs % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 








Shoe and, leather men have for years made their headquarters at the Essex. whenever in Boston. It is a most centrally located 
hotel, everything the best. and rates reasonable. Come here and gain the advantages of the Essex location and service. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(FSS SSE TSS SSSS ESSERE SHLSERSEEREEZEESZEER 
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| SPECIALS IN STOCK 


Patent Coltskin and White Nu- 
buck Barefoot Sandals, Leather 
Lined, Grain Leather Insole, Shoul- 
der, Oak Outsole. 
Infants’, 5-8, Patent 
Only, Spring Heel, 
$1.15 
Children’s,8 44-1), Pat- 
ent Only, Spring Hee 
1.30 





Misses’, 1144-2, Rub- 
ber Heel, Patent with 


Two Straps White with 

One Strap. .. $1.45 

Growing Girls’, 244-6, 

Rubber Heels, Patent aia Glia 

and White, with One Terms 2 per cent, 10 days. Net 30 days. 
Strap .. 82.15 Send for Samples of Other Styles. 

409 Osborn Street Brooklyn, N. Y. 





THE MARTINIQUE 


Broadway, 32nd and 33rd Streets, New York City 





Pleasant Rooms FRANK E. JAGO> 
From $2.30 Up 900 Rooms 











Affiliated with Hotel McAlpin) 


Situated in Centre of Shopping District - 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct communi- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 
at moderate prices. 


Resident Manager 











For Quality Work 


the shoe industry has 
found Meyer's Thread 
best. Our “Wamesit” 
and “Merrimac” lines 
for upper work are just 
what discriminating 
shoe manufacturers 
wanted for years. For 
strength, smoothness 
and elasticity they are 
unexcelled. A little 
experience with Mey- 
er's Thread will prove 
it superior and most 
economical. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 




















APPROVED BY 
MEDICAL MEN 
As a sturdy support for the ankles of 
Fidos ie are Wnt 
lied. Well-known 
ae 
@ENTILATION 


SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 








COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 


BELTING BUTTS 
BOSTON, MASS. 








BLOODED-STOCK 


If you were buyin; a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 














pinch of salt. 
The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you Vv 
what to expect in the way of speed and endurance. aes 
ass 
Cong 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TWO STYLES THAT MEAN SALES 
AT PRICES THAT MEAN PROFITS 


In Stock 





B 128—Patent and Gray Buck High Grade Imitation B 124—Patent and Gray pat High Grade Imitation 
Turn, 13-8 Gray Covered Heel $4.25 Turn, 12-8 Gray Covered Hee! $4.00 
B 129—As above with Black Satin Underlay and Black B 126—As above in Black Kid 

Satin Brocade Quarter, Red Stitched $4.25 B 118—As above in all Patent 

B 130—As above with Black Kid Underlay and Quee, B 120—As No. 124 with Mat Collar 


Red Stitched 
B 135—As above with White Kid Underlay, rooens au ‘As No. 124, Blue Kid Finished Collar and 


Leather Quarter 
Sizes 2% to 7. C Width Only. Sizes 214 to 7. C Width. 


— DON’T DELAY—Send your orders in now 
_Duane_Shoe (mpany, 


143 Duane Street, New York 


FACTORY PHILADELPHIA OFFICE LOS ANGELES OFFICE 
Haverhill, Mass. 411 Forrest Bldg. 522 Loews State Bldg. 








Vol. 81, No. 18. Published every week by the Boot and Shoe Recorder Publishing Sueneetm 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at — ass., under the Act of 
Congress of March 3, 1879. Subscription price, $5.00 a year. Printed in U.S.A 
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Gould, {ee & Webster Shoe Store 
Rochester, New York, 


For Maximum Seating Capacity Without Crowding— 
For Appearance, Comfort, Wear, Economy—Install 


American Interlocking Shoe Store Chairs 


They save floor space because the interlocking feature is 
perfected to the point where seven American Interlocking 
aor Store Chairs occupy the same space as six of other 
makes. : 


They present the best possible appearance because they are 
designed along true architectural lines and made of only the 
finest materials. 


All essential elements of comfort are built into them. Firm 
reinforcements give added strength where the wear comes. 
They are at once the most practical and most economical 


form of shoe store seating. 


AMERICAN SEATING [OMPANY 
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We last (word in Saotbwear ashiore 


DRADS are not onlp the newest creation in the foot- 
wear industryp—but the newest Success. The proof of our 
statement lies in the fact that 85% of the merchants who 
habe seen Drads have bought them. 





DRADS ate smart and practical; comfortable and 
stylish; for everp occasion, and for every woman! ‘ 


DRADS mean greater profits to pou. They increase 
shoe sales, and give pou the opportunity to make two sales 
to every customer. Get in line with the rest of the ‘‘live- 
wire dealers! Stock Drads at once! 


MADE BY 
THE MAKERS OF 


STUNNING If our salesmen have 


not introduced DRADS 


i etiVelette il to you, write us! 


Sy S72 


FOR FIFTY YEARS is sci : S. Rauh & Company 


WORLD'S LARGEST AND 
FOREMOST MAKERS 
OF 
FINE SPATS 











310 Sixth Avenue Rew Dork 
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HUMPHREY 


TURNS 


Patent Button, Mat 


op. 
Sizes 1 to 5, 3 to 8 


Shoes with snap and long-wearing qualities for little folks. 
This is the Specialty of the house of Humphrey. 

You need such}footwear in your business. It means 
quicker turnover_and more satisfied customers. 


Your trial order will be promptly taken care of. Write 
for name of jobber who can show you our line. ; 


HERBERT HUMPHREY'S SONS 
MARBLEHEAD , MASS. 


Dull Top _ Patent 
Fox Pony Cut Pol- 
ish, Patent Turn- 
over Collar, Red 
Insert. 

Sizes 3 to 8 


TURNS 


HUMPA REY 








No. 1374-1374% 


No. 1364 


NO. 1141 


Write for booklet showing 


other designs. 
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NOS. 1375-1375 














HARMONY 


Buckles will be an im- 
portant factor in 
making strap slip- 
pers attractive for 
Summer. 


g 


We are in a position 
to supply buckles of 
the finest quality in 
a variety of designs, 
sizes and finishes. 


¥ 


‘“‘Anchor Brand” 
Buckles harmonize 
with straps and 
vamps in desirable 


q 


If interested in seeing 
samples, kindly write 
stating sizes and fin- 
ishes desired, and we 
shall be pleased to 
co-operate with you. 


NOTE 
All leading jobbers 
sell ‘Anchor Brand’’ 
Buckles 




















NORTH & JUDD MFG. CO., 
NEW BRITAIN, CONN., U. S. A. 


NEW YORK 
127 DUANE ST. 


CHICAGO 
326 W. MADISON ST, 


ST. LOUIS 
608 VICTORIA BLDG. 


SAN FRANCISCO 
POSTAL TEL. BLDG. 
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SEASONABLE WHIT 


FOR AT ONCE SELLING 





No. 748—Telegraph Code word, CLEVER. White Cloth One Strap, with Patent 
Leather Strap, Backstay and Perforated Collar, White Pearl Button, White 
Stitching Throughout. Lest 301. Heel 9-8 White Enameled with White Rubber. 
Sole 6-iron. White Welting, Natural Edge with White Stitching. Goodyear Welt. 


Price $2.50 





No. 577—Telegraph Code Word, FANCY. Whit. Cloth No. 578—Telegraph Code Word, FAIRY. White Cloth 


One Strap with Patent Leather Strap and Backstay, One strap with Nickel Buckle, White Welti 

White Pearl Button, White Stitching ghout, White Natural Edge, 9-8 White Enameled H 
ing Fairstitched, Natural Edge.'9-8 White Enameled Rubber. Last 101. 

Heel with White Rubber. Last 101. 
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$2.25 IN STOCK $2.25 IN STOCK 


SIZES AND WIDTHS CARRIED IN STOCK 
A—4 to8 C—3 to 8 
B—3\ to 8 3to8 


TERMS: 3% 10 DAYS, NET 30 
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Made in Milwaukee Sold all over the World 


COLORED PEVEE KID 


The exceptional uniformity of the. 
raw material used in tanning COL- 


ORED PEVEE KID results in a 
most uniform product. 


Produced in a beautiful brown shade 
with a full, rich color. The smooth 
tight grain and its extra good feel 
makes COLORED PEVEE KID a 


very desirable leather to have in 
your men’s and women’s fine quality 


footwear. 





Demanding Pfister & Vogel leathers 
to be used in the manufacture of 
your shoes, gives an assurance of 
identified quality. 


DFISTER “VOGEL LEATHER Co 


MILWAUKEE -— — WISCONSIN 
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No. 16300—Mahogany 
ry soft cap toe, A-4/8; 

B-3/8; C and D-24/8. 
Price $3.60 


No. 16100—Mahogany 
Elk, soft woe toe, A-4/8; 
B-3/8; C and D- 24/8. 
Price $3.60 


No. 31104—Mahogany 
EricCalf,soft toe,A-4/8; 
B-3 /8; C and D- rs. 


rice 


ie lng ay 
Elk, Moccasin Toe, A- 

4/8; B-3/8; © nod D- 

24/8 Price $3 


Smooth and Comfortable Keeps Out Dirt 


N 








Easy on Tender Feet 


Pat. Of. 

















—the ideal low shoe for the outdoor girl. 
They give the finishing style touch to the 
girl who wears wool hose and Knickers, or 
the one who prefers a sport suit, when she 
goes for a hike in the parks, or out into 
the country. 


Display these snappy oxfords to the girls in your 
town who hike, play golf or go camping and you 
will pull in that “extra pair’ sale for boosting 
your summer trade. 


Each shoe is made of best selections of leather, 
solid flexible oak soles, soft toes, gusset tongues, 
drill lining under the vamps, all leather seamless 
quarter linnings. 


They are companion LOW SHOES to our famous 
National Park Hiking Boots, and are equally 
popular sellers. 


WRITE FOR NATIONAL PARK 
HIKING OXFORD SALES AGENCY 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE, t tt MISSOURI 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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READY NOW!! 


IN STOCK IN STOCK 


$2.60 


$2.60 


No. 311—(Code “Anna’’) Women's Brown Kid Ox- No. 288—(Code “C. ie”) Women’s B R 
ford, 12-8 Rubber Heel. B-C-D Widths. . . .$2.60 sia Oxford. 12-8 Rubber Heel. "B-C-D Widths. 
No. 313—(Code om Women’s Black Kid Ox- $2.60 
ford, 12-8 Rubber Heel. B-C-D Widths. . . .$2.60 No. 289—(Code “Doris”) Women’s M ny 

Russia Oxford, 12-8 Rubber Heel. B-C-D “oe 


IN STOCK 
$9.60 








$2.60 





No. 759—(Code “Frances”) Women’s pisheny 
No. 144—(Code “Ellen”) Women’s Brown Russia Russia Oxford, 8-8 Rubber Heel. B-C-D,Widths. 
Oxford, 10-8 Rubber Heel. B-C-D Wiiths. .$2.60 $2.60 


Terms 5%-10, 4%=-30. Case Lots 7%-10 Prox. 


Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


** Sane Styles and Sound Walues”’ 
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The Seal of Experience 


Forty-Odd Years Behind the Brand— 
Centuries Ahead 


That permits our warranty for well- 
made leather—Good values—intelli- 


gent service; that is your guarantor 
of fair play. 


G. LEVOR & CO., Inc. 


GLOVERSVILLE, N. Y. 
NEW YORK BOSTON 
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THIS IS SANDAL TIME 
BUY ioe 


FOR COMPLETE SATISFACTION 


_IN STOCK 


SANDALS 

5-8 8%-1ll 11%2 2% 6 6-11 
SANDAL No. 0—Cherry Chrome, Oak Leather Sole...$0.80 $0.90 $1.05 $1.55 $1.85 
No. 00—Cherry Chrome, Best Bend Sole.... .90 1.05 1.20 1.75 2.05 
No. 50—Cherry Chrome, Best Bend Elk Sole .90 1.05 1.20 1.75 2.05 
No. 12—Cherry Elk, Best Bend Oak Sole... 1.00 1.15 1.35 1.85 2.15 
No. 53—Smoked Elk, Best Bend Elk Sole... 1.00 1.15 1.35 1.85 2.15 
No. 14—Cherry Full Grain Crystal, Best 





es Ge DS « ek dvcescvekidens 1.00 1.15 1.35 1.85 2.15 
No. 15—Brown Lotus, Best Bend Oak Out- 
Bee selewsds , jen ee 1.15 1.35 1.85 


No. 9—Patent Leather, Sheepskin Lined, 
BD IN dvicccvedcwhesasean 1.15 1.30 1.50 


FINALE HOPPER SANDAL 
Outside Rubber Heel 





FINALE HOPPER SANDAL 


No. 109—Patent Leather, Sheepskin Lined, Oak Sole, 2% to7..... . . -$2.25 
No. 115—Brown Lotus, Oak Sole, 2% to7...... wrt: Sn ee ee 2.15 
No. 113—Smoked Elk, Oak Sole, 2% to7..... auces a deaeouederthenbenbnreee 
No. 111—Pearl or White Elk, 2% to7......... ‘ TT Eee ereee re oe 
No. 160—Cherry Chrome, Oak Sole, 2 4% tO 7... 1 1.0 eee eee 1.85 
No. 174—Cherry Full Grain Crystal, Oak Sole, 2% to7...................... 2.25 


BOY’S AND MEN’S VENTILATED OXFORD 
Outside Rubber Heel 


No. 900—Cherry Chreme, Oak Sele— 





Ack oon ctackachetbesindecd eek > oRaguaasetibudeewne $1.75 
Sg Ree 1+ btreds te'-es00té> ed Unbdedesicatereane 2.00 
No. 914—Cherry Full Grain Crystal, Oak Sole— 
2%to5% a wbdne6eeessetnee 66 nea ebeens wane 2.00 
VENTILATED OXFORD ge ree ee ae ee eee ibeva ee 


Spams 


9 - 9° 
“Gp rai P 


“THE ONLY COMPLETED STITCHDOWN™ 


RIPLE wa? WELT 





ONE ROW OF STITCHING HOLOINO UPPER To INBRLS THAT ts 
TSO NWS OF SORAVEAR Straune suswims om sorres or cures, | RAMSEY’ 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N.Y. 











WAAddAAAAANUNNNANNONNANNANAAAANUAVHATATONONNNHHaHHGNHMIINNTANNNNNNNNNNNNMNNTAAAAD0acacnnaazan 
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TYLISH STOU 
OuT SIZES 
TRADE — 


Reg. U. S. Pat. Office 








Introducing 


No. 253 


A new last possessing the comfortable 
fitting qualities which characterize our 
other lasts, with a neatly modeled forepart 
which meets with the approval of women 
who desire a “dress” last, with a rounded 
toe. It carries a Cuban heel | 5-8 in. 
in height. 















No. B222—Havana Brown kid, % foxed, No. B221—Black glazed kid lace 8” out-size 
lace, 8” outsize top, regular ti 13-8 Wingfoot top, regular tip, 13-8 Wingfoot heel, 253 last. 
heel, 253 last. Widths C to EEE. Sizes 24 Widths C to EEE. Sizes 2% to ll. NOTE: 
toll. NOTE: Not stocked in EE. Price. 96.00 Not stocked in EE. Price ; . $5.00 


The prices quoted are base prices 
Sizes 84% and 9 are 35 cents extra: 
9% and 10, 50 cents extra; 10% 
and 11, 75 cents extra. 


Catalogue H is ready. If you do 
not receive your copy, write for one. 





No. B250—Black glazed kid five-eyelet oxford, 
regular tip, 13-8 Wingfoot heel. Price. $4.25 
No. B251—Same in Brown kid. Price. . .$4.75 


No. B252—Same in White Linnet Cloth. 
Widths C to EEE. Sizes 2% to 11. Price. $4.00 


NOTE: Not stocked in EE. 


The low shoes are in stock now. Boots will be ready August Ist 


ROCHESTER, N. Y. 


: _ 506 Security Building 
Chicago Office: 499 w. Madison Street 





UGAUUUUNUOOOAUOOOOOUUUUUGUOQUONOANOOGOON8O00NNOOEOOOOUUUOOOOGGOOOOOOOOOGHONGAOLOLOEOEUUULL i 
| UUGTONEOOOUUAOOROUOAGUOGGOOOOUUGSGROUUAEUEOUGAOOOGOAOOOUUSOOEUUOSEOOUOAGGEUUOOOOOUOOGUEUUOAEOUGOOOLUGOSEOOOOSONGOONON 





The Beet and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The Famous 














Soe 2 for: en 


Medium Tan 


Men who demand medium priced shoes, ae ah 
have not relaxed in demanding value. "Full Double Soe 


Goodyear Wingfool 
Heel 





Sell them Weber Union Made Shoes at $5 to 


$8, and be assured of their coming back for more. 


Weber Brothers Shoe Co. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 























THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 


SHOE LININGS Sl iris 


; ; H. S. & M. W. SNYDER 
For uniform quality, for longer wear, for better appear- INC. 
ance inside the shoe, use one of the KALLMAN Guaran- Mandates d 


teed Weight SHOE LININGS. ATHENA 
CHROME KID 


In Twills, Drills, Ducks, each stamped with its weights. 
Black, White, Havana, Gray, 


Also Flannels, Felt Sock Linings, Top Facings. Champagne, Red, Golden 
and other demanded colors. 
Ebony Cabrettas 
in Black and Colors. 














Kallman-Newcomb Company 


61-65 SOUTH STREET BOSTON, MASS. 
KALLMAN-NEWCOMB CO. A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 
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Merron » 
NOVELTY --NEW and DIFFERENT 


Just.the kind of a shoe that you would make 
yourself if you wanted everything that was good 
for your children’s and misses’ business. 



















Cherry calf with mouse brown top perforated and 
pinked. All leather, full vamp, rubber heeled. 


EXTRAORDINARY QUALITY 
AT AN ORDINARY PRICE 


eel So 


August Ist Delivery 


— 


STYLE 411 


MISSES’ CHILDREN’S 

11% to 2 8% to ll 
B-C-D B-C-D 
$2.60 $2.25 


The A. S. Kreider Co. 


Exclusive Makers of Best Shoes for Boys, 
Girls and Babies 





DISTRIBUTING HOUSES ey . \ 
Chicago, Ill., 312 W. Monroe St. = 
New York, N. Y., 123 Duane St. yy 
Boston, Mass., 100 Summer St. 


St. Louis Mo., 1408 Washington Ave. 
Pittsburgh, Pa., 923 Penn A 


ve. 
Philadelphia, Pa., 51 North Third St. 
) 
FACTORIES saeNN 
Annville Middletown Lebanon No. 2 Ht . 
Lebanon No. 1 Palmyra Elizabethtown 
Pennsylvania 
\ GRIME oe 
: eatin 
Fd 
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3! | Duttenhofer Shoes — and, thus, today 

$f a both our name and trade mark are 

Zi the symbols of an unequaled reputa- 
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Si Our carefully selected organization 

<j seeks always to be mindful of the re- 

Zi sponsibility our established reputation 

| for dependable footwear places upon 
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< Our large volume of business today, 

3 we believe, is greatly due to the fact 
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The Doctor Says 
The Indian walked right 
because he didn’t have any 
shoes to make him walk 
wrong. The Indian could 
walk all day. Socan youlif 
you toe inand walk straight. 























Tor 1n—WaA LK STRAIGHT 


For men who want to step 
along and step lively. 


tig sell a man one pair of shoes is easy. But to keep him 

coming back season after season, that is a dealer’s hard 
job. The Doctor Shoe brings them back. Because when 
a man gets a pair of shoes that lets him forget his feet he 
will surely remember the dealer who sold him the shoes 


JOHN MEIER SHOE COMPANY 


SAINT LOUIS 
Good Shoes for Men since 1874 





The Boot and Shoe R der will appreci 
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THE ORTHO 


No. 31—Black Kaffor-Kid 
Blucher. AAto E. 5tol2 


$4.60 


THE BROKER 


No. 32—Black Kaffor-Kid 
Blucher. 


No. 22—Brown Kaffor-Kid 
Blucher. AA to E. 5to12 


$4.60 


THE SENATOR 


No. 34—Black Kaffor-Kid 
Bal. 


No. 24—Brown Kaffor-Kid 
Bal. AAtoE. 5tol2 


$4.60 


THE SENATOR 
No. 034—Black Kaffor-Kid 
Bal. Oxford. 
No. 024—Brown Kaffor-Kid 
Bal. Oxford. AA to E. 5 tol 


THE WALL STREET 
No. 35—Black Kaffor-Kid 


Bal. 


No. 25—Brown Kaffor-Kid 
Bal. AtoD. 5tol2 


$4.60 
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Complete Line 


Nine of the nineteen models of Foot-Fitters are cut from 
Kaffor Kid, the new leather which because of its beauty, 
comfort and wear has attracted the attention of the shoe 
industry. 


Kaffor Kid possesses all the foot freedom of kid and the 
wearing qualities of calf skin. Its full beauty can only be 
appreciated when seen. 


Millions know the construction advantages of Foot-Fitter 
shoes. Now that the line has been increased to 19 models, 
the popularity of Foot-Fitters will become even more pro- 
nounced. Each man’s particular style is now built in 
Foot-Fitters. The line is complete—you can handle Foot- 
Fitters, exclusively in your men’s department. Make yours 
a Foot-Fitter store. 


All models in Kaffor Kid cut in Black and Morro Brown 


EDMONDS SHOE CoO, mitwavkez, wis. 


|Foot-Fitters 
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TRADE 
MARK 


HETHER n- 4 
W you are ma Sy Q 





ufacturer or retailer you oy, 

; pee LS) 
increase your good will in & VICI z 
direct proportion to the S m 
= i 

3 

Ce 


amount of value you give KID RY 
as 


your customers. 


In the light of its service in fac- 
tory, store and on the feet of 
wearers, TOBACCO BROWN 
VICI KID assures you that 
value which multiplies good 
will, 


For long service—for color 
permanence—for uniformity 


insist on VICI KID. 


It should be strictly borne in mind that 
the only VICI KID is made solely by 


Robert H. Foerderer, Inc. 


Sole Manufacturers of VICI KID 
PHILADELPHIA, PENN. 


FOERDERER 


UU TTT 
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‘The Correct 








~~ Reproduction of photograph used in Dodge National Advertising 


REFLECTING 


The Correct Dodge Shoe is being nationally 
advertised to the well-dressed women of America 
through a series of carefully planned magazine 
advertisements. This means that the already 
large circle of women who prefer Dodge fine 
turns is constantly growing larger. It means 
more business for the dealer who handles the 
Dodge line. Are you numbered among these 
far-sighted shoe merchants. 

The Correct Dodge shoe, in whatever model you 
see it, is clearly a shoe of distinct and individual 
personality. 


PERSONALITY 


The pitch of a heel, the stitching and perforation 
often play a prominent part in the final sale of a 
shoe. In other words, the little marks of person- 
ality are often large factors in making a shoe 
profitable from the retail merchant's standpoint. 
Dodge shoes, correct in every detail, immediately 
impress the woman customer favorably The 
sale consummates itself. 

More than ever will this be true under our new 
policy of advertising The Correct Dodge to the 
women of America through the means of their 
favorite fashion magazines. 





oni 


tr 


j 








IN STOCK 


FOR ALL OCCASIONS 


The Correct Dodge Styles as illustrated here can be secured over 

night from any one of the eight In-Stock Departments which are 
maintained for the convenience of Dodge Dealers throughout 
the country. ; 








Immediate attention and prompt deliveries are assured in 
connection with your orders for sizing:in. Order from the nearest 


Correct Dodge branch. 


Style No. 601X—Silver Crystal Cloth Style No. 670X—White Kid Patricia, 
Hazel, 13-8 Louis heel, dime toe, — straps, buckles, 14-8 Spanish 
4 Last, widths AA-C, at once de- is heel, dime toe, 40 Last, widths 
livery from Newburyport and Boston, AA-C, Aug. 10 delivery from New- 
code “Profile”. Price $5.50 buryport, code “English.” Price..$6.00 


Style No. 669X—Black Satin Hazel. 
beaded vamp and strap, 148 Style No. 671X—Dull Kid Patricia, Style No. 601 
Louis heel, dime toe, 38 Last. cee straps, black buckles, 14-8 
idths AA-C, at once delivery from nish Louis heel, dime toe. widths 
Revert, and Boston, AAC, Aug. 15 delivery from New- 
“Eskimo. J buryport, code “Correct.” Price..§6.00 


Style No. 703X—Black Satin Behr, 

beaded wishbone strap and throat Style No. 701X—Black Satin vamp, 
of vamp, 17-8 Louis heel. nickel toe. black satin brocaded quarter Eleanor 
widthss AA-C, August 10th to 25th ae. 17-8 Louis heel, nickel toe, 
ddivery from Montgomery, Newbury- Last, widths AA-C, Aug. 15 de- 
pot and Kansas City, September Ist livery from San Francisco, code” bey 








ddivery from San Francisco, Denver. 
Boston, New York and Chicago, code 
“Gifton™. Pri $5.85 
Style No. 728X—Black Satin vamp. 
No. 692X—Silver Crystal Cloth black satin brocaded quarter Eleanor 
17-8 Louis heel, nickel toe. Thetis, 16-8 Louis heel, 37 Last. 
Last. widths AA-C, at once delivery widths AA-C, August 20th delivery 
from Newburyport and Aug. 15 from San from Kansas City and Denver, ot 
Francisco, code “Merle”. Price $6.00 “Sparrow”. $5.00 


IN STOCK DEPARTMENTS 


179 Lincoln St., 416 Albany Bidg. n Posten, Mass, Style No. 669 
108-110 Duane St., New York, 
770 Mission St.. Keil Bi .. San Dries Calif. 
—_ & Main Sts., 215 ley Bid, , Konezs City. Mo. 
9 South Wells St., 310 Lees Bidg. sicago. 
105 Bibb St., Cotton Exchange Idg.. ok mery. Ala. 
Corner Arapahoe & 15th Sts., heen 414-415 Mercantile Bidg., Denver, Colo. 


Newburyport, Mass. 
SALESMEN 


Neagg ah Schoell, 929 Chestnut St., Philadelphia, Pa. 
Mr. Bert Grosskurth. 115 Browing Ave., Toronto, Canada. 
Herbert Hamilton, 2716 Warren Ave.,. Seattle. Wash. 








NATHAN D. DODGE SHOE COMPANY 
Newburyport, Mass. 


Style No. 703 








Style Nos. 670 and 671 Style Nos. 701 and 728 Style No. 692 


BOSTON -- NEW YORK - PHILADELPHIA -- CHICAGO 
MONTGOMERY -- KANSAS CITY -—-DENVER -- SAN FRANCISCO 
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Vulco-Unit B0x" Toes for 
A strong, durable box! ‘toe. in heayy. shoes is of the ut- 
most impornee _ Water-proof, perspiration - proof 


and capable of withstanding the hardest service, the 
Vulco-( Unit Box Toe. for heavy shoes is unequalled 














The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





July 22, 1922 BOOT AND SHOE RECORDER 


o a | 


LAS CL 


We Will Carry ‘Johnnie Walker’? 


IN STOCK ge 


during July and August Ready August Ist 
the following Sport and 
Golf Oxfords .* .°*. 
Stork No. 593—4 Vik- 


WOMEN’S ing Oxford. Heavy sin- 
gle sole. Wingfoot heel. 


Widths AA to D. 








~ =... 
Pearl Elk Sport Oxford, Black Duflex Ribbe -4 
Sole and Heel. A to D wide......... $5.35 
2, 


Tweed Last ae “ 
Brown Elk Sport Oxford, Red Duflex Ribbed Viking Oxford. Heavy 
Sole and Heel. A to D wide......... $5.35 single sole. Wingfoot 


., . 
Tweed Last heel. Widths AA to D 
Smoked Elk S; Oxford, Sentten Sole ont 
Heel. A to D wide $5.1 


Stock No. 493—Black 


Same shoe as 254, with Red Duflex nates 
Sole and Heel. A to D wide......... $5.3 


og ed eho. “Glengarry ”’ 
LAST 


Tweed Last 
Oxford, Black Calf Cut-out, 
Apron and Heel Stay, White Welt, Leather 
Sole and Heel. AA to D wide........85.15 
230 


Danse Last 
Patent Colt Oxford. A to D wide...... $4.85 


MEN’S 


For At Once Shipment 








Stock No. 592— Genuine 


Brown Scotch Grain. 
Smoked Elk Sport POrtod. ‘Gal. Four Apron, nm = Scotch Grain Heavy 
Red Duflex Ribbed Sole and Heel. B ko E single sole. Broad heel. 


Widths AA to D. 





Sport Last x . 
Tan Box Oxford, Tan Box Apron, Red Price $6.00 
Duflex Ribbed Sole and Heel. B to E wide. % 
$5.85 
wotit 


rt Last 
Tan Bo: osteer Brown Cordovan Apron, 
Red Date Hibhed ‘Sele and Heel. B to E 
wide $5.85 








The Dalton Company Inc. 
BROCKTON, MASS. 
Makers of Fine Shoes 


NEW YORK CHICAGO 
652 Marbridge Bldg. 706 Security Bidg. 


der will appreciate your mentioning the publication in replies te advertisements. 
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T IS TRUE, Mr. Mer- 

chant, that the amount 
of business that may be 
done in a small city on 
high-grade shoes does not 
warrant a large invest- 
ment for initial stocks. 


It is also true, however, 
that much credit be given 
the high-grade line be- 
cause of the influence it 
exerts on general store 
sales. 


Some merchants, seeing the ad- 
vantage of this prestige, are 
satisfied if they break even on 
their sales of high-grade shoes. 


Merely breaking even is un- 
necessary if the proper selling 
plan is followed. 


The Stetson plan enables the 
merchant to make a small initial 
purchase and reorder from week 
to week as sales are made. It 
is a sound plan that insures a 
satisfactory profit to the mer- 
chant and enables him to greatly 
increase his turnover. 


We will clearly outline the plan 
if you'll write that you are in- 
terested. 


Ce THE STETSON SHOE 
COMPANY, Inc. 


a SOUTH WEYMOUTH, MASS. 


July 22, 198 





DISPLAY 
CREATES 
SALES 








De Lipp suoes 


ARE THE BEST DEFINITION | 


OF SUPREME QUALITY IN 
WOMEN’S FOOTWEAR 


DEGEN LIPP, Inc. 


NEW YORK OFFICE: FACTORY: 


607 MARBRIDGE BUILDING BROOKLYN, N.Y. | 


























IN STOCK 
Fine Brooklyn Turns 


The 
“JULIA” 





Black Satin One Strap, Medium Round Toe, 12-8 Spanish 
Heel. AAtoC $5.65 
ee eB eS eee $5.65 
SPECIAL—Same in Gun Metal Calf, 12-8 Spanish es 


ALSO—Black Satin One Strap, Medium Round Toe, 17-8 
BE TIE vniisnissteaenctatsinsdivinnnchceleidibtbiaiantbenienipenneipaa $5.75 


WIRE YOUR ORDER 
IMMEDIATELY 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 


Phone--Main 9194 


39-41 York Street 
Brooklyn, N. Y. 


cor. Washington 
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@aHE HITEMAN 
(291 LEATHER CO. 
of West Winfield, New York, 


announces the admission to 
partnership of 


Mr.Acuen N. BENNETT 


until recently with the W. H. 
McElwain Company of Boston. 


On July 19, the Hiteman Leather Com- 
pany will establish its sales office under 
Mr. Bennett’s direction at 


67 SOUTH STREET, BOSTON 























HE Hiteman line of colored chrome calf leather, under 

the familiar registered trade-mark Apex, is used by the 
leading shoe manufacturers —concerns whose names in- 
dicate readily the fact that the best judges are more than 
satisfied with its quality and its price. 


The opening of the salesroom in Boston, and Mr. Bennett’s 
understanding of the requirements of the buyer, will.com- 
mand the interest of every manufacturer. 


This announcement will serve as a hearty invitation to the 
shoe industry to visit the salesroom. 
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Hosiery 


at SSS FERNS 
gee day 
4 


PRICE LIST 


SE et Fed eben chy 


city 6 eg PRATER GS 


MEAT ete sree eee 


9 


We have just issued a new price list of “Onyx 
hosiery containing among other things an up-to-the 
minute list of wools and mixed hose for. Fall and 
Winter. 





It is not a complete price list of the “Onyx” 
line nor even a complete list of our stock hosiery, 
but an assortment of our best sellers in staples 
and fancies. 


It is issued for our regular customers who want 
to keep in touch with “Onyx” so as to fill in their 
lines between visits of our salesman. 


The price list is also intended to be of informa- 
tion and guidance to those making their first pur- 
chases of “Onyx’’. All hose included are of first 
quality and are for immediate delivery. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx’’ Hosiery 
BROADWAY AT 24th STREET NEW YORK 


DEPARTMENT P 
ND os: ica 0 00 on thine be 66 Wee on ai hel oe baa 
Philadelphia Office..............202+2++++.+.+-+--1033 Chestnut Street 
Buffalo Office.... ...........+...+.......Mutual Life Bldg., Pearl Street 
COD GIUIIOS oo oc 00 o.0 0400.00 se 60 ce en 0c cc sc os sun een nee Gene 
Bem Frmmeieew CUR ow oo oc os cess os cn nccccscece cece sda Menene 
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Secret of Our 
Style Success 


ATES STYLES and Bates Shoes 

gained an endorsement at the 

Boston Fair that would be interesting 
reading if made public. 
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The endorsement took the form of tangible 
orders from some of the best known dealers in 
the country, and ran into figures that mean lively 
hustling in the Bates factory. 
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Our style designing for Fall, even regardless of 
our exhibit at the Boston Fair, has come into its 
own. In our private designs, worked up with 
certain customers, and in our general modeling 
and patterning for the whole trade we have struck 
a tuneful keynote. 
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That keynote is styles that command sales. 


All of which demonstrates the ability of the Bates 
organization to work with shrewd shoe dealers 
and enable them to give strong impetus to their 
local business. 
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A. J. BATES COMPANY 


WEBSTER, ._. MASSACHUSETTS 


Dr enratet oe heen k on & 
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Havana Brown KO. 10 


Light Brown NO. 8 of, ° : 
Beauty Brown NO. 5 as lOHS 


Maple Brown NO. 12 avorite 


Champagne NO. 18 
Terra (otta NO. 3 (Yo 40 


Bronze NO. 74 
Wine NO. 6 


Sea Gull Grey NO. 27 
Midnight Blue No. 14 
Belgian Blue AQ, 27 
Boozte Blue NO. 78 


Sy SCHERER'’S 
and you'll get shoes 
that wear a quality 


badge. 


Years of experience 
and experiment make 
a real difference. 








Oscar Scherer & Bro., Inc. “Makes Better Shoes 


29 SPRUCE STREET, N. Y. 94) - 
FACTORY, NEWARK, N. J. Still Better 


Originators of and Leaders in Fancy Colored Kid. 
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very Shoe a Business Builder 


Orders from all quarters are coming in for these novelty turns. 
Dealers are turning them rapidly and repeating orders in 
mreasing size. Why don’t you do business with us and enjoy 
» selling and profit-making advantages H & E turns afford? 








AT ONCE 
SHIPMENTS 


No. 153—Patent Nancy One Strap. 
Bambo “Nubuck” collar. Perforated 
Collar. 15-8 Louis heel. A 3-8; B 
2%-8;C2%-8 Price $5.00. Delivery 
Aug. 15. 











No. 144—White Cloth Aida One 
mag 8-8 , Heel. A to C. 
Price : . -84.00 


No. 149—Black Satin Aida (like 148, 
no cutouts). One neg 14-8 6 Military 
Heel. AtoC. Price. . . $4.50 


No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 15-8 Louis Heel. A, 3-8; 
Sali C,2%-8. Delivery June 20. 


No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
= Quarter. 15-8 Louis Heel. A, 3-8; 

B, 2-8; C, 2-8. Delivery June 20. 
DOs 00 00k cetecaeneses $4.80 





No. 146—White Cloth Rena Two 
Strap, 14-8 Junior Louis wees A to 
C. Price . $4.40 


No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 2%-8; 
C, 2%-8. Price $5.25 Delivery 
Aug. 15. 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 dunewed Heel. 
AtoC. Price..... .... - $4.80 





Attention 
Western Merchants 
Nos. 144— 145— 146— 149—151 
—152 Carried in stock for at once 


delivery by W. J. Cully, 316 Pax- 
ton Block, Omaha, Néb. 

















HOPKINS & ELLIS Haverhill, Mass. 
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GOOD GRADE WHITES 
AT 


DECIDED REDUCTIONS 
Several other styles also 





























2302—White Linen #1 Strap, 10-8 
Covered Heel, Goodyear Welt. AA 
ER ee eS a ae $2.85 


2300—Eve| Cloth Oxford, Cuban 
Covered Heel. AA to C........$2.85 
























1733—Eve Cloth, Patent Apron, 


9-8 Covered Heel. 


1734—Eve Cloth, Patent Apron, 
12-8 Covered Heel. 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 


Is NORTH FOURTH ST. PHILADELPHIA 

















~ Ve 
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Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at a time when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> —» -» —> > -> > 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. ~~ 


Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. > >.> 
Originated and manufactured exclusively by 


The Ohio Leather Co. 


Girard,Ohio 
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General Offices 


The Ohio Leather (o. 
Girard. Ohio 


Boston 


Th 
Ohio Lather (oyporatio ion 
33 South St. 


Philadelphia 
Ohio Leather @mpany 
325 Arch St. 


St.Louis 
Arthur S.Patton Lather (. 
1602 {ocust St. 


New York. 
Oscar Schereve Bro. 
29 Spruce St. 
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EN thinking of women’s high grade turn shoes, think of us. Many who saw 
our line at the Boston Style Show will do this, for an inspection of the line 
assured that every need would be fully satisfied. 
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F. E. Adams Shoe Company 


Seabrook, New Hampshire 
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ONCENTRATION of our efforts has enabled us to offer that which the times and 


the trade require. 
—best quality of Stock with our Standard of Workmanship, at prices lower than could 


have been accomplished im any other way. 


C. H. Alden Company 
Abington, Mass, 
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OMFORT, with Style, was strongly emphasized in the ‘‘Glove- 

Grip'’shoes worn by this young Miss on the runway at 
the Boston Style show. Arnold's ‘‘Glove-Grip’’ Shoes for Men 
and Women always have created interest at style shows. 


M. N. Arnold Shoe Co. 
North Abington, Mass. 
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UR display on the runway demonstrated our claim that real comfort with a well- 
dressed effect is obtained in “Constant Comfort” shoes. These are carried in 


a 


stock in sandals, straps and oxfords. 


Ault-Williamson Shoe Co. 
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ESS than ten years ago '‘Du-Flex"’ Soles and Heels of Fibre were introduced to the trade. The 

measure of their popularity today was impressively revealed by the interest they created at the 

recent Shoe and Leather Exposition in Boston. Above is the ‘‘Du-Flex"’ Girl as she appeared on the 
runway. 
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Avon Sole Company 
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‘APTIVATING and beautiful. These words describe the model shown above. 
Her appeal to the patrons of the Style Show symbolized the enthusiastic recep- 
tion accorded our new styles in footwear everywhere 


Bancroft-Walker Co. 
Boston, Mass. 
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The First Style Leaves of Fall 
Indicated by the Footwear 
Fashion Show in Boston 


Merchants Who At- 
tended Left With a 
Feeling of Confidence 
In The Future And 
A Renewed Realiza- 
tion That Stock Sweet- 
ened With New 

Models Is Sale- A | 
able At A Profit. 
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MAGINATION carries roses into 
December, and likewise to the mer- 
chant carries autumnal leaves and 
crisp weather backward to hot July days. 
The merchant's imagination is the fore- 
runner of the accomplishments of his store 
months ahead. Let it therefore be said of 
the Style Show in Boston that furs and 
woolen suits and heavy hose and oxfords 
carried the minds of merchants flying 
through space to the portals of their stores 
when women and men would need footwear 
in its proper season. Mind and vision broke 
away from the old routine and planned a 
new stock for the months of October, 
November and December. Some of the 
shoes selected were for dress, others for 
functions as well as for utility—but all 
were chosen for sale at a profit and for the 
pleasure of the customer. 
New England's showing on runway and 
in sample booth can be termed a real back- 
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Sketched at the Boston 
Style Show by Irma 
Freeman 


bone of a shoe store's stock for the entire 
family. It was so comprehensive and so 
conservatively styleful as to encourage every 
merchant to freshen his stock and to be 
enheartened as to the possibilities for being 
of service, and for making a profit. In 
style, popular; in price, reasonable; in 
workmanship, capable; and in all things 
optimistic. 


Merchants Are Encouraged to Better Their 
Business 


THEREFORE, in these fifty-six leaves of 

Fall Fashion—you find scope for your 
imagination. Merchants who came to Boston 
were pleased at the sanity of the style situa- 
tion and they bought freely to prove that 
public confidence is warranted in believing 
that better times are possible. For there are 
millions of fertile acres, millions of com- 
fortable homes in villages, towns and cities, 


























and nationally there are workers creating 
things. 


Merchants in Boston have indicated that 
they believe an end has come to the dull, 
plodding, unimaginative existence that has 
been so prevalent for many months. Im- 
agination has given a sparkle to their anti- 
cipations—there is an eagerness to develop. 


Fortunate is the merchant, or the indus- 
try, which sees visions, that sees truths by 
intuition before they actually unfold in the 
months to come. Such a merchant or an 
industry gives promise of better service to 
the public through style, utility, and 
economy. 


This superb section is but a mirror, re- 
flecting an historical event in American 
shoe manufacturing as great as it was im- 
portant and significant. Why? Because 
style is no longer feared, but welcomed as an 
incentive to better dress, and the merchant 
has studied it for a sufficient length of time 
for him to partially master it—therefore he 
bought with more confidence. By universal 
acclaim, the July, 1922, style presentation 
in Boston was the most impres- 
sive affair of its kind ever staged 
in America, from tannery to fin- 
ished shoe. 


It was thoroughly inclusive. It 
embraced not one branch of our 
industry but all. Popularity in 
the fashioning of men’s, women’s 
and children's footwear was ex- 
emplified by beautiful shoes, ade- 
quately displayed. 


To the manufacturers 
who invested their time, 
enthusiasm, inspiration, 
and money in this vivid, 
living picture of vibrant 
footwear fashions; every 
honor and sincere con- 
gratulations are due. To 
those who witnessed it, 
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the lesson of America’s supremacy in the 
fashioning of charming footwear was not lost. 


To those who were unable to make part 
of the vast audiences which viewed the 
assemblage of fashion each evening, the 
Recorder brings, on these pages, as satis- 
factory a substitute as the power of modern 
printing can produce. In this goodly com- 
pany of exhibitors will be seen some of the 
finest products whose showing made the 
1922 Boston Show momentous. 
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ESE smart cross-straps in Russian boot effect were featured on the Boston P 

Style Show runway. They fittingly exemplify the light, graceful and durable 
welt, flexible-as-turn, footwear which has made this House famous. Delivery guaran- 
teed in four weeks. 
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Barke, Gibbon Co., Inc. 
1011 Diamond Street, Philadelphia, Pa. 
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: deo above is a picture of the Barnet Leather Company's “Victoria Brown” girl 
as she appeared on the runway of the Boston Style Show 
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Barnet Leather Co., Inc. 
81 Fulton Street, New York City 
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Boston Distributor 
Tanneries: Barnet Leather Co.. Inc. of Mass. 
Little Falls, N. Y. 98-100 South Street. Boston 
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HIS dainty photograph, posed for by our model as she appeared wearing Bliss & 
Perry slippers on the Boston Show runway, is indicative of the supremely fine turn 
footwear for which this House is nationally famous, 


Bliss & Perry Co. 
Newburyport, Mass. ; 
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ITTING pretty!” Yes, and as safe as Burdett “Safe Treads” which she wore 
on the runway. The verdict of the buyer's opinion at the Show was that “Safe 
Tread Shoes Sell to Sell Again.’ Visit us in Lynn or our Boston offices. 
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Mimi, 


Burdett Shoe Company 
Lynn, Mass. 


Boston Salesrooms, 207 Essex Street 
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HESE little girls wearing ‘‘Radio’” Boots received a 


“hand,” long and loud, as they walked along the runway 
at the Boston Style Show, 


“On and Off in a Flash, Over the Shoe.” 


Cambridge Rubber Company 
Cambridge, Mass. 
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# the runway, smiling all the while, our model, shown above, received an ovation 
expressive of the widespread interest which our turn slippers have created in the 


trade. 
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Collins & Staples 
Haverhill, Mass. 
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OSTONIANS", made by Commonwealth, fill a great need on the part of well- 
groomed men. Good old New England modelling by skilled operatives accomp- 
lishes this purpose, unfailingly, and satisfactorily. 
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Commonwealth Shoe & Leather Co. 
-Whitman, Mass. 
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HIS lady is wearing a pair of our Fo.mative Shoes, Style 32, made of fine-grain, 
iT aaa Black Kid. ‘They are appropriately smart for her costume. They 
are extremely comfortable. They are very moderate in price. 
Concealed in the attractive shapeliness of all Formative Oxfords and high shoes are 
the pure ortheopedic principles that make perfect fit. This is why their added features 
of pretty style and tempting price have rounded out the wide demand for Formatives. 
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The Cotter Shoe Company (1) 
Lynn, Mass. ; dw 
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WHOLESOME spirit of co-operation is enjoyed by merchants who “‘follow the 


Creighton line.” High-style footwear of absolute timeliness, delivered when 
specified, makes dealing with Creighton a pleasure. 
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A. M. Creighton 
Lynn, Mass. 
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O place smart novelty and sport effects within the reach of the average woman, 
This. is a cardinal principle in the production of Crooker & Morse High Grade 
Welt Footwear for Women. 


eel 


Crooker & Morse, Inc. 
Bridgewater, Mass. 


LTRS TTT TTT Ta 


= 
7 * 





Z 


a ~ 
$\ SINT 


SUTTTUT 


Se : 
Ke STITT penny! 

- i — RTT) rT 33 ) Qe 
alo es. ee ny ee Xi, ae 


— 
ae Lin 
o> C Wis staat UTM» 
‘2 OL ee 7 i rrr w mC CAO> aes Ae 
SNS LT Dp Ae Te VH. % ee were 


@*- 


e- 


S UTUTUTTTTRUTT 2 7 TA 


Photo Underwood & Underwood 





BOOT AND SHOE RECORDER 


4 4 
Yag 
UT 1 








Hy 


Soy 


L 








(ee NO LOND 


P A i” @ 
* AFM PTT UMN LU Oy pT 
( ‘ UVTI Ag Se ~~ _— —<———————4 Qs ———_—— > aus Oz {ZB 


ROSSETT customers are sure of one big fact—they get what they pay for in 
Crossett shoes and their customers get what THEY pay for. an." 


This has always been true all¥through the thirty-eight years in which we have been 
making Crossetts. 
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Consistently maintained quality coupled with consistent national advertising make 
Crossett agencies consistently profitable ? 


re 


Lewis A. Crossett Co. 
North Abington, Mass. 





S 
S 


VANS 
"a 
9 TTT. led 
2 ese rm yo 
eu lim muy ee wo) ‘ 
n& : —) = ue Qi, __¢ Py) - <r eF (2 ZO° oO) 
. ee . i ETT ce Vv. a ar he 


.< 


ron 

2 eT 
. <f ) | MUTT) U7] 
ms = — “t 


—- 





Photo Underwood & Underwood 





BOOT AND SHOE RECORDER 


—. Ro 
d <@xy= Br “Nae 
































— eh “am Tol A = TT I — ay =o 7 3 7 - oars A 


<a pS) bee . 
ats] We Wh. elie SUNT PS. — 4 
a D ee jit u® LOU EAETNTHHEAY ut COTO TTT SUT ETS iW JAM : 





— os 
eo ae — SS ~_aF 
, s;° | 
° 


Dorothy Dodd Number 13635: 2-button 
turn Colonial of patent colt and otter 
SHOES Kangaroo Ooze, 16-8 wood Louis heel. 


E faultless fit of Dorothy Dodd shoes as demonstrated at “The Boston Show™ 

is paralleled by the e «perience of wearers the country over. And because Dorothy 

Dodd styles exactly meet the decrees of Fashion at prices that fit the average purse 
they are first in favor with retailers and consumers alike wherever sold. 


Dorothy Dodd Shoe Company f 
' Center and Bickford Streets Lesa) 
SSL tia = % Bost Ma h P myrtle ; 4 
SSS lin on, Massachusetts . Legg ciara 56 oy es 


DOK OK cS — TN =<C OO 
Ss a ii > —— LIEGE TO) 
7 ; ~~" A TUTTE 44 UH. <a 


“AE 


iS 


mf Tr 


ICICI 


mn 
TTT 


4 
*e VA 
. 


Photo Underwood & Underwood 





BOOT AND SHOE RECORDER 


4c Sie Notas ee 
abs uD hol ne 
_ uN 


he. 


yy hy H) ny y) 




















pS 7 


er 


\ 
Tm . 


= 


OMEN'S shoes of Brockton Quality were displayed to thousands at the Boston 
Style Show by these winsome models. Our output includes the money-making 
styles of men’s, women's, boys’, youths’ and little gents’ Goodyear welts. 
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W. L. Douglas Shoe Co. 


Brockton, Mass. 
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HE snappy style featured by this fair maid on the runway at the Boston Style 
Show, emphasizes the originality expressed in all our designs. 


Dunbar Pattern Company 
Brockton, Mass. 
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OVELTY styles in the Emery & Marshall line of quality gained added distinction 
at the Boston Style Show. Clever patterns, exceptional values won for the line 
expressions of approval from interested observers. 
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Emery & Marshall Company 
Haverhill, Mass. 
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HIS lad quickly caught the fancy of the Style Show crowd. He was dressed in a 
costume representing our “Ensign” trademark. His reception indicated the 
popular favor in which our welts for boys, youths and little gents are held. 
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Ensign Shoe Company 
4 Belfast, Maine 
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X Footery follows Fashion's every precept, never neglecting the niceties of work- 
manship or the practical features that convince and sell the most difficult-to-please. 


Their winning characteristics were pleasingly set forth in a notable exhibit at the Boston 
Style Show. 
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Charles K. Fox, Ine. 
Haverhill, Mass. 





SUT OTT TTT 
= 


& 


a 
LN 


Z f 
or PTT) LTT) 
wt 2 ——— TT, im 


SS ee © TS 
Oey OO FS 


SS; : = ST 


-“ eS A 
e .. SS 
. 


Photo Underwood & Underwood 








Short Skirts 
are 
Youthful 


ASHION is both evolution and revolu- 

tion in dress and no one factor is more 

troublesome than that of the influence 
of longer skirts upon types of footwear. This 
paramount issue was given much light by 
the showing of shoes on the runway and in 
booth-display 


The Boston Show accented and the Style 
Report"put its national approval upon :— 


Turn Effects for Street and 
Afternoon Wear 


Patterns— Straps will still predominate, 
with an interspersing of tongue effects; a 
continuation of the present type of lasts or 
toes, heels of boxwood and regular Louis 
types. 


Height of boxwood heels, 12-8 to 14-8. 


Height of Louis or Spanish heels, 13-8 to 
16-8. 


In Welts and Mc Kays 


Strap Patterns— Heels, height in calf 
leathers 10-8 to 13-8; in ooze or flesh finish 
leathers, patent and kid, height will extend 


to 14-8. 
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Long Skirts 
‘for 
Evening Only 


Oxfords 


Heels, in calf leather, 10-8 to 12-8 to 14-8; 
in ooze or flesh finish leathers, 12-8 to 14-8; 
in patent and kid leathers, 12-8 to 14-8. 


Evening Slippers 


Louis heels, 13-8 to 17-8. Boxwood heels, 
12-8 to 14-8. Strap patterns predominate. 


_It is obvious that girls will not rush to 
longer skirts for sport, street and business 
wear,—therefore, the shoes you have &nd 
the shoes you buy with the above heels for’ 
these periods of the day are safe, sane and 
profitable. 


Longer Skirts— Higher Heels 


It is clear that longer skirts are on their 
way in evening costumes—the higher heel 
is sure to be in functional correctness—it 
brings with it the colonial and the ornamen- 
tation of throats and straps. 


This section is a good guide to advance 
dress styles for every fashionable frock, suit 
or dress was bought in New York from some 
of the best designers and expressly for pres- 
entation in Boston at the National Shoe and 
Leather Exposition and Style Show. 
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E prestige of the House of French, Shriner & Urner was upheld in the footwear 

exhibited at the Boston Show Both this’style and the other F. S, & U. models 
shown, were warmly received by buyers appreciating faultless appearance, superior 
workmanship and long-lived serviceability. 
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French, Shriner & Urner 
63 Melcher Street, Boston, Mass. 
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Vanitee 


Silver and Black brocaded 
one-strap. Jet beaded. 
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NE of our early Fall novelties, most in demand. Calculated to satisfy the class 
O of women who desire the best. 


Hazen B. Goodrich & Co. 
Haverhill, Mass. 
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—e at admiring eyes followed this young lady down the runway, and many 
critical shoemen were impressed with her smart riding boots. 
Our WAUKEGAN PATENT was used for the cuff and vamp andour color 6 LOZANT 


CALF for the leg—an unusual but very styleful and tasteful combination. 


OTHER SPECIALTIES 
Radio Calf Lozant Russia Waukegan Russia 
Red and Brown Boarded Regular and Veal Sides Color 70 


Dull Lozant Kid Smooth Russian Calf Knicker Calf 
Black Black and Colors Black and Colors 


The Griess-Pfleger Tanning Company 
= ps Natiohs Macc. on 


WNT Y 7] ~ ft wi Y>? 
45) ea ar SS 179-193 South St., Boston, Mass. mp 3 wy, 
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Pie straps and other low cut effects will grace social occasions during the coming 
fall. We specialize in the manufacture of fine fabric footwear in the prevailing 
shades. 


Hannahsons Shoe Company 
Haverhill, Mass. f 
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HE Shoes You Order Are the Shoes You Get.’ Therein lies the reason why the 
P. J. Harney Shoe Co. has catered for so many years to customers of ‘ong stand- 
ing. Welts for women—every pair up to sample. 


P. J. Harney Shoe Co. 
Lynn, Mass. 
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FINE shoe should be worthily protected—in a Hoague-Sprague carton. These 
handsome, well-made boxes will be good advertising for your line, as well as 
ample protection in shipping and on the shelves. Let our salesman tell you why a 
Hoague-Sprague carton pays its way. 
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Hoague-Sprague Corp. 
Lynn, Mass. 
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Hood Rubber Products Company 


Watertown, Mass. 





The New Hood ‘“‘CENTRE”™ 
For Basket Ball and General “ 
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UR “Milford Maid” shoes for women are constructed according to the same well- 
known standards of style, materials and fitting qualities that have always char- 


acterized our men’s shoes. 
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Huckins & Temple, Inc. 
Milford, Mass. 
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ARKIDE is the logical complement of the shoe made from fine materials. It 
can be burnished, edge-set and channeled like “A” grade sole leather. The smooth 
velvety finish lends the shoe a distinction of its own. 
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The Larkide Company 
201 Devonshire St., Boston, Mass. 
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ILT-EDGE turns that reflect masterful shoemaking. That is the Herman E. 
Lewis product for particular women. The model above is wearing a recent number. 


Herman E. Lewis 
14 Walnut St., Haverhill, Mass. ( 
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O be “ahead of the style clock,” at all times, exacts no small degree of patience 
and concentrated effort. Yet the house of MacLaughlin-Conway performs con- 
sistently as producer of advance footwear fashions. 


MacLaughlin-Conway Shoe Co. 
Lynn, Mass. 
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NE of the most remarked styles shown on the runway was displayed by Murphy 
& Haskell Co. and was made of the famous ‘‘Beaver Brand" Patent Sides, manu- 
factured by M. Straus & Sons Corp., Newark, N. J. 
The shimmering lustre of the leather harmonized perfectly with the Paris Model 
Evening Gown, and demonstrated most perfectly the charm which this fine Patent 
Leather lends to the highest style foot wear. 


- &§ 


—! 


Sales Agents: 
Murphy & Haskell Co. 
145 South Street, Boston, Mass. 
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Queen Quality Style 12626: ‘‘Chaumont 
Gore Colonial turn of patent colt, silver 


grey stitching, 17-18 wood Louis heel onsen 
SMOES 


ETAILERS seeing “Queen Quality” at the Boston Show were quick to realize 

the advantages of style and fit and saleability possessed by this nationally adver- 
tised line. To them the showing of Style on a Runway meant Style on the feet of 
their customers by means of “Queen Quality” in greater measure than ever before. 
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Thomas G. Plant Company 
Boston (20) Mass. 
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IALTO Shoes are ready when the time is ripe for extensive sales and speedy turn- 
over. Because they are styled to the minute, they serve the merchant and his 
customer in full measure. 
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Rialto Shoe Company 
Lynn, Mass. 
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THE SUPREME THRILL 


TH AITTTTIT TTT ERRLLITI IT 


osm in a woman's life her footwear is selected with the love of the beautiful. 
We get thrills in our business in making pretty footwear for fashionable women 


for every occasion. You get a profitable thrill in selling ““Claremonts.” 


Claremont Shoe Co. 


Women’s Turn Shoes 


Haverhill, Mass. 
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THE SURPRISE STYLE OF THE SEASON 


HEN Rickard puts his “O.K." on a new style, look for it to sweep the country. 
The “Sonia” is the first high oxford to be labratory-tested as a fitter. Buyers 
at the Show bought it to sell at a profit. 


Rickard Shoe Co. 


Women’s Welt Shoes 


Haverhill, Mass. 
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It is not easy to 
portray men’s 
fashions 


So the Style Show feature was 
made a men’s club room and 
footwear of every utility was 

appropriately shown 


MM x as mannikins are ridiculous on a 
fashion runway, if that is all. But 
as actors in a serious portrayal of 
Good Dress, they blend with the picture 
and “‘put-over” the idea intended. Boston 
was fortunate in the idea of a club-room 
scene, with a real steward, manager, bell 
boys and men to play their part in pointing 
out to men and merchants that before ‘more 
men's shoes are sold right’ there must be 
a sense of proper attire. The idea went over 
big. What men see sticks in the mind for 
the ears have forgetful habits. 


A Clubroom Setting 


The plot carried a complete club setting, 
fireplace, rugs, tables, chairs, cigar stand and 
bell hops. The runway was the road. Men 
strode up the road and plunged into club 
life as if they were living the play. The 
plot was to give more style in men’s apparel, 
and shoes to match. The spirit of the drama 































































presented is something to remember and we 
have tried to catch it in the photographs on 
these pages. We hope the emphasis on 
men’s footwear will be nationally accelerated. 


A Little More Style in Dress 


S the keynote of the show was to stimu- 

late imagination we give an impetuous 
treatment of the style-showings to bring 
out comparisons. On the opposite page is an 
accurate picture of a coach on the Boston 
Post Road pulling up to a Boston tavern. 
Style was a factor in men’s attire in those 
days, and in the century before—where and 
why has it gone? The minds of men are 
being slowly lead to believe that a little 
more distinction in dress is a fitting ex- 
pression of personality. The golf-knicker- 
bockers may lead to a smarter garb for men 
—there are possibilities ahead beneficial to 
the men’s side of the shoe store. 
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At the show—color and 


style in men’s shoes were 
made more apparent. 
Not only was there more 
variety, but a finer selec- 
tion of smart styles for 
young men based on 
better shoe designing. 

Men's dress shoes, for 
Winter resort, ‘are of 
patent leather, Scotch 
grain patent leather, 
white glazed calf, or 
white buck. Most of 
them are of the oxford 
styles. A few are of the 
dancing pump styles, and 
are for ballroom wear. 
White oxfords have 
white soles and heels, of 
rubber or leather. Some 
white buck shoes, for 
men, have trimmings of 
white calf, or of patent 
leather. Patent leather 
trimmings are heavily 
punched, or perforated. 

Styles for men for Winter resort wear are 
a new influence in trade, to be reckoned 
with in making up styles for 1923. Men of 
abundance of means and leisure will: go: to 
Palm Beach and other Winter resorts; and 
will insist on an abundance of novelty styles 
in shoes for dress wear and for sports: They 
will set-a pace for the fashions for the big 
city trade in 1923. 


Some Uppers Show New Stitched 
Effects 


EN’S golf shoes, for the Winter resorts, 
are in abundant variety, and they 





‘ 


present new features in sole making as well . 
as new patterns of uppers. For instance, one: 


new golf shoe has a sponge rubber sole. 

An unusual shoe, for men, is of sport gray 
calf, slightly boarded. It is made with a 
moccasin style toe. There is no box in it. 
The edge of the shoe is finished natural. 

Men's business, or street, shoes for Fall 
and Winter reveal leathers, both sole and 
upper that are heavier. Some uppers show 
new stitched effects, as for instance, a double 
row of silk stitches with a single row of linen 
thread stitches between, on tips and quar- 
ters. Needle work has become an important 
branch of the art of making men’s fine style 
shoes. Look to the precision of the stitch, 
as well as its strength. 











Solés and Uppers 
of Business Shoes 
Will Be Heavier 








Edge makers are doing some marvelous 
work to get new style effects. Edges are 
heavier, being up to No. 13 iron on many 
shoes. Natural edges are a feature of both 
soles and heels. 


A Variety of Patterns 


(PATTERNS are many and varied, ranging 
from brogues, and doggy style shoes for 
young men, to perfectly plain shoes for old 
men. 
Oxfords will creep up on the boot demand 
so that the Winter oxfords with its com- 


-panion wool sock will give more opportunity 


for style. 

The prospect of activity in the men’s 
shoe business was established by the Boston 
showing. 
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HE attractive model shown above is wearing “Hiawatha” sport moccasins. She 

also appeared on the runway exhibiting our popular Indian slipper for the 
boudoir. The beauty and completeness of this line appealed to many critical buyers 
at the Boston Show. 
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Sawyer Boot & Shoe Co. 


Bangor, Maine 
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TETSON Tailored Models for Women were presented at the Style Show. It was 

an interesting demonstration of the supreme quality of workmanship, stock and 
fit which have ever marked the Stetson Shoe as the choice of discriminating men and 
women. 


The Stetson Shoe Company, Inc. 
South Weymouth, Mass. 
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OP en stone triumph—Sicony bench-made turn shoes as exhibited and sold at 
the Boston Show! Merchants catering to the better class trade expressed their 
enthusiasm by generous orders. Prompt deliveries on Fall orders. 


K. M. Stone Company 


12-14-16 East 22nd Street 
New York City 
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HE outstanding qualities of “‘Polar-Kloth,”’ reflected in this photograph, are finish, 
fine face and even weave. Unusual strength and sterling qualities are woven into 
every fibre of 


“The White Shoe Cloth Par Excellence” 


Thomas, Lake & Whiton, Inc. 
179 South Street, Boston, Mass. 
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HOMSON CROOKER complete style service functions regularly to yield the 
newest and best in women's footwear. The shoe shown above exemplifies the 
entire line of acceptable and saleable models. 


ii 


Thomson Crooker Shoe Co. 
18 Station Street, Boston, Mass. 
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ATSON Fine Welts bespeak their quality and excellence of style. Evidences ol 
the practiced hand, under intelligent guidance, stand out in every pair. There 
is no mistaking the Watson standard. 
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Watson Shoe Company 
Lynn, Mass. 
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HE birthday of this House and that of the United States is the same—the year 
1776. It has grown to be the largest producer of sheepskins in the country and 
one of the chief manufacturers of cabrettas, in glazed and dull finish for women’s 

shoes. Our sheepskins, in all colors and finishes, are widely used for shoe linings. 
Other important departments are: woolskins tanned in bark and chrome for various 
uses; fancy leathers for novelties and chrome tanned sheep leather for gloves, sporting 
goods and suits. The leather habit, illustrated, was worn by our model in the Boston 
Style Show 


Winslow Bros. & Smith Co. 
Office, Boston, Mass. Factory, Norwood, Mass. 
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RT in shoemaking, as interpreted in Witherell & Dobbins shoes, reveals a capacity 
for creating effects which win and hold observers. The most particular buyers 
endorsed Witherell & Dobbins styles at the Boston Style Show. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 
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HE “Just Wright” shoes for men have the attractive features that make them 

everyday sellers. There never was a time when “Just Wright” styles, material 
and workmanship offered stronger inducements for business than right now. The way 
they were received at the Boston Show put an “O. K.” on this statement. 


E. T. Wright & Co., Ince. 
Rockland, Mass. 
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OW well the new Ziegler organization maintains the high quality standards 
A vies have distinguished the Ziegler product for four generations! In the model 
illustrated and in all Ziegler shces displayed at the Boston Show there was that same 
excellence in welt and turn shoes for women and children—excellence at favorable 
prices. 


Ziegler Bros. Co., Inc. | 
Corner 22n . and Lehigh Avenue, Philadelphia, Pa. b 
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“‘The quality goes in before the name goes on.” 
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Merchants Who Travel 


are welcome to the facilities of our 
magnificent Paris headquarters in 
the heart of that great fashion 
center. 

Manufacturers have learned that 
the only authentic Paris Shoe Styles 
Service distributed in America is 
prepared by the Boot and Shoe 
Recorder from responsible sources of 
information, combining the vogue 
of dress with the trend in footwear. 
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PARIS OFFICE 


BOOT AND SHOE RECORDER 


2 RUE DES ITALIENS 
PARIS, FRANCE 
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Page 
Country on the Road to Prosperity. . .88 
Harvard Bureau of Economics sees un- 


mistakable signs of better limes in near 
future. 


Round the Clock with the Man at the 
Fitting Stool 
Here are eight pages of ideas for the 
many men and women selling shoes at 
retail. 


Raising the Standards of Repairing. . . 97 
Shoe and Leather Finders dedicate them- 
selves to co-operation with repair industry. 


What Kind of a Salesman Are You?. . 103 


What do you do when you have to wait on 
foo many customers at once or when you 
have to deal with a woman who is un- 
reasonable? Read this article by E. C. 
Logan and you will have the answer to 
many a troublesome problem. 


* * * * 


Because of lack of space, many excellent 
articles were omitted from this issue of the 
*‘Boot and Shoe Recorder.” Chief among 
them was the thirteenth article by Dr. Her- 
man W. Marshall on ““‘What Do You Know 
About Feet?’ Watch for this in our issue of 
July 29. 





National Advertising for Cobblers 


“Millions are not yet sold on repairing and 
the industry has made no real effort to en- 
lighten the public. The work in the last 
seven years has brought us to the point 
where national advertising will prove to be 
the next logical step to our goal.—(Boston 
Herald’s report of the National Leather and 
Shoe Finders’ Convention). 

HE above is a splendid exampleof how the 

modern cobbler is sticking to his last. 

Also, the sympton of a healthy industry. 

There is food for thought in that paragraph for 
every aggressive retail merchant and for each 
manufacturer. If the menders of shoes are com- 
ing to the. point-where they will advertise their 
industry nationally, how important it is that the 
makers of footwear and the merchants who sell 
it, shall study and practice this great branch of 
merchandising! 

We believe that the future will see some re- 
markable demonstrations of the power of adver- 
tising to make the public better acquainted with 
vital features of the footwear industry. For in- 
stance, an awakeing of men to the need of buy- 
ing more and better shoes. The field is wide—the 
need is great, and we are confident that the sound 
intelligence of the men in our industry will event- 
ually make advertising history. 


—+- 
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RATSCHINSN 


Philadelphia Shoe Eo. 


825 MARKET STREET 525 FOURTEENTH ST. 


SAN FRANC! 
ESTABLISHED 1001 


MAIL ORDER DEPARTMENT 


SAN Francisco, July 3, 1922. 
RECEIVED 


> “i 


JR, yf, 


nf 
Rice & Hutohins, Ino. ; ‘4/ 
10 High Ste, Tigh 


Boston, Mags. . Pu - Huron) NS. lve 
i TON 


JUL 10 i922 


Gentlemen;:=- 


It is not our custom to write ~ 
commendatory letters to shoe manufacturers, — 
but our success with Educator shoes has been 
so much greater than we anticipated that it 
is only natural that we should advise you to 
thet effeot. 


We anticipated a large demand for 
childrens Educators and in this we were not . 
disappointed, but in addition, the demand for 
Mens and Womens Educators has been so nuch . 
beyond expectation that we will ask you to see 
that our order for stock Ranca tors are shipped 
immediately. 


By giving the above your ‘immediate 
attention will greatly oblige. 


AK:v 


Educators are the fastest moving shoe stock in the world today. 
Your customers are acquainted with Educator shoes whether you carry them or not. They began 
making friends twenty years ago. ‘Educator evolution—$5,000 to $9,000” is the story of a neat 
little turnover accomplishment we would like to send to you. 


RICE & HUTCHINS, Inc. 
BOSTON U. S. A. 


U 
oe 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Thrill of Better Business 


Market and Buying Activity Has Given a New Spirit to Imdustry 


HERE is possibility and probability of better 

shoe business in September. Merchant buying 

-is always the first index of a restoration of con- 

fidence. The merchant bets on the customer‘s purse 

some time before the customer gets the money or the 
idea of purchasing new shoes. 

For many weeks now we have emphasized the fact 
that practically all the shoe making is being pushed 
into the neck of the bottle of production. Such fac- 
tories as are not embarrassed by labor situations have 
orders, on hand, above any possible capacity-total. It 
is obvious that August 15 and September Ist deliveries 
are impossible, in the majority of cases. Take the 
goods anyway, even with late delivery dates. 

We are in a period wherein the next six weeks will 
be devoted to production and delivery. The merchant 
sees the good business ahead, He wants the merchan- 
dise in his store in September with which to make 
profits. He likewise wants to get the goods in the store 
before the railroad and coal strikes interfere with its 
delivery. Is it any wonder that the leather and supply 
markets have had a corresponding thrill, and have 
increased their prices because of the pressure of demand. 

The merchant is a lucky man who anticipated buying 
a full three months ahead his wants for the Fall season. 
As far back as May 27 we spoke of a stimulation of 
buiness following August 15, and the possibility of an 
early Fall season. 

The early Fall style movement is already under way 
with the sellers of hats, garments, hosiery, and now 
comes shoes. 
adventurous plunging in business to desire to have on 
hand a run of safe styles to open the Fall season. There 
is safety in Satins and Patents, and in the softer browns, 
and merchants who were in the market places, and 
read our last week’s issue containing the National Style 
Report have been encouraged to consider shoes up to 
December 31st. 


It isn’t a question of speculation or of . 


Buyers in big cities have found it necessary to be in 
the market more often than ever before. Many a buyer 
now takes a three weeks’ trip once in every two months 
to keep up-to-date with the turn of style. There is no 
limit to the vigilance necessary in following a fashion- 
able footwear game. The conservative middle path is 
a safe one to follow in the average store. 

There has been a revolution in the methods of buying, 
and a positive change in the type and characteristics 
of merchants as well as the merchandise they sell. The 
Recorder has established twelve cardinal principles 
necessary in the modern merchandising of shoes: 

1. The shoe merchant will have to know how to 
create net profit, by building up a large enough volume 
of sales at sufficient gross profit to pay all expenses and 
leave a fair net profit for a healthy reserve. 

2. The shoe merchant will have to know the mate- 
rials shoes are made of for the price value and the 
wearing quality. 

3. He will have to know the different methods of 
shoe construction to know which is best for the various 
uses, also to know the value of each. 

4. He will have to know quite a little about finan- 
cing so that he will know how to regulate his business 
according to his resources and possibilities. 

5. He will have to be honest under any and all 
circumstances. 

6. He will have to know the art of making friends, 
especially of those with whom he intends to have bus- 
ness relations. 

7. He will have to know how to buy, not only the 
right kind of shoes that will sell quickly at a profit, but 
buy them of the right kind of makers or wholesalers . 
who are reliable and deal fairly, so that the business 
relations may be pleasant as well as profitable. 

8. He will have to know how to sell the goods he 
bought in order to satisfy customers who will thereby 
gain confidence in the store. 
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9. He will have to know the value of advertising of 
which following are some of the methods used success- 
fully in retail stores, personal contact with perspective 
customers, mailing personal letters at certain intervals, 
mailing or distributing neat circulars, liberal use of 
local newspapers, but always remembering that good 
displays in show windows, show cases and in the store 
are always aids to any other method of advertising. 

10. He will have to know how to arrange things in 
the store for the convenience of the customers and the 
clerks as well as for profit to the owner. 

11. He will have to be able to take the place of 
anyone employed in the store be it at porter or cash- 
iering. 

12. He will have to be able to keep good records of 
the business of the purchases, sales, the stock on hand 
by pairs, and by value. He will have to study those 
records and guide the business accordingly. 

How well conditions have been anticipated by mer- 
chants who have rushed to buy in the last four weeks 
is epitomized by C. W. Wallour of the Babson organiza- 
tion before the convention of the National Leather and 
Shoe Finders Association in the following: 

On the favorable side of the balance sheet are in- 
cluded the following factors: 

1. Fairly low money rates. 

2. Satisfactory progress in necessary readjustment 
in general business. 

3. Strong building situation. 

4. Inproved railroad outlook. 

5. Improved status of the agricultural communi- 
ties. 

6. Generally low stocks of goods. 

7. Efforts of the present administration to help 
business. 

There are, however, certain unfavorable factors 
which should not be over-looked. They are as follows: 

1. Much price unbalance still exists. 

2. Unliquidated labor situation. 

3. Excessive producing capacity. 

1. Depressed demand for goods. 

5. A poor European situation. 

Selfishness in human relations. 

The thing for you to do is to balance these factors, 
and draw your own conclusion as to business in your 
community during the remainder of the year. Im- 
provement in the Fall is just ahead of us. Competition 
will be very heavy, but the outlook is optimistic. 
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Link Up Production for 
Economy 


T is a facinating study to attend in rotation, con- 
ventions in the shoe and leather industryof every 
division from the raw hide to the finished’ shoe. Rela- 
tively there is more attention paid in some of the lesser 
association to the basic principles of the association. 
It would be a good thing if there would be some sort of a 
rotarian membership in the industrial association, so 
the shoe man who is a keen student could keep in touch 
with items all the way from the shoe lace to the carton. 
All the items in the shoe are of course, relative to the 
final selling of it over the fitting stool, therefore every 
onvention is punctuated with some comment as to 
retail demand. The remarkable thing is that in making 
a survey of a group of people, rubber heel men focus 
their attention upon heels, the blacking man on shoe 
polish, the lace man on the condition of the fastening, 
and each to his trade is most attentive. This is as it 
should be in a industrial system that works for the 
benefit of the public. Each man concentrates his 
attention on his handiwork, be it ever so small an item 
in the parts of an assembled shoe. 

There is an opportunity for a closer affiliation of 
accessory men with the manufacturer and the merchant. 
It is the habit in the automobile trade for the manu- 
facturer to call into consultation his accessory friends 
the minute the idea of a new pattern of car is suggested. 
In this way the accessory and the material men are able 
to plan simultaneously with the designer of the cars for 
the production of necessary parts. The result is that 
when consumer demand comes, the manufacturer has 
immediately available finished parts due to the fact 
that he has continued his co-operation from the start. 
There is a perfect link-up in the chain of production. 

In the shoe and leather industry, the scheme is not 
so. The merchant and the manufacturer may design 
the shoe and then leave to the hurly-burly of immediate 
selection the assembling of all the necessary ingredients 
and accessories to produce the shoe in the shortest 
possible space of time. 

The leather man is not given sufficient time to study 
and create shades and grains of leather, nor are any of 
the other factors in accessories and parts of shoes 
taken into the manufacturer’s confidence until actually 
when the order is placed. 
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To achieve real economy in the industry there has 
got to be more attention paid to anticipation. 





New Clothes and Shoes 


HE woman who wishes to be fashionably attired 
this coming season will have to buy new clothes. 
As the great majority of American women, no matter 
what their circumstances, do wish to be dressed in 
accordance with the mode, this points clearly to 
increased business for retailers and for manufacturers. 
Apart from the nearer approach of the skirt hem to 
the foot, which is the outstanding and already heralded 
whim of Dame Fashion, there are a number of style 
motifs which will make the past season’s garments look 
dowdy and in bad taste.—Dry Goods Economist. 





Welcome, Stranger! 


COMMITTEE has been organized in New York 

to help visitors from all parts of the country to 
avail themselves of all the comforts and opportunities 
that New York affords. It is a good beginning in the 
right direction. Its possibilities may not be clearly per- 
ceived at first thought, but as time goes on there is 
sure to be increased evidence of the usefulness of such 
a movement. 

The plan is to have a Central Clearing House for 
information, headed by the Welcome Stranger Com- 
mittee, to encourage hospitality in every city and 
town. It has been found that hospitality pays not only 
the merchant but the entire community. 

More is being done each day to welcome strangers 
and encouraged in hotels, stores and even on the street. 
The idea is worth developing in every city and town in 
the United States. 

Down in Miami to facilitate public information 
automatic city directories have been installed. If a 
stranger wants to find where the firm he is seeking is 
located, all he has to do is press the button opposite. 
the name of the firm he wants, and a red light flashes on 
the map at the desired location. 

Another point the Recorder wishes to emphasize is 
that every city and town should spend a little money to 
put up information boards along the railroads in close 
proximity to the town. So many towns hide their light 
in the little railroad sign with letters two inches high, 
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where they should have a sign board ten feet high and 
twenty feet long so that the visitor can catch at a 
glance the name and characteristics of the town. 

There is an individuality to every city and town in 
the country, and it has been left to the enterprise of 
private concerns to put interesting guide posts on the 
motor roads entering many cities and towns. Why 
shouldn’t the merchants do as much for their own town 
in sign boards on the railroad lines? 


Black and White 


HEN the weather has been unseasonable there 

has been much consideration given as to the 
fate of black and white. Watch carefully the growing 
demand for black and white in combination. Already 
the better dress shops are featuring black and whites 
for August and September. There is still an opportunity 
for you to realize a profit on black and white sport 
and strap footwear. 


“The Six Greatest”’ 


O name the “Six Greatest”’ is a popular pastime all 
the way from naming the “Six Greatest Men of 
the World” down to naming ““The Six Greatest Men in 
Our Town.” For the “Six Greatest”’ of the shoe trade, 
a merchant sends in;— 
“The man who originated shoes. 
“The inventor of the size stick. 
“The genius who worked out the run of sizes. 
“The artist who created the store beautiful. 
“The mathematician who devised modern cost 
accounting. 
“The merchant who first realized the value of style 
in footwear.” 
This looks like a good list. 
“The Six Great Unknowns.” 


He Will Do 


HE shoe dealer was hiring a clerk. “Suppose,” he 
said, “‘a lady customer were to remark while you 
were trying to fit her, ‘Don’t you think one of my feet is 
bigger than the other?’ what would you say?” 
“| should say, ‘On the contrary, madam. one is 
smaller than the other.” 
“The job is yours.” —Exzchange. 








But it is also a list of 
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Country on Road to Prosperity 


Optimistic Forecast Made by Conservative Experts of Harvard Economic 
Service—Recovery Well Under Way and Good Times Very Near 


into general business prosperity, according to a 
forecast made public early this week by the 
Harvard Economic Service. 

“Business,” says the forecast, “is now well advanced 
in the phase of the economic cycle known as recovery 
and characterized by easy money, speculative activity, 
advancing stock prices, an upturn of business activity, 
and an increase of wholesale prices. These develop- 
ments show clearly the soundness of the advance so far 
made, and indicate that the recovery now in progress 
will develop into general business prosperity. 


r HE business recovery now in progress will develop 


Setbacks Only Temporary 


‘A possible coal shortage during the Summer months, 
or a tie-up of railroad traffic due to the strike of railroad 
labor, may result in temporary setbacks. Such factors 
have not, in the past, had lasting effects, and should not 
now be expected to reverse the general movement. Only 
when the financial strain resulting from business expan- 
sion begins to make itself felt, need we look forward to 
such a reversal, and this development is obviously not 
to be expected until a very much greater business ex- 
pansion occurs than has so far taken place.” 

The Harvard Economic Service predicts that the 
advance in wholesale prices will continue. “The con- 
clusion,”’ says the statement, “that further advance will 
follow may be supported on two grounds—the custom- 
ary sequence of fundamental economic movements, 
and the duration of former periods of price advance. 


Economic Conditions Favorable 


“A period of declining commodity prices is antici- 
pated by several months by falling security prices, 
which in turn are preceded by stiffening money rates. 
At the present time money rates continue to decline, so 
that the first stage of the sequence of movements lead- 
ing to lower commodity prices has not arrived. It is 
true that weakness has developed in the stock market. 
But this is not regarded as a forecast of an early decline 
in commodity prices, since the weakness in stock prices 
seems but a temporary lull in a rising market. Funda- 
mental economic conditions are therefore favorable to 
continued price advance. 


Four Major Upswings 
“There were four major upswings in prices from 1900 
to 1913. According to our 10-commodity index, the first 
rise began in January, 1901, and lasted for 21 months; 
the second commenced in September, 1904, and con- 
tinued for 30 months; the third started in September, 


1908, and was terminated 14 months later; and the 
fourth continued for 14 months beginning in November, 
1911. Thus the minimum duration of price advance 
was 14 months. The index number of the bureau of 
labor statistics shows even longer periods of advance. 
Beginning in June, 1901, the upward movement 
continued for 20 months; the next advance started 
in October, 1904, and lasted for 36 months; the third 
upward movement commenced in August, 1908, and 
continued for 19 months; the last advance during the 
period considered began in May, 1911, and lasted for 
29 months. 
Upward Movement to Continue 


“When we consider that the present rise of prices has 
been under way for only four months, when measured 
by the revised index of the bureau of labor statistics, 
and for 10 months according to the 10-commodity in- 
dex, the evidence from former business cycles points 
definitely to a continuance of the present upward move- 
ment. 

“The slight decline of speculation in June, ’’says the 
“Economic Service,” “is a temporary repression, such 
as may be expected during a major upward movement. 
A reversal in the trend of speculation would be preceded 
by a sharp rise in commercial paper rates. At present, 
money is easy and there is no indication of a turn of the 
tide.” 





Measure Every Pair 
See That Hosiery Is Fitted Correctly 


Too short a stocking binds and draws the foot in a 
manner which is not only very painful to the wearer, 
but may lead to permanent injury and, therefore, 
cause constant suffering. Again, too large a stocking 
may wrinkle and take up too much space in the shoe, 
thereby causing at the very least calluses and blisters 
of a painful nature. Therefore, it is up to the shoeman 
in particular to see that both shoes and hosiery are 
properly fitted and so guard against any possible dis- 
satisfaction on the part of the customer. 

Especially in selling silk hosiery be sure that the size 
is large enough, as an extra half inch often means all 
the difference between a stocking which will wear in- 
definitely and one which will have a hole poked in the 
toe or the heel worn through in the first few wearings. 
The strain on the larger size will be infinitely less than 
on the smaller and it will therefore wear much longer. 

Remember that silk stockings are made to fit the 
foot and leg and should not be so tight that they must 
be stretched to fit. 
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At Lunch 


(A Little Conversation Shedding Some Light on 
Kinds of Customers) 





“So much talk about the salesman and sales- 
manship that they seem to forget the customer, 
and that’s a tragedy,” soliloquized one of the men 
sitting at the next table. 

“Why some of the ones who come in are so 
filled with the misery of their feet they want to 
fight, others have been nursing a grudge for 
months over a fancied wrong they feel has been 
put upon them by the footwear fraternity in the 
shape of high prices,’ he continued. 

“Then theres the knowing ones who eye you 
with suspicion when they see the difference be- 
tween your price and So-and-so’s, as though one 
thing couldn't actually be worth more than 
another. 

“And the superior kind who sometimes display 
a surprising ignorance the more evident because 
of their innate self-assurance.”’ 

“The ‘straw that breaks the camel's back," or 
perhaps better ‘the reason the shoe pinches,’ is 
that every one of them are right. Yes, the cus- 
tomer must always be right.’ 

“The salesman ’s got to be right, too, else there's 
sure to be a comeback.” 


And Here It Became Evident They Were 
Shoe Salesmen 


“Now take the first kind. They demand the 
knowledge and experience of a practicing physi- 
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cian to convince them it is yet possible to fit them. 
It takes a lot of tact to get them to subordinate 
vanity to comfort. They must have the latest 
conceits, and sometimes they wear them around 
the house as well as on the street, etc., rather than 
to let Mrs. Jones make the awful comparison be- 
tween their appearance at home and abroad. 





‘The second are ready to fight, unless you have 
something to bring them out of themselves and 
into the story of what makes a shoe worth the 
money. Anything is better than an argument, 
and most everybody will listen to something they 
never knew before. Ten chances to one, you can 
make such a customer feel that a shoe in question 
is different from the rest. 

“The knowing ones are superficial in their 
make-up oftentimes. They can't get below the 
surface. They form snap judgment. Regret a 
purchase after it’s made, and become convinced 
that, ‘you can't get anything worthwhile at So- 
and-so s.. Then they start out on another round 
of shopping. Their business is mine today and 
yours tomorrow. It’s some job figuring out a way 
to get them coming to you. 

“Now take that last woman who came in just 
before lunch. The one who talked so long at the 
hosiery counter. She actually wanted a pair of 
shoes like the ones she had on for ‘class—for 
$4.95. You could tell by the way they bulged that 
some corners had been cut in order to get the price 
down to that. 

“I could tell they were hustled through as 
copies of a higher-priced model even if she hadn't 
mentioned the price. 

*$4.95, that supplied the true index to her buy- 
ing habits, that 95 cents. 

“And I had to make her see the difference be- 
tween our shoes and the ones she was wearing, 
without throwing down the other shoe, and with- 
out reflect’ng the least bit on her judgment. 

“You know you can never tell the circumstances 
of a purchase made a long while ago at someone 
else's store. At the time the circumstances might 
have fully justified what now seemed a short- 
sighted way of spending money. She hand't got 
the satisfaction she might have, still she wanted 
another pair like them. She is what I call a faddist. 
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She never thinks of any one shoe store as the place 
to get her shoes. 

“I'm getting a little off my subject, but I'll tell 
you what I did. While she was looking at the pair 
I tried on, I examined her old shoe to find out 
where it might have given her some trouble. 
Then I said, ‘Do you feel a comfortable support 
under the arch and a snugness at the heel, as 
though the counter was bearing evenly on every 
part of your heel?’ You see I'd found the arch was 
very low in her old shoe and that the fit around 
the heel was pretty tight at the top. The counter 
had curled a little so that the pressure was down- 
ward to the toes rather than up away from the 
toes. 

“It was only a little thing, but it coincided so 
well with her experience that she listened, and 
was ready to pay more. 

“Simple, eh?” 

“You said something about the superior kind, 
too, said the other. “It’s the kind that ‘gets’ me. 
They judge a shoe by its price. Take it because 
the price is high, then expect it to stand every- 
thing. If it doesn’t they seldom come back to let 
you set them right about what a shoe will stand. 
It would be too much of an open admission of 
their fallibility.” 

“Yes,” said the first one, who seemed to be 
doing most of the talking, “they seem to think 
you are getting personal if you ask what they are 
to use a shoe for, and if you tell them what a shoe 
is best adapted to theyll refuse to pay any 
attention.» 

Continuing he ventured, “But in my experience 
those are the very ones from which are drawn a 
preponderance of a store's new customers. They 





are the ‘Mavericks’ of the trade, just as much as 
an ownerless steer and belong to the first one who 
claims them. 

“All one needs is their confidence. Then they 
turn out to be just as human, just as genial and 
friendly as any customer who knows you can give 
them what they need. 

“Of course, there’s a good many other kinds. 
You might put them in the categories, ‘Way they 
dress, “Way they live,” ‘Way they talk, but you 
can't actually. 

“There's one kind I notice, though, particu- 
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larly, and that is the decided ones who walk in 
and state size, color and style immediately. They 
are positive in their desires, their judgment is good 
and they're handled quickly.” 

‘| know the ones you mean,’ rejoined the other, 
“and do you notice how they are increasing all the 
time? I lay this mostly to advertising. They either 
see our ad or our windows and decide from one or 
the other.” 

= a “Advertising speeds up a good many 
sales.” 

“But as I was saying there's some pretty hard 
nuts to crack, especially nowadays, when they're 
laying inefficiency, ill-health, spoiled dispositions, 
even ugliness, to shoemaking, in the ones | first 
spoke about. 

“If they are going to view a shoe salesman in 
the role of beauty doctor, orthopedic specialist 
and efficiency expert, they ought to listen to what 
he’s got to say. 

“Those achy-footed, the price-skeptics and 
quality-scoffers are the ones that need a good dose 
of confidence and it takes more than just stock 
arguments to make them take it. 

“They ought to know the reason for some of the 
things they can't see for themselves. They have a 
right to, and you must remember there's a new 
crop of buyers being raised each year who are just 
starting to spend their own money. They need 
to be given a sense of direction in judging 
values. 

“All you need to is to get their confidence by 
delivering the right goods in the right way.” 

‘ “Let's get back now. Tonight we'll 
compare notes on some new ideas for putting the 
right idea in shoes over, what do you say?” 


They Did, and Perhaps Some are New 
to You, So Here They Are: 





The Buskin 


Roman Buskin worn from 55 B. C., to A. D. 450, is the 
boot introduced to the stage by the old Greek Sophocles 
in his tragedies. That is, perhaps why a boot has such a 
hard time as an article of style. It can never live down 
its old association with tragedy. 
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Clocks 


Clocks on hosiery were first used as a mat- 
ter of necessity to hide the crudities of old- 
time manufacturing methods. During Queen 
Elizabeth's time, stockings were made from 
pieces of cloth instead of woven and in these 
stockings there were seams at the sides and 
“clocks ’ were to hide their roughness. 





When Lacings Became the Style 


In 1790 shoe laces came into vogue. Up 
until that time buckles entirely were worn, 
and the buckle makers petitioned the then 
Prince of Wales to prohibit the wearing of 
shoe strings in order to save their livelihood, 
but this very practical method had come to 
stay, in spite of the Prince's willingness to 
help the buckle makers. 





The Sock 


Quite different is the soccus or sock, worn 
by comic actors, and which has weathered the 
ages until finally its lightness and gaiety is 
expressed in smartly-fashioned pumps. Surely 
the uses of old-time footwear have had their 
effect and influence on each generation, if one 
can interpret the present-day fashions, 
through the medium of history's pages. 
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Hemlock Tanning Makes a Sole Good 
for Heavy, Wet Work 


Grown in Canada and the northwestern 
parts of United States, hemlock bark and the 
tree itself, is used for tanning. 

Both the bark and the wood contain a high 
degree of resin and in the process of tanning 
some of this resin is deposited in the leather, 
making it both rigid and waterproof. Still, 
however, the wood does not contain as much 
resin as the bark, so that hemlock-wood 
tanned leather is not quite so waterproof as 
the hemlock-bark tanned 

The color when tanned is red, but with 
bleaching this lightens up considerably. 





‘Doped’ Soles Cause 
Colds and Chills 

Soles are sometimes made plump and heavy 
by the use of salts that weight them with 
moisture. When soles are bleached with ex- 
tracts this happens, and the result is a sole 
that attracts and absorbs moisture and then 
holds it for a long time. This reduces the wear- 
ing qualities as well as to give the wearer wet 
feet, in the slightest shower. Oftentimes the 
shoes are wet the next morning after being 
put in a place to dry overnight. This is one of 
the reasons why shoes are so often burned. 
They must be placed too close to the fire in 


order to dry for use in the morning. 
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The Solidity of a Sole 
is a Strong Talking 
Point 


If you can point to the natural finish of a 
sole, to its solidity and talk about the above 
drawbacks to a sole that is not solid, price 
won't be the determining factor in purchase. 


“Cheap, boggy soles make the physician's 
business thrive.” 


Why the Cactus of South America 
Makes North American: 
Shoes Expensive 


No, a woman by all the laws of feminine 
nature doesn't care a hang about how a thing 
is made or grown. 

Still, a little human interest can be super- 
im on a dull topic for women when you 
tell them the difference between South Amer- 
ican kidskin and one from India. 

“See that fine grain? Many times a skin 
from South America is scratched by the 
cactus which grows there and the blemish 
must be removed by grinding off. This lessens 
the wear. No such difficulty is encountered in 
skins from India. The surface of this leather is 
just as it came from the animal toughened by 
wind and weather. It won't scuff.” 

This is a persuasive little point which 
helps the customer to judge the wearing 
qualities of the shoe before her. 
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Packer Hides stand the rugged wear of the man who works 
in water and dampness. Valonia tightens up 
Taken off in the meat-packing establish- the fibers and keeps the leather firmer than 
ments where each man is an expert in flaying oak tanning alone. 
and where each one specializes in stripping 
certain parts of the hide from the carcass. 








Country Hides 


Taken off by the farmer in his paddock, 
they suffer first from knifethrusts, then from 
faulty curing, which fails to retard putrefac- 
tion. Deterioration may have set in on the 
inside of a country hide before the tanning 
extracts reach it, and this shows up in the 
wearing. wv wear for a little while and then 
they go fast. 

The knife cuts are usually lengthwise of the 
leather and very often get into the finished 
shoe without being seen. 

The chances for dissatisfaction in the wear- 
ing are much greater than in “Packer” hides. 


Close inspection insures against damage to 
the hides that would show up on a customer's 
foot. They are thoroughly cured at once, all 
flesh that miight discolor the leather or start 
putrefaction, is cleaned off and the hide is 
solid all through when it goes to the tannery. 


Hide Droghing in California 


Dana, in his ““Two Years Before the Mast,’ 
tells of the crude methods of curing hides for 
shipment to Boston from Santa Barbara. 

After being taken from the bullock the hide 
Le apo 2 water to clean it, then laid on the 

Lee ach to dry and while it lays on the beach, 
For the Man Whose Work is Wet a and other carrion birds complete the 
: P work of stripping what pieces of flesh remain 
If the oak bark has been combined with on the hide. re is then stretched on boards to 
Valonia, obtained from the acorns of trees in dry when it is taken and put into brine. 
Turkey or Palestine, in the tanning a sole will 
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Afterwards the hides are carried on the sea- 
men’s heads out to the small boats, whence 
they are rowed to the brig lying in deep water 
which is to take them to Boston, there to be 
made into footwear and again brought ‘round 
ed horn in the form of footwear, made in 

Quite different from today when the bulk of 
hides come from the big packing houses where 
they are immediately salted and taken direct 
to the tanner. 

No doubt the long journeys by oxcart to the 
coast and the subsequent delay in getting the 
hides preserved by the first process of salting 
had a great deal to do with the hard unyield- 
ing leather that shoes were made of a genera- 
tion ago 

Sometimes the customer who likes to talk 
of the ‘good old days” will listen to the above 
mentioned logic, loosen his hold on those 
fanciful times and be more appreciative of the 
tremendous value one gets today. 


Explanation of Blemishes on Natural 
Sole — Let's Blame the 
Barbed Wire 


Texas and South American cattle were 
reared on unfenced plains until within a few 
years. This necessitated branding, which in 
the event of cattle being bought and sold, 
would occur each time the animal changed 
ownership, until perhaps several brands would 
appear on a hide. Such hides were classed as 
seconds for the trand marks always appeared 
on the best part of the hide the back near the 
hip. 

The cattle owners of the United States have 
now erected barb wire fences to overcome the 
necessity of branding. 

Now, however, the cattle rip themselves 
on the barbs and although the cuts heal 
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quickly and do not hurt the hide, there are 
marks left which are hard to cover. 

They may be the cause of some discussion 
by the customer. This will be easily explained 
under the above circumstances, p hee + they 
appear in a natural sole occasionally. 


Spats is a name which survives that of 
“Spatter-dashes” worn by the militar 
the days of armor—tough hides wound ~ 4. 
the legs to complete the armor of the old 
fighters. 


Surfaces of Upper Leather 


Sheep has be coarsest grain, as compared 
with goat and deer, goat has a very fine grain 
and —— has the finest, closest and most 
uniform of all. A customer appreciates being 
told how to judge the value of an article of 
wearing apparel. 

Most of the time the only way that it is 
possible for them to do so is by comparing 
prices. Mention of such little things as the 
above is in the matter of rendering little serv- 
ices that make your methods of selling likable 
to your customers. 


Shell Cordovan 


In a horsehide at the buttocks where the 
finest leather in the hide is the center of the 
hide is a thin layer of thin, hard fibers that 
cannot be tanned. Therefore, it is necessary 
to split this part of the hide apart for tanning 
and what is called the “‘shell” is used 
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Union Leather 


Rock oak and hemlock combined, make 
what is called Union leather. 

The oak bark makes the leather mellow and 
flexible and the hemlock to make it suitable 
for hard wear and to stand wetting. 

It is an ideal combination for the making of 
a comfortable, long-wearing sole. 

The color varies from nut-brown to pink, 
according to the proportion of the tanning 
agents—the oak having a tendency to lighten 
the pronounced red of the hemlock. 

Such a sole is a good all-round one, that 
will wear satisfactorily on children’s or grown- 
ups’ shoes. 


Oak Tanning Makes Ideal Leather 


Oak bark obtained principally from Eng- 
ish-grown oak when used alone in the tan- 
ning of sole leather makes a very flexible sole 
that does not attract the dampness like many 
other leathers. It does not become hard or 
brittle with heavy wetting. 


It is suitable for all wear, excepting that in 
which damp, wet conditions prevail contin- 
uously, as it will likely grind away quickly. 


Its color is mottled faun, and because of 
the extreme flexibility of this leather it is 
used on women’s good, light-soled footwear. 


Information on Hosiery 


Knitting, derived from the Saxon word 
“cnyttan” was done in the early days en- 
tirely by hand. 

achine knitting was invented in 1589 by 
a poor clergyman, William Lee, curate in a 
Nottinghamshire village. 


He worked for three years on his invention, 
and when he was able to produce knitted 
fabrics he appealed to Queen Elizabeth for 
exclusive rights to construct his machines. 


She refused him on the grounds that such 
procedure would deprive the hand knitters 
from their living. She did, however, offer to 
allow him to knit silk stockings, but when he 
perfected his machine to do this, she again 
refused him these rights. 


In despair he took his nine frames as they 
called them to Rouen, France. King Henry IV 
received him cordially, but before he had 
opportunity to put his machines into opera- 
tion the king was assassinated and Lee thrown 
into prison. He died soon after, broken 
hearted and penniless. 


In 1620 his machine was perfected still 
further by his apprentice and also his brother. 
In 1640, the stocking-making industry be- 
came established in many of the Nottingham- 
shire, Leicestershire and Derbyshire villages. 


Hosiery Yarns 


Hosiery yarns are named first from the 
fibers of which they are composed, but with 
various sub-divisions in each fiber class: 


Mercerized—Cotton yarn having been 
lustered by chemical and physical processes 
which harden and smooth it. 


Lisle—Cotton yarn, the strands of which 
are spun in opposite directions and finally 
doubled together, to resemble thread some- 
what in hardness. 


Cotton yarns do no absorb moisture as 
easily as woolen, and therefore, are not so 
healthful or comfortable. 


Wool—Woolen yarns are put through very 
few processes in spinning and, therefore, are 
very rough and soft. That made from what is 
called lambswool is not necessarily wool from 
the lamb, but short staple yarns thick and 
coarse, that cannot be spun fine. The cheap- 
est oon stockings are made from lambs- 
wool. 


Wheeling yarns are next better in quality. 
They are made from a longer staple yarn, and 
the length of the fibers permit a finer spinning. 
Wheeling yarns may be distinguished from 
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lambswool by their comparative fineness and 
strength. 


Skein yarns are spun from superior fibers 
and are usually much finer in texture than 
either of the other two. It still is coarse, how- 
ever, as are all woolen yarns. 


Worsted—Worsted yarns are spun and 
then combed to reject all short fibers and then 
gilled to straighten them out. They are 
drawn, twisted and wound to a smoothness 
and regularity of size. They are used for high- 
grade hand and machine knitting. Fancy 
mixtures are made of worsteds. 


Cashmere, Botany—Cashmere yarns are 
made the same as worsteds, but instead of 
being twisted for smoothness and regularity, 
this is avoided, and only moisture added 
which gives them fullness and softness as in 
woolens with a finish the same as worsteds. 


Real Silk—Made from silk that is reeled 
from the cocoons of the silkworm. The cocoon 
is placed in warm water and the silk is taken 

by hand when the warm water loosens it. 
A slow, costly process yielding a tough, dura- 
ble silk. 


Spun Silk—Made from the torn-up silken 
fabrics, cocoon waste that cannot be reeled. 
It is not so fine nor durable. 


Tussah Silk—Made from the cocoons of 
wild silkworms. 


Artificial Silk—Made from wood pulp 
and possesses a much higher luster than real 
silk. Used extensively in the manufacture of 
silk hosiery. 
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Plated Fabric—A woolen face and acotton 
back used to cheapen the cost, while pre- 
serving the outward appearance of an all- 
wool article. 


Duck 


Used for linings and is a heavy single cloth 
cotton fabric of coarse two-ply yarn of plain 
weave. It derives its name from its resem- 
blance to a duck’s skin in that it is nearly 
watertight. 


Drill 


A medium-weight hard finish cotton fabric 
used for linings. 


Sea Island Cotton 
Is the Best 


The finest kind of cotton and commands 
the highest price. The staple is long and silky. 
It was first brought into America from the 
Bahamas, whence it had been brought from 
the West Indies. It was first cultivated in 
Georgia, where it was found that the small 
islands running along the coast were best 
adapted to its growth, and it is from these 
islands that it gets its name “Sea Island." 
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Raising the Standards of Repairing 


National Shoe and 
Leather Finders 
Adopt a Slogan 


in Boston came the 18th annual convention of 
the National Leather & Shoe Finders’ Asso- 
ciation. 

This great service organization registered in its con- 
vention 565 names at the end of the second days 
session. The finders as business men, engage in a 
very alert and competitive occupation selling all the 
accessories and many component parts of shoes. The 
greatest section of their service is direct to the shoe 
merchant and shoe repairer, and the association ranks 
high as an industrial body. 


What Has Been Accomplished 


Frank W. Whitcher, of Boston, has well stated the 
accomplishments of the association as follows: 

“Recognition and consideration of the manufacturers 
with whom we deal. 

“An efficient collection system. 

“An effective inquiry system among jobbers. 

“Above all, the real friendship that has been created 
among our members and the conviction which has 
been acquired that our competitors are gentlemen. 

“The formation of an associate membership in 1909 
proved not only helpful to both the jobbers and manu- 
facturers, but this addition supplied funds for con- 
ducting the work in a more liberal manner than 
formerly. 


3 LOSELY following the Shoe and Leather Fair 


New Problems to be Tackled 


“There is much for our Association to accomplish 
in the future in addition to the regular work which 
we must constantly keep up, and the following prob- 
lems come up to my mind to which we might well 
give attention. ; 

Teaching of repairing in vocational schools. 

New constructive laws for business. 

Educating the young men in our stores. 

Average cost of doing business in different sections 
of the country. 

More thoroughgoing co-operation. 

Greater loyalty to one another. 

Enlargement of Credit Bureau. 

Trade Promotion Bureau Work. 

Cultivation of a friendly feeling between com- 
petitors.” 

Large Number in Attendance 

For months the Boston Leather and Shoe Finders 

labored in the preparation and plans for this conven- 


Shoe Repairing 
Insures Health, 
Economy, Comfort 


tion. Despite the terrific heat of the convention days 
the speakers were met with large audiences. The 
opening day, Monday, July 17, was given over to 
official welcomes and responses, reports and committee 
work. The evening of that day was made a reception 
for the ladies, plus the feature of a travel talk on New 
England, with music and dancing as a wind-up. 

The business feature started on Tuesday, and there 
was great enthusiasm following the address of Charles 
W. Wallour, Director Industries Department, Babson’s 
Statistical Institute on “The Business Outlook.” 
Aided by graphs and colored charts, the speaker as- 
serted that his forecast on prosperity within the next 
few months was based on scientific study of business 
past and present and not on utterances from Wash- 
ington on the eve of elections to the Senate and the 
House of Representatives. 


Sees End of Strikes 


Contrasting favorable with unfavorable factors in 
the business world today, Mr. Wallour declared that 
the railroad and coal strikes, in his opinion, would 
not be allowed to continue much longer, but that the 
Government would step in and force the issue, prob- 
ably before September at the latest. 

“We are now in a Summer slump,” he said “but 
may expect by August renewed activities in many 
markets. Small retail merchants will have fewer 
failures in the next six months; competition will be a 
strong factor, with low cost concerns getting the most 
business; and the continuance of readjustment of 
costs and prices will continue.” 

In reaching these conclusions Mr. Wallour pointed 
out that money rates are easier—favoring the business 
man; that there is a boom in building and the railroads 
will soon be able to purchase new equipment although 
indications are that there will be the customary car 
shortage this Fall. Farmers, he said, will have money 
within a few months, stores with depleted stocks will 
have to replenish, and the Fall elections can be counted 
on to lead the Administration to do all in its power to 
re-establish normal business conditions. 


The Cycles of Business 


Mr. Wallour illustrated his point on a chart designed 
like the dial of a timepiece in which twelve o’clock 
was represented as high money rates, high real estate 
prices and general prosperity. One o’clock in this 
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illustration of the manner on which business moves in 
cycles, was the high rates and large production cost 
“hour”; two o'clock, the “hour” of inefficiency and 
low bond prices; three, the period of dishonesty and 
low stock prices; with the investment schemes base- 
ball scandals and low commodity prices; lack of con- 
fidence, violation of contracts and general unemploy- 
ment; the consolidation of homes and decline of real 
estate prices. 

The upswing begins at seven o’clock with renewed 
interest in thrift; then, greater efficiency and higher 
bond prices; increased religious interest and high stock 
prices, hard times having had a salutary effect; general 
buying resumed and increased commodity prices, and 
by eleven o'clock activity once more in all lines. 

Then followed questions and discussions, and be it 
said to the credit of the find- 
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Rubber Heel Club Man Gives -Talk 

Dr. S. W. Stratton, director of the bureau of stand- 
ards of the Department of Commerce, opened the 
afternoon meeting with a paper on “The work of the 
Bureau of Standards as Related to the Industries” 
and Edward P. Tuttle, first vice-president of the 
National Association of Credit Men in Boston, spoke 
on “Credit Interchange Bureaus.” 

Grosvenor Calkins, representing the Rubber Heel 
Club of America, spoke on “The Law and Gospel of 
Trade Associations. He said in part: 

“Until the present it has been highly profitable to 
borrow, to buy and to sell to the limit. Of course 
there have been some losses but the percentage of loss 
to the total volume of business has been insignificant. 
Why? Because it has been easy to make profits while 

the pendulum of commodity 








ers organization that greater 
attention is given to its dis- 
cussions than any of the 
other national organizations 
in the trade. 





repairers. 
Talk Given on Turnover 
On the subject of “Stock 
Turnover,” Richard Len- 
nihan, Assistant Director 
of the Bureau of Business 
Research at Harvard Uni- 
versity spoke on turnover. 
“The retail merchant 
does not have to do busi- 
ness on the main street 
of his town to be suc- 
cessful,” he said. Success, 
he pointed out, lies not 
in retail distribution or 
the location of a_ store, 
but depends upon the busi- 
ness ability of the indi- 


foreign birth. 


this Country. 


fully cope with it. 











The Big Problem Facing 
The Finders 


Scattered over 48 States are over 70,000 shoe 
At least 80 per cent of these people are of 
Many of them cannot read the language of 


Nearly all of them are ignorant of the funda- 
mentals of business as it is ordinarliy con- 
ducted in the United States. 

These are elements of the problem which 
must be solved by the finders’ association. 

It is no one-man job. 
magnitude that it will require the combined 
energy of every manufacturer, every jobber 
and every salesman in the industry to success- 
It will demand such a 
co-ordination of effort as has not, as yet, 
been displayed. There are 200 manufacturers, 
600 jobbers and 1000 salesmen who can, and 
should put their shoulders to the wheel and 
push this movement on to complete success. 


prices has been swinging 
up. Everybody has made 
money. The efficient mani- 
facturers and _ distributors 
have made a great deal of 
money. The less efficient 
have made some money, 
and even the non-efficient 
have made enough at least 
to pay their bills. 

“Now all this is changed. 
The pendulum has reached 
its utmost limit and it 
has commenced its long 
back swing. Future profits 
will not only be measured 
by the size of your busi- 
ness, but to an increasing 
extent by the amount of 
your losses. 

“}t is for this reason that 
business of all kinds today 
is in a critical condition. 


It is a work of such 








vidual. Many jewelers are 

over-interested in repairing watches, thus losing 
much valuable trade, and some druggists tend to 
specialize in the chemistry of drugs to the loss of the 
front part of their stores. Stock turnovers are figured, 
he said, by taking the net inventory at the beginning 
and the end of the year, getting the average inventory 
and then dividing that into the cost of the goods 
sold. 

A motion was passed to have the National Associa- 
tion take up the question of asking Harvard to assist 
the leather finders in their individual problems. 

“While waiting the arrival of Dr. Wm. H. Durgin, 
chief of the division of simplified practices of the 
Department of Commerce, the delegates discussed the 
problem of credits. Luncheon was served on the West- 
minster roof, while wives and families of the delegates 
took luncheon at the Relay House, Bass Point, on an 
automobile tour of the North Shore. 


Our successful executives 
have been taught and trained to unlimited optimism. 
They have taken lots of chances in the past and their 
courage has been rewarded. But beware of the future. 
These policies, if continued now, will mean heavy 
losses to every business and bankruptcy to many. 
Caution must now prevail over courage, economy 
over expansion, saving over speculation or we will all 
perish. 

Business Now a Science 

“If 1 have succeeded in driving home to you the 
competitive conditions which exist and which will 
probably continue during your business and mine. 
two things must be apparent. First: that successful 
business has become not a game or a speculation, but 
a science, which must be studied and practiced with 
full knowledge of every available bit of reliable infor- 
mation. Second: that the greatest menace to business 
is the ignorant competitor who without the faintest 
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chance of success unwittingly ruins himself and many 
of his competitors in the course of his business education. 


“This sort of competition is utterly uneconomic. 
]t means losses to everybody and gains to none. It 
is the kind of devastating competition which you are 
facing today and which you must reckon with in the 
years to come. What can be done to protect business 
against this blight? 

“Gentlemen! your only real protection is education, 
and your only school is your business or trade organi- 
zation. 

“There are no text books. It will be a laboratory 
course. Everybody will be conducting his own experi- 
ments and exchanging with his associates accurate 
information as to methods and results. It must not 
only be a free school but attendance should be com- 
pulsory through the force of trade influence. Just as 
our own Government is founded upon the principle of 
universal education, so must the business of the future 
rest upon the principle that ignorant and unintelligent 
competition must be stopped.” 


Dinner and Dance in the Evening 


In the evening the delegates were the guests of the 
Tom Tom Club at a dinner and entertainment followed 
by dancing. 

How to Co-operate 

One of the most interesting addresses of the conven- 
tion was that of George A. Knapp, who talked on “Co- 
operation and Co-ordination.” “I have chosen,” he 
said, “to apply this subject to the particular work in 
in which we are now engaged; that of improving the 
service which this industry, as a whole, offers to the 
people of the United States. It is true that we may co- 
operate in the matter of exchanging credit information; 
we may co-operate in the matter of buying a certain 
few articles used in the industry, but these are matters 
which only effect a few of one unit of the industry, at a 
time, and co-operation in them will not bring corre- 
sponding benefits to all units of the industry. But, if we 
can co-operate in the matter of improving the service 
which this industry can give to all the people of the 
United States, and in this co-operation, co-ordinate the 
efforts of the three units of our industry, then we may 
feel that we are doing a work in which all units of the 
industry will be benefited, and that the people of these 
United States may also participate in. 


Must Take Work Seriously 


“It is not my purpose to find fault with any unit or 
individual in the industry, but 1 cannot refrain from 
talking plainly to this gathering, and, in my feeble way, 
attempt to show them that, at least a percentage, and a 
large percentage, at that, are not taking this work seri- 
ously, and that in doing this, they are overlooking a 
thing that is vital to the industry and upon the success 
of which, depends the future of the industry. For every 
man connected with, and every dollar invested in the 
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industry, will be affected by the rise or fall in the volume 
of shoe repair service which we give to the people. 

“The big work of building up the third unit of the 
industry was begun about seven years ago. Much valu- 
able time and many precious dollars have been spent 
during that period in furthering this work. Seven years 
ago our association realized the necessity of developing 
the third unit of the industry. We were convinced that 
the shoe repairing unit was not up to the standard al- 
ready attained by the producing and distributing units. 
We realized that the repair shop was not an inviting 
place for the public to enter and transact business. We 
realized fully that the repairer, as a servant of the pub- 
lic, was away behind the times when compared with 
other business men who were serving the same people. 
We realized that his knowledge of business, as it is con- 
ducted in this country, was woefully lax. And, knowing 
all these things, we conceived the idea of starting an 
educational campaign for his benefit. We have written 
much for his edification. We have visited and talked 
with him personally. We have tried to impress him with 
the fact that he is important to our industry. We have 
tried to build up in his mind a spirit of co-operation 
with the other units of the industry. 


Some Progress Made 


“Despite all of this, it must be admitted that there is 
still a dark background to the picture presented by this 
unit of the industry. But the work already done has 
developed a light in the foreground of this picture; dim, 
perhaps at the present time, but which can be made to 
spread out and dispel this darkness, if our present ad- 
vancement can be accelerated. 

“In taking up this work, this industry imposed upon 
itself the most stupendous task it has ever thought of 
executing. The task is big because of the almost insur- 
mountable difficulties to be overcome in educating a 
unit, the members of which are almost all foreigners, 
devoid of even an elementary education in their own 
languages. and it has only been through the constant 
and persistent efforts of a small percentage of our mem- 
bers that we have accomplished what progress is so far 
apparent from our efforts of seven years. 


All Shoulders to the Wheel 


“To show disappointment at the results so far ob- 
tained, would be to admit a weakness that does not 
exist in the personnel of those manufacturers and job- 
bers who have, so far, taken an interest in this fight for 
a better repair service to the people. The men engaged 
in this work believe in it. Their belief is practically 
demonstrated by the amount of thought, energy, money 
and self-sacrifice which they have put into it. And, when 
we can count on an equal amount of support from all 
others connected with this industry our burden will be 
made easy to carry and our success will be hastened. 

“lf the rank and file in this industry have not become 
enthused in this work up to now it certainly is not the 
fault of those who have been guiding the course of this 
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THE KEYNOTE OF 


Shoe-Repairing is a public service that can do more 
real good to the public at large than anything I know of, 
and there isn’t any reason in the world why it should 
not be placed in a position where it would make a decent 
living for those who are honestly engaged in it and that 
condition can be brought about if we can bring the 
rank and file of the leather and finding dealers to a 
realization of what it costs to do business, and how busi- 
ness should be done. I am as absolutely opposed to the 
profiteer as any man on earth, but I am just as much 
opposed to the individual who goes further the other 
way. I refer to the man who will sell one item at cost 
and then try to make it up on another. The result of 
this is ruinous, and unless it is checked in some way 
(and I hope that it may be through government direc- 
tion and support) it may mean absolute ruination for 
the leather and finding business. 





Let us, therefore, continue to try and educate those 
who are still in the dark with reference to an American 
standard of doing business. 








And by an AMERICAN STANDARD I mean: 





. Good, hard, honest, conscientious work. 

. A decent, fair return to you for this kind of work. 

. A decent fair wage to those in our employ so that 
they can properly develop American ideas. 

. A system of bookkeeping, so that proper income 
tax returns can be made to the government. 
THIS SHOULD BE INSISTED UPON. 

. To conduct our business in strict conformity to 
the laws of the United States and at the same 
time leave us enough to bring up our children 
so they may become high-class, red-blooded, 
American citizens, willing and anxious to carry 
on an American standard and develop American 
ideals. 

I submit that any one engaged in this industry is 
fairly entitled to these considerations if he conducts his 
business on this kind of an “American Standard.” 


ALBERT J. EHLERS, 
Newly Elected President of the National Shoe and 
Leather Finders’ Association 








association up to this time. I believe if our disinterested 
brothers had any conception of the great sacrifices 
which the officers and deeply interested members have 
already made in trying to promulgate this work in the 
industry, they would willingly lend their support to it. 
You know that the man who sits on the front porch 
holding the hose is not as useful as his wife who is out 
shoving the lawn mower. If there are any further ex- 
planations needed to interest these men in this move- 
ment, let them ask for it and further effort will be made 
to enlighten them. If this work as it is now being carried 
on, does not suit them and they have a better scheme to 
propose, let us have it. Those in charge of this work do 
not claim to know it all. 

“No one can deny the necessity of the effort. No one 
can object to improving the service which this industry 
seeks to give to the public. No one is so dense as to argue 
that improvement in the repairers’ unit will not benefit 
the whole industry as well as the public. So what ob- 
jection can there possibly be to continuing the work that 
has been started? You have your money, your time, all 
of your future prospects tied up in the leather and find- 
ings business. The only thing it produces is a shoe re- 
pairing service to the people of the United States. What, 
then, is more sound in principle, or more necessary to 
our success, than that we give to the people the very 
best possible shoe repair service? It should not be neces- 
sary for anyone to urge the manufacturers and jobbers 
in this industry to get behind this movement, to a man.” 


Tazation and Prosperity 


The Wednesday session was in the nature of a steam- 
boat trip, luncheon, shore dinner, bathing, and sports. 
Just to prove that each day was of business value the 
association met in the main cabin of the ship with an 
attendance of about 400 out of the 1,000 people on 
board. Those who attended heard an address on 


“Taxation and Business Prosperity,” by L. M. Seid- 
man, chairman of the committee of tax consultants, 
Committee of American Business Men. 

The Thursday session was an active business one. 
Few organizations can show an equivalent activity on 
business matters. The first resolutions were an amend- 
ment of the Constitution, and it was emphatically re- 
solved not to permit holding market fairs in conjunc- 
tion with conventions. 

One of the leading resolutions was for the official 
adoption of a business slogan, “Shoe repairing insures 
both health, economy and comfort.”” The plan of 
education is to be outlined by the association to bring 
about clean and progressive methods in shoe repairing. 
This was made in the form of another resolution refer- 
ing to the Trade Promotion Department, the presenta- 
tion to the public of the advantages and importance 
of good shoe repairing. 


Resolutions Adopted 


Then followed resolution of thanks to the Mayor of 
Boston, Chairman F. W. Whitcher, and his Boston 
committee, the Tom Tom Club and, to keep the politi- 
cal balance, thanks to the Governor of the State who 
was the speaker at the final banquet and ball. Em- 
phatic resolutions were read on less government in 
business, also government aid for the American Mer- 
chant Marine. It was voted to encourage stable prices 
on standard products. 

During the past year the association has lost the 
following well known finders: Thomas Wilson Fuqua 
of Chicago, Miss Bessie Piggott of Denver, C. F. 
Albrecht of Minneapolis, M. Steffans of Buffalo. 
Resolutions of sympathy were passed and to “Daddy” 
Fuqua the City of Boston is to pay honor by having a 
tree planted in his name on Boston Common. 

(Continued on page 102) 
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Our Advertisements Are Our Promises to the People 
‘““‘We Never Break Our Promises” 


his stock and sees a bunch of shoes here, and 

another bunch there and some more over in an- 
other section, that he wishes he didn’t have; when he 
looks over his bills payable and wishes he didn’t have 
them either, he is sorely tempted to exaggerate and 
stretch the truth in his advertising and in his state- 
ments to customers. 

The shoes looked good to him when he bought them. 
The salesman told him they were big sellers. He put a 
fairly stiff mark upon them. For a week or two they 
sold fairly well, then they slumped; they were marked 
down, a few more were sold. The middle sizes sold out, 
but the end sizes are still on the shelves. Maybe he 
bought them a year ago or two years ago. Now it is 
time for a clean up. The merchant needs the money. 
He must get rid of those shoes. 

He realizes he will have to cut the price; in fact, he is 
willing to cut to the bone, but in his advertising, shall 
he tell the plain, simple truth,—use an illustration and 
make a word picture that will give a prospective custo- 
mer a definite idea of what the shoe actually is, tell the 
story of the broken sizes and make this the reason for 
the reduced price, or shall he exaggerate in his descrip- 
tions of value, quality and former price? Shall the ad- 
vertisement be written to sell the shoe “‘as is’ or shall 
it be worded just to lure the customer into the store? 

When Edward Jordan, president of the Jordan Motor 
Car Company, graduated from college, a man for whom 
he had the greatest respect said to him: “There comes 
a time in the life of every man when he must choose his 
course. That time has come to you. If you choose to be 
foxy,.crafty and crooked, you will have to meet a world 
of competition because that is the course most men take. 


\ T this time of year when a merchant looks over 


But if you decide to be just plain honest and are ambi- © 


tious and alert, the road to success is open and un- 
crowded, for few men choose this course.” 

Among the outstanding, successful shoe stores of this 
country is that of Volk Bros. of Dallas, Texas, built 
from a small beginning to one of the largest institutions 
of the country. Until a few months before his death, 


George Volk planned and wrote the advertising for his 
firm. He was a student of men, a student of conditions 
and student of the shoe industry. 

Mr. Volk has always maintained that the success of 
his firm was attributable largely to one thing—they 
had always endeavored to be square with the people 
and tell them the truth. One of his favorite expressions, 
and one which frequently appeared in their advertise- 
ments was: 

“Our advertisements are our promises to the people. 
We never break our promises.” 

If a man keeps constantly in mind the fact that in his 
advertising he is contracting with the reader to do cer- 
tain things and that unless he actually fulfills that con- 
tract he cannot expect to gain and hold the confidence 
of the reader, then he is not apt to go far wrong in his 
printed statements. 

Right in line with this is the resolution recently 
passed by the Illinois Shoe Retailers’ Association, rec- 
ommending “the elimination of comparative price 
advertising,” not that advertising quoting former price 
and present price cannot be honest and truthful, but 
because it has been abused. Untruthful and misleading 
statements have so frequently appeared in such ad- 
vertising that the public has ceased to respond. Too 
many stores have broken their promises and repudiated 
their contracts with the péople. 





Watch the End Sizes 


The new plan of buying on a 60 or 90-day schedule, 
instead of a twice-a-year schedule has been responsible 
for the accumulation of more than a usual number of 
end sizes in many stores. . 

If, for instance, a merchant was accustomed to buy 
a hundred pairs of a lot, and decided to buy only 48 or 
50 pairs, he finds it difficult to spread the smaller num- 
ber of pairs over his range of sizes and widths without 
being too thin in the middle. 

To obviate this difficulty one progressive merchant 
keeps his stock records by ‘ families.’ A “‘family’’ con- 
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sists of a certain type of shoe within a given price range. 
For instance, a black oxford to retail at $5 and $6, 
would be one family. A satin strap to sell at similar 
price, another family. 

In buying, no matter whether or not the pattern is 
just the same, take sizes on what you have. If you al- 
ready have plenty of small sizes or narrow widths, lay 
off, in writing sizes for the new one. 


Raising the Standards of Repairing 
(Coneluded from page 100) 


A, J. Ehlers Named President 


The final official business of the convention was the 
election of officers, and selection of a convention city. 
The following officers were elected. President, A. J. 
Ehlers, Chicago; Ist Vice President, J. H. Wilensky, 
Atlanta; 2nd Vice President, L. G. Adams, Spokane; 
3rd Vice President, Louis Lichtenberger, Los Angeles; 
4th Vice President, Q. G. Frey, Wilkes-Barre; 5th Vice 
President, M. K. Goldman, Toledo. Executive Com- 
mitte—Fred Schoellkopf, Dallas; David T. Fidelson, 
Birmingham; Norman P. Shaffer, Chicago; William 
Patterson, Albany. 

Councillor C of C—U. 8. A., Edw. J. Boslen, Louis- 
ville, Ky.; Representative C of C—U. S. A., Samuel 
Goldstein, New York. 

Many cities competed for the honor of being the 
next convention center, and of the list Detroit won out. 





Anti-Trading-Stamp Law Knocked Out 


Louisville, Ky., July 15—On July 11, a local court 
held that the anti-trading-stamp act of the 1922 legis- 
lature was unconstitutional, giving considerable evi- 
dence along this argument in the decision. For years 
trading stamps have been the subject of steady argu- 
ments. A few years ago Indiana enacted a law that was 
held unconstitutional. A number of other state laws 
have received the same fate. Kentucky had has an anti- 
trading-stamp bill in every legislature for years. Mer- 
chants have been divided in the matter. Most of the 
specialty houses have opposed stamps. Department 
stores in most cases have favored them. Some lines of 
retailers have not given stamps for years, but have to 
meet the department store competition as a result. 

Judge Allen held the law unconstitutional and grant- 
ed injunctions asked by J. Bacon & Sons (department 
store), Stewart Dry Goods Company (department 
store), and others. The Commonwealth’s attorney and 
county attorney are enjoined from interfering with the 
stores on alleged violation of the law. 

The temporary injunctions will remain in effect until 
the court of appeals has reviewed the case and the rul- 
ing, and if that court sustains the decision the law will 
be nullified, and if the case is reversed and the law held 
by the appellate court as constitutional the temporary 
injunction will be dissolved. 






































My apple tree is bending down— 
But tempered are my joys! 

For every Early Astrakhan 

I pick a dozen boys. 


Variable are footwear fashions, but the 
best styles of cooking New England lob- 
sters and clams are as changeless as 
Plymouth Rock. 


In honor of Senator Volstead, the coal 
strike, the railroad strike, and some others, 
let’s make the blueberry our national 


fruit. 


Just as the public is getting used to the 
flapper—she shows alarming symptoms 
of getting normal again. 


Only Americans, trained to keep tabs 
on two major leagues, can follow the daily 
news from the Auld Sod. 


“Two Earthquake Shocks Detected at 
Washington.” Merely terrestrial, however, 
not, political. 


What’s become of the old-fashioned 
man who let his suspenders hang during 
the heat of the day? 


Don’t worry—that dull moaning you 
hear is the Summer widowers sitting in 
crepe (shirt sleeves) and ashes, amid a 
litter of busted straights. 


June went out like Niagara Falls, and 
July entered like the Whirlpool and the 


Rapids. om 
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What Kind of a Salesman Are You? 


By] E. C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


OOK here. There are seven pairs of shoes 

here now besides all the others I showed you. 

They are all good styles; they all fit you and 

they are all good shoes and worth the money. Our 

shoes are good enough and stylish enough for most 

people in this town but of course you are an exception. 

I have spent a lot of time with you and given you a 

lot of attention, but 1 guess it is useless for us to try 
any further to please you. 

“T can fit feet all right but 1 can’t fit your head— 

they are not made in proportion. My advice to you 
is to go some place else.” 


It Happens Every Day: 


Did you ever hear of a case like that? Of course 
you did. It happens every day in some store—several 
times a day in some stores. The salesman probably 


did not tell the customer where to go but he felt like 


it. He knew where he wanted to tell her to go. 

Its like a druggist in a small Ohio town, when the 
woman came in and said, “Mr. A. I want some sulphur; 
how much is it?” 

“Ten cents a pound.” 

“Ten cents a pound! Why I can send to Sears & 
Roebuck and get all I want for three cents a pound.” 
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“Yes, and you can go straight to hell and get all 
you want for nothing.” 


And Then She Left the Store 


The druggist walked back to his easy chair and the 
customer went—elsewhere. 

Really it does seem some times that the Creator 
has made a mistake in proportions; that often a cus- 
tomer’s feet and brain are out of proportion; that a 
woman’s needs and her wants are widely separated; 
that her purse and ideas are widely at variance and 
altogether she lays the blame upon the shoulders of 
the shoe salesman. It is his fault if she can’t find just 
exactly what she wants at the price she wishes to pay. 
The salesman’s life is not easy at all times. He is 
faced by many trying circumstances. It is no wonder 
the druggist told the woman where to go for the 
sulphur. 

Stick to Right Principles and Practices 


Possibly there may be times when it is good policy 
to tell a customer to go elsewhere. Maybe she needs 
a corrective shoe of a certain type. You are specializ- 
ing in styleful shoes and know a merchant who can 
better serve her; it is a kindness to direct her to the 
neighbor’s store; she will appreciate the favor and 
come back to you when she wants shoes of your class. 
There may be other circumstances similar to this but 
it is never right to insult a customer; to send her 
away from the store resolving that she will never 
come back again. That is bad business. She has a 
wagging tongue and she has friends who believe in her. 

lf a customer is to be told to go elsewhere it should 
in every instance be the task of the proprietor, manager 
or some one whose patience has not been exhausted 
and whose anger has not been aroused. Then prob- 
ably it won’t happen. 

A wise poet once sang, “It is 1, not they, who am 
at fault when others seem so wrong.” 

There is no right way of doing a wrong thing. 
There are many wrong ways of doing the right thing. 


Put the Shoe on the Other Foot 


When these severe, trying conditions are confronted, 
it is a pretty good plan for the salesman to get away 
from the customer for a minute or two and mentally 
place himself on the other side of the fitting stool. 

Let him ask himself these questions: “If a salesman 
in some other store served me or my wife or my sister 
or my mother as I am serving this customer, would I 
go back to that store and ask for that same salesman 
again? 

“Would I have confidence in his honesty and in- 
tegrity? Would I believe he was telling me the truth? 
Would he do what he believed to be morally right? 
Would I have confidence in his ability to assist me in 
choosing what I should buy? Can I rely on his judg- 
ment in fitting me properly?”’ 

If a salesman measures up to his own requirements 
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of efficiency, knowledge and integrity that he would 
expect in others of the craft, the chances are that he 
is not telling customers to go elsewhere. 

A young man started out in Chicago to buy a pair 
of shoes for himself. He wanted a94 AA. He visited 
four stores before he was able to buy a pair of shoes. 
In each instance he picked the shoe from the window 
display and asked for his size in that particular shoe. 

In the first store when the number was asked for, 
size 914 AA, the clerk merely said, ““Nope, we haven't 
got it, I’m sorry.” 

In the next store the young man said, “Can you fit 
me in No. 1583 like you have in the window?” The 
salesman measured his foot and as he did so the cus- 
tomer said, “What size do you think I should have?” 
He said, “Well you are wearing 9144 AA, but they are 
wearing them short and broad now. Look at these I 
have on. See how short they are fit? That’s the style 
now and you don’t want them long, stick-out toes. 
Regular guys ain’t wearing ’em.” He tried to sell a 
9B. The young man asked for a 84%AA, to which the 
clerk replied, ““We don’t carry AA any more, nobody 
wears ‘em. I told you that they are all wearing ‘em 
fitted short.”” ‘“‘But,” said the customer, “‘my toes 
bump against the end of this pair, they slip up and 
down at the heel, they are really uncomfortable and 
I don’t think 1 could possibly wear them, but if you 
insist they are right I will wear them a few days and 
if they are not right 1 will bring them back if that is 
satisfactory to you.” “Not on your life, you don't 
bring nothing back here. When we sell a shoe once 
it is sold.”” Naturally the customer could not buy a 
shoe in that store. 

In the third store the salesman was very polite, 
did his best to satisfy the customer and finally said 
to him, “I suppose a 9144AA is as near as you can be 
fitted in stock; however, a 1OAAA would really be 
better. We haven’t the shoe in a last which would 
please you in a size which would fit you. You go to 
Blank’s store. 1 believe they can fit you. If not, 
come back here and we will be glad to measure your 
feet and have a pair of shoes made to fit you.” 

In the fourth store the young man was fitted with a 
914AA. In this store he was advised to come in and 
have his foot measured and a shoe made when he 
wanted another pair. 

That young man has two stores on his list that he 
can safely go to for shoes and he has also on his list 
two that he would not go in himself nor would he 
send anybody else. 

Know the game and play it on the square. 


Do Not Dump the Whole Stock in the Customer's 
Lap at One Time 


One day I was in a store in a Wisconsin town where 
a farmer came in and asked to see some shoes for 
himself. The store manager waited on him. Instead 
of saying, “Please sit down and let me see your foot 
so 1 can select a shoe that will fit you,”’ the first ques- 
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tion was, “What size do you wear?” followed by 
“About what price do you want to pay)” He then 
showed eight shoes in quick succession; these shoes 
ranged all the way from vici kid to heavy work shoes; 
fom narrow English to freak toes. The customer 
ejected four of them and the manager in his sales 
tak kept hopping from one to the other of the remain- 
ing four. Not once did he get his sales talk or the 
customer’s attention concentrated on one shoe. He 
just wandered around all over the lot. 


There were the eight shoes in front of the customer 
all the time. Four of them he had said he didn’t 
want but they were not taken away; still on the ledge 
to detract his attention from the others in which he 
might have been interested. 


Incidentally 1 was there to find out what was wrong 
with that store. It was clean and orderly, the books 
were in good shape, the mark-up plenty, the manager 
and his assistants were good clean cut looking chaps; 
they prided themselves upon being good shoe fitters, 
but the store was not making money. 


- Here was one of the reasons—of course, there were 
several others—but the plan of first asking the size 
and then showing practically all the available stock 
before a shoe was tried on, seemed to be the general 
method of procedure. Unless one of the shoes happened 
to exactly please the customer there was little chance 
for a sale. 


If the customer asked for something else the sales- 
man was done. He had shot his wad and the customer 
walked out. 

One at a Time 


In most progressive stores there is a strict rule 
providing that not more than three shoes shall be in 
front of a customer at any one time. There are neces- 
sarily times when exception must be made to such a 
rule, but in the main it is a good rule to follow. 

The first duty of the salesman after extending a 
pleasant greeting to a customer is to find out as nearly 
as possible what kind or type of a shoe she is interested 
in. The next step is to make her comfortable, have 
her seated, get her old shoe off and ascertain size and 
width needed. Then select a shoe which in your 
opinion will please her. 

If it does not please or if it does not fit, take it 
back then and there and put it in the carton where 
it belongs. You may want it again before you com- 
plete that sale or some other salesman may want it 
but anyway it will take less time to put it where it 
belongs right at that moment than at any subsequent 
time. Hundreds of sales are missed because shoes are 
piled up on the ledge or hidden under fitting chairs. 
You may know where they are but the other clerks 
don’t. 

How often have you had a woman pick up two or 
three shoes and say, “If this shoe just had that heel 
and straps like that one over there it wuld just suit 
me?” Too many shoes in front of her at one time; 


“rule will apply in all stores. 
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her mind is all in a muddle and even if a sale is made 
under such conditions, nine times out of ten the shoes 
will be returned and another sale will have to be made; 
usually the exchange is much harder to make than 
the original sale. 


How Many Customers do You Wait On at the 
Same Time? 


When a customer sits down, allows her shoe to be 
taken off and a new one slipped on it does not give 
the salesman license to go away and leave her in- 
definitely. She is giving her whole time to a business 
transaction and can reasonably expect this salesman, 
the other party to the transaction, to do likewise. 

There are circumstances where this does not apply. 
There are stores where it may seldom apply, stores 
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Don’t devote all your time to waiting on some cute little 
flapper when other customers are obviously becoming 
impatient 





that depend upon price rather than service to sell 
their merchandise, and where customers do not expect 
much except merchandise for their money, but where 
a store aims to fit shoes correctly and gives out that 
impression in its advertising a customer should have 
all the attention to which she thinks she is entitled. 


If she is reasonable and sees you are busy she will 
probably not object to your dividing your time, but 
can you make more sales as they should be made— 
can you get more shoes sold right—by dividing your 
attention and your time? This is a problem which 
each store must work out for itself. No hard and fast 
However, the salesman 
who allows a more elderly lady to sit half an hour 
while he kids with a “chicken” may some day be 
wondering why he lost his job—or went bankrupt. 
Men generally are not so fussy as women and do not 
demand all the little attentions that women expect, so 
it is not unusual even in the highest grade stores for a 
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salesman to wait on two or more customers at the 
same time. 
Do Customers Come Back Again? 

Here is the big question: 

Do your customers come back to you time after 
time for their footwear? If they do, it is pretty good 
evidence that they are satisfied with the merchandise 
and treatment they are receiving. If they do not 
then it is time to find out the reason why. This 
applies whether you are the proprietor, the manager 
or the salesman. Only satisfied customers make a 
business grow and become permanently strong. Are 
you increasing your clientele of satisfied customers? 
Have you the records to prove it? 

In many progressive stores, both large and small, 
it is obligatory on the part of the salesman to obtain 
the name and address of each customer to whom he 
makes a sale. This information together with stock 
number, size, width and price of the shoe sold are 
entered on a card and the card filed for future reference. 

When several cards have been filed for the same 
customer and the same salesman has waited on her 
each time, it is prima facie evidence that the customer 
is pleased with the service of the store and of that 
individual salesman. 

Making Friends vs. Making a Book 

The salesman who has established a clientele of his 
own, who is constantly adding to his list of “call” 
customers, becomes exceedingly valuable to the store. 

In this “call trade” he has an asset, although in- 
tangible, that is just as valuable as real estate or any 
other tangible property. A salesman’s real value to a 
store cannot always be measured by the “size of the 
book”’ he makes. Nor can his value to himself be so 
measured. I recall a salesman who for a time was 
envied by other men in the store because he made 
more money on P.M.’s than any other man in the 
house. At that time all the salesmen were on a flat 
salary. This man ran up big books and the proprietor 
thought he was a real salesman. 

Later all the salesmen were put on a commission 
basis with a weekly drawing account. By the new 
plan his “returns” were charged against him and 
deducted from his sales. His books began to shrink. 
It developed that he had been hanging P.M.’s on to 
every customer where it was possible to do so, whether 
the shoe fit or didn’t fit and whether or not they would 
best satisfy the customer’s need. 

He was thinking only of his own interests. He for- 
got the interest of the store and of the customer. He 
had no “call trade” and soon went the way of the 
ultra selfish and inefficient. 


Sell P.M.’s of Course 
The proprietor and every salesman should keep the 
P.M. Section constantly in mind. No opportunity 
should be overlooked to sell a P.M. or any merchan- 
dise that is becoming stale but a P.M. should be fitted 
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just as carefully as the newest and most stylish shoe 
in the house, fitted to the customer and fitted for the 
purpose. 

If shoes are properly merchandised every shoe in 
the P.M. Section is good style for somebody. There 
are hundreds of people who are willing to sacrifice. 
something in style in order to reap the benefit of a sub- 
stantial price saving. 


Who is the Real Salesman. 


Every time a customer is waited upon the reputa- 
tion of the store is at stake and the character of the 
salesman is being tested. 

A real salesman will not sacrifice his honor or put 
a blot on his character for the sake of earning a “‘spiff,” 
but he will sell a P.M. every time an opportunity 
offers itself if by so doing he can render a service to 
the store, to the customer and to himself. 

The real salesman is not always the man who “runs 
up the largest book.” 

The real salesman is the man who sells what the 
store is most anxious to have sold; who sells it in the 
way the store wants it sold; to the customer whose 
requirements it will satisfy. 

He is the man who stands highest in the estimation 
of his employer; who is chosen for buyer or department 
manager, who is taken into partnership or backed by 
some manufacturer or group of manufacturers in a new 
store. 

He not only has ability but is blessed with the 
greatest of all abilities—RE-LI-ABILITY. 


Photo Studio Feature of Boston Show 


Speaking of the National Shoe and Leather Exposi- 
tion and Style Show, there never was a show when so 
many interesting and worth-while things were going on 
in the cellar, but perhaps it is the trend of the times— 
when so much public and domestic spirit is concen- 
trated in the kitchen and the cellar. 

There was one show in the basement that the public 
did not see, yet one which was fascinating,—the photo- 
graphing of the models. In a large studio built and 
equipped for this work by the Bool and Shoe Recorder 
representatives of the internationally famous firm of 
Underwood & Underwood took spills of all the charm- 
ing models that appeared on the runway, also many of 
the children and men models. This work was under the 
direction of the Boot and Shoe Recorder, and the publica- 
tion received many congratulations on its enterprise, in 
thus placing these famous photographs at the disposal 
of the manufacturers exhibiting in the show. 

During the four days of the show this Recorder studio 
took well over 100 photographs of the models, using 
various artistic properties to enhance the beauty of the 
pictures. The work of posing was under the personal 
supervision of Miss Glynn of the Underwood & Under- 
wood firm who are considered the leading fashion 
photographers and experts in posing in New York City. 
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Illinois Merchants Outline Style 
Program 


Manufacturers Urged to Eliminate Prices from the Outside of 
Direct-by-Mail Advertising 


TYLES are always an interesting and usually an 
S important topic of discussion in modern shoe 
trade conventions. 

President Murray of the Lllinois Association has had 
his style committee working as individuals for several 
months and at the convention held last week in Peoria 
they got together, compared notes, visited sample 
rooms and then worked out a program of buying for the 
next 90 days which they feel is a safe guide for the aver- 
age merchant to follow. 

In presenting the report of the committee, Chairman 
L. S. Abbott explained that the committee did not ex- 
pect merchants to swallow this report whole, but to use 
it as a guide. He recognized that local conditions must 
have an influence on a man’s buying, that the class of 
merchandise which he was handling would naturally 
influence his styles to some extent and so on the whole, 
the report was to be accepted as the joint opinion of the 
committee covering the situation for an average store 
working under average conditions. 


Low Shoes 85 to 90 Per Cent 


In arriving at the percentages, each one of the eight 
members of the committee wrote his opinion in per- 
centage terms. These were added together, divided by 
eight and in this way the average shown on the report 
was arrived at. 

The whole stock, boots, 10 per cent to 15 per cent: 
low shoes, 85 per cent to 90 per cent. This percentage 
on boots to include comfort shoes, corrective shoes 
and all other boots in the house, excepting those 
especially designed for growing girls. The report is not 
supposed to cover misses’ and cbildren’s and growing 
girls’ shoes. Low cut shoes were divided into two 
general classes—welts and turns. 

Black Kid 
Welt—low. cuts, Straps, 20% {Patent 

Brown Kid and Calf 
Black Kid and Calf 
Oxfords, 80% {Patent 

Brown Kid and Calf 





Turn—low cuts 
(Junior Louis and Junior Spanish Louis 


Heels ES ark: b ius c Picedo aura Wiel dois 60% 
Louis and Spanish Louis 15-8 to 17-8... 30 
| Box Heels, (covered)................. 10 
DLLs. . uduicmancke eecne dels ab 44 
Neral Satin nis atinak ad nth se¥ald'ntuscKeee 40 
IR end isch doen deawls 16 


The 16 per cent miscellaneous materials includes 
black and colored ooze, fanciful colors and kid and other 
materials for all wear, excepting strictly evening dress. 
It is not the intention of this report to cover strictly 
evening dress footwear. 


Patterns to be Plainer 


In turn low styles one and two-strap, plain effects 
are recommended, full throat at the vamp patterns will 
be more desirable than those cut down low at the side 
or D’Orsey vamps. 

Considerable discussion was given to the style report. 
Some of the merchants felt that the percentage of satins 
was too large, and the percentage devoted to ooze and 
other materials too small. Several of the prominent 
merchants seemed to feel that black ooze would occupy 
a rather prominent place in dressy footwear made with 
Louis heels and turn soles. 

Considerable discussion also developed as to heels 
which will prevail in welt low cuts. 


Low Heels Nol Quite Dead 
While it was conceded on all sides that there is a 
growing tendency toward higher heels, both in welts 
and turns at the same time there is still a place for a 
considerable quantity of merchandise, both in straps 
and lace oxfords with welt soles and heels, ranging from 
8-8 to 10-8. Especially should growing girls be urged to 
buy substantially-built footwear, carrying the low, 
broad flat heels for street and school wear. This class of 
girls should also be persuaded to buy boxwood heels and 
the Jow Junior spool type heel on their evening dress 
footwear, in order to protect their arches and prevent 

metatarsal trouble in these growing feet. 


Resolutions Adopted 

The following resolutions were adopted: 

“We urge the discontinuance of the practice of print- 
ing prices on open mail advertising by manufacturers 
and jobbers, and that in all second-class matter folders 
instead of cards be used with no prices listed on the 
outside. 

“We urge the elimination of all comparative price 
advertising. 

““We renew our request to the rubber companies that 
they announce prices and terms on footwear March 1. 

“We believe it to the best intérests of the retail shoe 
trade if no clearance sales are held during the legitimate 
regular selling periods of the year—during the months 
of April, May, June, September, October and November. 
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Urge Support of N.S. R. A. Insurance 


“WHEREAS, the National Shoe Retailers’ Insurance 
Company of Chicago, Illinois, is the official fire insur- 
ance company of the National S. R. A., and the Illinois 
S. R. A., and whereas, liberal support of this company 
will reduce insurance rates on shoe stores and permit the 
company to increase its present substantial saving of 
25 per cent, therefore, be it resolved, that every shoe 
retailer of Illinois is urged to place a portion of his in- 
surance with our mutual company and to co-operate 
with the company in its effort to serve the shoe trade 
and increase the membership of this association. 

‘“‘We express our appreciation and sincere thanks for 
the services and efforts of those that contributed to the 
success of this convention, making special mention of 
M. J. Finn, Convention Secretary of the Peoria Asso- 
ciation of Commerce; F. B. King, President, National 
Shoe Travelers; E. C. Logan, Western Editor of the 
Boot and Shoe Recorder, and the traveling salesmen.” 


Direct-By-Mail Advertising 


A lively and spirited discussion followed the reading 
of the first resolution which urged the discontinuance on 
the part of manufacturers and wholesalers of sending 
out advertising with prices printed on the outside. A 
few of the merchants doubted whether or not the matter 
was worthy of a resolution, but when other merchants 
began to tell of their personal experiences with such 
advertising, it became apparent that the great majority 
were opposed to the practice. President-Elect Schulein 
in his comments urged that merchants put dependence 
upon their trade journal, both in editorial and advertis- 
ing pages and when buying merchandise advertised in 
the trade journal to mention the fact on the bottom of 
the order. 

Comparative Price Advertising 


Another lively discussion ensued when the resolution 
urging the elimination of comparative prices was read. 
Mr. Sandler of Peoria led the fight against comparative 
price advertising, because of the exaggerations and un- 
truthful statements which often appeared in such ad- 
vertising. In his opinion, it was absolutely unfair, un- 
ethical and unbusinesslike to state that a certain shoe 
was a $12, selling for $3.45, even though at some time 
during the war that shoe might have been marked $12. 

Several merchants said they had long since ceased to 
use comparative prices, while others were of the opinion 
that comparative price advertising was permissible and 
had its advantages in mid year clean ups and other 
special sales. 

All agreed, however, that the best and most lasting 
result, was obtained from advertising that carried with 
it the conviction of honest wording, honestly describing 
the merchandise. 


. 
Clearance Sales Discussed 


In discussing the resolution on clearance sales the 
fact was brought out that progressive merchants are 


rapidly reaching the conclusion that odds and ends and 
short lots should be cleaned out as rapidly as they ac- 
cumulate where it is possible to do so, but that it is un- 
fair to advertise what purports to be a special sale in- 
cluding all merchandise when as a matter of fact, the 
sale includes only a few tag ends. 


Decatur Next Year 


By unanimous vote it was decided to hold the 1923 
convention of the Illinois Shoe Retailers’ Association in 
Decatur, providing the hotels would agree not to boost 
the rates on sample rooms during the convention period. 

President-Elect Arthur E. Schulein of Rockford, 
brought the convention to a close after outlining a few 
of the plans which he intends to carry out during the 
forthcoming year. One of these plans is open-house 
throughout the year for the discussion of any problems 
that may come before any individual merchant. Mr. 
Schulein’s idea is that he can some place find an answer 
to almost any problem, and if the merchant will only 
write to him, he or the secretary will endeavor to find a 
solution for the riddle. 

Another project will be a membership drive and a 
substantial prize will be given to the winner who brings 
in the largest enrollment of new members during the 
year, the prize to be awarded at the 1923 convention. 
President Schulein is starting off his new administra- 
tion, as the unanimous choice of the association having 
been elected by acclamation. The membership of the 
association and the shoe travelers have full confidence 
in the ability of the new president and every indication 
points to a successful year for the Illinois Association. 





Center State Shoe Company — New 
Organization 


The Center State Shoe Company, a new organization, 
has opened offices and sample rooms on the second floor 
at 1508 Washington Avenue, St. Louis. L. A. Kinney is 
general manager of the firm, which is incorporated 
under the laws of Missouri. The line to be featured by 
this new company will be men’s work and semi-dress 
and boys’ shoes. The shoes are manufactured for the 
company, according to their own specifications. 

A large stock will be carried from which deliveries for 
immediate shipments will be made. Twelve salesmen 
are already in the field and the company expects to 
place 14 additional men on the road within a short time. 
The first month’s business, according to Manager 
Kinney, was very satisfactory and points to a prosper- 
ous business. A list of the men and their territories is as 
follows: 

G. T. Burrus, Tennessee; Leonce Gladu, Louisiana; 
J. Harris, Detroit and vicinity; L. A. Larsen, Cali- 
fornia; J. T. Whitefield, North Carolina: Fred M. Pan- 
nell, Arkansas; E. G. C. Rosenberg, Indiana; A. E. 
Sheppard, Oregon, Washington, Idaho and Montana: 
Jos. Sommerfeld, New York City and vicinity; T. P. 
Priddie, Texas and Will Nobel, city of St. Louis. 
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Manufacturers Backing Wisconsin 
Convention 


Shoe Sales Association Plans Drive for 100 Per Cent 
Attendance at Appleton 


Milwaukee, Wis., July 19. 

EMBERS of the Milwaukee Shoe Sales Asso- 

M ciation, an organization of salesmanagers of 

Milwaukee shoe manufacturers, held a special 

meeting at the Republican House, at which it was de- 

cided to make a special drive to secure record-breaking 

attendance at the sixth annual convention of the Wis- 

consin Shoe Retailers’ Association at Appleton, Aug. 8, 
9, and 10. 

From present indications the convention will be the 
biggest one of its kind ever held in Wisconsin. In order 
to insure a large attendance, the manufacturers have 
decided to devote special attention to convention pro- 
motion work. At the meeting instructions were given to 
H. P. Plass, secretary, to go ahead on a plan proposed 
by him which calls for the issuance of a special invita- 
tion in the name of the Milwaukee Shoe Sales Associa- 
tion. 

Every Merchant Gets Invitation 


The invitations will be in the form of folders, the 
borders of which will contain the trademarks of the 22 
Milwaukee shoe, leather, and hosiery manufacturers, 
who have taken booths at the convention. The invita- 
tions will be sent to every shoe merchant in Wis- 
consin. . 

The message conveyed by these invitations will be to 
the effect that the merchant can gain more benefit from 
a visit to the convention, than from a two weeks’ in- 
spection of the shoe markets of the United States. The 
display to be made by the Milwaukee shoe industries 
will be the most comprehensive ever shown at a State 
convention, the invitation states. 

In addition to the invitations to be sent out by the 
shoe sales association, each manufacturer-member will 
send a personal invitation to every account in Wiscon- 
sin. lt is expected that this effort on the part of the 
manufacturers will result in the largest attendance ever 
recorded at a State convention in Wisconsin. 


Several features will distinguish this year’s conven- 


tion from those of the years preceding. Many of the - 


shoes shown on the floor by Milwaukee manufacturers, 
will be ready for immediate shipment on order. Many 
surprises have also been prepared by the manufacturer 
for the shoe merchants. Although these are not being 
divulged at present, it is known that one of them will 
be a distribution of shoes and hosiery, and even leather, 
by the manufacturers. 


Appleton Committee Busy 


Several gifts of a nature calculated to please the mer- 
chant are also provided for by the plans. These gifts 
will all bear the slogan of the Milwaukee Shoe Sales 
Association—“Quality First, All Ways, Milwaukee.” 
So, too, will the banners on the autos, which will carry 
the manufacturers to Appleton. 


Reports from Appleton state that every shoe mer- 
chant in the city is working hard for the con- 
vention. 


It is certain that Milwaukee manufacturers have never 
before put forth such a concentrated effort to make the 
Wisconsin convention a success. They have taken 23 
booths in the most prominent place on the floor. These 
booths will be grouped in one spot, under the “Quality 
First, All Ways, Milwaukee” banner. A band will ac- 
company the manufacturers to Appleton, and will then 
be turned over for the use of the convention committee 
on arrangements. Among the Milwaukee shoe, leather 
and hosiery manufacturers who are going to exhibit at 
the convention, are the following: 


List of Exhibitors 


Rich Shoe Co., Ogden Shoe Co., Weyenberg Shoe 
Mfg. Co., Simplex Shoe Mfg. Co., Nunn, Bush & 
Weldon Shoe Co., Albert H. Weinbrenner Co., Edward 
A. Luedke Shoe Co., F. Mayer Boot and Shoe Co., 
Rohn Shoe Mfg. Co., Beals & Pratt Shoe Mfg Co.. 
V. Schoenecker Boot & Shoe Co., Bradley & Metcalf 
Co., Kalt-Zimers Mfg. Co., Pfister & Vogel Leather Co., 
Excelsior Shoe & Slipper Co., Ideal Shoe Mfg. Co., 
United States Rubber Co., Wobst Shoe Co., Herbst 
Shoe Co., Albert Trostel & Sons Co., Phoenix Knitting 
Works and Northwestern Shoe Co. 


Officers Elected 


This meeting of the Milwaukee Shoe Sales Associa- 
tion received and accepted with regret, the resignation 
of President Charles A. Dickens. Mr. Dickens, formerly 
with the Edmonds Shoe Company, later with the Ogden 
Shoe Company, and an ex-secretary of the association, 
has left Milwaukee for Chicago, where he will again go 
into business for himself. Vice-President Charles G. 
Sharp, salesmanager of the F. Mayer Boot and Shoe 
Company, was elected president of the association. 
V. J. Schoenecker, Jr., of V. Schoenecker Boot & Shoe 
Co., was elected vice-president. 





BOOT AND SHOE RECORDER July 22, 1922 





























z ° 
#4 2 
on ==) -k= 


PP 














—~ Gat: 


ys p. a 


FOOT Bel that 





AC) 


ES 
Toss first lady OM 

| of the , 
_,, Runway 











The Bostonians 
made quite 
a hit with 


How 


Footlights and High-lights on the Boston Show 











—- 











July 22, 1922 


BOOT AND SHOE RECORDER 


MILWAUKEE 


Usual Clearance Sales On 


Give Needed Stimulus to Retail Trade—Practically Every 
Style Included in Mark-Down 


ETAIL shoe trade bas received a 

needed stimulus in the past week 
or two by reason of the “clearance sale” 
method, which was instituted by many 
of the downtown stores not long after 
midyear and taken up by neerly all 
others, making the “‘observance’’-of a mid- 
summer bargain period almost universal. 
In past years the bulk of clearing sales 
came after the middle of July, but it is 
evident that some stores deemed it wise 
if not necessary to follow up the 
Independence Day holiday with announce- 
ments of semi-annual sales. 


Nearly All Lines Affected 


The advertisements of the various shoe 
stores, each one usually taking a different 
angle of attack, together show that practi- 
cally every line of merchandise is more or 
less affected by the swarm of bargain sale 
offerings. One big store is featuring white 
and Summer sport footwear at “‘tremen- 
dous reductions;” another talks of its 
“semi-annual sale of women’s high-grade 
footwear; a third offers men’s oxfords; 
women’s white canvas oxfords, and wom- 
en’s sport oxfords at bargains, and so on. 
The only exception, and this is regarded 
as encouraging, is the modish pump, stocks 
of which are not over-abundant, and which 
in another 30 to 60 days will doubtless 
again take a seasonal spurt at full selling 
prices. 


Edmonds Payroll Stolen 


Daylight bandits working in automo- 
biles succeeded in robbing the paymaster 
of the Edmonds Shoe Company of Mil- 
waukee, of more than $12,000 in cash and 
currency on Saturday, July 15. The holdup 
took place some distance from the factory 
and was skillfully arranged. The Edmonds 
Company carries payroll insurance and 
consequently is not the loser, as the in- 
demnit y underwriters will, of course, make 


good the loss. 


Retail Merchants Plan 
Outing 


The second annual outing of the Mil- 
waukee Shoe Retailers’ Association will be 
held at Hilgen Spring Park, Cedarburg, 
Wis., on Sunday, July 30. Harry Lucas, 
chairman of the entertainment committee, 
announces that the affair will be a “gen- 
uine family basket picnic.’”” The program 
for the day calls for two baseball games, 
one between the north and south side shoe 
salesmen, the other between the traveling 
salesmen. Races, games and contests of all 
kinds have also been arranged for by the 


committee. The merchants have invited 
the traveling salesmen and their own 
clerks together with the families, and at- 
tendance this year is expected to break all 
records. Over 600 persons will be present, 
according to Chairman Lucas. The trip to 
the park will start out as an auto parade 
through the downtown district, and all 
picnicers will make the trip via automobile 


Weyenberg Selling Gold 
Notes 


The Weyenberg Shoe Manufacturing 
Company of Milwaukee, offer through 
local bond houses, $1,500,000 of 7 per cent, 
15-year convertible sinking fund gold 
notes at par, yielding 7 per cent. The sink- 
ing fund, beginning in 1926 will retire 5 
per cent of the notes annually. The issue 
is callable June 15, 1923, at 107, and 
thereafter at one-half of 1 per cent less 
each year until maturity. The notes will 
be convertible at any time at holder’s 
option into 7 per cent preferred stock of 
the company, par for par. The issue will 
be used to pay off current indebtedness, 
provide added working capital, and for 
other corporated purposes. The company 
has three large plants with capacity of 
10,000 pairs of shoes a day, and an average 
output over a series of years of 5000 pairs 
a day. 


Bennett Store Robbed 


Henry Gimple, operating a general 
store at Bennett, Wis., reported to the 
police that his store was broken into, and 
100 pairs of shoes and large quantities of 
other articles taken. 


Credit Men Name 
Committees 


Roy Knapp of Brouwers Family Shoe 
Store, Milwaukee, has been named chair- 
man of the committee on decorations and 
badges for the National Retail Credit 
Men’s Association, which will be held in 
Milwaukee on June 19 to 23 inclusive, 
1923, Frank Genens, of Schuster’s depart- 
ment stores was chosen general chairman 
for the convention arrangements. Plans 
for a state meeting to definitely organize a 
State association of credit men are pro- 
gressing rapidly, and action on this matter 
will be taken in the near future. 


Shoe Traveler Marries 


The marriage of Miss Hazel D. Mur- 
dock and Philip Pendleton Murkland 
both of Beloit, took place recently at the 
home of the bride’s parents in that city. 
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Both of the young people are socially 
prominent, and both members of the Be- 
loit Country Club. Mr. Murkland is the 
traveling representative for the Bostonian 
shoe and has made his home in Beloit for 
several years. 


Vogel Increases Prize Herd 


August H. Vogel, vice-president of the 
Pfister & Vogel Leather Co., of Milwau- 
kee, has added a $1000 bull calf to his herd 
of Guernseys at his Pine Lake farm, 
Waukesha county. The calf is 10 weeks 
old, sired by the famous grand champion, 
Cherub Prince. It was purchased from 
Frank Rueping of Fond du Lac. Mr. Vogel 
is the owner of some of the best Guernseys 
in the world. 


Clever Crook at Appleton 


What is regarded as the cleverest and 
most daring piece of check forgery ever 
attempted in Appleton was committed by 
aman styling himself Henry Bolton, ‘“‘con- 
sulting engineer’’ of a large Oshkosh con- 
struction company. Kasten Brothers and 
Boldt & Maeser, local shoe dealers who 
had been defrauded of $35 and $20 re- 
spectively, discovered the forgery when 
they learned that the man had made 
identical purchases at each store. His trick 
was to give a check, supposedly his pay 
check from the construction company in 
exchange for a bill of goods. Schweitzer & 
Langenberg, shoe merchants, refused to 
honor the stranger’s check, and thus es- 
caped loss. Eleven merchants represent- 
ing various retail lines were victimized, 
the total loss being about $600. 


Phoenix Employees Hold 
Picnic 

Probably the largest picnic given this 
season by a Milwaukee concern was held 
by the Phoenix Knitting Works when 3500 
employees and their families enjoyed a 
day’s outing at Waukesha Beach. Over 
8000 persons attended the picnic. Sixty in- 
terurban cars in trains of three cars each 
were used to get Milwaukee employees 
and their families out to the grounds, while 
several special cars from Racine aided in 
handling the crowd. Two hundred fifty 
automobiles of employees also were used 
to transport the picnicers. One hundred 
fifty-four grand prizes and 75 minor ones 
were awarded for various events. The 
Phoenix plants closed down for the entire 
day. 


Belgium to Incorporate 


Belgium, a thriving little center in 
Ozaukee Center, is to incorporate as a 
village. The necessary papers are being 
drawn up, petitions signed, and the matter 
will be brought before Judge Davidson 
of the Circuit Court. Ninety operatives 
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are employed in the Allen-Spiegel shoe 
factory in the village, while other factories 
notably two canning plants, are very busy 
at the present time. 


Hensel Plan Gets Support 

Attorney General Morgan of Wisconsin, 
who is a candidate for the Republican 
nomination for Governor, has come out 
flatly in support of a policy involving semi- 
annual payment of taxes. This is the plan 


advocated for years by O. A. Hensel, pres- 
ident of the Milwaukee Shoe Retailers’ 
Association. The shoe men have been 
fighting for years to bring about a change 
in the present system of taxes which re- 
quires payment in January. Led by Presi- 
dent Hensel, the shoe merchants have 
asked for a bill to call for payment semi- 
annually, or failing that, to change the 
month of payment from January to May. 
Morgan is the first public official to come 
out in support of the plan. 





ST. LOUIS 


Public Awaiting Fall Styles 


At Least, They Are Not Buying to Any Extent Just Now 
—Clearance Sales Still on Tap 


HE retail shoe business continued 

throughout the week on about the 
same previous low level. The dull period 
has not yet abated and little relief is 
expected until the early showing of Fall 
shoes is in progress. The holiday had 
something to do with the week’s poor 
showing, but not the entire blame could 
be placed on this cause. Saturday in par- 
ticular fell far below expectations in 
point of sales. A canvass of the stores in 
the down-town “shoe belt” found all of 
them practically without a customer in 
the women’s section. This store is known 
as one of the largest, and an incident of 
this kind is seldom witnessed in this 
institution. One or two stores reported 
business improved over the previous week, 
but a poll of the majority gave a wide 
margin to the decrease in business. 

Some of the shoe departmeats of the 
large retail stores reported an unusual 
dullness on Saturday, especially before 
noon. The manager of one of the largest 
stated that many people were under the 
impression that the department stores 
would be closed all day. 

This policy will not be put into effect 
however, until next week. 


Satin One-Straps Popular 


In the regular selling, black satin in 
one straps has shown a strong tendency. 
In some stores this pattern, with a 15-8 
Louis heel was announced as being the 
best bet of the week. White, of course, is 
still scoring heavily in the sale, but with 
the clearing sales being introduced every- 
where, shoes in this field have slipped off 
slightly. The big reason given for this 
slowing up, is due to stocks being well 
depleted in whites, especially in the desired 
White canvas oxfords can be 
had in most stores. Shoes of this type 
did not sell as well as was expected and 
there is some surplus of oxfords on the 
market. The clearance sales, however, 
are expected to remove this surplus, of 
which there is not a great volume. 


patterns. 


Drastic Price Cuts Made 


Some pretty severe cuts were made in 
the first dumping of odds and ends and 
broken sizes. Low heeled types were 
dealt with harshly and the biggest slashes 
were placed on the late lamented flapper 
patterns. Patents in low-heeled types 
were the popular numbers that walked 
the plank to the bargain tables. Another 
definite pattern of which there seemed to 
be quite a few pairs on the dealers’ 
shelves was the long-vamped, pointed-toe 
oxfords. Quite a few pairs of these shoes 
were observed in the mark-downs. Whites, 
of which there were very few pairs were 
mostly undersirable styles for which there 
was no call. Also soiled whites, as well 
as broken sizes were included in the sales. 

For the most part the shoes that were 
placed on sale at ridiculously low prices 
were not shoes of recent vintage but 
pairs that have been slumbering on the 
shelves for some time. It is clearly 
evident that retail shoe merchants bought 
cautiously and selected their styles better 
this year than last. Scarcely a pair of 
satins or sport oxfords that were bought 
freely in the spring were observed in the 
sacrifice. This certainly speaks well for 
the St. Louis retail shoe merchants, who 
above anything else, bought the styles 
that they knew best could be sold in 


their stores. 


McCain Gone East 


Manager McCain of the Shoe Mart 
left week before last to go to Boston to 
attend the style show and place orders for 
some of his Fall footwear. From Boston 
he visited New York where additional 
business was placed. McCain expected to 
be away a week or ten days before 
returning to St. Louis. 


M. Weiss is Proud Father 


M. Weiss, one of the proprietors of the 
Vogue Boot Shop, is the proud father of a 
baby boy. Weiss predicts great things 
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for the off-spring and stated that the 
greatest of these would be his patriotism. 
The eight and one half pound baby was 
born July 4th and both he and his mother 
are doing nicely. 


Hinckley To Take Rest 


Manager Hinckley of the shoe depart- 
ment of Stix, Baer and Fuller department 
store will take a much needed rest after 
what was stated at the store to have been 
one of the largest seasons the department 
has experienced in a long while. Hinckley 
leaves this week to go to the north woods 
where he will remain for two weeks. 


Shoe Mart Have “Choice of 
House” Sale 


The Shoe Mart announced there semi- 
annual choice of the house sale. The 
styles offered in the sale included all 
their white kid, white liner and Nu-Buck, 
in two straps Grecian Sandals and walking 
oxfords, with various types of heel 
heights. Also were offered the patent 
sandals and black and brown kid oxfords. 
The price announced for the sale was 
$4.45. 


Manufacturers Hold Special 
Meeting 


The St. Louis Shoe Manufacturers and 
Wholesalers Association held‘ a special 
meeting on Friday noon, July 7th. Sec- 
retary Geo, M. Spangler of the N.S. R. A. 
was invited as special guset to attend the 
meeting. The nature of the meeting was 
not divulged but it was reported that the 
meeting was called to discuss the St. 
Louis exhibit at the coming N. S. R. A. 
Convention in Chicago. 


R.J.&R. Mail Advance Style 


Circular 


Roberts, Johnson and Rand Shoe Com- 
pany have mailed to their customers an 
advance circular featuring eight new Fall 
patterns. Four of the numbers are 
patent strap effects while two are com- 
bination patent and suede types. The 
remaining two numbers are black satin 
one straps, one carrying a 16-8 Louis heel 
and the other a 13-8 military heel. 


Pedigo-Weber Shoe Co. 
Increase Capital 


Another increase has been made in the 
capital stock of the Pedigo-Weber Shoe Co. 
The firm was organized and incorporated 
in Missouri in 1912 with a capital stock of 
$150,000. In 1916 the capital was 
increased to $350,000. The capital stock 
has now been changed to 10,000 shares 
preferred stock at $100 par value or 
$1,000,000, and 10,000 shares no par 
value common stock. The principal in- 
creases in capital have been made as 








J 


Zza@Oorn™, @eofoeeoest - 


~~ 


Ses CTE St S2eFORBeMaHBeoecorw ome = 


922 


the 
sm. 
yas 
her 


irt- 
ent 


en 
pnt 
ley 
»ds 


of 


ni- 


all 
ck, 
ing 
ee] 
ant 


nd 
ial 
PC- 
he 


as 


m- 


he 


ed 
of 
as 
ck 


or 
ar 


as 





July 22, 1922 








stock dividends and this indicates a sub- 
stantial growth. The company manu- 
factures women’s high grade specialty 
footwear in its own modern, fire-proof 
plant which was erected four years ago. 
The company’s trade-mark is “Pedigo 
Style.” 

A sales office is maintained in New York 
to care for the needs of the established 
trade in eastern sections. 


B. P. Mannheimer Left on 
Five Weeks’ Trip 


B. P. Mannheimer of Abe Mannheimer 
& Company left last week on a five weeks’ 
business trip. He will visit all the large 
cities between Pittsburgh and Omaha. 


Federal Reserve Reports 
Business Improved 


“Steady Improvement in general busi- 
ness conditions throughout this district 
continued during the past thirty days,” 
stated the monthly report of the 8th 
Federal Reserve District. The report in 
part follows: “In virtually all lines 
investigated reports indicate good gains 
over the corresponding period last year, 
also over the preceding month of this year. 
In addition to betterment in concrete 
results, sentiment in both city and 
country is considerably more optimistic 
than earlier in the year. The latter fact is 
reflected in a disposition on the part of 
merchants and the public to supply 
their needs, immediate and future. Al- 
most unanimously, manufacturers, jobbers 
and wholesalers indicate substantial in- 
creases in unfilled orders. Many large 
distributors of commodities who in 
recent months had little or no future 
business booked, now have a showing of 
orders for forward shipment comparable 
with their volume during normal years.” 

“The boot and shoe industry continues 
to enjoy marked prosperity. Sales of the 
1l reporting interests in May increased 
from 10 to 45 per cent in dollar value over 
the corresponding month last year and 
from 15 per cent to 80 per cent in numbers 
of pairs. Gains of from 2 per cent to 
11% per cent were made in May sales 
over those of April the same rate of in- 
crease as that recorded in May. The 
comment is made that recent orders are 
more generally spread over the entire line 
than was the case earlier in the year with 
the revival of the demand for the better 
grades of both men’s and women’s shoes. 
Orders for forward delivery are picking up, 
and are expected to be much larger as 
soun as something more definite is deter- 
mined relative to styles for the coming 
autumn and winter. One of the leading 
interests reports that approximately 75 
per cent of its May business represented 
mail orders and sales for immediate 
delivery. This same interest sold its 
output for the next sixty days and experts 
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to operate at capacity through the 
balance of the yeer. Factory operation 
in the district during the period under 
review was from 90 to 100 per cent 
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capacity. No change in price took place 
since the preceding issue of this report. 
Hides are firmer and the tendency of the 
leather market is _ higher.” 





CLEVELAND 


July a Good Sales Month 


Volume of Business Held Up Better Than Expected, Showing 
No Decided Recession Until the Beginning of the Third Week 


LEVELAND shoe merchants who 

have compared their volume of sales 

in June this year with those in the same 

month a year ago, have found that the 
record this year compares favorably. 

Not until July 15 last year, did the vol- 
ume of business recede and the number of 
employees go down appreciably in this 
city, so that the month just closed has 
been a good one. In some instances, it ex- 
ceeded the expectations of the merchants. 

Among the down-town merchants, a 
canvass disclosed that in some instances 
more shoes were sold in June this year than 
in the corresponding month a year ago. 
Others had about the same revenue and in 
still other cases there was a slight falling 
off. 

Gain Expected This Fall 

The second half of the year, however, 
is expected to end with a much better re- 
sult than came with the close of the last 
six months of 1921. The business started 
off the first week in July with a larger vol- 
ume than was enjoyed in the correspond- 
ing week a year ago. 

Sales in white goods and in sports this 
year will, in the end, exceed the volume of 
a year ago. 

While émployment figures started to 
decrease a year ago, the month of June 
saw a slight increase, and while a dropping 
off may be expected in July, yet no mer- 
chant could be found who would say that 
the factories would lay off men in the 
number they did in July, 1921. 

Business is expected to taper off some 
during the month of July, as it always does 
at this time of the year, but sales will be 
bolstered considerably by special induce- 
ments. The unloading time comes for 
Cleveland merchants during July and 
every effort will be bent to get off the 
shelves sports and white goods that have 
not moved. 


Many Attended Boston Show 


When this was written, on the eve of the 
Boston Style Show, Cleveland merchants 
were awaiting with keen interest what 
they would see and hear at the event, 
which is a big one in the annals of the 
trade. A party of merchants from this city 
left here on Sunday, July 9, and they were 
due to arrive in the Massachusetts metrop- 
olis on Monday morning in time to attend 
the first session. 


Among the Clevelanders who made the 
trip were: 

E. A. Clark, of the Stone Shoe Com- 
pany; John Anschutz, C. E. Petot, C. K. 
Chisholm, president of the N. S. R. A.; 
A. W. LaRose, manager of the Euclid 
Avenue Chisholm store; M. C. Petersen, 
buyer for the Chisholm stores; Al Dorn, 
Samuel E. Wilkinson, manager for the 
May Company’s shoe department; and 
Ed. H. Aymar, manager of the Halle Bros. 
shoe department. 

While there has been some buying for 
Fall, yet the purchases are not so large as 
in former years. The buying has been 
largely in staples. 


To Show Fall Styles Soon 


Acting on the theory that women are 
always on the lookout for something new 
to wear, many Cleveland merchants are 
preparing to make their first showings of 
Fall goods. This will be done to stimulate 
trade at a time when the natural course is 
for persons to ease off in their buying, 
temporarily. The showing will be made in 
the midst of the annual drive to dispose of 
whites and sports and other light-weight 
wear. The showing will not be of a large 
variety of models, but it will have the 
latest developments so as to attract atten- 
tion and arouse desires. 


Closing on Saturday 
Afternoon 


The custom of closing stores in Cleve- 
land during July and August on Saturday 
afternoon has grown to a large extent, and 
on the first Saturday of the present month, 
many of the large department stores, 
which have shoe retail establishments in 
connection, were not in operation. Some 
of the stores have provided Summer recre- 
ation places for their employees, and they 
have, found that service has been im- 
proved. 


New Store for East Cleveland 


The Guth Quality Shoe Store is the 
name under which a new retail shoe store 
will be operated in East Cleveland. A full 
line of footwear will be carried. There are 
five boys in the Guth family in this city, 
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and they are all engaged in the retail shoe 
business. The two younger brothers of the 
family are operating the new store. 
Ward With Endicott- 
Johnson 


E. W. Ward, who has been resident- 
manager of a branch maintained here by 


the Morse & HKogers Company, has ac- 
cepted a position with the Endicott- 
Johnson Company, and will work the 
Northwestern Pennsylvania territory. He 
will have his headquarters in Erie. Mr. 
Ward is well and favorably known to the 
trade in Northern Ohio and his many 
friends wish him complete success in his 
new position. 





CINCINNATI 
Production Steadily Increasing 


Workers Gradually Coming Back, Say Manufacturers and 
Unions Apparently Waging a Losing Fight 


a optimistic attitude is being 
expressed by the manufacturers of 
this market each day as the production of 
their factories shows a steady increase. 
Though the striking unions here are still 
carrying on their fight, which they say is 
against a 10 per cent reduction in wages, 
but which has developed obviously into 
a struggle to maintain their union, their 
efforts are becoming less effective each day. 
This is evidenced by the fact that a greater 
number of the workers are daily coming 
back to their old jobs, at the same time 
breakiag away from the union. The mem- 
bers of the Manufacturers’ Association 
here feel that they have been extremely 
fair in their dealings with the workers, and 
as a result, a very kindly feeling exists 
between the large majority of the workers, 
as individuals, and the factory heads. The 
picketing of the factories has been very 
light. 


Retail Volume Holds Up 

While the usual Summer lull in the retail 
shoe trade is expected about this time in 
this vicinity, it has not taken effect to any 
perceptible degree as yet. The larger down- 
town retail merchants continue to do a 
healthy business. Sale offerings seem still 
to lend a considerable degree of impetus 
to the volume of business. Such a large 
run on white footwear has been recorded 
this season that in many instances, retail 
shoe merchants have had little difficulty 
in equaling their dollar volume of the cor- 
responding period of last year. During the 
past week some of the local stores found 
themselves running short on white shoes. 
Their stocks are short of the popular 
sizes. Some are replenishing their lines, 
while others feel that the season is too far 
gone, that it is safer to clean up and pre- 
pare as quickly as possible for an early 
Fall season. 


Potter Meeting Postponed 

Due to the fact that practically all of 
the buyers of the Potter Shoe Company 
were away last week visiting the Eastern 
markets, the usual weekly meeting of the 


employees and managers was postponed 
for a week. Harry McLaughlin, H. S. 
Gordon, R. C. Walker and Benton Orr, 
all were in the East attending style shows 
and making a thorough investigation of 
the outlook for Fall. The Potter Company 
reports a good Summer volume of busi- 
ness, and they are preparing for an unusu- 
ally good Fall. President J. P. Orr, who 
is spending the Summer in Europe, writes 
that he is having a splendid trip. 


Clearance Sale Successful 


E. E. Held, assistant manager of the 
Smith Kasson Company's ladies’ shoe 
department, reports an exceptionally good 
clearance sale business. He says that they 
have gotten to the point where they could 
use a few more white shoes, but that they 
find it advisable not to stock too heavily 
on them at this time of the year. The 
Smith Kasson Company has a silver cup 
which they present each month to the de- 
partment in their store that attains the 
highest percentage of the business doné 
during the corresponding month of last 
year. For June the cup was won by the 
findings department which is in connec- 
tion with the ladies’ shoe department. 
This department carries polishes, buckles, 
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laces, arch supports, etc. Miss N. Schaeser 
is in charge. Mr. Held says the main thing 
in getting business for a findings’ depart- 
ment is to get the clerks of the other de- 
partments to co-operate. The Smith- 
Kasson store is very successful in this 


respect. 


Shoe Department Moves 


The Rollman Company’s shoe depart- 
ment was moved last week to 19 West 
Fifth Street, the temporary quarters of the 
store until their new building is com- 
pleted. Mr. Momper, manager of the de- 
partment, states that their business has 
held up well, that in spite of the inconven- 
ience of moving into a new location he 
expects to hold up his volume of business. 
He announces that in the new store, they 
will have a men’s department and a base- 
ment department, in addition to their 
women’s and children’s department. It is 
hoped that they will be in their new build- 
ing by the first of the year. 


H. A. Meyers A Visitor 


H. A. Meyers of Chicago, was in the city 
last week going over men’s styles for Fall 
with W. E. Geisting, manager of the Bos- 
tonian Shoe Store. Mr. Meyers says he 
expects oxfords to continue in favor 
throughout the Fall and Winter season. 
He also says that blacks are going to be 
stronger, that approximately 50 per cent 
of the sales will be in black. It is further 
his belief, that the Fall season is going to 
be a healthy one from a volume-of-busi-- 
ness standpoint. , 


P. Sullivan Business Good 


Billie Hennessy, Ohio man for the P. 


’ Sullivan Company, had his line on display 


at the Gibson Hotel last week. “Billie” 
reports a splendid Fall and Winter busi- 
ness. W. T. Dickerson, vice-president of 
this concern, has been in the East for the 
past two weeks on a selling trip. 





DENVER 


Record Crops Being Harvested 


Outlook for Fall Is Very Encouraging—Enormous Acreage 
Under Cultivation 


ETAIL shoe merchants of Denver 

have enjoyed a good sale of Sum- 
mer footwear and the outlook for Fall 
business is bright as the farmers of the 
State begin harvesting record crops, which 
when placed on the market, will put 
money into circulation that will benefit all 
lines of business. The amount of land 
under cultivation in Colorado this year is 
the largest in the history of the State, 
being slightly more than 6,000,000 acres. 
The acreage devoted to nearly all the 


major crops grown in the State is greater 
this year than last and large increases are 
shown in acreages of such crops as pota- 
toes, beans, cantaloupes and certain mar- 
ket garden vegetables. 


Denver Shoe Man Weds 


Friends of Miss Frances Justine Sekins 
and C. H. Runyon were surprised this 
month to learn that on the night of July 4, 
the couple stole away from the city and 
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The beautiful Open Air Municipal Theatre in Forest 
Park in which the Fashion Pageant is held. It seats 
000. Two complete orchestras will be used this season. 





St. Louts Fashion Pageant 











HE St. Louis Fashion Pageant is a great annual spectacle, one 
which no up-to-date buyer can afford to miss. Merchants and 
buyers from every state in the Union now visit St. Louis to see it. 
Efforts have been made by competing cities to imitate this unique 
St. Louis enterprise, but all such efforts have fallen far below the St. 


Louis standard. Unquestionably the St. Louis Fashion Pageant is a 
thing which stands alone—it has no equal—it has no rival—there is ; 
nothing like it—there is nothing which may reasonably be compared : 
with it. P 
Plans have been completed which will make this season’s production 
the most remarkable ever held. Ice skating in the open air in August 
will be the great outstanding sensation, but the music, dancing and ci 
other features of entertainment will be of an exceptionally high order. v 
A gigantic diving pool more than 150 feet in width will be con- 
structed in front of the stage of St. Louis’ Open Air Municipal , 
Theatre, in which startling aquatic events will be presented. D 
to 
Of. course! The latest fashions on living models will be shown. 7 
Remember:—Be in St. Louis during one a 
of the first three weeks in August. pl 
Co 
The Dates: August 3 to 16 
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St. Louis Style Show Committee C97 13 
$ cit 
1627 Locust Street St. Louis, Mo. ae oe” a 
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were married. No one was told that the 
wedding was to take place, except Miss 
Sekins’s mother and Mr. Runyon’s sister, 
who accompanied the pair and witnessed 
the ceremony. Mrs. Runyon is well known 
in Denver and for a number of years she 
has been associated with the Bosworth & 
Chanute Co. Mr. Runyon is manager of 
the women’s department of the M. B. 
Wise Shoe Company, of 508 16th Street, 
Denver. Mr. and Mrs. Runyon have es- 
tablished their home at the Buxton apart- 
ments, 1221 Sherman Street. 


Denver Shoe Firms 
Incorporate 


During the past few days two Denver 
shoe firms have filed incorporation papers 
with the secretary of state in this city. 
The W. W. Kemp Shoe Company incor- 
ated with a capital stock of $25,000. 
Those taking out the incorporation papers 
were: Wesley W. Kemp, Philip L. Woods 
and William W. Kemp. The other shoe 
company to incorporate is the Royal Shoe 
Stores, with a capital stock of $10,000. 
The incorporators were William Archen- 
hold, Miriam Archenhold, David Tober, 
et al. 


Brief News Notes 


A number of Denver wholesale firms 
allowed their employees three days vaca- 
tion during the first week of July in order 
that they might celebrate the Fourth. 
Among the firms were the following: 
L. M. Purcell Shoe Company and the 
Joseph P. Dunn Shoe and Leather Com- 
pany. 


F. O. Hoppenrath with the F. Mayer 
Boot and Shoe Company, of Milwaukee, 
was a recent visitor in different Colorado 
cities, booking orders for the Martha 
Washington shoes. 


M. M. Robbins, a retail shoe merchant 
of Colorado Springs, Colo., was a recent 
Denver business visitor. Business is said 
to be good in the Springs as the city is 
having a record number of tourists in 
town. 


The Dobbins-Basey shoe store at Long- 
mont, Colo., has finished remodeling its 
place of business and now has one of the 
finest retail shoe stores in Northern 
Colorado. 


The Gem Clothing Company, of Fort 
Morgan, Colo., is doing a lot of nice ad- 
vertising in its local newspaper at this 
time. The firm operates a nice shoe de- 
partment and is one of the new firms of the 
city, and is under the management of Sol 
Zukerman, who recently took charge of 


the store. 
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CHICAGO 
Merchants Cleaning House 


Almost Any Old Excuse Serves as Reason for a Sale— 
Legitimate Reasons Bring Business 


OUSECLEANINGis the order of the 

day in shoe stores of Chicago and 

the Middle West. “Sale Fever’ is epi- 

demic. If there is any merchant who has 

not been affected by the germ, his where- 
abouts are unknown. 

Merchants and advertising managers 
have been working overtime, burning 
midnight oil and sweating out their life 
blood in order to find some new peg upon 
which to hang a reason for a mid-Summer 
sale. They have worn out dictionaries 
hunting for new terms and new phrases to 
catch the eye and hold the attention of 
the public. 

Too Much Sale. 

No class of merchandise is immune. 
Nothing which a merchant has had for 
more than sixty days looks good enough 
to be offered at the regular price, or at 
least that is the impression given out by 
the most of the advertising copy. Patent 
cut-outs and patents without cut-outs, 
satins with high heels and satins with low 
heels, kid oxfords in black and colors, 
whites of all varieties and whites with col- 
ored trimmings; in fact, every kind of 
footwear in every kind of a store is on sale 
at special prices or supposed special prices. 

Some day a lot of merchants will go 
back and read that story in the old school 
book about the boy who hollered ‘‘Wolf! 
Wolf!”’ and they will realize that the moral 
applies to everyday business. 

Some stores have cut prices in order to 
clean up odd lots, and are frankly telling 
the public the reason for the sale, and such 
stores, as a rule, are getting results, while 
a lot of stores are complaining that the 
public is fed up on sales and is not re- 
sponding. 

Downing Bootery Stages Radio Sale 


A sale on the South Side, which has at- 
tracted considerable attention and has 
proven quite satisfactory, is a Radio Sale 
staged by the Downing Bootery, 1219 
East Sixty-third Street. 

On the windows are colored strips of 
paper arranged in imitation of sound 
waves, all pointing to large figures, also 
made of colored paper and placed on the 
glass in a zigzag fashion, the colored bits 
of paper spelling the words “‘Radio Sale” 
and pointing to the price, $4.65. 

Mr. Downing went through his stock, 
averaged his prices, and figured his over- 
head, including advertising expense, and 
arrived at $4.65 as being an average price 
at which he could clean up, pay expenses, 
and, if fortunate in doing the expected vol- 
ume of business, show a little profit. Mr. 
Downing states that he is satisfied with 


the experiment, and believes that the av- 
erage of prices for a sale instead of making 
a price on each individual lot is a good 
idea. 

A radio machine was installed in the 
second floor of the building, and each eve- 
ning a radio concert was given. 

The elevated trains pass the store about 
every five minutes, which somewhat inter- 
feres with the concert, but even at that, 
large crowds were attracted, and the store 
has received an unusual amount of pub- 
licity by this form of advertising. 


French Shoes at Carson, Pirie 
and Scott 


The Carson, Pirie and Scott depart- 
ment store has a liberal section of their 
Madison Street entrance devoted to a 
showing of French-made footwear for 
women. Both strap patterns and oxfords 
are being shown, many of the strap effects 
having fancy stitches of green, red, and 
other bright colors. The vamps are short, 
lasts mostly rather full at the toe, carry- 
ing heels of 16-8 and 17-8 of the Louis 


type. 


Wholesale Business Dull 


Wholesale business on Monroe Street is 
experiencing the usual mid-Summer lull. 
Merchants are visiting the market, buy- 
ing merchandise for immediate use, which 
to some extent means clean-up lots for 
special sale use. These merchants are 
also placing orders for some novelty foot- 
wear to be delivered around August 15, 
to sweeten up stocks when special sales 
are finished. 

Several of the old line general footwear 
houses are calling their men in for confer- 
ences, and expect to have them out on 
their territories with new lines around 
August 1 to 15. 

Under usual conditions these men would 
start selling merchandise for early Spring 
delivery, but most of the houses will have 
their men make their first trip on Fall 
merchandise and then make a subsequent 
trip in October to sell merchandise for 
early Spring delivery. 


An Unnatural Season 


The head of one of the houses that 
specializes in women’s footwear expressed 
a thought worthy of consideration when 
he said, ‘Footwear business has reached 
the stage where we are forced to do the 
urinatural thing. It is fairly easy to buy 
merchandise for Spring selling and to 
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guess with fair accuracy what will be good 
sellers for Spring and Summer, because 
low-cut footwear is the natural footwear 
for warm weather. 

“It is a difficult matter on the other 
hand to buy footwear for the Fall season 
when Summer footwear styles are to pre- 
vail for Winter weather. When you are 
constantly working against nature it is 
difficult to tell where the limit should be 
placed. 


N.S. R. A. Convention 


At this early date over seventy-five per 
cent of the members of the Chicago Shoe 
Trades’ Association have signified their 
intention of exhibiting at the 1923 N.S. 
R.A. Convention. The entire north wall 
of the Coliseum proper, flanked by booths 
on both the east and west sides, has been 
reserved for the Chicago Market display. 
Members of the association are putting 
their best efforts into making the Chicago 


Market exhibit the best which it has ever 
shown at an annual N.S.R.A. Convention. 


Tucker & Hagen Absorb 
Dundee Production 


Tucker & Hagen, Monroe Street whole- 
salers of juvenile footwear, have contract- 
ed for the entire production of the Dundee 
Shoe Company, Dundee, Ill. The output 
will be sold by the regular Tucker & 
Hagen sales force but the name “Dun- 
dee”’ will be used as heretofore in factory 
orders where merchants so desire. 


New Wholesale House 


George Bertram, former Chicago man- 
ager for the Dundee Shoe Company, has 
rented the building at 26 South Wells 
Street, and incorporated a new concern 
under the firm name of George A. Ber- 
tram Shoe Company. The new concern 
will specialize on women’s novelty foot- 
wear. 





KANSAS CITY 


Retail Sales in Slump 


Vacation Buying Did Not Come Up to Expectations, Perhaps 
Because of Strikes 


HE retail shoe business in Kansas 
City could be much better without 
causing the merchants to enlarge their 
selling forces or move to more spacious 
quarters. There has been a noticeable de- 
cline in sales since July 1. June was a good 
month, easily the best thus far this year 
with the majority of the dealers, which 
makes the July slump seem more pro- 
nounced. The decrease, however, is not 
abnormal—merely the traditional annual 
Summer slump, with business no worse 
than customary for July and no better. 
One thing that has been noticed in the 
more fashionable stores is that there has 
not been as much “vacation” buying this 
year as had been expected, probably for 
more reasons than one. Strikes might be 
said to be the big reason. First, there is the 
coal strike. The little gent so featured in 
many cartoons in our newspapers, the one 
with the black derby and gray sideburns, 
who invariably wears on his coat lapel a 
tag bearing the word “Public,”’ realizes 
that no matter which way the strike is 
settled, he will have to foot the bill. He is 
preparing to do so now. He can wear old 
shoes a little while longer, but he must 
have coal in the cellar to be protected 
against surprise attacks of J. Frost. 


Rail Strike a Deterrent 


The other strike which plays an import- 
ant part in little drama of “Why They 
Vacation at Home” is that now being 
staged by the rail workers. People hesitate 


a little about starting on a journey when 
conditions are such as they are. They are 
a little afraid that train equipment is not 
in first class condition and that the wreck 
hazard is thereby greatly increased. Then 
they never know when the rest of the 
workers may go out on a sympathy strike 
and leave them stranded at Duck’s 
Quack Lake or Kickapoo Junction. The 
near cloudbursts which have been an 4l- 
most daily feature in this section for a 
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week or so, preclude any chance of a motor 
vacation. So that’s that. 

The merchants in Kansas City do not 
expect any serious results of the railroad 
strike now in progress unless the strike 
becomes one of those long-drawn-out 
affairs. So far merchandise has been com- 
ing in nicely. Fall stuff isn’t due for deliv- 
ery until the latter part of August. Most 
of the merchants believe that the strike 
will be settled and the roads running full 
force before that time. In case they are 
not, however, the merchants expect to 
experience some little difficulty and an- 
noyance in getting their stocks. 


Patents Trailing Whites 


White numbers continued to hold the 
center of the stage in the latter part of 
June and the forepart of July. Patents 
were a close second. Black satin followed 
in order. Sport numbers and the strapped 
pump continued to be the favored styles. 
In the men’s stores whites were not quite 
so good as the brown oxfords, in various 
styles. At the time of the Western golf 
tourney the store reported a brisk demand 
for golf shoes. The devotees evidently 
went out to the links to see what kind of 
shoes Chick Evans and the rest of the 
“big boys’’ wore and then tried to get 
something similar. The benefit derived is 
unknown. 

Announcements of a number of clear- 
ance sales broke into the advertising col- 
umns in the last week. Among the stores 
now seeking to close out broken lots and 
stimulate buying are Carlats Booteries, 
the Royal Stores, Robinson’s, Blazer's, 
Auerbach & Guettel (The Palace), the 
Louvre Boot Shop, Packard’s and Byrn’s. 
Byrn’s is having a $5 sale, which is sort of 
a grand windup of special sales held at 
various times in the last few months. 





LOS ANGELES 


White Footwear in the Lead 


Black Satin, in Many Cases, Is Running Ahead of Patent 
—Higher Heels the Rule 


EGINNING Saturday, July 8, and 

continuing through August, many 
of the local shoe houses will close on 
Saturday afternoons, as is their custom. 
Reports from all the stores indicate that 
white shoes are the biggest sellers right 
now, and in many cases black satin is 
second, with patents dropped to third 
place. However, it is the concensus of 
opinion that patents will come back big 
when the white season is over. Combi- 
nations of patent are very good, one in 
particular, a beige quarter and patent 
vamp with patent cross straps and Cuban 
heel, having a good call. The cross strap 
is very much favored, especially in semi- 


dress footwear. Higher heels are being 
shown too, with the familiar Louis in 
evening slippers. For evening wear, the 
brighter shades are most in demand aad 
the displays are largely of this type of 
footwear. 


Advance Showing of I. Miller Shoes 


The Ville has a showing of early fall 
models from I. Miller Co., in their window 
and if this is representative of the shoes to 
be worn this fal] they are going to be even 
more elaborate than ever, both as to 
colors and decor. tion, as velvet, satin, ooze, 
kid, patent, in combination and singly, 
are stitched, fringed, cut out, and variously 
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combined as to colors. The Ville states 
that their business has increased 40 per 
cent over the same period last year. They 
have placed substantial orders for shoes 
made up in the new fall colors, Mandalay 
Russia ooze and calf and Otter Brown. 


Men Buying Combinations 


The men’s department at Gude’s 
reports that combinations of elk and 
calfskin are the leaders, with white sport 
combinations a close second. What are 
usually designated as staples are “not in 
it.” The biggest call is for shoes ranging 
from $8.50 to $10.00. 


B. E. Heartt New Hanan 
Manager 


There are a few sales going on, season’s 
end and pre-inventory, as well as Rosen- 
thal’s shoe stock. The new manager of 
Hanan’s (formerly Rosenthal’s) is B. E. 
Heartt, who has had charge of the shoe 
department at J. W. Robinson’s for the 
last couple of years. Mr. Heartt is at 
present in the northern part of the state 
en a vaction and upon his return will 
assume his new duties at Hanan’s. 


Burns’ Sandals Advertising 
Los Angeles 


J. P. Burns says his sandals (variously 
known as the Universal, the Hollywood 
etc.) are more in demand than ever and he 
is sending them out all over the United 
States and they are doing more to adver- 
tise Los Angeles than any other local 
product. They have had to increase their 
sales force during what is normally the 
slack season in order to take care of the 
business coming in. These sandals are 
made in the new popular shades, as well 
as the staple black and white. Mr. Burns’ 
store is unique in Los Angeles, carrying 
theatrical styles and lasts almost exclus- 
ively. 


New Swiss Models Acquired 
By Wolfelt 


C. H. Wolfelt, who is home from his 
European trip, has sent on some Swiss 
shoes made over a modified American 
last. Mr. Wolfelt is figuring on a last 
which will embody the best in American 
French and Swiss ideas. The workmaa- 
ship of the new shoes is exquisite, one in 
particular being very striking, yet quite 
demure. It is made of patent or kid, with 
plain quarter aad the vamp is completely 
stitched in little checkered squares, in 
quilted effect. Another is of white kid 
with the new red heel and red inlays in the 
vamp. This new red is meeting with much 
favor as a decorative feature. 
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LOUISVILLE 


Business Volume Holding Up 


Clearance Sales Begin with a Rush—General Conditions Are 
Good and Bank Clearings Show Gain 


LEARANCE sales started with a vim 
in Louisville with Fourth of July as 
ancient history for 1921, and according to 
reports received from local retail mer- 
chants volume of business as a whole is 
quite good, as general conditions are good 
and the public is buying. Prices quoted are 
very attractive, the very finest lines of 
merchandise in some of the stores being 
quoted at well under $10. In women’s 
shoes white canvas, buck, etc., are getting 
the call, while men’s demand continues for 
the usual black and tan, grain tans con- 
tinuing good in better shoes. 

There has never been a time when gen- 
eral conditions in Louisville were much 
more prosperous looking than today. 
Bank clearings are more than $40,000,000 
ahead for the first six months as compared 
with the same period of last year. Building 
operations for the same period went over 
$9,000,000, or four times normal for the 
period. Labor is well employed at good 
wages. About 5000 railroad shop workers 
are out on strike, and transportation is 
rapidly becoming crippled, as the round 
house men are out, and trains are standing 
idle, only passenger and fast freight trains 
making any headway. In fact the 
strike situation is beginning to threaten 
a tie up of freight movements to a point 
where it will seriously affect all lines of 
business. 


Love Made Advertising 
Manager 


The Rodes Rapier Company, has é¢m- 
ployed a specialty advertising man, in the 
person of D. E. Love, formerly with Levy 
Brothers, and at one time with Marshall, 
Field & Co. The business of the Rodes 
Rapier ‘Company has grown until a full- 
time advertising manager became needed. 


Sales Start Up 


The Boston Shoe Company, on July 5, 
started its usual mid-Summer, or semi- 
annual sweeping out sale, which is extend- 
ed to all departments. This custom of two 
sweeping out sales annually is now well 
over 25 years of age, the company now 
conducting its 57th such sale. 


Grauel Goes to St. Paul 


Fred M. Grauel of the shoe department 
operated by the Senack Shoe Company, 
or Sensenbrenner interests of St. Louis, in 
Husch Brotliers women’s store, Louisville, 
will leave-lere“on July 26, spending a few 


days at St. Louis and going to St. Paul as 
manager of a new shoe department to be 
installed there by the Senack interests in 
the Husch Brothers women’s store at that 
point. 


Sport Shoes Sell Well 


While general lines of colored combina- 
tion sport shoes have not sold well to men 
in Louisville, there has been a very good 
demand for the Tom Logan brand of sport 
or athletic shoes, which have become very 
popular with leading golf players, and 
which are now handled by many sporting 
goods stores, and professionals at the golf 
clubs. It is claimed that the Logan line is 
proving a wonderful seller. 


Up-Stairs Store Busy 


R. H. Moore, manager of the Up-Stairs 
Shoe Market, operated by the Boston 
Shoe Shop, of Boston, Mass., at Louis- 
ville, reports that business has been quite 
active and that he is very much pleased. 
Mr. Moore came to Louisville a few weeks 
ago from a company store at Wichita, he 
being transferred to Louisville to succeed 
Leo Rothschild, who was transferred to 
the Dayton, O., store, after having been 
at Louisville for some years. Rothschild 
came here five or six years ago if not more, 
and developed the business from a small 
one-room shop, until it now occupies a 
large second floor room, extending the full 
width and length of a goodly-sized Fourth 
Street building. 





“Practical Tanning” 


“Practical Tanning,” written by Dr. 
Allen Rogers, in charge of Industrial 
Chemistry and Leather Courses at Pratt 
Institute, New York, is a new book of 
modern practice as applied in the manu- 
facture of leather and allied products. This 
book measures 614 x 914 inches and con- 
tains 760 pages, with cloth binding, and 
124 illustrations. The information is pre- 
sented simply, directly and connectedly— 
in other words, it is a veritable encyclo- 
pedia giving helpful and reliable informa- 
tion on all branches of tanning, dressing 
and dyeing leather, furs, and related sub- 
jects. It is intended primarily for those 
interested in the actual production of 
leather and deals with the subject from a 
practical, rather than a theoretical, stand- 
point. Price $10. Published by Henry 
Carey Baird & Co., Inc., 2 West 45th 
Street, New York City. 
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“The Keds Board- 
walk” in the win- 
dow of George 
Innes Company of 


Wichita, Kansas. 
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Reg. U. S. Pat. Off. 


From Coast to Coast, hundreds of windows 
are drawing the vacation crowds to Keds. 
These dealers are building a big Keds busi- 
ness. You are missing large profits by not 
selling Keds to this great summer-time trade. 


United States Rubber Company 
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What Is Wanted in Rubber Soles 


An Analysis of Existing Conditions 


By CHESTER C. BURNHAM 


Reprinted by special permission from THE I NDIA RUBBER WORLD 


[ | NEXPECTEDLY and out of a clear 
sky as it were, an unusual demand 
for rubber soles has come among us. 

In company with short skirts, wool hose, 

knickers for women and men, and the 

greatly increased interest in all sports 

since the war, there has materialized a 

very sizable demand for suitable sporting 

footwear. Expert shoemen state that the 
demand will have to be definitely reckoned 
with but they also add that rubber sole 
manufacturers must protect their own 
interests by compounding soles properly 
and by designing types of soles that will 
serve the purposes best and wisely. Last 

Fall the sport sole demand came at a 

time when the rubber sole industry was 

suffering somewhat from a dwindling de- 
mand for the regulation type of soles. 

While there was plenty of equipment for 

quantity production of regular types, that 

for sports soles was very limited indeed 
and worse than this, the moldmakers were 
crowded with heel mold orders and thus 
had no time to make sole molds. Soon 
every piece of available equipment was 
pressed into service and more than one 
manufacturer tried to duplicate his in- 
adequate equipment by making castings 
of them. Some of the best of this equip- 
ment was of faulty design and the manu- 
facturer was forced to assume the extra 
burden of amplifying this equipment be- 
cause he had already introduced it and 
must have greater production even if the 
design was faulty. 
Desired Types of Soles 

Naturally relief came at last and new 
manufacturers entered the field with new 
equipment, whereupon arose a decided 
division of opinion as to whether the knob 
type of sole was more desirable than the 
suction cup, or whether either of these was 
to be preferred over the so-called wash- 
board type. In the early days of the de- 
mand this matter of type did not disturb 
the conditions very much but with the 
approach of new styles and greater pro- 
duction, the trade became greatly inter- 
ested in the matter of design and still is 
interested to a considerable degree. Ex- 
perienced shoe buyers quickly divided the 
demand into two classes: 

1. Those who used such footwear for 
sports. 

2. Those who wore such footwear be- 
cause it was modish and comfortable. 

Department store and shoe store mana- 
gers soon found that a very large per- 
centage of sales on this class of footwear 


was to those who had no interest in sports 
but merely wore this type of shoe because 
it went well with the short skirts, sport 
clothing and bobbed hair styles of the day. 
Gradually, however, it began to dawn 
upon these dealers that even in this broad 
usage there was a definite preference for 
certain types and in seeking for a reason 
it was discovered that certain types of 
soles were decidedly uncomfortable when 
worn for office or every-day wear. 

To properly understand why this might 
be so, one must study shoe manufacturing 
practice for a few minutes. In making a 
welt shoe, there is a space between the 
inner and the outer sole that has to be 
filled with some sort of plastic substance 
in order to make a firm bottom. With 
plain soles this was comparatively unim- 
portant, but when sport soles came along 
with knobs, wrinkles and hollows in them, 
it was found that constant walking would 
drive these buttons or rings into the plastic 
filler, causing the insole of the shoe to take 
on definite creases or bunches correspond- 
ing somewhat vaguely with the design of 
the sole. Thus the wearer would be walk- 
ing on a series of bunches which became in 
time decidedly uncomfortable. 


Fabric Inlay for Sport Soles 


Because of the enormous demand for 
soles, no particular attention was paid to 
this matter at first, but with a shortened 
demand as the buying season waned, far- 
sighted rubber men conceived the idea of 
backing such soles with an inlay of fric- 
tioned fabric. This idea was not new but 
was borrowed from the former practice of 
so backing rubber soles in an attempt to 
eliminate stretch and puffing of the sole in 
wear. The idea of inlaying fabric in this 
manner is unquestionably a splendid one 
and some manufacturers make an addi- 
tional charge for it. However, the fabric 
inlay should be adopted as standard prac- 
tice by all sole manufacturers. It makes a 
firmer shoe bottom, gives the sole in- 
creased wearing life and facilitatescement- 
ing of the soles in the shoemaking process. 


Golf Associations Faror Rubber Soles 


In the matter ‘of design, the predomi- 
nance of any one type over another is a 
fair indication of public sentiment, and 
the end of this summer will surely tell 
which type of sole has been the best all- 
around seller. Before that time, however, 
we can give attention to the matter of 
soles designed for wear on shoes built for 
sport. Golf associations all over the coun- 


- 


try are barring out the hob studded golf 
shoe and the fiber sport soled type will 
undoubtedly take its place. The question 
then arises, what type of sole is best 
adapted for golf, for tennis, for gym- 
nasium, etc.? 

Golfers will probably show a preference 
for the knob design if for no other reason 
than that the knobs simulate most closely 
the idea of hobs. Tennis players will 
probably prefer the suction cup or wash- 
board type, while for gymnasium work the 
suction cup type is undoubtedly to be pre- 
ferred on account of its greater holding 
power on the smooth gymnasium floors. 
For ordinary sport wear, the wearer havy- 
ing no intention to participate in sports, 
the sole that will permit of dancing, bowl- 
ing, and hiking, will find greatest favor. 
It is apparent that a design having too 
many indentations in the sole will leave 
little of the sole itself for a backbone, so 
that the wearing qualities may become im- 
paired, and such a sole will necessarily be 
uncomfortable to walk on unless backed 
with a fabric inlay. Likewise, hobs or 
buttons that are too pronounced will only 
cause inconvenience and at the same time 
will not greatly increase the wear over a 
moderately raised design. 

The profile of a sole is a most important 
matter and aside from the depth of the 
face plate design there is also the thickness 
of the shank to consider. Many soles are 
not sufficjently thick in the shank to with- 
stand the extreme tension sometimes 
forced upon the sole. Consider the strain 
on a sole when the golfer is at the height 
of his stroke, for example, or the strain on 
a tennis player’s sole when he is kept 
constantly on his toes in a strenuous 
match. Here it is that the shank must 
stand up and give real service when re- 
quired. The manufacturer who attempts 
to gain light weight and low cost by skin- 
ning the sole at this point is working a 
hardship on the industry. Let them be 
full ironed at this point and rugged in 
construction. 


Ansin Leaves Bunker Hill 
Shoe Co. 


David Ansin has severed his connections 
officially with the Bunker Hill Shoe Com- 
pany, manufacturers of women’s McKay 
shoes, Everett, Mass. William H. O’Brien 
superintendent for the past three years, 
has taken over the management of the 
factory. Mr. O’Brien was formerly of 
Rogers & Briggs, of Lynn. 
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~Rueping’s 


Seminole Calf 


o. 34 Brown 
Will ea the Call this Fall 


A very fine grained 
smooth Chrome Russia of 
exceptionally mellow feel 


The lasting popularity of brown Russia calf is 
well assured. But in ordering shoes for Fall, re- 
member that there is a wide difference in Russia 
calf leathers. Be sure to specify Rueping’s Semi- 
nole --- a special tannage of very carefully selected 
skins --- the finest grained, smoothest finished and 
most uniformly colored calf obtainable. 


If the makers of your better shoes 
don’t sample it, write us for swatches 


Fred Rueping Leather 


Company 
FOND DU LAC, WISCONSIN 
Established 1854 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis 


FRED RUEPING LEATHERCO New York Chicago San Francisco Montreal 
FOND DU LAC. WIS,USA. Northampton, England 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Most Larger Tanneries Busy 


Increased Demand Strengthens Market for Sole, Calf and Kid—One 
Plant Running Full Time on Patent Side Leather 


busier right now than they have 

been in some time previous. One of 
the largest manufacturers of patent leather 
is running full time on patent sides and is 
behind in deliveries, although this is par- 
ticularly due to the extremely bad weather 
of June and the fore part of July. At the 
same time, he is running full time on his 
other lines of side upper leather. He ex- 
presses the view that patent leather will 
be in strong demand for a long time to 
come. 


i; majority of leading tanners are 


The leading tanners were fairly well 
represented at the Boston Shoe Style 
Show, and it was noticeable that colors 
predominated in the exhibits. There were 
complete exhibits of calf, kid, sheep, side 
leathers, and the many different styles and 
registered names. 


Exhibits of Sole Leather 


Noticeable at the show were also ex- 
hibits of soles and sole leather, composi- 
tion and rubber soles also occupying a 
prominent place. 

The general tone of the upper and sole 
leather market is stronger than a few weeks 
ago and tanners are operating at a capac- 
ity calculated to take care of the steady 
demand expected from now on. Upper 
leather buyers are in the markets regularly 
and placing orders for larger lots and less 
hand-to-mouth buying. 

The sole leather market is stronger and 
tanners are holding firmer to their prices. 
Orders are larger for oak sole and combin- 
ation tannages and on a solid basis. Tan- 
ners are holding their No. 1 oak backs at 
55c and 60c per pound. Heavy union sole 
of good quality is scarce, owing to recent 
large sales. 


Calf Leather Market Active 


The tanners of calf leather report a busy 
market and orders are being placed regu- 
larly for future delivery. The price situa- 
tion is the same as the past two weeks, 
with the top grades of smooth chrome- 
colored calf offered at 45c, 43c, and 40c, 
for the three selections. Some good grades 
and weights are offered at 35c to 30c per 
foot, according to tannage. There is also 
some cheaper leather on the market at 20c 
to 30c per foot. Job lots are pretty much 
a thing of the past. There is a good call for 
the best finishes of suede leather. The top 
grades still bring from 60c to 70c per foot 
ind the medium grades from 50c to 60c. 
The demand is principally for grays, 
browns and blacks. 


The call on all finishes of side upper 
leather has improved, although trading 
has not yet resumed a fully normal basis. 
Inquiry, however, is encouraging and 
tanners are standing firmly on. their price 
quotations, both for colors and blacks. 
The better grades of smooth colored and 
boarded side are quoted up to 25c and 28c 
per foot. The mediums and cheaper selec- 
tionsrange downward according to quality. 
There is a fair demand for the heavy 
waterproof leathers for heavy shoes. The 
top grades of side buck bring from 35c to 
40c for colors. A few special lines are held 
at 42c to 50c, genuine buck bringing 70c 
to 80c per foot. The snuffed sides and 
cheaper leathers are quoted at below 20c 
per foot. 


Kid Market Firm 

The patent leather market has been 
bothered by the continued rainy weather 
which has interfered with drying and de- 
liveries. The top grades of patent kips 
bring from 42c to 47c and patent sides 
from 40c to 45c. Cheaper selections are 
available at 25c to 30c and still cheaper 
ones at below 20c. There is a good call for 
patent kid which brings from 60c to 75c 
for the top grades. 

The glazed kid market is firm and active 
and showing much improvement over a 
few weeks ago. Orders have been placed in 
fair size on the selections ranging from 35c 
to 50c and 60c per foot. Top grades of 
black bring from 60c to 70c and colors 
from 70c to 80c for the best. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 
Calf, suede top grade......... $0.32@$0.35 $1.40@$1.50 $0.60 @$0.70 
Calf,smooth, colored, topgrade .28@ .30 1.40@ 1.50 40 @ 5 
Calf, smooth, black,top grade . .26@ .28 1.30@ 1.40 35 @ 40 
Side leathers, colors, top grade. 18@_ .22 -75@ 1.00 20 @ .28 
Side leather, black, top grade. 16@ .20 65@ .90 .20 .26 
Genuine buck............... 45@_ .50 1.40@ 1.60 .60 -70 
White buck, 4 grade ning .28@ .30 .90@ 1.00 35 42 
Elk, heavy side. . Sina .24@ .26 .65@ .70 18 4 23 
Kids, colors, best fancy. ‘ee 35@ .40 1.40@ 1.65 -70 80 
Kid, colors, top grade........ -28@_ .30 1.35@ 1.60 60 @ .70 
Kid, black, top grade........ ’ .28 .30 1.35@ 1.50 60 @ .65 
Kid. medium, =. oe ae .20 24 -70@ 1.10 35 @ .50 
Kid, medium, black. . . 18@ .22 .60@ 1.00 30 @ 40 
Kid, cheap. hoe acnerd .06@ .12 -20@ _ .36 om ae ae 
Chrome  pevent sides. Ree cake .25@ _ .30 85@ 1.05 40 @ 45 
 aciia' a4 00 20tee ox wks 40@ ... 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
Green Hide Sole. ... 32@ «33 56@ 58 28 @ .30 
a aah cla inn ahteme ..@ .36 9@ .. 45 @ 50 
errr 38@ 39 92@ .95 45 @ .55 
No. 1 oak bends, shoe mfrs.’ use 46@ .47 .98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use.. ..@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, 7 * ..@ .18% 52@ .55 17%@ .18 
Heavy Texas steers, sole , 

wi & oF pepe li Ne ..@ .18 ..@ .50 16 @ .16% 

ht native cows, for side 
20 wee... Oper ..@ 17% ..@ .62 @ .15% 
Branded cows, for lig’ t sole 

eather. decks woes at cs .@ 17% ..@ 50 .. @ 4% 
No 1 buffs for heavy w an 

side lea be at é adi “he ~-@ J§ 45@ .50 12 @ 12% 
No. 1 Chi ad calfskins 

— fine calf leather......... ..@ 17% .80@ 1.02% 16 @ .20 

for up “os So ..@ .16% .65@ .80 14 @ .18 

ov hides, ior bento sole lea. oO 20 A2@ «.46 146%@ .18 
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U. S. Quartermaster 


Washington, D. ¢ ——\ fi 
gear — NT 


100,000 
PAIRS 


WHEN UNCLE SAM 

WANTS STURDY SHOES 

| HERMAN’S ARMY GARRISON HE COMES TO THE 
SHOE IS A BIG SELLER HERMAN SHOE CO. 


There’s rugged wear in every pair. 
It’s ideal for the civilian who wants a shoe 
to stand the strain of heavy work or rough 
outdoor use. Not clumsy—just sturdy 
and staunch. You can sell it to your 
customers with full assurance it will give 


many months of extra wear. 


The HERMAN guarantee of high quality 
and sound value is back of every pair. 


The Price Is Low—The Quality Is High 


$3.65 


HERMAN’S . a 3 
ARMY GARRISON SHOE No. 68 v a 

Made on the famous Munson Last, of 4 4 

Retanned Chrome Leather. Selected . —e IN STOCK 
Heavyweight Full Double Sole, Out- Ss oe FOR IMMEDIATE DELIVERY 


side] Counter-pocket and Stay. Soft esses Widths C, D, E, EE 
Toe (no box), Half-bellows Tongue. Sizes 6 to 11 


HERMAN’S SHOES Have Passed Rigid Government Tests 
for OVER THIRTY YEARS 


ORDER YOURS TODAY 


JOSEPH M. HERMAN SHOE CO. 


MILLIS MASS. 
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Boston Boys Entertain the Shoe World; William H. 
Larkin, B. S. T. A. President, and Committee 
Pull Off a 100 Per Cent Perfect Event 


HE annual outing of the Boston 
T Shoe Travelers, held at Pemberton 
on Friday, July 14, was indeed a 
glorious finish of the Big Boston Style 
Show. Shoe buyers, salesmen and manu- 
facturers, were in festive mood, as the four 
preceding days of the best exposition ever 
had been in every way most satisfactory 
ones to all concerned. If ever a bunch of 
happy fellows boarded a Nantasket boat, 
it was 150 or more of B. S. T. A. boys and 
their shoe friends. 


“Big Chief Bill” and Braves 


William H. Larkin, president of the 
B. S. T. A., was “The Big Chief” of the 
party, and he and his co-workers, A. L. 
Puffer, Thomas A. Delany, David J. 
Tobin, Edward M. Cox, Sydney L. Curry, 
Charles F. Maxwell, George Manson, Roy 
L. Miller, Harry LeFavour, Edward J. 
Andrews, Timothy E. Murphy, Frank S. 
Larkin, and E. U. Burdett, who had dis- 
pensed hospitality during the third Boston 
Style Show in such royal fashion and kept 
up the good work until the curtain was 
rung down—5:45 P.M., July 14, at “The 
End of a Perfect Day.” 


Shoe Buyers Hold Reception 


At 9:30 A.M., Teel’s Band struck up a 
marching tune in front of Hotel Essex, and 
off went the boys, en route through the 
streets of the shoe and leather district, to 
the Nantasket Pemberton boat. Upon 
arrival at this charming little spot in 
Boston Harbor, the company again formed 
in line and with Teel’s Band leading off the 
procession, marched to the sports field, 
and almost at once an interesting event 
took place. The shoe buyers lined up as a 
reception committee, headed by the Re- 
corder scribe, shoe travelers and manu- 
facturers, formed in line and were intro- 





(This Department is conducted by Helen M. 
Haney, Associate Editor) 





duced by President Larkin and his assist- 
ants, to the buyers. All joined in extending 
a hearty greeting to their guests from the 
West, the North and “’Way Down South 
in Dixie.’’ One of the most active in seeing 
that all were properly introduced was 
L. A. Hunt, shoe traveler and stockholder 
in the Emerson Shoe Company. 


The Buyers’ Roster 


Among the buyers present were: John 
L. Gray of J. J. Long & Co., Woonsocket, 


R. I.; George Hufford of F. Johnson & Co., 
Holdredge, Neb.; T. M. Levingston, of 
Levingston’s, Concord, N. H.; A. Saun- 
ders, buyer for the shoe department of 
Butler’s Department Store, Boston; W. F. 
Burleigh, shoe buyer for Houghton & 
Dutton, Boston; Joseph E. Miller of Davis 
& Savard, Bridgeport, Conn.; Charles W. 
Bragg, Drexel Shoe Company, Omaha, 
Neb. (50 years old, and the oldest store in 
Nebraska); A. P. Haynes, Morse’s Shoe 
Company, Meriden, Conn.; David D. 
Klein, Klein’s Shoe Store, New York City; 
A. A. Morse of Morse’s Shoe Company, 
Meriden, Conn.; F. W. Hess of Field, 
Schlick & Co., St. Paul, Minn.; W. M. 
Ayres, of Ayres & Dyer, Uniontown, Pa.; 
C. R. Boyden, Rutland, Vermont; T. W. 
Beagle of Cohen Bros., Jacksonville, Fla.; 
R. D. Anderson, Arkansas City, Kan.; 
“Jack” Bloom, buyer for R. Bloom, 
Orange, N. J.; “Jack” Gilligan of E. W. 
Edwards & Son, Syracuse, N. Y.; T. E. 
Welsh, shoe buyer of Efroymson & Wolf, 
Indianapolis, Ind. 

The handshaking over, a game of base- 
ball between the shoe buyers and shoe 
salesmen was played to an enthusiastic 
gallery. 

The Baseball Game 


The line-up on the buyer’s team was as 
follows: Gray, |. f.; Saunders Ist base; 
Tayor, c.; Levine, short stop; Levingston, 
c. f.; Klein, 3d base; Clark, 2d base; 
McAttee, pitcher; Moses, right field. On 
the salesmen’s team were: “Hap” Bur- 
dett, Ist base; Gaffney, pitcher; L. Bur- 
dett, catcher; Miller, short stop; Puffer, 
3d base; Byan, 2d base; Brown, c. f.; 
Ellice, r. f.; Goldstein, 1. f. Bert Leahy 
umpired on the bases. 

The inimitaple and irrepressible ““Tim’” 
Murphy was umpire, who soon after “play, 
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ball” was officially called stated that he 
felt it his duty to announce that he was 
umpiring for the game by virtue of an in- 
ternational correspondence school course, 
which he had recently completed. For 
ready reference, “Tim” carried a blank 
notebook, the very flexible rules therein 
being written by him on the spot, when- 
ever a complex situation demanded a de- 
cision. It is true that there was much con- 
troversy between the gallery and the um- 
pire. At one time, there was a veritable 
kick on the umpire, calling strike; the um- 
pire became a bit nonplussed, not being 
able to locate the plate; whereupon, the 
genial and ubiquitous “Syd” Curry, who 
was here, there, and everywhere, all day 
long, smoothing or brightening up a cor- 
ner, shouted through his megaphone: “‘Is 
there anybody here who would like to 
take Tim Murphy's job?” 


“Pop” Wright to Rescue 

Immediately “Pop” Wright, known at 
Massachusetts’ Capitol as Senator E. T. 
Wright, rushed to the rescue. A conference 
was held, and then came ringing across 
the field the announcement that Frank 
Briggs was wanted by the umpire. Great 
excitement in the gallery and bleachers— 
the latter interposing with the suggestion 


that “Tim” be given another chance. 
“Pop” Wright accordingly came back from 
the arbitration board with the side remark 
to the gallery, ‘““‘The umpire is rotten.” 


Abe Saunders Steals Third 


After this flurry, all went well for a 
little while until a man who was called 
out by the umpire for turning the wrong 
way at first base refused to go out. How- 
ever, Umpire “Tim” maintained that his 
decision still held good. The first bit of 
brilliant playing was a two-base hit by 
A. Saunders; Saunders next stole third 
base; Puffer knocked a two-bagger, bring- 
ing two men in ahead of him. “Syd’ 
Curry announced through the megaphone 
that the traveling men were doing the 
heavy batting. 


“Hap” Burdett Strikes Out 


The third inning saw the bases full. 
Moses, starting after a flyer, fell down. 
Umpire “Tim” rules that Short Stop Mil- 
ler could play better without a glove. 
Next big event—‘‘Hap” Burdett struck 
out for the first time in his life, followed 
by Burt Puffer. (Here the fans had a 
fight as to whether or not this was Puffer’s 
first offense. Much discussion here as to 
technical points of game.) Buyers made 
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two runs in the first half of the fourth, 
*midst loud applause from the gallery and 
bleachers, wild waving of hats, and yells 
of “Some” playing. 


Moses Picks Up Cap 

Moses créated much mirth from the 
gallery by his very “conservative’”’ atti- 
tude. Caught stealing second, he was too 
hastily returning to first when he stum- 
bled, fell, and dropped his cap. Where- 
upon he refused to run to the base until he 
had picked up his cap. 

During the last half of the fourth inning 
there was another outburst of abuse 
heaped upon Umpire Tim’s head—Puffer, 
the leader in the abuse, again calling 
“Tim” absolutely rotten. This alterca- 
tion did not in the least ruffle ““Tim,”’ but 
Puffer was so overcome that he asked 
Harry Goss to run for him. Then some- 
body on the salesmen’s team was hit 
over the head, but, evidently being 
used to hard knocks, he quickly ral- 
lied, whereupon the irrepressible ““Tim” 
shouted, “And then they say ‘Kill the 
Umpire!’ ” 

At the end of the fourth inning, at 
which time it was agreed that the game 
should come to an end, the score stood 
9 to 7 in favor of the salesmen. 
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With a ‘“‘What-You-May-Call-It”’ On the Table 


George Dow Walks Around Bases 

“Syd” Curry then announced that after 
this game a real team would play. Ac- 
cordingly, the followingbase ball stars 
took their places at the bat: “Pop” 
Wright, who immediately made a home 
run; Frank R. Briggs, who played a frag- 
ment of brilliant ball; Major Cahill, who, 
not wishing “Pop’’ Wright to surpass him 
in baseball skill, also made a home run. 
The next star in the constellation was 
George S. Dow, who, despite his 289 
pounds, walked just as fast as he could, 
cane in hand, around the bases. It was 
conceded that with a little more practice 
George might yet be in the Babe Ruth 
class. 

Other A-1 players were Harry Ripley, 
George J. Lovely, A. N. Blake, J. Frank 
Crehan, and John D. Baxter. By this 
time Messrs. Dow, Wright, and Ripley 
had become so much elated at the ap- 
plause which they received from the gal- 
lery that they issued a challenge to the 
winning team. But for some reason or 
other the winners refused to accept the 
challenge. 

A Short But Furious Battle 


The next event was a tug-of-war be- 
‘ween buyers and salesmen—a short but 
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furiously-fought battle. Finally it be- 
came necessary for both sides to send for 
reinforcements. The result was that, al- 
though some of the salesmen pulled their 
best, the buyers pulled to a stronger and 
victorious finish. 
Throwing the Ball 

In the. throwing-of-the-ball 
there were many entrants. Frank Crehan 
threw very well; Pop Wright exceeded the 
goal, but was by no means the poorest 
thrower; Buyer R. D. Anderson from the 
Osage Indian country, Arkansas City, 
Kansas, aimed a little too high; “Billy” 
Noll showed just what position a ball- 
thrower should take; “Tim” Murphy 
looked far into the distance. He first 
shooed off a lady who was directly in the 
way, some three hundred yards in front 
of him; he next spied the Nantasket 
steamer, and as ““Tim” did not wish to in- 
jure any of the passengers on board that 
boat, he had to wait until it passed out of 
his range. Upon being assured that the 
whole Atlantic Coast was then cleared, 
he raised his powerful arm and hurled the 
heavy ball. But—alas—anticipation is 
often greater than realization, and so it 
was in ““Tim’s”’ case. The long-distance 
prize-thrower was J. W. Burke, salesman 


contest, 


for the Beacon Falls Rubber Shoe Com- 
pany, who on two occasions made a won- 


derful throw. 


Dinner Is Served 

At 1.30 P.M. dinner was served in the 
beautiful dining room of the Pemberton 
Inn, and all enjoyed the sumptuous “eats” 
in the line of broiled live lobster and other 
goodies from Atlantic waters. Teel’s 
Band furnished the music, one exquisitely 
rendered number being the Sextette from 
“Lucia.” Although many jazz pieces 
were played by the band and a high-class 
orchestra, the company much preferred 
the classical, as the applause showed. In 
the pauses between the music, or when 
conversation in some particular section 
lagged a bit, the waves sang melodiously 
to the rocky beach, the East wind making 
their tones just a trifle clearer than usual. 


The Old Old Songs 


After dinner, the old, old songs were 
played and sung: ““The Good Old Summer 
Time,” selections from “‘Erminie,”’ “After 
the Ball,”’ and then some of the war songs, 
such as ““There’s a Long, Long Trail,” and 
“Smiles.” “‘Syd’’ Curry, the man with the 
megaphone, requested Frank Briggs to 
sing “Sweet Adeline,” but Mr. Briggs 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 
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For sale by Shoe Findings Jobbers 
Better order’ some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHCE REPAIRING MACHINERY CO. 
Boston, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Shoeman’s Micrometer 


Send for Booklet 


Dependable 
Saves Time 
Sells Customers 


One of the Features 

at Boston Style Show 

Cannot wear out and guaranteed 

not to get out of adjustment. Ten- 

day demonstration allowed. Men’s 

model now ready. Women’s model 
ready Sept. Ist. 


SPECIAL INTRODUCTORY PRICE, $15.00—Pays for Itself 
CLARKE-EMERSON MFG. CO. 18 TREMONT ST., BOSTON, MASS. 
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The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


| In Stock NOW 
| AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 me 
983-Brown Kid Oxford 5.50 a Williams Clark & Co. 


—White Fabri 4. S 
353 te c Oxford 4.35 L . Mass. 
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never sings right after dinner, so the invi- 
tation was not accepted. The Stein Son 
was led by J. Frank Crehan, and “Charlie” 
Ferrers and J. Frank Crehan executed “a 
fore and aft’ to a measure or two of an 
Irish jig. 


John Jackson Walsh Idealizes 


The remains of the clams, lobster and 
other edibles being cleared away, Ex-State 
Senator John Jackson Walsh, in his charm- 
ing style, spoke on “The Spirit of the 
Political Idealist.” One of his forceful 
phrases was ““The Democracy of the future 
is now in being, represented by the chil- 
dren of this hour.”” He urged good rela- 
tions between capital and labor; the spirit- 
ual values of life, as exemplified in the 
spirit of the Nazarene and said: “We are 
all hypocrites if we abandon for six days 
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the religious spirit which leads us to church 
on Sunday.” 

He advised the business man not to find 
fault with the politician, but to himself 
become a politician. Said he: “If the busi- 
ness man wishes any special piece of work 
done, even to an income tax, a matter of 
mere nmiathematical calculation, he calls 
in a specialist; if he is ill, he calls in a 
doctor, also a specialist, and so, all through 
so why not a political specialist, or an 
expert on government, if you will—in 
other words, a politician. What is needed 
in politics today is not more intelligence, 
nor more subtlety, but more courage.” 
He closed his remarks with the words, 
“We build a temple and beauty is all with 
us. Our responsibility is each his own—it 
cannot be delegated. Therefore, do well 
whate’er we do. Build it straight and 
strong and true; build it clean and high 
and broad. Build it high for God!” 


Skeffington Thrills the Company 


The former Commissioner of Immigra- 
tion, Henry J. Skeffington, then thrilled his 
hearers with a graphic account of the de- 
portation of the Reds in January, 1921. 
On Jan. 7, 1920, Commissioner Skeffington 
had made a round-up of the Reds, some 
240-odd, who were consigned to Deer 
Island, Massachusetts. He told about the 
work of the radicals and that of Luigi 
Galliani, father of anarchy, who in Febru- 
ary was continually inciting the foreign 
population to become atheists, to unload 
religion, and finally to become anarchists. 
To Mr. Skeffington was assigned the duty 
of delivering a company of some 70 de- 
portees of the most radical type, headed 
by Rosa Orodofsky, to the Latavian 
government. And besides this detachment, 
the ship contained 300 other Russians and 
Bolshevists, 500 Polanders, and 126 Ger- 
mans. He told of the mutiny on board 
ship and the hades of 17 days spent in 
crossing. He, indeed, thanked God on his 
return to the Land of the Good Old Stars 
and Stripes, and that of the National 
Secretary, T. A. D. Mr. Skeffington’s 
told his story well, as only a brave man 
could relate a trying ordeal, out of which 
he had come the victor. 


“Exposition on Permanent Basis’ Says 
Blake 


A. N. Blake, president of the National 
Shoe and Leather Exposition and Style 
Show, made a few remarks in which he 
congratulated aJl on the wonderfully suc- 
cessful week just closed. 

“We had a real exposition,” said Mr. 
Blake, ‘‘with more buyers in Boston than 
we had ever hoped to have here. I think 
that we have put this National Exposition 
now on a permanent basis where we may 
hope to keep it and have it thoroughly 
representative of the very highest ideals.”’ 
Blake thanked the salesman for the good 
work they did in giving their heartiest co- 
operation to the Style Show management. 
He said: “I want to tell you all that when- 
ever we want any help we know where to 
go for it, and can always depend upon 
you.” To which remark, President Larkin 
replied: ““You bet you can.” 


Briggs a Shoe Traveler Booster 


Frank R. Briggs, president of the Na- 
tional Boot and Shoe Manufacturers’ 
Association first announced that he was a 
member of the Boston Shoe Travelers’ 
Association, with occasional territory in 
New York, and Philadelphia. He com- 
mended the boys on the good work that 
they had accomplished in putting through 
interchangeable mileage. He said that the 
National Boot and Shoe Manufacturers’ 
Association has been most happy to work 
with the boys on the road in putting 
through interchangeable mileage, and he 
thought that perhaps that the National 
Boot and Shoe Manufacturers’ Associa- 
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tion had been of some help in this direc- 
tion—at least, that Secretary Delany had 
said so. He expressed the hope that the 
Boston Shoe Travelers would soon reach 
a turning point in their career when it 
would be an easy matter to get the whole 
250 members together in a body on any 
occasion and thus show its strength to the 
rest of the industry. 


Prizes are Presented 


President Larkin thanked the various 
speakers and then presented prizes for 
the various events. ““Tim’’ Murphy was 
first on the list on account of his scientific 
method of umpiring. Among those who 
blithely “skipped’’ to the head table to 
receive a prize was I. Wendell Gammons 
of the Shoe Retailer, known to the boys as 
“Little Nemo.” His prize was received for 
keeping the baseball score. Although a bit 
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“‘winded”’ by his strenuous day, “Little 
Nemo” upon being loudly called upon for 
““Speech,”’ delivered what was thought to 
be, by those at a distance, a new kind of 
blank verse; at any rate, the boys im- 
mensely appreciated “Little Nemo’s’’ wit- 
ticisms. 

















“For Auld Lang Syne”’ 


L. A. Hunt, who travels for the Emerson 
Shoe Company, a woman-hater, but very 
popular among the boys, is not totally de- 
void of sentiment, as he thought that it 
would be a fine thing to pass around a little 
book, so that all the shoe travelers present, 
might inscribe their names therein. A few 
buyers’ names were also written and those 
of the press of course. We present the sig- 
natures just as they appear: Arthur B. 
Brown, H. T. Thompson, George Fahey, 
William Mansfield, all with the Outing 
Shoe Company; Fred T. Coleman, with 
Watson Shoe Company; A. W. (Myke) 
Darling, with the Clapp & Tapley Co.; 
J. D. Baxter, with Lounsbury-Mathewson 
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Company; D. J. Tobin, with Lindner Shoe 
Company; “Tim” (Umpire) Murphy, 
Welch, Morse & Feehan; John T. Welsh, 
Chas. Meis Company; P. E. Randall, with 
J. W. Hitchings; John M. Meggett, with 
Plant Bros. & Co.; Harry C. Browne, 
United States Rubber Company; J. H. 
Willett, in charge of Regent Keds Sales; 
Charles H. Shannon, United States Rub- 
ber Spring Step heels; Herbert A. Derry, 
United States Rubber Spring Step heels; 
J. W. Terhune, United Shoe Machinery 
Co.; E. S. Grover, Boot and Shoe Recorder; 
C. P. Abbott, United States Rubber Co., 
Boston Branch; C. R. Boyden, Rutland, 
Vt.; A. P. Hagner, Meriden, Conn.; A. A. 
Morse, Meriden, Conn.; Arthur P. Gould, 
Franklin Shoe Co., Boston; J. Burke, 
Beacon Falls Rubber Shoe Co.; T. M. 
Levingston, Levingston’s, Concord, N. H.; 
W. A. Ray, Edmonds Shoe Co.; K. O. 
Schneider, Edmonds Shoe Co.; James J. 
Connolly, Edmonds Shoe Co.; W. F. 
Turner, Edmonds Shoe Co.; H. P. Goss, 
Jelly-Delaney Shoe Co.; E. U. Burdett, 
Burdett Shoe Co., Guy P. Moses, Edwin 
Clapp & Son; H. P. McNulty, Buckley 
Shoe Co.; Leonard F. Burdett, Burdett 
Shoe Co.; J. Frank Crehan, French, 
Shriner & Urner; “Jack’’ Bloom, Orange, 
N. J.; G. F. Radway, Boston American 
(these newspaper people with you, cannot 
escape the press); W. S. Brooks, The Shoe 
Retailer; David D. Klein, Klein’s Shoe 
Stores, New York; Charles W. Bragg, 
Drexel Shoe Co., Omaha; R. D. Anderson, 
Newman Dry Goods Co., Arkansas City, 
Kas.; P. J. McAtee, Howard Print; Alfred 
J. Minshall, Ault-Williamson Shoe Co.; 
Charles C. Ferrers, Jelly-Delaney; C. B. 
Tebbetts, F. H. Ellis, C. L. MacGillivray, 
C. R. Todd, J. A. Parsons, W. C. Wilson, 
Wm. J. Moore, W. E. Coombs, G. L. Bean, 
J. E. Matheson, with United Shoe Ma- 
chinery Corporation; William Gaffney, 
Amdur Shoe Co.; George Hufford, F. 
Johnson Co., Holdrege, Neb.; William 
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Noll, “Syd” Curry, Fred Doherty and 
D. C. Doherty; Ed. L. Clark, Outing Shoe 
Co.; Harold E. Clark, Outing Shoe Co.; 
Philip B. Wilson, Howard & Foster Co.; 
M. C. Galvin, Conrad Shoe Co.; Roy L. 
Miller, Whitman & Keith Co.; G. I. 
Byam, Slater & Morrill, Ind.; A. B. Taylor 
Golbert Last Co.; Preston W. Lewis, Hood 
Rubber Co.; C. H. Miller, J. & K. Co.; 
H. W. Ward, George L. Stark with Wilson 
Process, Inc.; Robert Doyle, with Doyle- 
Mullins Co.; A. F. Leahy, H. C. Godman 
Co.; E. L. Reilly, A. R. Caswell and 
Phillip Melhado. F. M. Moynihan, Shoe 
and Leather Reporter; Wm. M. Ayres, 
Uniontown, Pa.; Edward W. Perkins; 
J. E. G. Foote, J. E. French Co.; Richard 
Sherrington, Simplex Shoe Co.; Tom 
Meade, Williams, Kneeland Co.; W. H. 
Ellice, Indian Head Shoe Co.; F. S. Larkin, 
Indian Head Shoe Co.; George W. Dem- 
ing, Davidson Bros. Co.; J. Gilligan, 
E. H. Edwards & Son, Syracuse; W. J. 
Keeffe, Kauffman-Fickett Shoe Co.; Syra- 
cuse; L. M. Oakley, Essex Rubber Co.; 
P. M. Warnke, B. A. Corbin & Son Shoe 
Co.; Charles E. Collar, Gimbel Bros., 
Milwaukee; J. E. Stevens, Hazen B. Good- 
rich Co.; F. A. Cadwell, Richards & 
Brennan Co.; Joseph E. Miller, with 
Davis & Savard, Bridgepor:, Conn.; 
Leslie A. Hunt, Emerson Shoe Co.; E. B. 
Terhune, Boot and Shoe Recorder; J. Wm. 
Appleton, Emerson Shoe Co.; Charles T. 
Cahill, United Shoe Machinery Co.; H. H. 
Ripley, L. B. Evans Sons Co.; F. R. 
Bragg, Thomas G. Plant Co.; Charles F. 
Maxwell, H. J. Skeffington, T. A. Delany, 
William H. Larkin, John Jackson Walsh, 
E. T. Wright, A. N. Blake, George F. 
Dow, I. Wendell Gammons, George J. 
Lovely, Dalton Co.; A. L. Puffer, Smaltz- 
Goodwin Co.; H. B. Scates, Emerson 
Shoe Co. 


McElroy-Sloan Big Bugs 

(From McElroy-Sloan Enthusiast of July 6.) 

We note from the McElroy-Sloan 
Enthusiast of July 6 that Frank Crad- 
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dock is now the leader by a _ liberal 
margin. The conditions in the Pan 
Handle of Texas are better than they 
have been for years and while Mr. Crad- 
dock’s health has been poor, he has kept 
his mind at work and has lined up several 
of the largest chain store buyers in 
Western Texas. If his health is good in 
1923 and the conditions continue good in 
the Pan Handle, he is going to crowd 
$400,000.00 shipments. Watch out for 
Frank Craddock from now oa. 

Tom Crowder, also a Texas salesman, 
stands No. 2. The government report 
shows that Texas is in excellent average 
condition and with the fine large territories 
that we have been giving to our salesmen, 
each one of them ought to ship not less 
than a quarter of.a million dollars each 
year. Tom Crowder is a real salesman, 
and he has cotton, rice, oil wells, lumber, 
sugar cane and any other article that you 
can mention growing in his territory, and 
we expect to develop a real crop of 
winners in our Texas sales force. 

W. L. Sheppard is again coming to the 
front. Mr. Sheppard got a little dis- 
couraged last year and eased along at a 
moderate rate, but he has made up his 
mind that he is going to put goods in 
North Carolina. He mailed us orders this 
week for almost $10,000.00. 


Yater a Constant “Big Bug” 


W. B. Yater stands No. 4. Mr. Yater 
stays in the Big Bugs’ class so steadily 
that it is a sensation to see his name out of 
it any week during the year. Whenever 
Yater is traveling somebody has to buy 
shoes, and he sent us orders this week for 
$7,724.30. 

F. Doll stands No. 5 with $5,628.98. 
Cuba was in bad shape with two cents 
sugar and no banking facilities, but they 
are now coming to the front in first class 
style. Cuba is perhaps the richest spot 
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PATENT LEATHER 
ONE-STRAP, WELT 


D Width, 234 to 7 
Cc ae 

Fairy aa} B “ 3% to 7} $3.40 
A ~ as 





WHITE CALF GRECIAN 
SANDAL, TURN 


- oe 2 ae $1.60 
* 140— 3 to 8. C-D....... 1.85 
“ 6 240— 8% toll. C-D....... 2.25 
* - 340—11%to 2. C-D....... 2.60 








MODERN STYLES THAT SELL 


IN STOCK 


These two styles afford that touchof high style to 
your line of children’s shoes that will add the punch 
that is required for midsummer selling. Being 


naa 
oes 


TRADE MARK 


they have in them all of the quality of material 
and workmanship, and the assurance that goes 
with these qualities that gives you confidence in 
selling them and customer satisfaction afterward. 








Grieb Shoe Manufacturing Co., 
309 Arch Street : : : Philadelphia, Pa. 


Factories: Palmyra, Pa., and Vineland, N. J. 
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in buying. 





Endorsed by the best 
trade here and abroad 








It has won public favor As useful about the store 
and is widely sold as about the house 





A white shoe cleaner in cake form that is unequaled 


We caution you regarding white shoe dressings. Be careful what you offer 
customers. White leather or fabric shoes are easily ruined by improper dressings. 
Of course you cannot act the part of a chemist and analyze a dressing to know if 
you are buying safe. You can however buy Whittemore’s with absolute con- 
fidence that they are right. Whittemore’s is famous for quality and WE are NOT 
taking any chances by marketing anything that does not measure up to our 
standards. There is no saving in price which will compensate you for less safety 


WHITTEMORE BROS. - - - CAMBRIDGE, MASS. 

















The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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in all the world. They can plant sugar 
cane and cut from seven to fifteen crops 
without replanting, while the most that 
the American sugar raiser can hope for is 
two crops from one planting. All of us 
help Doll to get a volume of business by 
smoking Havana tobacco. They have the 
natural resources and will soon be right 
back on a prosperous basis. 

Arch Jennings stands No. 6 with 
$4,951.86. Northeastern Oklahoma was 
never in better shape than it is today. 


George Blue’s Long Stick 


George Blue stands No. 7 with $4,933.95. 
George Blue also carries a long stick and 
knocks the top persimmon. 

J. M. Colvin out in far away Colorado 
stands No. 8 with $3,944.00. 





“TIM MURPHY 
pid UMPIRED 
ACCORDINGT? 





A. C. Jones stands No. 9 with $3,802. 70. 
Mr Jones recently took charge cf the 
Northern half of the city of St. Louis, while 
Mr. Bryant took the Southern half and it 
looks as if each will sell more in half the 
city than we sold in the whole city during 
the past. If our shoes sell so readily in the 
city of St. Louis, they certainly ought to 
sellin your town, if you are areal salesman. 

Mr. Owens stands No. 10 with $3,678.90 
and is waking up southern Louisiana each 
week. 

P. M. Harris stands at the head of the 
Scotchers, and Mr. Malone stands second. 


Newhall Ripley Square 
Dedicated July 29 


Saturday, July 29, will be a glorious, 
but sad, occasion for Harry Ripley, one 
of the most beloved men in the shoe fra- 
ternity, and past president of the Boston 
Shoe Travelers. On that day, General 
Edwards and a detachment from Battery 
A, First Field Artillery, 101st; Yankee 
Division, will proceed to Malden, Mass., 
to dedicate one of the principal squares of 
that city to the memory of Sergeant New- 
hall Ripley, who was killed while manning 
one of the guns “Over There,”’ during the 
great war. Sergeant Ripley had already 
been cited for distinguished service, but 
the gallant soul of the boy had fled before 


earthly honors could reach him. A delega- 
tion of B. S. T. A. boys will attend the 
dedication exercises as a mark of esteem 
to their former chief. 


John T. Whitefield Wins Trip 
to Boston 


John T. Whitefield led the sales force 
of the Richmond house of Corbin-Frank- 
lin Shoe Company, Inc., for a year, which 
gives him a free trip to Boston for two 
weeks. He is now in Boston and will visit 
the three factories at Marlboro and Web- 
ster and help to select new styles and pat- 
terns for the coming season. 

John is an ex-baseball player of Rich- 
mond and has won several pennants in 
amateur baseball. He is now batting 
around 400 for the Corbin-Franklin Shoe 
Company, Inc., and has smeared the Old 
North State, with Corbin-Franklin shoes. 
John says it is easier to bat 400 with Cor- 
bin-Franklin shoes in North Carolina 
than it was to win the pennants in amateur 
baseball in Richmond. 


Golden Reports a Big Week 


A. C. Golden, who travels for Ziegler 
Bros., ran into the Recorder office on Sat- 
urday, July 15, to “report.”” He stated that 
during the past week his sample room at 
the United States Hotel and the Ziegler 
booth at the Style Show had been scenes 
of action. Said “‘Goldie’’: “I have had a 
wonderful time, a wonderful week, and I 
have sold shoes, and shoes. Yesterday, I 
secured an order from one of the big de- 
partment stores here for 900 pairs. My line 
is perfection, and the prices are right. The 
workmanship of our shoes is very finely 
executed. One manufacturer came to our 
booth four different times to marvel at 
the beauty of line and manufacture of 
Ziegler Bros. shoes.” 


“Gagey’ Moves to 183 Essex 
Street, Boston 


A. W. Gage, known to everyone as 
“Gagey” has moved his sales office from 
Room 318, 207 Essex Street, to Room 507, 
183 Essex Street. ‘““Gagey”’ sells the Ken- 
dall Shoe Company’s ballets and other 
lines of specialty slippers. He is now in the 
same building with the National secre- 
tary, “Tom” Delany, and other well- 
known ¢elebrities among the shoe travel- 
ing fraternity—in fact, the interior of this 
building literally shines with salesmen- 
stars. 


Arthur S.-Raphael Visits 
Boston 

Arthur S. Raphael, the untiring pub- 
licity man for the Philadelphia Shoe Trav- 
elers’ Association, jumped to Boston from 
the Quaker City by quickest possible 
method on Sunday, July 9, and after 
transacting a volume of business left right 
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after the Boston Style Show, by Federal 
Express, en route to the Sixth annual out- 
ing of the Philadelphia shoe travelers. To 
run any affair of the Philadelphia boys 
without Arthur S. Raphael would be in- 
deed well nigh an impossibility. Arthur is 
certainly a live wire and an untiring work- 
er, careful as to detail of arrangement and 
execution. It is needless to say that he is 
not a labor union man, for to work until 
the “‘wee sma’ hours’ of the morning, 
writing all about the doings of his beloved 
associates, the Philadelphia boys, is a 
regular performance. 

Arthur struck Boston in the midst of 
the July hot wave, and after having his 
room engaged at a Boston hotel, found 
that through some mistake, it had been 
taken away from him, therefore, he hied 
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away to Stoughton, Mass., where is 
located the home of his men’s line—the 
Selis Shoe Company, and, “‘the sons of the 
boss,”’ said Mr. Raphael, “‘tendered to me 
the use of their bed at a nearby camp.” 

Mr. Raphael covers Pennsylvania, 
Baltimore and Washington, D. C. He also 
sells in addition to the Selis line, Nahm 
Bros. young women’s, misses,’ children’s, 
and infants’ shoes. 


M. A. Packard Reports 
Encouraging 


Reports of conditions in the selling 
field as they are being received from the 
M. A. Packard Company salesmen are 
encouraging. There seems more steadiness 
to the trade and more confidence in the 
future among buyers than has been ap- 
parent for sometime. This it is believed 
will make a slow but sure return to busi- 
ness conditions. 







—_—— ss 


Bronson Again Leads Sales 


Gus Bronson of Waupun, traveling 
for the Taylor Shoe Company of Chicago, 
proudly exhibited to his friends at home, 
a copy of a letter sent to every Taylor 
salesman. The letter announces that 
“Colonel Bronson again leads in the sale 
of Taylor shoes for May and that “The 
Colonel’ desired real competition from 
his traveling mates for June.” 
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“Mother Hager” 


STITCHDOWN 
BOOTS 


Byron Process Soles 


McKay Boots 


Including Rubber 





Soles 
814-11 1114-2 
$1. 

$1.90 


320 —Tan Lotus Button. 
320H—Tan Lotus Button, heel....... . 
5-8 84-11 114-2 2%-8 


385 —Smoke Button 
385H—Smoke Button, heel 


410—Gun Metal Polish, verse 


$1.55 


wed 
1400—Gun- Metal Polish, Hi 
English Toe, Rubber bare 1.80 
412—Patent Polish, High Cut, os 1.50 1.75 
402—Patent Polish, High Cut, Ru 
Heel. 1.75 2.00 


ber 
300 —Black Kid Button.... . , a Polish, Bie Eng- 2.00 


300H—Black Kid Button, heel........ 
him any ’ Polish, ‘os Cut, , 
00~2iiabenenn pm, High Cut, 
Rubber Hee 


ete ~ Polish, "High Cat, 
English Toe, Rubber Heel. 

416—Black Kid Polish, High Cut, 
406—Black Kid Polish, High Cut, 
SS eee 
1406—Black Kid Polish, High Cut, 
English Toe, Rubber Heel. . . 

1.90 418—Nut Brown Polish, High Cut, 

Wedge 


330 —Cherry Lotus Button...... 1.55 $1.80 
330H—Cherry Lotus Button, heel. . 


301 —Gun Metal Button 
301H—Gun Metal Button, heel 


235 —Tan Lotus Blucher.. 
1.90 


1.90 


265 — Mahogany Elk Blucher s 408— Cc 
265H— Mahogany Elk Blucher, heel. . . 1.90 Nut Brows, Polish, — soon e 2.00 
1408—Nut Brown Polish, High Cut, 

English Toe, Rubber Heel. .. 2.00 


704— Mah 7 Lane Fox Polish, 


237 —Tan Lotus Polish ° 
237H—Tan Lotus Polish, heel 1.90 
1.75 


Wi 
217 —Cherry Lotus Polish........... 1. 1.60 
217H—Cherry Lotus Polish, heel 1.90 1.75 2.10 


Hagerstown Shoe & Legging Co., Inc., emt Maryland U.S.A. 












































We are wholesale distributors 
to the shoe trade, of 


DR. JENSEN'S ARCH CUFF 


which is protected by letters patent recently 
issued by the United States Patent Office 





A useful device in cases of arch trouble 


J. J. GROVER’S SONS COMPANY 
LYNN MASS, 





























Boston 
80 Boylston St., Little Bldg. 


New York 
47 West 34th Street 
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Manufacturers and Retailers 


can share alike in these 


War Department Auction Sales 

















A REPRESENTATIVE 
LIST OF MATERIAL 
TO BE SOLD 





At Camp Grant, IIl. 
August 3rd 


Punching Machines 
Riveter, for Tubular Rivets 


Sole Cutting Machines 

Tapping Machines 

Boots—Gaiter, Lace, Rubber Bottom, Com- 
Rubber Hip Boots 


Rubber Knee Boots 
Foot Powder, 19,600 cans 


Cloth Top Overshoes 
Field Shoes and Work Shoes 
Tallow, Thread, Wax. 





At Brooklyn, N. Y. 
August 9th 


Heel Shaving and Edge Goodyear Needles 


Champion Drivers 
Cobblers’ Hammers 





VERY shoe manufacturer and re- 
tailer should investigate War De- 
partment Sales as the first source 

of supply. What are your present needs? 
Look over the representative list of ma- 
terial in this advertisement, that is to be 
auctioned at Camp Grant, Ill., August 3, 
and Brooklyn, N. Y., August 9, and don’t 
fail to be represented at these sales. 


Other Sales that will 
interest you 


There will also be War Department Auction Sales 
at Schenectady, N. Y., August 1, and Camp Dix, 
N. J., August 8, that contain items of interest for 
shoe manufacturers and retailers. 


The Government reserves the right to reject any 
or all bids. 1 


Write for Catalogs 


Start moving toward profit now by writing for the cata- 
logs of all material to be offered at the various points of 
storage. See addresses given below. 


FOR CAMP GRANT CATALOG, WRITE 
QUARTERMASTER SUPPLY OFFICER, 
1819 West Pershing Road, Chicago, III. 


FOR BROOKLYN, CAMP DIX AND SCHENECTADY 
CATALOGS, WRITE 
QUARTERMASTER SUPPLY OFFICER, 
First Avenue and 59th St., Brooklyn, N. Y. 

















WAR DEPARTMENT |( 
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United Fast Color Eyelet Company 
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Boston, Mass 
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NEW YORK 


Unit Pair Sales Increasing 


Summer Sale Price Cuts Less Drastic Than Last Year—More 
Disposition on Part of Public to Buy Two Pairs at a Time 


ITH warmer weather and a host 

of special sales, the volume of shoe 
business here in the last week has shown a 
decided upward trend. The sales this year, 
while not yet as drastic as they were a 
year ago in price reductions, appear to be 
bringing a better response from the shop- 
ping public. Strictly Summer footwear, 
principally whites, are the biggest de- 
mand in sales merchandise, but the darker 
shoes also are going well. Many cases of 
more than one pair to a customer being 
sold in the sales are reported, indicating, 
the merchants say, that the public is in 
need of footwear. 

In some cases there has been an indica- 
tion that wise shoppers are covering their 
needs for the future, on the prospect of 
price advances. The daily papers here, in 
their business news columns, are carrying 
stories of the rises in the leather markets, 
and many consumers, who ordinarily 
would not be so well informed on the price 
situation, are beginning to wonder if shoe 
prices are due for an advance. Although 
this forward purchasing is believed to be 
slight, it has, nevertheless, put in an ap- 
pearance and some merchants believe that 
it will be a larger factor in the Fall season. 


No New Styles Shown 


Little attempt to bring out new styles 
is seen in the shops here. The merchants 
are contending themselves with selling out 
the stocks on hand. Some new styles prob- 
ably will be shown hext month, along with 
the initial offerings of Fall apparel. 


In discussing Fall styles, the retail mer- 
chants here appear to have formed few 
definite ideas. They say that their early 
Fall purchases have been mainly along 
the line of strapped models with a 
sprinkling of colonials and other tongued 
varieties. 

Few of them have bought operas or boots, 
both of which have figured somewhat in 
style talk, but neither of which have de- 
veloped much in the way of actual mer- 
chandising operations. 


Ozfords to Lead in Staple Lines 


Brown shades are considered a good buy 
for early Fall selling. For the staples, plain 
tailored oxfords are considered the leaders, 
and there is some indication that the ox- 
ford business will be aided materially by 
the new spats that have been placed on 
the market. 


Men Want Plainer Patterns 


In men’s shoes the trend now is decid- 
edly toward plainer models. The medium- 
priced stores are beginning to feature them 
and lasts along the line of Johnston & 
Murphy’s “Muncey” and Bannister’s 
“League,” are being shown in cheaper 
lines of shoes. Low shoes for men will be 
shown in greater proportion by New York 
City retail merchants this Fall than was 
the case a year ago. Some go so far as to 
say that their business will be about 80 
per cent on low shoes, and 20 per cent on 
high shoes. 





LYNN 
Business Stimulated by Show 


Manufacturers’ Order Books Grow Fatter and Styles Show 
More Diversification 


YNN manufacturers are making 
shoes in larger volume, and in greater 
variety of styles, too. The big show in 
Boston stimulated immediate business. 
Also, foundations of sales have been 
strengthened. Improvement is going on, 
all along the line, in styles, in fitting quali- 
ties, and in wearing qualities, and volume 
is on the gain. 

The practice is passing of selling shoes 
at intermittent intervals. The new idea is 
to sell shoes every day. Shoes are worn 
every day. They should be sold every day, 
in August days, as well as in June days. 
Evidently, many merchants are bracing 
up their August sales, usually the low 
tide sales of the year, for they have ordered 


many shoes for immediate delivery. Also, 
they have placed liberal orders for Fall, 
and early Winter. 


Wide Variety Being Bought 


- Buyers continue to spread their selec- 
tions over a wide variety of materials and 
leathers. It was thought that the high 
point of variety of material was touched 
last Easter trade, but more and more 
varieties are used for this Fall trade. 
Patent leather continues a best seller. 
Sales of black kid shoes have increased of 
late. Brown shoes are of the darker hues, 
as becomes the Autumnal season. Satins 
are of black and brown, and brocades of 
white, brown and black. Suedes, too, are 
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used. Besides, there are fancy grains, like 
Scotch, and sport, and even cobra, or 
snake. 

Among the colors of leathers are the 
familiar beige, several grays, several 
browns, fuschia, serpentine green, golden 
glow, and lip stick red. Even paisley, a 
multi-colored leather, of suede finish, is 
used for trimmings on novelty shoes. 


Straps the Favorites 

In patterns, straps are by far the favor- 
ite. Sales of them have started up with 
renewed strength. Leaders among them 
are one-straps, on welts, and two-straps, 
on turns and McKays. Many fancy straps, 
cross, vertical and lateral, also are selling. 
There must be something in the prediction, 
made last Spring, that strap styles would 
prove the best fitting and best-looking 
shoes offered to women. : 

Both side and straight-lace oxfords are 
selling. The front of the quarter overlaps 
the vamp of the new side lace shoes. 
Tongue and strap, and tongue and gore 
shoes also are among the novelties se- 
lected for Fall. High heels, too, have been 
accepted for Fall. : 


From Six Pairs to Six Cases 


“This is the way Formative shoes are 
selling,’ says the Cotter Shoe Company. 
“One customer sampled six pairs last 
Spring. This week, he bought six cases. 
The increase was 36 fold. 

“That is just one instance. Retail mer- 
chants are everywhere building up sales 
steadily. So we get repeat orders for Form- 
ative shoes, each order calling for more 
pairs.” 


A Russian Lace Oxford 


The Rialto Company made a Russian 
oxford of patent leather, and a black 
suede turnover top. They lace up its 
throat, like a regular oxford. However, 
this is just a show shoe. The bulk of the 
company’s business is on strap pumps and 
oxfords, and the volume is increasing. 


Shoes of Irish Crochet 


Shoes for babies are made of Irish 
crochet by the Ideal Baby Shoe Company, 
of Danvers. The lace is made by hand. 
The soles are of white calf. 


To Show Shoes in Canada 


The Lynn Chamber of Commerce is 
arranging for an exhibition of Lynn shoes 
at the Sherbrook fair, in Canada, in 
September. 


Fine Play Shoes 


The Miller Shoe Company, Salem, is 
making play shoes, both high cuts and 
low cuts. The uppers are of cream-colored 
horse hide. The bottom is made of Korry 
Krome leather, with an oak midsole, and 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
NEW YORK CITY 








The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 
In Stock Specialists of 


LJ Women’s Shoes, Party 
Atel Lo Slippers and Novelties. 
Write for Catalogue 


COLLINS & STAPLES = 
Makers of Hand Turned Low Cuts = 


No. 160—14 E, Joniee Louis 
Heel. No. — 16/8 Full 
Louis Heel. “~ $4.00, 














leas 5 per cent 10 days. 
118 Phoenix Row 
Haverhill, Mass. 


123 Essex St., Boston 
Room 306 


BLEECKER STYLES 


Are the last word in footwear 
Jor stylish women 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Essex Street 


OONEOERDDOEARREeOEROROOOOEEORS 


Speciadli ps in Medium and 


6 


Imported Satin Brocadesand Metal Cloths 
$2.10 per pair and up 


west MGUSTIN CO newvorn 
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a natural welting. The bottoms are given 
a natural finish, like that of oak leather. 
The shoes are made by the stitch-down 
process. 


Shipment to Australia 


The Jelley-Delaney Shoe Company sent 
1000 pairs of shoes to Australia the other 
day. The shoes were packed in 138 cases, 
and the cases were packed in 69 mail 
pouches. They were sent by parcel post. 


“Shoes Must Possess Style” 


“Shoes have proved a bane and a bless- 
ing to the race—on the one hand, a benefi- 
cent, comely article of apparel; on the 
other, an instrument of slow torture, 
wrecking one of the most delicate mechan- 
isms of the body—the foot. 

“Tt has been stated that the wearing of 
improper shoes has, in 90 per cent of our 
population, resulted in distinct weakening 
of foot structure. Practically every person 
knows the great remedial and prophylatic 
benefit of properly constructed shoes, but 
to the woman of today, and to the average 
man as well, broad toes and ungainly 
lasts, are greater horror than suffering feet. 
Shoes today must possess style.” 

The above is from an announcement of 
health shoes, by A. E. Little & Co. 


Slippers for Christmas 


Wooleather, Inc., of Salem, has booked 
good orders for slippers for Christmas, 
especially house slippers, of wool skin, 
with the wool side in. Also, it has traveling 
slippers with soles of wool skin. 


A Three-Color Shoe 


One Lynn shoe show has a plain patent 
vamp, a gold brocade quarter and heel, 
and red French cording on the quarter and 
straps. Some sport shoes were trimmed 
with “turtle leather” and were shown by 
Lynn manufacturers at the style show. 
That leather got some buyers guessing. 
It looked like the shell back of a turtle, but 
nobody knows how to tan a turtle shell 
into leather. However, it is easy enough 
to tan leather, and emboss it with a plate 
to reproduce the peculiar markings and 
colors of the shell of a turtle. 


Capacity Production 
The factory of the MacLaughlin-Con- 
way Shoe Company is running to capacity - 
on strap pumps, tongue pumps, straight 


and side lace oxfords. These shoes are 
made of patent leather, black satin and 
brocade. 


New Shaped Shank 


The Gotham Shank Company has laid 
its wire across the sole, and has wheeled 
the sole, to make a circular ball shank. Of 
late, it has been found that the wire may 
be laid along the length of the shank and 
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wheeled, to make a new line on the shank. 
It has the effect of making the shank look 
slimmer and more shapely, an effect that 
is much desired in the making of women’s 
welt shoes. 


Starts Manufacturing 


Joseph Robinson has formed the Robin- 
son Shoe Company and has started the 
manufacture of misses’ and children’s 
shoes, at the rate of 2880 pairs weekly at 
175 Essex Street, Salem. He has been in 
the wholesale shoe business in Peabody 
for some time, and has built up quite a 
distribution of shoes by parcel post. 


Store Being Re-Modelled 


Baker’s Family Shoe Company’s Mar- 
ket Street, Lynn, is having its store front 
modernized, and during the changes, is 
running a series of special sales. Fox’s 
Shoe Store, Willow Street, Lynn, is start- 
ing a new retail store in Salem. It features 
novelty shoes, for men and women. 


“The Cox Box” 


After shoes were made for Governor 
Cox at the shoe show in Boston, a box for 
the shoes was made by Hoague, Sprague 
Corporation, of Lynn, which had a model 
box shop at the show. The governor looked 
on with interest while the box was being 
made. He opened his eyes wide when he 
saw them cover the box with gold paper, 
and turn it into a golden box. It proved a 
handsome looking box. Hoague, Sprague 
Corporation called it ““The Cox Box,” and 
propose to make more boxes like it, to be 
used for the packing of shoes for governors, 
and other distinguished people. 


New Shoe Renewers 


Some new compounds for renewing 
shoes are coming from Lynn shops. Among 
them is a filler, for filling cracks on patent 
leather shoes, and for brightening up their 
finish. Then there is a liquid for turning 
faded satin shoes into gold, or silver shoes. 
Another shoe renewer, for suede or buck 
shoes, is a powder. The powder is packed 
in a can, with a sifter top, and on the top 
is a pad of felt, which is used for rubbing 
the powder into the leather. A snap fast- 
ener covers the top. 


New Comfort Shoe House 


A new firm which will make a good 
grade of comfort shoes, with special atten- 
tion given to fitting and wearing qualities, 
is Vaughan-Towle & Co., of 505 Washing- 
ton Street, Lynn. 

Mr. Vaughan for 16 years has been a 
shoe traveler and has a very wide acquaint- 
ance in the South and Southwest. Mr. 
Towle has been with Towle and Surridge. 
Their trade name will be ““Kush-In-Eze.” 
They occupy the quarters formerly used 
by the United Comfort Shoe Company. 
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BROOKLYN 


Business Steadily Increasing 


Retail Merchants’ However, Not Anticipating Wants Much 
Beyond October 1—Two-Straps Running Strong 


EPORTS from the shoe manufactur- 
ers in this district carry a decidedly 
more optimistié tone. Business is increas- 
ing steadily and some of the factories are 
well booked up for deliveries running to 
Oct. 1. As yet the retail merchants have 
shown little disposition to go beyond the 
latter date in ordering their Fall require- 
ments, but the manufacturers now feel 
that later business will come along in due 
course, and that soon merchants will begin 
anticipating their orders further ahead 
than has been the rule in the past two 
years. 

Fall styles are developing slowly. Pres- 
ent orders are still concentrated largely on 
strapped models with the two-strap run- 
ning stronger than it was. Plainer patterns 
prevail in the new orders. Lasts are being 
changed slightly in the higher grade fac- 
tories. The toes are being lengthened, al- 
though there has been no trend as yet 
toward narrower toes. 


Watching Operas and Boots 


The manufacturers are watching closely 
any signs of a swing toward opera pumps 
or boots, which will necessitate a great 
change in last construction, it is believed. 


The strapped styles, it is felt, have de- 
veloped changes in women’s feet, which 
will necessitate shaving down the heel on 
lasts for opera pumps and will also mean a 
widening of the tops on boots to take care 
of expanded ankles. 

One of the brightest spots in the busi- 
ness here is the continued good demand 
for orthopedic shoes. Among the Brooklyn 
manufacturers are several who have made 
a specialty of this type of footwear for 
several years. This business is now show- 
ing a steady increase. One factory, which 
supplies most of the shoes for a nationally- 
known retail shop in New York reports 
an increase of fully 50 per cent in its busi- 
ness on these shoes. 


Gunmetal May Come Back 


Gunmetal calf is giving some promise of 
coming back strong in the Fall, according 
to a few manufacturers here. More kid is 
being used, but patent leather is still a 
strong seller. Black satin appears to have 
lost little of its popularity. More beaded 
effects are being sold, especially on the 
colonials that are now going through the 
factories. 





ROCHESTER 


Price Cuts Are the Rule 


Hot Weather Makes Move Necessary—Even White Shoes 
Have Been Marked Down 


URING the past week, Rochester 
enjoyed the distinction of being the 
hottest place in the country for two days, 
and as a result, the retail shoe business fell 
off materially. To stimulate business, 
special sales were held by many of the 
down-town stores. 

Gould, Lee and Webster offered white 
cloth strap pumps, white sport oxfords, 
patent leather strap pumps, black satin 
strap pumps, and many specialties in 
women’s footwear at the special price of 
$6.85. 

Sibley, Lindsay & Curr Co. offered eight 
different groups of oxfords and pumps at 
$5 a pair. 

William Eastwood & Son Co. featured a 
special offering of 1000 pairs of white 
oxfords at $3.85. 


To Feature Foot-Fitting 


Shields Boot Shop has installed a Sim- 
plex Foot X-Ray, manufactured by the 
General Industrial X-Ray Company, and 


‘is planning an extensve advertising cam- 
paign in connection with this machine, to 
educate the public to the value of having 
shoes properly fitted, and their ability to 
fit shoes. C. E. Shields, proprietor, is en- 
thusiastic about the machine and finds 
that it is much easier to sell shoes to par- 
ticular customers, for with this machine 
there is no difficulty in convincing cus- 
tomers that the shoes fit properly. Shields 
Boot Shop is featuring Arch-Aid Shoes, 
made by the Arch-Aid Shoe Company of 
Rochester, New York. 


Shoe Man Celebrates 
Wedding Anniversary 


Mr. and Mrs. William Pidgeon, Sr., 
celebrated their 53d wedding anniversary 
on Thursday, July 13. Mr. Pidgeon has 
long been identified with the shoe indus- 
try of Rochester, and for the past 21 years 
has conducted a retail shoe store at 19 
Front Street. Mr. Pidgeon was one of the 
first to see the introduction of the Good- 
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Where to Buy 


Women’s Shoes 
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year shoe machine in this city, in 1879, 
Rochester being the first city to put these 
machines into operation. The firm of 
Cowels, Curtis & Wheeler, was the first 
to manufacture shoes by this process. 

Mr. and Mrs. Pidgeon have lived in 
Rochester for 43 years. They came here 
from Erie, Pa., in June, 1879. Both were 
born in Devon, England, coming to Amer- 
ica in 1872. The bride of more than a half 
century was formerly Miss Emily Baker. 
In 1836, she lived in the household of Lady 
Button, divorced wife of the author, Bul- 
wer Lytton, at Taunton, Somerset, Eng- 
land. Later Miss Baker lived at the Old 
Blundell School, at Tiverton, Devon, the 
scene of Blackmore’s “Lorna Doone.” 

“Time has dusted my hair, but I have 
never really felt over 25," Mr. Pidgeon 
said yesterday. “I believe God made us to 
work, but I believe He made us to love 
our work so much that we would not feel it 
a burden. Courage and love we should give 
to one another, in the brief years we so- 
journ here. All the beauty of life lies in the 
look, the voice, before we pass one another 
in the silence.” 


Former Shoe Man Dies 


William C. Klee, president of the Klee 
Display Fixture Company died at his 


July 22, 1922 


home on July 12. Mr. Klee was born in 
Rochester and for several years was asso- 
ciated with his brother, Henry J. Klee, as 
manager of the shoe department. Since the 
war Mr. Klee has engaged in the manu- 
facture of display fixtures, specializing in 
shoe store fixtures and has built up a 
business that is nation-wide. 


With Elks at Atlantic City 


Cosmo Dispenza, of the Nettleton Shop, 
is spending bis vacation at Atlantic City, 
where he is attending the National Con- 
vention of the Elks. 


R. A. T. S. S. To Resume 
Meetings 

“Jim” Beatty, president of the Roches- 
ter Association of Traveling Shoe Sales- 
men returned from his trip last week, and 
with his return, meetings of the R. A. T. 
S. S. will be resumed at the Chamber of 
Commerce. Clarke B. Rowley, secretary 
of the R. A. T. S. S., finished up his trip 
last week, and has been awaiting the pres- 
ident’s return so that he could again work 
his “Remington” to send out notices to 
the boys to meet at the Chamber on 
Tuesday. 





HAVERHILL 
Increased Production Noted 


Big Volume of Business Booked at Boston Show— 


Plainer 


Patterns the Choice of Most Buyers 


OLLOWING Boston Style Show 

week, with an army of buyers in- 
vading the Boston market, Haverhill 
factories are due for a busy period dur- 
ing the next three months. There is no 
question that the shoe manufacturing 
concerns of this city and vicinity made 
more sales during Show Week at their 
exhibits and at their Boston offices, or 
both, than at any corresponding period for 
many months. 

“Visitors were in a buying mood,” com- 
mented a Haverhill manufacturer. “They 
have arrived at the point where they real- 
ize that they never can buy goods cheaper 
than now, that desirable styles are before 
them, and that they need goods for early 
Fall trade. The result is that buyers have 
fairly swamped the Boston offices of 
Haverhill manufacturers. When they re- 
turned home they left tangible evidences 
of their visits. The styles shown by Haver- 
hill concerns, and prices quoted, were such 
as to immediately interest and to ulti- 
mately satisfy buyers as to desirability 
and selling values. The result is all that the 
most sanguine manufacturers can desire. 
Haverhill will enjoy Prosperity with a big 
P, during the forthcoming months.” 


Noticeable Style Features 


Visitors to the Haverhill section at the 
Boston Shoe Style Show commented upon 
the artistic refinement shown in the styles 
displayed by Haverhill shoe manufactur- 
ing concerns. Freak patterns were almost 
entirely absent from the displays in the 
various booths. In contrast there were 
many samples which represented style 
simplicity. Plain effects were numerous. 
Stitching and cording were effectively used 
to add attractiveness to the women’s 
turns, welts and McKays on display. 
Haverhill-made footwear has gained many 
new friends and buyers as a result of the 
exhibits made by Haverhill concerns dur- 
ing the recent show. 


Wood Heel Production 


Increasing 


High heels are coming back. Unmistak- 
able evidence of this tendency was seen at 
the Boston Style Show in the samples of 
women’s footwear shown by Haverhill 
houses. As a result of this development, 
Haverhill wood heel factories are working 
at capacity, with heels ordered in advance 
sufficient to keep the plants busy for weeks 
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to come. The class of footwear produced in 
Haverhill factories lends itself to the use 
of wood heels, particularly to those repre- 
senting high-grade styles, running from 
14-8 to 18-8 heights. These require skill in 
manufacture and application, in both of 
which details Haverhill occupies a recog- 
nized leading position. 


Many Beaded Slippers Sold 


Beading plays an important part in all 
women’s shoes, being made in Haverhill at 
present. The demand for beaded footwear 
is almost universal. On the runway at the 
recent Boston Style Show many beautiful 
effects were shown by Haverhill manu- 
facturers. Among these were original de- 
signs from D. T. Dudley & Co., of Haver- 
hill, one of the oldest and best-known 
slipper ornament houses in the United 
States. 


Sudden Death of Shoe 
Manufacturer 


Following an attack of acute indigestion, 
with resultant heart failure, Orlando Dana, 
one of Haverhill’s well known shoe manu- 
facturers, expired suddenly at the Merri- 
mack Valley Country Club, Methuen, 
Mass., July 11. Mr. Dana, who was enjoy- 
ing a social evening with his family and 
friends, was apparently in good health. He 
had visited his factory only the day pre- 
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vious. He was senior member of Emery- 
Dana-Tucker Company, manufacturers of 
women’s shoes in Haverhill, and formerly 
associated with the Duttenhoffer Shoe 
Company, Cincinnati,and later with Chas. 
K. Fox, Inc.,and Emery and Marshall Co., 
of Haverhill. Three years ago the present 
firm of Emery-Dana-Tucker was formed. 
Mr. Emery died two years ago, since 
which time the business has been carried 
on by Messrs. Dana and Tucker. Mr. 
Dana who was 59 years of age had been, 
for about 40 years, identified with the 
merchandising of women’s footwear and 
had an extensive acquaintance, particu- 
larly in the Eastern cities. For many years 
he made his home in New York City. He 
is survived by a widow and one daughter. 


Occupying New Factory 
Quarters 


E. J. Goodwin & Co., manufacturers of 
turn shoes, have removed the factory 
quarters from 14 Walnut Street to the 
seventh floor of one of the Burgess-Lang 
buildings on Essex Street. 


Factory Beginning Fall Run 


Knipe Brothers, Inc., with factory in 
the Ward Hill district, is increasing its 
production of men’s Goodyear welts in re- 
sponse to orders from visiting trade. A 
busy Fall run is assured for this old- 
established plant. 





BROCKTON 


Novel and Attractive Exhibit 


Welt Manufacturer Displays 
Was 


MONG the many notable features of 
the recent Boston Shoe Style Show, 

was an exhibit. in the main hall by the 
Brockton Rand Company. This concern 
made a departure from previous methods 
of exhibiting Barbour grooved, end- 
less welting. In place of a manufactur- 
ing exhibit, completed shoes in which this 
company’s welting is used, were displayed. 
Several show cases arranged in rectangular 
form contained 156 pairs of shoes. These 
represented shoe manufacturing concerns 
all over the United States. Each pair was 
labeled with the name of the makers. 
Shoes were shown from Norwegian and 
English manufacturers. Both men’s and 
women’s welts were represented in all 
grades, ranging from the cheaper lines to 
the highest grade footwear. These latter 
were appropriately given distinction in a 
separate case. Shoe manufacturing con- 
cerns in Brockton and the South Shore 
district were well represented in the 
Brockton Rand Company's novel exhibit. 


Shoes in Which His Product 
Used 


New Series of Style Folders 


Iilustrating various well-known build- 
ings and localities indicative of high-class 
surroundings, M. A. Packard Company, 
are issuing a new series of in-stock folders. 
The first of these, gotten out during the 
week of the Boston Style Show, pictured 
Mechanics Building in white and gray on 
a background of blue. The shoe illustra- 
tions comprised three men’s oxfords and 
two bals respectively, on the Brae Burn 
and Aberdeen lasts. The next folder in the 
series, which will illustrate men’s footwear 
appropriate for the college trade, will be 
embellished with-a picture of the yard at 
Harvard University. 


Opening. New Sample Rooms 
The Brockton Shoe Manufacturing 
Company has opened two new offices and 
sample rooms where “Decidedly Brockton 
Shoes,” for men and women will be on dis- 
play. They are: No. 800 Forester building, 
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Where to Buy 


Men’s Shoes 
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Where to Buy 


Men’s Shoes 
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Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 








They bring your 


customers back 


Selfast, Maine 








Where to Buy 
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Los Angeles; and 611 Maumee Avenue, 
Toledo, Ohio. These are in addition to the 
offices already located at No. 303 Fifth 
Avenue, New York City; No. 213 Bowles 
Building, Detroit, Mich.; No. 209 Security 
Building, Chicago, Ill.; No. 411 Forrest 
Building, Philadelphia; and No. 117 Lin- 
coln Street, Boston. At the latter office, 
Charles T. Hall is present every day dur- 
ing July to meet visiting buyers. 


Treasurer Who Rose from 
the Ranks 


In a recent issue of “Factory Prints” a 
publication gotten out by Geo. E. Keith 
Company, a sketch is published of Walter 
E. Johnson, treasurer of the concern. Mr. 
Johnson, who is one of the Walk-Over 
veterans, was first employed in the cutting 
room in No. 1 factory, in 1897. He worked 
through the various operations in that 
room and through native ability made 
rapid advancement. In 1903, Mr. Johnson 
was transferred to the bookkeeping de- 
partment. In 1907, he was placed in charge 
of that department where he continued 
until 1918, when he was elected a director 
and assistant treasurer. In 1921, he was 
chosen treasurer. Mr. Johnson has seen 
the Geo. E. Keith Company’s business 
grow from a single factory to the present 
great organization, with 11 factories, and 
many subsidiaries. 


Factory Savings by 
Sweepings 
“If it were possible,” said a Brockton 


shoe manufacturer, “for a member of a 
concern to sweep each floor of his factory 
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every day, he would be surprised at the 
savings which he would obtain.” This 
thought came to me through talking re- 
cently with a member of a small concern 
which manufactures a line of boy’s shoes. 
This man said that he made a practice 
every week or two of sweeping the various 
floors in this small plant, himself. Invari- 
ably he finds on the floor, scraps of usable 
leather, pieces of welting, shanks, eyelets, 
papers of tacks, and other small arti- 
cles which represent real money. He 
remarked that he can make a day’s pay 
any time, sweeping up his factory. It also 
gives him the added satisfaction of seeing 
how his employees consider the firm’s 
interests and gives him a line on his care- 
less employees. In these days of close 
figuring on costs this knowledge is of real 
value, be the concern large of small. 


Shoe Manufacturer’s 
Bequests 


By the will of the late Charles Howard, 
former president of Howard & Foster Co., 
the chief beneficiaries are: William M. 
Nute, son-in-law and associate in the busi- 
ness, and H. Herbert Howard, a brother. 
The estate is valued at several hundred 
thousand dollars. There are numerous 
other bequests in the will, including $1000 
each to several factory and office em- 
ployees. 


Seen by a Brockton Shoe 
Man 
In a Pennsylvania town this sign: 


“WALK-OVER and see our DOUG- 
LAS shoes. They are JUST RIGHT.” 





ATLANTA 


Business Holds Up Well 


Conditions Good Throughout the Southeastern Section of the 
Country—Collections Picking Up Steadily 


HE first six months of 1922 in busi- 
ness circles proved considerably 
better in Atlanta and over the Southeast, 
than a majority of the retail merchants, 
jobbers and manufacturers had expected, 
with every indication now that business 
will hold up during the remainder of the 
year and that 1922, as a whole, will com- 
pare favorably with pre-war times. The 
first four months of the year experienced 
a slow, but gradual improvement, in all 
lines of business, but the real turn for the 
better in this section did not start until 
about the early part of May, when cotton 
prices began to go upward. This had a 
favorable moral effect on general business 
conditions, with the result that May and 
June proved unusually good months, all 
things considered. ; 
Retail shoe trade during May was not 
on a par with the May of 1921 in money 


volume, due to lower prices prevailing this 
season; but during June many of the deal- 
ers increased their money volume over 
that of the June of a year ago, these in- 
creases ranging from 5 per cent with some 
of the dealers, to as high as 15 per cent 
with others. The sales increase in gross 
number of pairs sold ranged during June 
trom 25 to as high as 40 per cent, a record 
which most of the dealers regard as highly 
satisfactory. 


Few Sales Being Held 


July has started out well considering 
the fact that the month is always’a slack 
one for the shoe trade, and there is a no- 
ticeable lack this year of cut price sales 
among the dealers in Atlanta. Most of 
them do not believe the public will re- 
spond to slashed prices this season, and 
about the only cuts are on odd lots or a 
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few left-overs that have not been in very 
good demand of late. 

Reporting for the sixth district, which 
comprises the group of Southeastern 
States, the Federal Reserve Bank of 
Atlanta advises that financially the dis- 
trict is in better shape than it has been in 
the past two years, the situation having 
materially improved the past two months. 
As a result, collections are picking up 
steadily, and dealers are looking forward 
to normal collections again before the year 
is out. 


Two New Stores Open 


The Hanover Shoe Company early this 
month formally opened two new stores in 
Georgia, one at Augusta and the other at 
Macon, making a total of 71 retail shoe 
stores that the company now operates, 
according to C. C. Jones, the manager for 
this district. The Augusta store is at 826 
Broad Street in the heart of the retail 
shopping district, and is under the man- 
agement of W. R. Corr, who was formerly 
in charge of the Hanover store at Charles- 
ton, S. C. The Macon store is at 362 
Second Street, and C. H. Weatherly is the 
manager. Both stores handle shoes, hosiery 
and findings. 


Fashion Show a Success 


The latest creations in dress and foot- 
wear, novelties, etc., were displayed by 
prominent society women at the Atlanta 
Fashion Show, July 10 and 11, held in 
connection with a big vaudeville-extrava- 
ganza at the Auditorium, staged under the 
auspices of the Atlanta Retail Merchants’ 
Association. Lucian York, manager for 
one of the large Atlanta department stores, 
was in charge of the event. 





Overlooked by General 
Sherman 


A pair of woman’s shoes, made on a 
Georgia plantation in the year 1864, and 
hidden away by the owner as a prize pos- 
session when General Sherman began his 
celebrated march from Atlanta to the sea, 
were recently found by C. J. Thornton, of 
Union Point, Ga., son of the owner, and 
were sent by J. K. Orr, president of the 


J. K. Orr Shoe Company, manufacturers 
of Atlanta, to be exhibited at the style 
show in Boston. The shoes had been con- 
cealed in a closet and, falling behind a par- 
tition, remained there for almost 60 years. 


Milwaukee Company Plans 
Branch Factory 


J. W. Bates, formerly salesmanager of 
the J. K. Orr Shoe Company, Atlanta, 
and named recently as district manager of 
the new Southern office and distributing 
point established in Atlanta by the Albert 
H. Weinbrenner Company, of Milwaukee, 
advises that the company is planning the 
location in Atlanta of a branch factory 
within the next two years, this factory to 
turn out the Weinbrenner line of shoes for 
the entire Southeastern trade. Mr. Bates 
is now in Milwaukee where he will remain 
until the early part of August, at which 
time he will return to Atlanta to open the 
district for the Milwaukee company. 
Several salesmen will cover the territory 
out of Atlanta. 


To Liquidate Old Firm 


Brunswick, Ga., will lose a 50-year old 
business the latter part of this Summer, 
when Kaiser & Brother, who have oper- 
ated a retail dry goods, clothing and shoe 
store since 1875, will formally retire from 
the retail field. Announcement to this 
effect was made a few days ago by Arnold 
Kaiser, head of the business, who states 
that the store has refused to renew its 
lease because of an exorbitant increase in 
the rental. The business is one of the larg- 
est and best-known general department 
stores in South Georgia. 


Two New Hosiery Companies 


The Household Hosiery Mills is the 
name of a new company organized and.in- 
corporated at Chattanooga, Tenn., re- 
cently, to establish a mill in that city for 
the manufacture of hosiery. The incorpo- 
rators are J. C. Miller, C. E. Clift, John B. 
Hyde. A company known as the Hall 
Hosiery Company was organized at 
Statesville, N. C., a few days ago, with 
$200,000 capital to establish a hosiery mill. 
W. F. Hall, N. B. Mills and J. G. Shelton 
were the incorporators. 





BALTIMORE 


Clearance Sales Have Begun 


Retail Business Stimulated by Price Cuts—First Six Months 
of Year Showed Decided Increase Over Same Period in 1921 


HE past few weeks could be called 
“Shoe Sales Week”’ in this city, for 
about every retail store has been running 
special clearance sales and business has 
been very good. The large department 


stores have conducted these sales with 
exceptional results and the managers re- 
port sales as being beyond expectations 
and better than it usually is at this season. 
Without exception, every dealer advises 
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Where to Buy 


Children’s Shoes 

















‘Bonita, Shoe * Baby 














| the B P FOOTWEAR CO! 
INI (PANTS TURNS~SOFT SOLES 
gud Wi AND M ADI MOCCASIN 


AC rORY OSWEGO A 








Soft Soles and Moccasins 
o- a gas * Jobber for our 
DO NOT sel} 
i retail ened. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y 
Boston Office, 18] Esse. S.rcet 





BABY SOFT-SOLE MOCCASIN-STYLE SHOES. 


& i op op grade gray gray and tan 

Iso in four 
a3 a Ah with 
patent, with black — 
ing avd laces. Soft cush- 


ion innersoles 

baby | feet. High and low 
cut. A high grade shoe at 
a low price. 

Lynn Moccasin Co., 125 Market Street, LYNN, MASS. 











INFORMATION f=: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 











Where to Buy 


Shoe Illustrations 
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Where to Buy 


Shoe Ornaments 




















THE NEWEST IN SHOE 
ORNAMENTATION 
Stra 


rea 
or two-toned 


ao ERE Fe EB a 


geen int 

eLiltiaiig diay 

DETACHABLE STRAPS 

Signal SHOE BEADING 

seco | METAL HARNESS BUCKLES| 
FASHION ORNAMENT CO 


1S MYRTLE AVE BROOKLYN N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 








For All the Latest 


CONVERTING STRAES, 
oa. LEATHER 
WS or BEADED 
MCORNAMENTS 


Write to 
Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. Y. 











BEADED 
BUCKLES 


AND 


PARISIAN BEADING WORKS CO. 
4@& WALNUT STS., PHILADELPHIA 














Where to Buy 


Boudoir and Bathing Slippers 

















IN STOCK—OUR NEW 
BALLET SLIPPER 


Endorsed by dancing mas- 


our high grade poudo Ss. 

Oriental Slipper Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 











WM. SUMNER SMITH CO. 
326 W. Monroe Street, Chicago }2 
132 W. Broadway, New York 


BATHING SHOES 
stock WRITE — 
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that the first six months of this year has 
far exceeded the corresponding months of 
last year. 

Industrial conditions have been fair, 
with the exception of the building trade, 
which has been.affected to quite an extent 
by the carpenter’s strike, but it is hoped 
that settlement of these labor differences 
will be made in the near future. 


Women Buying Whites 


The ladies’ trade has been very heavy 
on whites, but as one dealer remarked, it 
is still behind last year, which he attributes 
to a late white season. Sports are selling 
very well and there is a steady demand for 
patent leather in straps, sandals and cut- 
outs. Single straps are the best sellers in 
the strap lines, and patents in the sandal 
styles. Smoked elk sports have been quite 
a disappointment to the dealers. The sales 
started well, but they have eased up con- 
siderably of late. One shoeman stated that 
this was no doubt caused to some extent, 
by the difficulty of keeping them polished. 
This is the case with both ladies’ and men’s 
styles. 


Men Turning Toward Blacks 


The* men’s stores have had a varied 
business during the past two weeks, which 
has been broken up to quite an extent by 
holidays. Some stores advise that business 
has been excellent, while others report 
sales as being only fair. Blacks continue 
to cut down the lead of tans and it is the 
opinion of some dealers that blacks are 
going to be more popular this Fall. The 
trade also seems to be drifting away from 
perforations and demanding a very neat, 
stitched style. Sports are moving slowly 
and whites are selling well. 

One local store is making quite a run 
on a hand-braided sole leather slipper for 
men at $1. This is a very good house, or 
bath slipper, and as the price is very rea- 
sonable, the trade is taking to it very well. 

Tennis slippers are having a good run 
in all the stores and the demand for bath- 
ing slippers is fine. 
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Factories Fairly Busy 


The manufacturer is now in the midst 
of his Fall production and as with all man- 
ufacturers of today, is facing the heavy 
overhead expenses which he realizes must 
sooner or later be adjusted. One manu- 
facturer remarked that while business is 
very good and they are running full time, 
he has noticed that the jobber is not buy- 
ing as in the past, for they will not stock 
up under the unsettled trade conditions. 
This firm also reports collections as being 
improved somewhat, especially through- 
out the Southern territories. Salesmen are 
selling the trade, but the orders are limit- 
ed. The leather market remains strong. 


Jobbers Selling Patents 


The local jobbers report business as 
being fair only, and the demand being 
mostly for patent leather styles, whites 
and novelties in ladies’, and tans and 
blacks in men’s styles. Whites have not 
sold as well as expected and this is attrib- 
uted to the late season. Collections have 
improved to some extent and one jobber 
announces a 35 per cent increase in col- 
lections. 

Henry Abrahams of the Baltimore Shoe 
House, reports business as being far better 
than last year and that the cotton section 
is becoming better every day. Business in 
the mining sections of the country is still 
unsettled and trade simply paralyzed; but 
he says they are doing more business in the 
other territories than they did during the 
first six months of last year. He also stated 
that it required more help and more efforts 
on the part of the whole company to secure 
business now than in the past. Mr. Abra- 
hams advises that 90 per cent of the em- 
ployees of his company are stockholders 
and this has a most excellent influence 
upon the business. Recently Aaron Krome 
and B. Mofsovitz were raised from the 
ranks after years of service and given ter- 
ritories to cover. Mr. Abrahams says that 
all their salesmen have been raised from 
the ranks. 





LYNCHBURG 


Special Sales Boost Business 


Unusual Hot Weather Clearance Events the Rule 
Just Now 


B° SINESS in Summer footwear is 
continuing to be good in most Lynch- 
burg retail shoe stores in spite of the hot 
weather that has continued to keep shop- 
pers off the streets. But much of the buy- 
ing has been induced by special sales of 
Spring and Summer styles that have been 
marked down at low prices. 
Isbell-Bowman, the Quality Shoe Store, 
and Snyder and Berman, are the latest to 
join the ranks of those who are offering 


part of their Summer stocks at clearing- 
out prices. 

Sport models in leather and cloth are 
being offered by Isbell-Bowman Company 
at $7.45, $5.85, and $4.85, while odd lots 
of pumps for women have been advertised 
at $1 and $2. A sale of shoes at $3.95 is 
being advertised by Snyder and Berman, 
as a part of their sixth anniversary week. 
This company is offering patents, patent 
and gray combinations, patent and buck, 
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black and white kid, and sport styles; 14 
models in all, at the special price. 

The largest clearance sale of the season 
has been staged by the Quality Shoe Store, 
which offered 1000 pairs of women’s shoes 
at $1 and 500 pairs at $2, in addition to 
other special lots at $3, $4, $5, and $6; 
including whites, blacks, browns, tans, 
and grays with many combinations. A 
pair of silk hose was offered free to the 
first 50 persons purchasing a pair of shoes 
over $3, on the opening day. 


Urge Buying of Lynchburg 
Shoes 


Beasley Shoe Company, which several 
months ago took over the management of 
the Fritz-Richards shoe factory here, have 
put on a special advertising campaign of 
their own wares for Lynchburg buyers. 
They are featuring the fact that the shoes 
are made at home and of good quality all- 
leather, rather than that they are of any 
special style. 


10,000 Pairs Daily 


Ten thousand pairs of shoes are being 
manufactured daily by the 1800 employees 
in the five Lynchburg factories of the 
Craddock-Terry Company. This is an in- 
crease of 3000 pairs over the daily output 
of 6800, which was regarded as a high 
point a year ago, and has been brought 
about by changes made when the C.-T. 
Company took over part of an overall 
factory that went out of business. 

By moving all cutting rooms from the 
separate plants to the new Central plant, 
not only has a single force of cutters been 


BOOT AND SHOE RECORDER 


able to keep the four manufacturing plants 
busy, but space formerly used for cutting 
in each individual plant has now been 
filled with stitching machinery. This cen- 
tralization is said by the company officials, 
to be the chief factor in the increase of 
production. 

Southland and Jefferson factories are 
each now turning out 3600 pairs a day, 
West End 2000 pairs, and the recently- 
opened Southland No. 2 plant, 1000 pairs. 
At this rate, the increase for 1922 over 
1921 will be 15,000 cases or 500,000 pairs 
of shoes. 

So far there have been no wage reduc- 
tions in the Craddock-Terry factories. 
Most of the employees were given a week 
of rest the first week in July, but on ac- 
count of the rush of orders it was impossi- 
ble to close the factories entirely, even for 
this time. 


““At Home Week” Planned 


Great plans are being made by the shoe 
manufacturers and wholesalers of Lynch- 
burg for participation in “At Home Week” 
to be observed for the first four days in 
August. Under the auspices of the Lynch- 
burg Manufacturers’ and Wholesalers’ 
Association, invitations are being sent all 
over the South, inviting merchants and 
business men to come to Lynchburg for a 
short visit. 

All of the invitations, as well as more 
personal letters, are being sent out on 
stationary which carries at its head a pic- 
ture of the river front of the city with a 
giant business man extending a hand of 
greeting, and saying “Welcome, Neigh- 
bor.”” The slogan for “At Home Week” is 
“Come and see us, you might like us.” 





BOSTON 


Style Situation Stabilized 


Merchants Buying for Fall and Winter and Hold Clearance 
Sales in the Meantime 


ESPITE the arrival of hot Summer 

days with the usual price reduc- 
tions doing their best to rid the shelves 
of what will soon be unseasonable mer- 
chandise, there is a distinct undercurrent 
of business confidence. This is due to 
two factors—the general betterment of 
business conditions and the promise of 
still more good business to come; and to 
the stabilizing influence of the National 
Shoe and Leather Exposition and Style 
Show, held last week in this city. 

Boston merchants feel more sure of the 
style situation than they have for several 
weeks and are placing their orders for 
Fall and early Winter with the feeling 
that they will not be “stuck.” 

In the meantime, as noted before, they 


are ridding their sbelves of the Summer 
stock, including whites, and are preparing 
for their Fall openings which may be 
earlier this year than last. 

In some of the lines the mark downs 
have been more drastic than in others. 
The mark downs on whites are generally 
less than on colored leathers because 
there is still a fair business to be expected 
on these from transients headed for the 
various mountain and shore resorts of 
New England. 

Although too early for accurate esti- 
mate it seems likely that unit pairs sales 
for July will show an increase over the 
same month of last year, even though 
there is little or no increase in dollar 
volume. 
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Where to Buy 


Standard Shoe Materials 












































The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish 
Creese & Cook Co. B50" Get 


Tanneries at Denversport 














T. W. qouscs, & 
. DONALD, TE. JONES, Treas 


F. E. JONES *“COMPAN’ _ 
FANCY 


corors MAT KID 


95 South Street, Boston 











COATED GEM DUCK 
a kaa CLOTH 


a4 Fost’ woe 
Sheet Rubber Soling 


. F. CHAMBERLIN 


Formerly Walpole Shee Shoe Supply Co 








Beggs & Cobb, Inc., Boston, Mass. 











Cut from the best 
oak feather for 
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Where to Buy 


Engraving and Printing 




















DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


COLOR PRINTING 











= UNIVERSITY =, 
(TRoTYPE af 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


: 201 South Street, Boston, Mass. 
FH Telephone 4960-4961 











Where to Buy 


Miscellaneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 


P DOUBLE our won sates 
wrt OUR ELECTRIC TURN TABLES 
DisPLAY 0 SELL MORE GOODS | 
Blectric Cost - about 3 cents a day Capacity over [SO Ibs. 
Five Year iron Clad Guarantee ~~ Special Price by Mail .. 
Laas ELECTRIC WINDOW SALESMAN CO, 2 , 























Perfection Pneumatic 
Arch Cushion 
es 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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To Remove Unused 
Trolley Tracks 


The New England Shoe and Leather 
Association has been notified by the 
Boston Elevated Railway that the com- 
pany has authorized the removal of the 
trolley tracks in South Street, between 
Kneeland and Summer Streets, in con- 
nection with resurfacing work to be per- 
formed by the city, and that the tracks 
in Lincoln Street, between Kneeland 
and Beach Streets, will undoubtedly be 
removed when the city repaves that 
thoroughfare. 

This announcement will he hailed 
with satisfaction by the abutters of 
South and Lincoln Streets, inasmuch as 
the presence of these unused tracks had 
been for years a serious handicap to 
vehicular traffic. 

At a hearing given by the Boston 
Street Commissioners some weeks ago on 
the proposal to make South and Lincoln 
Streets one-way thoroughfares for vehicles, 
the New England Shoe and Leather Asso- 
ciation requested the Board to order the 
removal of these tracks. The Association 
has had a special committee, consisting of 
Messrs. Charles H. Jones of the Com- 
monwealth Shoe & Leather Co., Thomas 
P. McNamara of the A. C. Lawrence 
Leather Company and Preston E. Corey 
of the Corey Leather Company, studying 
this question. 

It is hoped that the removal of these 
tracks will obviate the necessity of re- 
stricting these two streets to one-way 
traffic. The question of parking pleasure 
cars for unreasonable periods in the shoe 
and leather district still remains to be 
adjusted. 


Buying Shoes for New 
Department 


Among the Boston visitors last week 
was Enoch Lichtenstein of McKeesport, 
Pa., a large industrial town near Pitts- 
burgh. Mr. Lichtenstein, who formerly 
was a member of the retail firm of F. O. 
Reed Company, of McKeesport, has 
entered into partnership with the Grand 
Leader store of the same city and is pre- 
paring to open in that store a high grade 
women’s shoe department. Children’s 
shoes also will be carried. The depart- 
ment, which will open about August 15, 
will handle the lines of I. Miller & 
Sons, Thompson Brothers and Plant 
Brothers and Company, with a few others. 


Richmond Man Visits 
Boston 


Conditions throughout the South are 
rapidly bettering themselves, according 
to A. Royall Turpin, treasurer and general 
manager of the Corbin-Franklin Shoe 
Company, Inc., of Richmond, Va., who 
visited Boston last week buying his lines 
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for next Spring. The Corbin-Franklin 
Company is a subsidiary of B. A. Corbin 
and Son Company and wholesales the 
Corbin line through the southeastern sec- 
tion of the country. Among the many 
favorable indications noted by Mr. Tur- 
pin is that collections are better. Increase 
in cotton prices and for other products of 
the South also have helped bring busi- 
ness back to somewhere near where it 
should be, says Mr. Turpin. Altogether, 
the prospect is bright. 


Some Bresnahan Shoes 


A show shoe, made by the Bresnahan 
Shoe Company, of Boston, is of Belgian 
blue, with trimmings of gold kid. The 
kid looked like new gold money from the 
mint. It is, by the way, about as expen- 
sive a stock as there is, costing $2.50 a 
foot. The shoe is of a new strap pump 
style. The Bresnahan Shoe Company 
started making shoes in Boston last 
April, moving up from Lynn, and it has 
been running to capacity ever since. And 
it has orders well booked ahead. 

It is making, at the present, chiefly 
one and two strap pumps and cross strap 
pumps. It is cutting patent, black satin, 
suedes, blue and brown kid, beige, mouse 
and silver gray suedes. 

Heels on its shoes are moving from 12-8 
to 16-8 and most of the new orders call 
for 16-8 heels. All of them are of wood. 


An Industrial 
Conference 


Invitations are out to an industrial 
conference at the Babson Statistical In- 
stitute, at Wellesley, August 1-5. Hon. 
Calvin Coolidge, vice-president of the 
United States and James J. Davis, secre- 
tary of the department of labor, will 


* make nation wide surveys of industria 


conditions. Roger Babson will speak on 
“The Business Outlook’’ and promises 
“an announcement of vital interest.” 

Commodity prices, sales territories, 
and general business discussions will be 
discussed by leaders in industry, and 
after that will come round table talks. 

Henry S. Dennison, of the Dennison 
Manufacturing Company will speak of 
insurance against unemployment. Psy- 
chology in production will be discussed 
by representatives of the Carnegie In- 
stitute of Technology. 


Thirty Years in Shoe 
Business 


John Henry Colburn, long a resident of 
Boston, died July 15 at his home, 1263 
Commonwealth Avenue. He had been 
ill but a short time and was thought to 
be improving, but he was taken with a 
cerebral hemorrhage and the end came 
unexpectedly. 

Mr. Colburn was for more than thirty 
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THE 


@ IT’S HERE! 
Si SHOE 





THE NEW FALL OXFORD 





The 


: . Aberdeen 
F 520 F 521 
Boarded Russia Foxed Black Boarded Calf 
Oxford, Overweight Foxed Oxford, Over- 
Single Sole weight Single Sole 
B, 7-11 C, D, 6-11 B, 7-11 C, D, 6-11 NOW READY 
No. 606 same in high No. 604 same in high 
shoe shoe 


M. A. PACKARD COMPANY 








































. , _ . at Lynn : , = o . . 
No. 202—KID TWO STRAP SANDAL, th nical sate Micali iienns a, No. 203—KID ONE STRAP SANDAL, 


BROCKTON MASSACHUSETTS 
\ DO: 
Qo = 
: fs 
: : 
: 5 
a = 
- 5 
; GARDINER : 
z ' hase SERVICE No. 201I—KID STOCK TIP WIDE fe) 
= No. 501—KID OXFORD, grey leather : : ANKLE OXFORD, grey leather quarter = 
5 5 4 and sock lining. 12-8 rubber heel, Gardiner service begins and sock lining, 12-8 rubber heel, EEE = 
Fy o with the cutting of the Mccctnn ¢ invent waeeeous 3.00 = 
2 28 STYLES choice black kidskins IN STOCK z 
Fs and extends into your store where you = 
a fit your customer perfectly with Gardiner’s = 
= Quality Comforts. | 
5 Order trial assortment today. All num- = 
= bers equipped with rubber heels. Fa 
: H. K. GARDINER CO. z 
= Please Address All Mail to the Factory 2 
medium narrow toe, press vamp and Lynn, Mass. medium narrow toe, press vamp and = 
quarter, grey quarter and sock lining, Boston Sample Room: 134 Lincoln quarter, grey quarter and sock lining, = 
12-8 rubber heel, A,B,C, Dand E. $2.75 Street 12-8 rubber heel, A,B,C, DandE. $2.65 @O 
iF 
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A New Fall Fashion for Women 
Keith’s Konqueror “Priscilla” 


You will agree with us when you see it, that the “Priscilla” 
is a wonderful pattern for two tone effects. It is a very strik- 
ing shoe in two tone Russia Calf. In Patent and Beige it is 
decidedly kippy. The last has plenty of toe room. The shoe 
carries a 14-8 heel. As the shoe is made exclusively on order 
we suggest you write for samples and prices now. 


Ask for samples of our Model .orgg. 
Show Fall Fashions Early. 


The Preston B. Keith Shoe Co. (S2’) Brockton, Mass. 

















THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT IS”— 


TIPS TIPS - ZIPS 


a ss? We, 
° ‘ re. — 
\ y 
—_ ~— Lek PAT. OCT. 18 1BO4 @ 
Laces onseauently, they 
€ e P 


eS  ———— 


THERE is no metal A the tip- of “HUBTIP” Sho 
remain aiways A permanent biack 


Made of fast coior trraid, will wear twice 


CANNOT , 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


!7 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro Laces, $3.70 
3U'-n per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 


Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 
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years representative through the Middle 
West and along the Pacific Coast of the 
shoe firm of Hanan & Son of Brooklyn, 
N. Y., and had a large territory under his 
immediate supervision. He was accus- 
tomed to make a trip to California twice 
a year and he enjoyed a wide acquaintance 
among prominent business men, both 
East and West. 


tically all of his life in Weston. He entered 
the employ of the Warren Boot & Shoe 
Co. of Boston as a young man and was 
promoted until he became a member ol 
the firm. In recent years he had been 
associated with the Beacon Falls Rubber 
Shoe Company. In 1890 he married 
Mary E. Drew of Farmingdale, Me., who 


survives him. He is survived also by 




















This shoe of rhinestones is a real tourist. Since ils appearance al the first Boston Style Show in 1920, 
it has been from Coast to Coast twice. Ils value is 
appeared in approzimalely 125 retail shoe store windows throughout the country. At the San Fran- 
cisco Convention of the California Shoe Retailers’ 
displayed al the recent Boston Style Show and then started on a tour to San Antonio, Tezas; from thence 
thence to Canada on a ten-weeks’ trip. The slipper 
has not been in the possession of ils owners, the "Reynolds Manufacturing Company of Providence, 
R. I. more than three weeks since ils creation, and then only for repair. "h 

a number of shoe manufacturers have commented on its perfection of line. On Wednesday night, 
July 12, Cinderella, also known as June Castleton, to whom the Boston Style Show folks awarded a 

prize for the smallest foot, held this shoe in her hands while being photographed 


it goes to Louisiana, to St. Paul and Muncie, Ind.; 


1,600, covered by a special Lloyd policy. It has 


Associalion, it caused unusual gument. It was 


his shoe is a perfect hB— 














He was born in Leominster, seventy- 
two years ago, and was a lineal descendant 
of Edward Colburn, one of the Dracut 
pioneers, who came from England with the 
Winthrop Company in 1635. On his 
mother’s side, also, he was of good old 
New England stock. Brought up on a 
farm, he early chose a commercial career 
and at the age of twenty he came to 
Boston, starting in the wholesale shoe 
business, at first in a small way, but soon 
becoming identified with the Hanan 
Company, with whom he remained to the 
end. 

Besides his widow, Mrs. Juliet Wright 
Colburn, who is a daughter of the late 
Judge D..Thew Wright of Cincinnati and 
a niece of Rey. William B. Wright, D. D., 
for many years pastor of Berkeley Temple, 
Boston, Mr. Colburn is survived by a 
brother, Frank M. Colburn, of Wellesley 
Hills, and a sister, Mrs. Mary E. Guthrie, 
of Allston. 


Henry W. Perry Dead 


Henry W. Perry, active for many years 
in the boot and shoe business in Boston, 
died July 17 at his home in Weston, in his 
sixty-sixth year. He was born in Fitz- 


william, H. N., but went to Weston as a 
small boy, and with the exception of a 
few years spent in Sharon, had lived prac- 


four children: Mrs. George W. Henderson 
of Germantown, Pa.; Mrs. Everett A. 
Brotchie of Weston; Miss Marion R. 
Perry, also of Weston, and David A. 
Perry, a student at Dartmouth, and by 
a sister, Miss Hattie S. Perry of Weston. 
Mr. Perry was a member of Monitor 
Lodge of Masons in Waltham -and the 
First Parish Church of Weston. 


Scotch Spats Shown 


Scotch spats, for growing girls, misses’ 
and children, are of heather cloths, with 
Scotch plaid cuff tops, some tops being 
fastened by buttons and others by straps 
and buckles. C. B. Merrill and C. B. 
Brown well known shoe salesman are 
showing them at their Boston office at 
10 High Street, Boston. 


Novelties at Vacation 
Resorts 


A Recorder representative, recently 
home from a quick trip among vacation 
resorts of New England, reports that he 
never saw as many novelty style shoes 
on the feet of people at vacation resorts 
as this season. Guests at fine hotels 
wore shoes as handsome as those seen 
at the Copley Plaza in Boston. At church, 


BOOT AND SHOE RECORDER 151 


on Sunday, the footwear was as elegant 
as that to be seen on Tremont Street, on 
any pleasant day. 

Women ‘rambled over country roads 
and paths, wearing white oxfords, or 
strap style shoes. Young men wore 
sport shoes. Vacation people set styles 
which country folks copy. So the torch 
of fashion lights the way to more sales 
of well styled shoes. 


Detroit Notes 
Service Is Rewarded 

Some weeks ago we mentioned the 
service given by Stuart J. Rackham, 
manager of Thomas J. Jackson, Inc., 
where it was told how he searched for an 
old type evening slipper for a certain 
actress. A sequel to this service is re- 
ported by Mr. Rackham, who says that 
this same actress was looking for a bronze 
shoe to complete a costume for one of her 
parts, when he advised her to have an old 
pair done over. This was done and the 
results were so satisfactory that she re- 
turned and purchased three pairs of high- 
grade shoes totaling in the neighborhood of 
$50. “Service is always rewarded,” is 
one of Mr. Rackham’s beliefs. “And I’ve 
yet to lose faith in it, too,’’ he said, smiling. 


State Convention in 
September 


The date for holding the annual con- 
vention of the Michigan Retail Shoe 
Dealers’ Association has been set for 
September 5, 6 and 7. The convention 
will be held at the Statler Hotel, Detroit, 
Mich. This was thought to be the best 
place for such a convention as the smaller 
places suggested could hardly give the 
necessary accommodations. The program 
is already under preparation but as yet 
there has been nothing definitely ar- 
ranged except the dates for the conven- 
tion. It is needless to state, however, that 
the Detroit shoe merchants will imme- 
diately get behind the effort and make it 
worth while for members outside of the 
city to attend. 


The Bootjack Wishes to 
“Exchange” 


Belding, Mich.—Belding Bootery of 
this city issues a house organ which has 
been christened “Belding Bootery Boot- 
jack,” This is a four-page sheet about 
8x 11, and is devoted to a better under- 
standing between the wearer and seller of 
shoes. Nate Rosenbaum, editor, would 
like to have the Bootjack placed on the 
exchange list of other house organs, for 
the purpose of effecting an interchange of 
ideas. 


BOOT AND SHOE RECORDER 


How You Can 


July 22, 1922 


Be Taxed as a 


Business Man 


S personal and business expenses everywhere go 
up, municipal expenses also go up, and I find 
over the country an increasing tendency on the 

part of large and small municipalities to pass what are 
known as occupation or business taxes, i.e., taxes 
assessed against the various lines of business carried on 
locally. 

I have received some letters from correspondents 
about these taxes. One reader of these articles from 
New York State writes me that his town is running be- 
hind financially, and that Councils are talking of pass- 
ing an occupation tax. He asks me to write something 
about the right of a municipality to enact a tax against 
a business man, merely because he is in business, indi- 
viduals not being subject to it at all. Possibly the sub- 
ject would be interesting to the readers hereof generally, 
as some of them already pay occupation taxes, and 
others may be asked to pay them at any time. 


The Rights of the Government 

The law gives to a State, city or other municipality, a 
rather large authority to levy occupation taxes. Natur- 
ally an occupation tax is a tax on business, and these 
exactions have been fought many times by business. 
The history of the cases shows that occupation taxes 
have always been sustained when (1) they were 
uniform; when (2) they were reasonable, and (3) when 
under the guise of tax or license they did not destroy 
or tend to destroy a business. 

The objections most urged against this form of taxa- 
tion are that it unfairly picks out some special kinds of 
business to tax, and second, that the tax is excessive 
and confiscatory, and constitutes an undue burden 
upon’ business. 

Subject to these objections courts have upheld taxes 
which classified business into different groups and taxed 
some groups and not others; which based an occupation 
tax on the amount of business done; which charged retail 
merchants a higher tax than wholesalers; which based 
the occupation tax on the population of the city in 
which the business was conducted; which taxed one 
branch of a business one way and another branch 
another. 


The Right of the Individual 


So long as there is a real basis for classification the 
law will uphold it, but the minute somebody tries to 
base occupation taxes on a purely artificial and arbi- 
trary classification, the law will stop it. For instance, in 
a Missouri city somebody got the idea that merchants 
ought to be compelled to stick to their own lines. That 
druggists, for instance, ought not to be allowed—at 
least not without paying something for the privilege— 


to sell stationery, candy, etc. So an ordinance was 
passed dividing all merchandise into several groups and 
imposing a special tax against anybody who sold goods 
belonging to more than one group. This was declared 
unconstitutional on the ground that there was no real 
basis for the classification. 

The rule is that, first, there shall be a reasonable 
basis for classification, and, second, that all the members 
of the particular classification shall be taxed alike. Sub- 
ject to this there is nothing to prevent the Legislature, 
or any other municipality having the taxing power, 
from taxing hardware dealers alone, leaving other occu- 
pations exempt. 


Taxes Must Be Reasonable 


Above all, taxes against business, or occupation 
taxes, must be reasonable and must not cast an undue 
burden upon business. If they do that they will be set 
aside. The latest case which illustrates this has just 
been reported. It arose in Waynesboro, Ga., where the 
City Council imposed a tax of $300 against ice dealers, 
with an additional tax of $100 for every wagon used to 
deliver ice. This produced a disastrous effect on the ice 
business in Waynesboro. There were three ice dealers 
before the tax was enacted; afterward there was only 
one, because the other two couldn’t afford to pay. That 
gave a monopoly to the remaining one, which some 
people thought was the secret object all along. One of 
the two dealers who were forced out attacked the tax on 
the ground that it was unreasonable and confiscatory. 
The court decided that it was and threw it out. The 
following extract from the decision will show its rea- 
soning: 

The presumption is always in favor of the rea- 
sonableness of the tax, and the burden is upon the 
plaintiff to establish the fact that it is unreasonable 
or prohibitive. ls it shown under the facts of this 
case that the occupation tax imposed upon the 
plaintiff by this ordinance is unreasonable, prohib- 
itive or confiscatory? The undisputed evidence 
shows that {the tax has driven out of the ice 
business one of the three ice dealers in the city of 
Waynesboro and prohibits the plaintiff, one of 
these three ice dealers, from continuing this busi- 
ness in the city. This leaves the Waynesboro Ice 
Association as the sole ice dealer in Waynesboro, 
and gives to this association a monopoly of the ice 
business in that city. The effect of this tax has 
been prohibitive as to all dealers in ice except this 
association. 

A Good Basis of Defense 

The plaintiff asserts that his net earnings 

amounted to only $2000 per annum, and this ordi- 
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Style 21-Children’s Everit 
72 pr. to the case, consisting of 
3 Dz. Cardinal and 3 Dz. Lt. Navy. 


Sizes 5 to 2. 





91,S.6th Street 








Style 63 
Ladies’ Ribbon Trimmed Moccasin 
72{pr. to the case, consisting of 1 Dz. 
May Rose; 1 Dz. China Blue; 1 Dz. 
Lavender; 1 Dz. Old Rose; 1 Dz. Lt. 


FACTORY & OFFICE Navy; and 1 Dz. Purple. Sizes 3 to 8. 








Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 











APPROVED BY 
MEDICAL MEN 


sturdy support for the ankles of 

i children and as a fully venti- 

the nnexeelled "Well Foot 

eloper is Well-known 
surgeons recommend its use. 

Make yous stock of 


sa —— ye = by onase 

Ten complete sending 
order today. 

Phone Brockton 2133 

for immediate action. 


BURKLEY 
SHOE Co. 
1156 No. Main St. 
Brockton, Mass. 








—— The Bee that puts the Buzz in Business 
“di 


Wonderful Increase in Sales 


i i From using the Success Shoe Dipiey Unit 
‘ finished in white, French gray or old ivory, and |} 


or mission — 
It will sell your goods for you. Many merchants 
report — A. line and left over proposition 
has been solved by using the Success ay 
tem. In a square feet of space it displays to 
better advantage, the number of shoes requing 
is Sells all sizes 


the Bee that es your business Buzz. For 
both war and special selling it is used by 
DI sve merehans sverr waste. 

7, 


Quality, Service and Satisfaction G 
$7.75 ted wt. 26 Ibs. 
1-2 dos 45.00 a o 160 ae. 
or over may ered by 
Det ne off ordering until tomorrow—they 


fa tenn a jiffy 
Success ienunaeidhia Co., Inc. 
Spokane, Wash. 
Formerly Success Seed Grader Co., Inc. 
Spokane, Wash. 





Patent Applied For 

















BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


_It’s the same in buying advertising space. Some publications sell 
i _ nog and you have to take their circulation statement with a 
ph t 


The Boot & Shoe | Recorder is blooded-stock. An 
A B C stat t is the pedigree that tells you 
what to expect in the way of speed and endurance. 














GROPING IN THE 
DARK 


Time was when the purchase of advertising 
space was a “‘blind groping in the dark.” Ad- 
vertisers bad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe 
Recorder eirculation. Our records are audited 
by the Audit Bureau of Circulations. 
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nance imposes a tax of 30 per cent on that amount. 
The city contends that the plaintiff had been mak- 
ing a net income of $10,000 per annum. Even ac- 
cording to the contention of the city, he was mak- 
ing this amount of net income before the Waynes- 
boro Ice Association began to make and sell ice in 
Waynesboro. Since the plaintiff has been compelled 
to meet this new competition he has been able to 
do only about half as much business as he had been 
during prior to the levying of this tax. It is shown 
that there are consumed in Waynesboro annually, 
25,000 to 27,000 tons of ice. The inference may be 
fairly drawn from the evidence that the plaintiff 
will hereafter sell not more than one-half of this 
amount of ice consumed in that city. In that event 
he will pay 12 per cent more upon his net income as 
an occupation tax. But assuming that the plaintiff 
could earn $10,000 per annum, this occupation tax 
amounts to 6 per cent of that amount. 

Subject to these restrictions and qualifications, a 
State, or a county, or a city, or a town or township, 
can, if the legal power has been given it, impose an 
occupation tax even against businesses that have al- 
ready paid a license fee, it making no difference whether 
the business is conducted by an individual, partnership, 
or corporation. 


Copyright, July, by Elton J. Buckley, Esq., 
643 Land Title Building, Philadelphia, Pa. 


1999 


Vaews 





Business Improvement Noted by Banks 


Milwaukee, Wis., July 77—The latest monthly re- 
port on business conditions in Milwaukee compiled by 
R. E. Wright of the Commercial Service Department of 
the First Wisconsin National Bank, shows that leather 
and its allied products are gaining in strength, 

“Recently improvement in leather has set in,” said 
Wright. ‘Prices of finished leather have strengthened, 
due to the advance in hides and skins, One tannery 
reports sales in May, 40 per cent above April and ex- 
port trade of late above the average for the past two 
months, Shoe manufacturing is being well maintained 
at about 80 per cent of capacity. Shoe buyers seem more 
disposed than they were a while ago to place Fall 
orders. Wholesale dry goods trade in May improved. 
Retail trade, which was dull for a time in the latter 
part of April and the forepart of May, has become 
better with the coming of real Summer weather. 

“The Government Employment Bureau in this city 
reports that it placed 5,947 persons in May, the highest 
number since September, 1920. It had 1,114 more 
orders for common laborers than it was able to fill. 
Applications also exceeded placements in skilled 
trades. 

“Employment in the case of firms in Milwaukee 
county employing over 500 made a net gain of 2.4 per 
cent in May. Iron and steel and their products gained 
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4.1 per cent; metal products other than iron and steel, 
7.3; automobiles and car repair shops 5.1 per cent; and 
miscellaneous industries 8.8 Textiles lost 1.2 per cent; 
leather and its products 3.5 per cent; and chemicals 
and allied products 5.06. It is evident that men have 
been going back to work faster than has been generally 
realized. 

The classification of the business being done in the 
local banks may well form the basis for an accurate 
estimate of the state of the public’s finances. In re- 
ferring to this phase of the economic situation, Wright 
“Debits to individual accounts in Milwaukee banks 
for the five weeks of May totalled $266,418,567. Debits 
for the same weeks last year were $251,597,247. The 
increase this year over last is 5.9 per cent. The figures 
of in-and-out loaded freight for May shows a sub- 
stantial increase over both May, 1921, and April, 1922. 
The totals are as follows: 


(In pounds) 

May, 1921 
840,600,325 
554,349,598 


May, 1922 
In ——1,227,030,901 
Out —— 751,036,088 


April, 1922 
805,951,786 
699,039,239 





Creighton In-Stock Catalogue 


A. M. Creighton Company, of Lynn, Mass., is plan- 
ning to carry 16 up-to-date styles of women’s shoes in 
stock for the coming season. One thousand pairs of the 
very latest styles are now going through the works, and 
will be ready for delivery on Aug. 1. Merchants who 
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Cover of attractive catalogue issued by 
A. M. Creighton of Lynn 


have delayed ordering for Fall will have an opportunity 
to have these new styles delivered to them from stock. 
The new catalogue will illustrate and describe these 16 
styles and a copy will be mailed to any merchant upon 
request. 
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FOR LEASE 











| Want to Lease Adequate 
Space for Ladies’ Shoe 
Department in Ladies’ 
Ready-to-Wear Stores. 
I want to open five new depart- 
ments by September 5th. Am 
now successfully operating 
three. Will only consider long 
lease, ample and permanent 
window display, and facilities 
for doing large volume business. 
Can Qualify in Every 
Repect 


Address—S. E. Rosenfield, 1000 
Woodward Ave., Detroit, Mich. 

















WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YfvRK, N.Y 

PHONE—SPRING 9965 

WILL(SLOW SELLERS 1FOR 
SURPLUS STOCKS 

BUY (Entire stocks )CASH 

Bargains in shoes always on hand for special sales and bargain basements. 








CASH PAID 


for entire shoe stocks or surplus stocks of 
thoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 3410 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of daw. 
Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 











We buy quick and pay highest cash priv 
for retail and wholesale stocks of shows «» 
any other merchandise. Quantity ao object 
For 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadwa Brooklyn 
Phone Stage 1757 








Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Oak Hill, W. Va.—F. M. Reid & Son, shoes, etc., 
reported petition in bankruptcy filed against 
F. M. Reid and Frank W. Reid, trading as 
above. 
Alto, Texas.—Mrs. Hattie Arrant, shoes, etc., re- 
ported liabilities, $7,798; assets, $10,080. 
Camden, S. C.—Barush Nettles Co., Inc., shoes, 
reported liabilities, $46,283; assets, $48,037. 

Urbanna, Va.—M. D. North, shoes, etc., reported 
assignment. Liabilities estimated at $5,000 
assets, $2,000. 

Racine, Wis.—N. P. Rasmussen, shoes and repair- 
ing, reported liabilities, $5,180; assets, $10,120. 

Moorecraft, Wyo.—Thierry & Smith, shoes, etc., 
reported petitioned into bankruptcy. 

Toronto, Ont.—N. J. Collins, shoe jobbers, re- 
ported assigned. 

Chicoutimi, P. Q.—William Villeneuve, shoes, etc., 
reported compromise effected. 








LINE WANTED 


Line Wanted For 
Wholesale Trade 


A well-known salesman, located in 











Boston, is desirous of securing repre- 
sentation of a strong line of footwear 
for the wholesale trade. He has had 
many years experience handling well- 
known line, knows the leading buyers 
throughout the country, and can pro- 
duce results. Best of references fur- 
nished. Address D-349, care Boot and 
Shoe Recorder, 207 South St., Boston | 
Mass. 

















TO RENT 


FoR RENT—Space for the sale of high-grade 
shoes in Albany's most exclusive specialty store 
on North Pearl Street. This store caters to the 
high-class trade, and if you are able to handle a 
proposition which should do from $75,000 to 
$150,000, we have a space which is unusually de- 
sirable. The proposition is one which should have 
immediate action. If interested, write for details. 
5 a Muhlfelder’s, North Pearl St., Albany, 








QOFEICES and Desk Room to let in Albany Bldg., 
Harrison Shoe Co., 204 Albany Bldg., ton. 





GHOE department for rent in a large ready-to- 
7 wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








MISCELLANEOUS 








SHOE STORE WN 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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MISCELLANEOUS 





Celebrated Glass Fixtures 
Catal G. F. 


Everything in 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 

Ask 
Plush and! Windea Rugs 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


of Broadway 














Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 

stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 





\ i sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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issue: 
Space 1 time 7 times 
lin.... .$5.00 $4.00 $3.50 
8.00 ° 7.00 
12.00 10.50 
20.00 16.00 14.00 


Payment in advance is required, 








13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


+ seventy-five cents. For other 





“Want” advertisemen 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Recorder rates for space less than one-eighth page per Poanons WANTED—Four cents per word for each insertion. 


ts, seven cents per word for each insertion. 
d, $1.25. Ads under this heading will be 
received up to noon on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
words must be allowed in each advertisement for address. When 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be sent under letter postage. 


except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





W ANTED—First-class salesman to cover Maine 

with best line of men’s welt dress shoes in the 
country, to retail at $5 and $6. Wonderful oppor- 
tunity for live wire. Address Specialty Shoe Store, 
Waterville, Me. 


A NEW YORK WHOLESALE SHOE HOUSE 
has open for resident salesmen two territories— 
one centering around Easton, Pa.; the other around 
Springfield, Maas. Claflin, Thayer & Co., 58-60 
Reade ‘St., New York. 








WaANTED—Salesmen with established shoe 
trade, to carry as side line, in connection with 
non-conflicting line of juvenile shoes, our short, 
snappy line of flexible turns, sizes 1 to 5. Every 
style shown, IN STOCK, for immediate delivery. 
Commission 7 per cent. Samples ready August 1. 
Apply with references stating territory covered. 
Chiidren's Shoe Company, Inc., Rochester, N. Y. 





GALESM EN WANTED—To carry line of Indian 
\ moccasins, slumber slippers, soft soles and in- 
fants’ turns, on a commission basis, by a manufac- 


A BROOKLYN shoe factory, making strictly 
high-grade turns at moderate prices, seeks a 
connection of A-1 salesmen, who could assure posi- 
tive results and who could sell the big, reliable 
trade only, on commission basis. All territories 
open. Address K-621, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





GALESM EN WANTED—Illinois, Michigan. 
Also have several other choice territories n. 
To sell complete line of juvenile footwear. ust 
be hustler, with an established trade. Can be car- 
ried as a side line. Tell us all about yourself. Ad- 
dress D-347, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


7ANTED—Salesmen to sell the Tom Boy line 
of Milwaukee-made children’s stitchdowns, 
consisting of twenty styles. In-stock proposition. 
Can be carried as side line in the following terri- 
tories: Ohio, Indiana, Southern Michigan, Illinois, 
Iowa, Minnesota, Western Wisconsin. Address all 
applications, with full particulars, to Tom-Boy, 
232 Broadway, Milwaukee, Wis. 








turer of 16 years. We pay a liberal com mn 
The following territory is open: Ohio, Indiana, IIli- 
nois, Missouri, Minnesota, Wisconsin, —, 
the Central and Mountain States, and New ing- 
land. Apply, stating experience and other line 
carried, if any. The B. & P. Footwear Co., Inc., 
Oswego, N. Y. Factory 2. 


\ 7ANTED—Salesman by old-established Brook- 

lyn manufacturer of high-grade women’s 
shoes, to cover entire South. Only men having es- 
tablished and representative trade considered. 
Correspondence strictly confidential. Address 
K-622, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








COAST SALESMAN, with non-conflicting 
‘% line, to carry a complete line of infants’ and 
children’s turn chess, from size 1 to 8. A wonder- 
ful repeating line. Commission, 6 per cent. We 
carry stock on hand and make special. Address 
K-625, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


GLIPPER SALESMEN WANTED—AIl terri- 
tories. New line, high class, including felts. 
Men's, women’s, children’s. Only first-class men. 
Commission basis. State fully past experience, 
qualifications, references. Everease oot wear 
Mfg. Co., temporary address, 146 Reade St., New 
York. 


\ 7ANTED—Salesmen for following territories: 

Indiana, Kentucky and lower Michigan, Wis- 
consin, Minnesota and North Dakota, Tennessee 
and Alabama, Georgia, South Carolina and Flor- 
ida. Men's welts made in Chicago to retail at $6 
to $8. Applicant must have successful record, and 
must now = engaged in selling factory line. Give 
record and references when applying. The Goding 
Shoe Company, 833 West Chicago Ave., Chicago, 
iil. 











ANTED—Sal tosell a medium priced line 

of Men's Dress Welts, on a straight commission 
basis, in the following territories: Pennsylvania; 
Wisconsin and Minnesota; Michigan and Indiana; 
Illinois; Missouri and Nebraska. Address D-337 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


GHOE SALESMEN—Cincinnati Manufacturer of 
Growing Girls, Misses and Childrens Welts, 
needs sal nona ission basis for Cleveland 
and Northern Ohio, Pittsburg and vicinity, Iowa 
and Wisconsin. Can be handled in connection 
with other lines, also Southern California. The 
Miller Shoe Company, Cinci ti, Ohio. 


GALESMEN WANTED—For Indiana, Illinois, 
Iowa and Michigan to carry our line of Misses 
Childrens and Infants Turn Shoes and Slippers on 
Commission in connection with a nonconflictin 
line. Many numbers in stock. Address F. C. 
Gerber Shoe Co. Orwigsburg Pa. 


MANUFACTURER of infants’ Children’s, 
misses’ and growing girls’ turn shoes, high and 
medium grade, at attractive prices, desires several 
additional salesmen. Our very large stock depart- 
ment gives immediate service. We also make and 
stock several styles of old Ladies’ Comfort oxfords 
and straps, priced right. Six per cent commission, 
paid monthly. We prefer resident salesmen and 
those covering not more than two or three States. 
Address D-328, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED — Salesman for High Grade Men's 
Welts. Traveling the States of Indiana, Illinois, 
Ohio, Kentucky, and the Southern States. Ad- 

Fiebrich-Fox-Hilker Shoe Co., Racine, 
Wisconsin. 


























Exceptional Opportunity 


FOR THE RIGHT MAN 


Increased demand for our 
women’s medium grade Good- 
year Welts requires expansion 
of our sales force. Some excel- 
lent territories available for 
the right men of proven abil- 
ity. experience and character. 
Correspondence confidential. 


THE COTTER SHOE CO. 


Lynn, Mass. 











Ogden Dress Shoe 


The following territories are open for 
our Ogden Men’s Calfskin Dress shoes 
to retail at $7 in conjunction with our 
Fox Kip shoes to retail at $5— 

Idaho, Utah & Nevada. 

Montana, Wyoming & N. Dakota 

Nebraska & So. Dakota. 

Oklahoma. 

Ohio. 


Western Pennsylvania. 


Illinois. 

Mississippi & No. Alab 

New York State. 

West Virginia. 

Address OGDEN SHOE COMPANY, 
MILWAUKEE. 


























Salesman Wanted 


A shoe salesman of proven abil- 
ity for Rochester and vicinity, 
by a large wholesale distributor 
of a general line of footwear and 
rubbers, and manufacturers of 
a dependable line of McKay- 
sewed women’s, misses’, and 
children’s shoes. In answering, 
give full particulars of terri- 
tories traveled and volume of 
sales. Only high-grade, suc- 
cessful salesmen will be consid- 
ered. Answers will be held in 
strictest confidence. Address 
D-353, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 








E have opened at this time 

in West Virginia, South 
Carolina, Kentucky, Louisiana, 
Mississippi, and South Texas 
territory our floor stock of all 
styles and a line of correctly- 
priced outings known to possess 
the well-known Milwaukee mar- 
ket solid-leather service. Shoe 
quality should permit any one 
of sales ability to secure attrac- 
tive returns. Only men of ex- 
perience and a clean record need 
apply. Address application, with 
full particulars, to The Portage 
Shoe Company of Portage, Wis. 








WANTED BY A PROGRESSIVE 
HOUSE—Resident men for the 
following territories: Baltimore, Ohio, 
Pittsburgh, Iowa, and their respective 
vicinities, to represent a New York 
specialty house of ladies’, misses’ and 
children’s medium and higher grades 
of welts, McKays, and turn shoes. 
Only men with experience in these ter- 
ritories need apply. Commission 
basis only. Address K-620, care Boot 
and Shoe Recorder, 127 Duane St.. 
New York. 











EW ORGANIZATION, with a line of 
men’s high-grade dress and every- 
day shoes, has openings for live-wire. 
high-grade salesmen. Straight com- 
mission basis. Write at once, stating 
experience and territory desired. Coble 
Shoe Company, P.O. Box 602, Milwau- 
kee, Wis. 
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THE RECORDER pny = » Getting More Shoes Sold Right; not only “‘more”’ but “‘right”’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail shoe 
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which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
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SALESMEN WANTED 


POSITION WANTED 








Resident Salesmen Wanted 
FOR LARGE RETAIL AND 
WHOLESALE TRADE 


We manufacture a popular- 
priced line of women’s welts and 
McKays, staples and novelties. 
We have an opening for high- 
grade, experienced salesmen, 
capable of selling volume trade. 
Especially for the South, Middle 
West and Pacific Coast. Send 
full particulars to D-346, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

















ALESMEN who have well-es- 
tablished trade on non-con- 
flicting line, and would like to 
build up some additional per- 
manent business on a real, well- 
advertised Brooklyn line of ‘*In- 
stock’? women’s orthopedic and 
staple shoes, on a straight com- 
mission basis. State territory 
you are covering. Address D-348 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











ANTED—Experienced shoe sales- 
man for Illinois Manufacturer’s 
line of children’s, misses’ and growing 
irls’ better Goodyear welt footwear. 
Several good territories available. Only 
man with established clientele need 
apply. This line may be carried as a 
side line or a regular line, depending 
upon the territory. Birk Shoe Co., 
1211 Clybourne Ave., Chicago, Ill. 








FACTORY MANAGER wisiees to connect with 
overgaiter, legging or shoe house. Has had 15 
years’ experience managing overgaiter and legging 
plant. nderstands and can operate any kind of 
sewing and buttonhole machine. Can teach and 
break in help. Address K-623, care Boot and Shoe 
Recorder, 127 Duane St., New York. 











Position Wanted 


im advertising or sales department of 
factory. I have had wide experience in 
the executive branchof theshoe manu- 
facturing industry, having been con- 
nected for several years with the sales 
and publicity Gopastanents of promi- 
nent and ns. Am de- 
sirous of obtaining a factory, advertis- 
ing or sales connection for the coming 
season. I have initiative, energy, and 
enthusiasm. I know how to handle 
up-to-the-minute publicity and how 
to create sales. References furnished. 

For further particulars, address D-351, 

care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

















OPPORTUNITIES 


USTOM SHOE BUSINESS, located in New 

York City, near Fifth Avenue, now in market 
on account of death i in family. Splendid opportu- 
nity for high-class man desiring =, secure weli-es- 
tablished, fast- pons business. Address K-624, 
care Boot and Shoe Recorder, 127 Duane St., New 
York. 








LINE WANTED 


/ANTED—Medium- grade woman's line for 
Southern territory by experienced salesman, 

thirty- five, employed, but desires change. Can 
give reference. Address D-350, care Boot 
oad Shoe Recorder, 207 South St., Boston, Mass. 








GALESMAN wishes line for Washington State, 
and will cover other Weste rn | areg + if desired. 
Will leave in August for i i or 
would arrange to sell for the following season. 
Will roy to the factory for interview worker, 
with the best of references as to character. J. H. 
Hadfield, 76 Rutland Road, Brooklyn, N. Y. 























Shoe Salesman Wanted. 


We have territory in Illinois 
open, owing to ill health of 
man who was on it ten years. 
We want an experienced man 
who is actively acquainted 
with the Trade in that State. 
Useless for any other to apply. 
Good job for right man. 


CHURCHILL & ALDEN CO. 
Brockton, Mass. 


Ralston Shoes. 











Representative Wanted 
For Line of Outsoles 
and, Innersoles 


leadi foe 





I am representing 
turer of fiber counters, and am desirous 
of also securing the representation of a 
line of men’s and women’s outsoles 
and innersoles for the State of Wiscon- 
sin and the City of Chicago. I am con- 

getter, have a 
wide intance the shoe 
manufacturers in the territory above 
mentioned. Best of references fur- 
nished. — particulars, 


ecorder, 
207 South St., Boston, Mass. 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
It preserves the shape of the shoe, giving support to the 
It cannot abrade the skin. 


insole. 
arch and ease to the foot. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 





July 22, 1922 








Milwaukee 








Ay Main 258 Fourth 
87 Main ourt 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 

708 Broadway e e 37 Warren 
Chicago U d Sh M hi ry J. K. Krieg, N. Y. 

18 South Market nite oe ac ne 39 Warren 
Haverhill, Mass. Co . Philadelphia 

145 Essex rporation 221 North 13th 


Johnson City, N.Y. 
124 Main 
Lynn, Mass. 
306 Broad 
Marlboro, Mass. 
11 Florence 


Boston, Massachusetts 








Nothing in the Shoe 






But the Foot 











. The Boot and Shoe Recorder will appreciate your 


+4. ing the publi +4, 








Rochester, N. Y. 
130 Mill 

St. Louis 
1423 Olive 

San Francisco 
859 Mission 





in replies to advertisements. 
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SHE-WHO-MUST-BE-OBEYED, IN OTHER WORDS, DAME FASHION, REVEALS HERSELF IN FOX 
SLIPPERS, PUMPS AND OXFORDS. 


FOX FOOTERY FOLLOWS FASHIONS EVERY PRECEPT. AND IN DOING SO IT DOES NOT NEG- 
LECT THOSE NICETIES OF WORKMANSHIP OR THE PRACTICAL FEATURES THAT CONVINCE 
AND SELL YOUR MOST DIFFICULT-TO-PLEASE CUSTOMER. 


Charles K. Fox, Inc., Haverhill, Mass., U. S. A. 


Boston: 64 Lincoln St., Room 632 New York: Marbridge Bildg., Broadway and 34th St. 
Chicago: Great Northern Building 





Vol. 81, No. 19. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of 
Congress of March 3. 1879. Subscrivotion price $5.00 a vear. Printed in U.S. A. 
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“Follow the Creighton Line 
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IN STOCK 
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Style No. 301 









Patent colt — ‘Rosslyn’ 
Flexible McKay — 13-8 Covered Heel 


Widths Ato D — Price $4.00 






Send for new Fall stock catalog 
Just off the press 









Boston Office—183 Essex Street 


a a (reighton 





Mass . 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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KID 


Boston 





- - 
cK SELECTIONS 


Two 


Important 
Facts 


Two important facts about STAND- 
ARD Colored Kid are that it is always 
made from fine-grained raw stock and 
that it is sold at a figure which makes 
possible the production of quality foot- 
wear at aadian prices. 


Tell your manufacturer that you want 
STANDARD KID. It comes in all 


the colors of Fashion. 


Specify STANDARD KID 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 


UHH amoeetsii AYUOTSSOOAHOORAEVONCUOOAOOOTHOOEAOOOAY OOOOH TAO OTAAO RAOUL eae nconeAAUEAOUAEEA 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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They re “Going To’ BROWN in Suede for .Fall 
You Ought to See Our Latest Shades in 


STARBUK 


Malacca Teak Beaver 


No. 40 No. 29 No. 23 


These latest additions to the long line of 
STARBUK colors have been welcomed 
and sampled by leading makers of fashion 
footwear. 


- Don’t wait to see them in the shoe. Let 
Filbert Catha ty 


Color 35 us send you samples ahead of the salesman. Color 50 


Nude Bobolink 
Color 51 Tolman, Dow & Co., Inc. Color 35 


Fog 174 Lincoln Street, Boston, Mass. Silver 
Color 18 Color 9 
ROCHESTER, N.Y. CINCINNATI, OHIO ST. LOUIS, MO. 


Mouse Mr. Charles L. Kirk Mohr- Holters Sales Co. T. M. Fitzgerald &$ Co. Beige 
Color 30 22 Andrew St. 203 E. 7th St. 1602 Locust St. Color 20 














Here are two suggestions for the use of STARBUK in smart shoe styles. 
For Patent Leather use our famous DONKEY COLT. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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National Park Hiking 
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No. 16100—Maho- 
gany Elk, soft cap 
toe, A-4/8; B-3/8; 
C and D-24%/8. 

$3.60 





\ 
\ ®... 


LS 


No. 31104—Mabho- 
gany Eric Calf, soft 
toe, A-4/8; B-3/8; 
Cc 4/8. 


There’s nothing that so appeals to the hearty young women as comfort and smart ap- 
pearance when they are bent upon getting outdoors during the summer and autumn 
months. The hike into the country, out along the open road, or through the big city 
parks calls for the sport suit, wool hose, and hiking oxfords that have comfort, but 
plenty of style snap. Just that, we have put into the com- 
panion LOW SHOES to our famous National Park Hiking 

Boots, four styles of which are shown on this page. 


Smooth and Comfortable Keeps Out Dirt Easy on Tender Feet 


Reg. U. S. Pat. Off. 


These features illustrated above make the shoe smooth and comfortable to the foot that needs mileage 
service. Girls who golf or hike or go vacationing will appreciate these salient points, and make your 
summer sales grow. Each shoe is built over proven lasts, best selections of leather, and patterns that are 


popular sellers. 
THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, 23 $3 MISSOURI 
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A—Alpatros S 


Duy it. Do not Aili it. 
Adve it Drings Success. 


(THE eye follows this most captivating of shoes as easily as it 

admires its graceful name-sake. Sweeping, beautiful lines 
and the finest of materials will push “The Albatross” into the 
zenith of instant popularity. See it at our Factory Salesrooms— 


or have our representative call. 


Navif/ SHOE COMPANY INC. Vew 
Street ies ania York 





o/-69 BE® AE St BROOKLYN 





hall 
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4 . 
The 3W’s Lenox Turns have been reduced materially in price without 
sacrifice of quality. The numbers shown are all carried in stock. 
These snappy little styles are now within the reach of every merchant. 
You yourself need them to build up children’s sales and please the 
parents. A trial order will show you the way to better business. 
Child’s Patent Chrome, Mat Kid Top, Button, Turn, 
Plain Toe 
ee a errr er 
Ce ae err eyeT Tr re re 
Patent Chrome, Field Mouse Kid Top, Button, Turn, 
Plain Toe 
ee ee ee ere ere errr ere 
Se" ORG. WP GE Bike io bi vce tncecsiveseccitses Be 
Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent Foxed, 
Field Mouse Kid Top, Pony Cut Lace 
7856—11% to 2. Rubber Heel. DandE.........$2.60 
7857— 8\%toll. Rubber Heel. DandE......... 2.35 
7858— 8'%toll. Spring Heel. Dend E......... 3.38 
7859— 5 to 8. Spring Heel. [DandE......... 2.10 
f Child’s Tan Kid Button, Turn, Tip, Peggy Last 
Fat Baby Button Shoe, Turn 7542—3 to8. DandE.. ee <th . $1.60 
7127—Black Kid. 1 to6.. cma . $1.25 7243—1 to 5. ET: 
7125—Patent Leather, Mat Kid Top. 1 to 6. . 1.25 - 
WEIMER, WRIGHT & WATKIN COMPANY 
Manufacturers 
sail 35 S. Second St. Philadelphia, Pa. 
aman ee 
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Norwegian 
Calf and Veals | 


and 





Viking 


Calf 


Are Always Standards of Excellence 


GALLUN leathers will, as usual, be prominently 
shown in the leading lines of footwear for the com- 


ing season. 


GALLUN colors are especially in deniand, such as 
NORWEGIAN, Colors 3 and 4—also black; and 
VIKING CALF in five colors and black. 


The constantly increasing numbers of Retail Mer- 
chants who specify GALLUN’S leathers is best 
evidence of the GALLUN standard of excellence. 





Buyers— Insist on getting GENUINE Gallun Leathers in Your Shoes! 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 
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hysTeR BROWN SHOES 


or : or 
Boys foi Girls 





FALL MARKET BUYING 


“Going to Market” is as old as civilization itself. 
Even though it isn’t absolutely necessary to visit the 
big buying centers to get merchandise, the new ideas 
—the sensing of what others in your line are doing— 
the observation of keen competition going on allabout 
you, always sends the buyer back home with new mer- 
chandising inspirations for the coming selling season. 


In St. Louis—the World’s Greatest Shoe Market, shoe buying 
activity centers around the White House—the home of Buster 
Brown and other Brown-bilt Shoes. 


We extend a hearty welcome to all visiting merchants and urge 
an inspection of our splendid new lines of Shoes for Men, 
Women, Boys and Girls. 


a - #4 


SGQWes Sos" Gowiges a 


St. ! uae U -S° 








Mia Tietechwsc 


. 
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ARMORTRED F 


BETTER VALUES 


HE shoe manufacturer who is making 
a real success to-day is studying the 
details of his shoes more carefully than 


ever. 














We are proud to have many such manu- 


facturers using ARMORTRED Heels as 


standard equipment. 


Armortred is a prominent indication of 
“Better Values.” 














ARMORTREDS 
add 
CHARACTER 
to the 
SHOE 





Quabaug Rubber Co., North Brookfield, Mass. 9,7. 


ap jate your mentioning the pablication in replies te advertisements. 
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\Finale Hopper Sendule 


IN STOCK AT ONCE SHIPMENT 
SMOKED ELK 


Pearl Elk Brown Lotus Patent Leather 
Cherry Chrome Cherry Full Grain Crystal 


Smoked Elk, the most desired of all the sandal styles, as well as the other numbers, 
will be shipped immediately on receipt of orders 


No. 113—Smoked Elk, Oak Sole, 2% to 7.. 
No. 111—Pearl or White Elk, Oak Sole, 2% 107. cinematics 
No. 109—Patent Leather, Sheepskin Lined, Oak Sole, Mt to 52... PRE Tina 
No. 115—Brown Lotus, Oak Sole, 24% to 7.. , 
No. 160—Cherry Chrome, Oak Sole, 21% to y.... 

. 174—Cherry Full Grain Crystal, Oak Sole, 2% to 7... 


“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WA WELT 


GP STITCHING 'T CHING HOLDING. UPPER TO INSOLE HAT 
pe A a OOD YEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPER. T Is, 
Tab nila OF GOOOYHAR Srrclans SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave: E. J. RAMSEY CO: Brooklyn, N.Y. 


The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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Style 480 Dark Tan 


Men, although they are easier to sell than ssp, ow0 
women, are most critical of the service their No. 28 Bal. 
shoes give them. , 

WEBER UNION MADE SHOES 


to retail at $5 to $8 
Satisfy the most critical 


- Weber Bros. Shoe Co. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


Tm ) 
| 
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RAEN 


PATENT - DULL - COLORS 


LANA 





eS 


ps 


Made especially for 
medium priced shoes, 
Also makers of therefore superior for 


og such merchandise. 
Flexible Inner Soles 


Flexible Sides W. D. Byron & Sons Leather Co. 
and Bends Williamsport, Md. “ ee .. Boston, Mass. 


Zea seeas 
LAAN ZN 














NAAN ANN CN 
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New Strap Effects 


for at once shipment 











Many other styles 
carried 
in stock 





No. 380—Price $4.00 


No. 379—Price $4.00 
Black Satin Dora One Strap, Single Patent Flora One Strap, Single Sole, 
Sole, Military Goreme * Wood Military Covered ood eel, 
Heel. Tremont Last Tremont Last. AA to C. 
AA to 


ARCH SUPPORT OXFORD 
Widths AAA to E. Sizes 214 to 10. No. 448—Price $4.00 
: ines 234 to Black Kid, Princess Last, 11-8 Heel. 
0. 470—Price $4. 
Black aa, Tremont Last, 38 Heel. No. 449—Price $4.50 


Brown Kid, Princess Last, 11-8 Heel 
No. 471—Price $4.50 All with Rubber Heels. 
Brown Kid, Tremont Last, 13-8 Heel. 


ARCH SUPPORT OXFORD 








Our folder illustrates 
only the live ones. 
Send for it. 











No. 346—Price $4.40 


No. 383—Price $4.25 
Patent Rita One Strap, Gray Suede Trim , 
Single Span ered 


Patent Rita One Strap, Biege Suede Trim, 
ee 4 ish Cov’ Single Sole, Military Covered Wood 
ye gy wy Heel, Tremont Last. 


No. 382—Same, only Gray Suede Trim. 
AA to C. 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer 
BUFORD H. JONES, Vice-President ani Sales Manager 


No. 347—Same, only Beige Suede Trim. 


C, H, SULLIVAN, Secretary 
P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 














The Beet and Shee Recorder wiil appreciate your mentioning the publication in replies te advertisements. 





BOOT AND SHOE RECORDER July 29, 1922 


REED STYLES 


Displayed on counters 
or in windows, attract 
attention and create 
ME + « =e 


Style and value, ap- 
parent in every pair, is 
a dominating influence 
that will increase turn- 
over and multiply 
profits - - - - =- - 


Ss 
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HAVANA BROWN 


NEW CASTLE KID 


The Outstanding Colored Leather Surety On Which There is No Speculation 


Our customers don’t have to 
tell us that more men are 
wearing New Castle HA- 
VANA BROWN Kid shoes 
every year. — their orders 
prove it. 


It would surprise you to 
know the quantities of New 
Castle HAVANA BROWN 
Kid which business men 
wear day in and day out— 
especially the amount used 
in those factories that pro- 
duce the very finest men’s 
shoes. 


For New Castile embodies to 
the fullest those characteris- 
tics which business men tie 
up to. 


W. L. Douglas Shoe Co. made the shoes illustrated Comfort, Service, and that 
herewith. , Rich Appearance that tetts 


They are true business men’s footwear—sensibly yet smart- the Quality beneath the sur- 
ly designed, with an air of substantiality that evidences face. 

good taste in the man who wears them. And the leather 

— New Castle HAVANA BROWN Kid—speaks qui- 

etly but decidedly of quality and character, 


NEW CASTLE LEATHER CO., Inc. 
NEW YORK 


‘Judge It By Its Users’’ 
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lgshin Broa 


Time was when Pigskin was not considered as 
anything but a rough leather—given to 
rough usages and living in rough society. 


Then came a knock at the gateway of sports— 
pigskin footballs—pigskin saddles. People of 
discernment found: that Pigskin had a dis- 
tinctive appearance, a wear-resisting and 
elastic fibre, the ability of being finished 


in the most attractive shades. 


Today the smart woman of delicate taste and 
fine sensibility may powder her nose from a 
pigskin vanity case. Quite likely her hand 


bag is of pigskin—surely her husband's 
billfold and cigar case are. 


For Pigskin has arrived. It has been taken 
into the inner circle of life by men and women 
of true breeding and culture. 


Considering what Pigskin is and does, it is 
not to be wondered at that those dealers who 
buy the best of footwear demand that the 
Counters be of the best material for the 
purpose—Hub Pigskin. Such purchasers are 
proud to know that The Hidden Hub Holds 
the Quarter, the Hidden Hub of fine, clean, 
selected pigskin. 


A. C. LAWRENCE LEATHER CO. 


BOSTON, MASS. 


Branches: 
New York Philadelphia Chicago St. Louis 
Rochester Cincinnati 


Milwaukee 


| 
S 
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Still Going Big 


“THE BROADWAY” 
Barefoot Sandal 


The popular BROADWAY Barefoot San- 
dal of superior Patent Colt, top grade sole 
and rubber heel, fully lined 


As above in Pearl White Elk, unlined 2.25 


As above in Pearl White Elk, fully lined. 
$2.50 








_Duane_Shoe (@mpany, 


& CORPORATION 


143 Duane Street, New York 


PHILADELPHIA OFFICE LOS ANGELES OFFICE 
411 Forest Bldg. 522 Loews State Bldg. 
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Ratskolb 


HAMMER LEAF 


fl constant reminder of ‘you 














Your name, in neat letters of gold, in 
every shoe you sell. Right on the insole, 


where your customers can read it daily. 
What better reminder of you and your 
service could you send from your store? 


Manufacturers gladly impress the name of the 
dealer into the shoes he orders. For it benefits the 
manufacturer by bringing in more orders. It closes 
adirect contact with the customer. 


And it cost the maker but one-quarter cent a pair 
more to stamp in your name and address in 


RAUSKOLB’S HAMMER LEAF 
Untarnishing and Permanent 








Write your manufacturer today and tell him to do 
it. He will cheerfully comply with your request. 


F.W. RAUSKOLB CO. 


10 FRANKLIN STREET 
MEDFORD MASS. 
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The standard Goodyear Wingfoot Heel, made in black, 
white and tan, for men’s, women’s and children’s shoes 


GOODVYEA 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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OU have every reason for insisting 
on Goodyear Wingfoot Heels. 


Their quality is the very highest obtain- 
able—even higher now than the quality 
that first made them famous. 


And their price is lower now than ever. 


There is no substitute for Goodyear 


Wingfoot Heels. 


They fit perfectly. They are resilient to 
the last step. Goodyear means good wear. 


A complete line of Goodyear Wingfoot 
Heels is made for men’s, women’s and 
children’s shoes. 


More people walk on Goodyear Rubber 
Heels than on any other kind. 


See the new Goodyear Sport Bottoms. Per- 
fectly designed for street wear, outing service 
and athletics generally, this combination of 
Goodyear Wingfoot Heels and Neilin Soles 
has all the standard qualities of both—resili- 
ence, durability, waterproofness, comfort 


Wi NG Eé OF 
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TONY 


Reg. U. S. Pat. Off. 


Any Calf Leather Bought Under 
This Name Is A SAFE Buy. 
WE attribute largely the present strong demand 

for our TONY BROWN which is beginning 
to rival our famous TONY RED almost wholly to 


the faith of our trade in the standards represented by 
the name TONY. 


Every shoe man knows the history of TONY RED. 
Every shoe man knows that TONY means safety in 


calf leather no matter which of the TONY TRIBE - 


is specified. 


TONY RED 
TONY BROWN | 
TONY TAN 
TONY BLACK 


i) 
to 





CREESE and COOK COMPANY 


nae, <N\ TANNERIES 
SALESROOMS ity ANY 
95 SOUTH STREET, BOSTON VOTO S\N DANVERSPORT, MASS. 

P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 


706 Broadway, Cincinnati, O. '¢ 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK 


: 
: 
: 
: 


eae Mem se eT TT 
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Introducing 


ARCHLOBE 


An Arch Support Shoe of Character, Quality and Fit 


Solid Leather Goodyear 
Throughout Welt 





RCHLOBE meets the nation-wide demand 
for a real ARCH SUPPORT Shoe of honest 


all leather construction, at an honest retail price 


—SIX DOLLARS—and in addition providing 
GOOD STYLE—QUALITY and FIT 


ARCHLOBE means volume sales and 


volume profits 


This picture shows 
the smart lines of the 
ARCHLOBE 


made in Sample ARCHLOBE 


BLAC K and 


BROW N from your WHOLESALER 


Kid or Calf 


GLOBE SHOE COMPANY 


Women’s Goodyear Welt Shoes at Popular Prices 


Chelsea Mass. 
Boston Sales Office at 207 Essex Street 
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C.H.ALDEN CQ 


U.s.& 


ONCENTRATION of our efforts has 
enabled us to offer that which. the 
times and the trade require. 


° ° ° ° ° 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





The above is one of the styles that can be delivered 
promptly 
Lot No. 210 
Men’s No. 12 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


V4 
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INBAc 


TAN ERIC CALF 
GOODYEAR WELT 


Tan Eric Calf. Snappy Brass Eyelets. 
Rubber Heels attached. Perforated Tip 
with Medallion on Toe. Leather Quarter 
Lined. Widths, C, D 


R2754—Boys’. 1 to 5% 


SAME IN BLACK ERIC CALF 
Black Eyelets 


R2757—Boys’. 1to5%..........$3.35 


PATENT CHROME 
GOODYEAR WELT 


Genuine Patent Chrome. Perforated Tip, 
with Medallion on Toe. Rubber Heels at- 
tached. Blind Eyelets. A dressy shoe 
that is a real fitter. 


R2760—Boys’. 1to5%..........$3.50 


For Boys’ Shoes 
of Merit 


Sinbac’s Boys’ shoes and oxfords for fall 


.merit your serious consideration. The 


line is an exceptional one, every shoe 
carrying best grade soles that give real 
service. For those who feature price 
there are dependable McKays in black 
and tan. For the trade requiring high 
quality, we have Goodyear Welts, unex- 
celled in value for the price asked. 


Send for Catalog No. 53 


Get our latest catalog and look over the 
most complete line we have ever offered. 
200 styles in novelties and staples for 
children—everything from  stitchdowns 
to Goodyear Welts, from infants’ soft 
soles to satin slippers for growing girls. 


With September come school days and 


play days. Stock up with Sinbac’s and 
make them pay days for you! 


SINAC 


wt 


Sinsheimer Bro. & Co., 211-15 W. Monroe St. 
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| : Get in on these well-made Black Glazed Kid 
St. Louis New Process Flexible McKays 


On the Floor .._.. .. Ready to Ship Today 


Net 
No. 2710—BLACK GLAZED KID—New One Strap. 30 No. 2709—BLACK GLAZED KID—-Grecian, center 
Silk Cord Bound, 13-8 Military Heel, Rubber Top Lift. oe i cut-out Quarter. Silk Cord Bound. 13-8 Military 
B width.3% to 7 Heel. Rubber Top Lift. 


Cwilth’3o8.  ddD B width, 408. 3 Qo 


C width, 3 to 8. 


No. 2704—Same style in Patent with cut-out Quarter- No. 2705—Same style in Patent. 


Cwidth 306%, 90 Cwidth) 3106 deDO 
Dave W. Saifer Shoe Co., 37 S. Wells Street, Chicago 


TERMS: 3 per cent 10 days, net 30 


eee eel elite iit t OLIN OLDE LLL LLL LLL) © 4 


SPECIAL Fer the Next Two Weeks 


Closing Out Discontinued Lines at Substantial Reductions 





Included in these lines are various items of 


Ladies’ Pumps and Oxfords 


These numbers embrace varied White Nubuck, White Canvas, White Cab., Patent Leather and Black Kid 
In McKay, Turned and Goodyear Welts, 


AND WHICH CAN BE RETAILED AT $1] 00 


Note: The Following 
Ladies’ White Canvas Goodyear Welt Oxfords, Ladies ‘“‘Eve’ Cloth Goodyear Welt Oxfords, 


lar price $2.10. why < +, 728 
7 gh Price $ 1.50 acti "Ga Puaieiia Price $1 ° 85 


LAZARUS FRIED & SONS, Inc. 


ESTABLISHED 1878 


118-120 Duane Street New York City, N. Y. 


a ee TOTO eel el el TTT TT 
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Two More 
==Leaders of Leaders !== 











LLUSTRATED at the left is a Gen- 
uine Steel Beaded Black Satin Bench 
Made Turn One Strap at a price be- 
yond comparison. 





‘It is fitted with a graceful 1514/8 
Full Louis Heel—is Imitation French 
Corded and Leather Lined. 


IN STOCK NOW 


No. B 782 $3.75 


Code — “‘Becky”’ 


This number will sell—make no 
mistake about that. 


Our Number 777 is just built for 
your trade. It has a lustrous black 
Satin Vamp—a beautiful black bro- 
caded quarter—and is a genuine 
Bench Made Turn on our stylish 
new 50 last. The heel is a 1514/8 
Full Louis, and the shoe is Imitation 
French Corded. 


IN STOCK August Ist 
No. B 777 


Code — “Sarah” $3.50 


Sizes and Widths Carried In Stock, A 4 to 8, B 3 to 8, C, D 2% to 8 


HANNAHSON S SHOE CO. 


HAVERHILL -_ - Bote MASS. 
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2 Cs—2 Bs 


An Easy Way To Remember Our Favorite Fall Feature Colors 


CHERRY BROWN 
WILO| 


ace vt a 


CHESTNUT BLACK 
C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 




















The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 











self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW ? Ca 
AA-D. Sizes up to 10. SS 7 


653-Black Kid Oxford 5.00 cee — 
983-Brown Kid Oxford 5.50 ee Williams Clark & Co. 833 


353-White Fabric Oxford 4.35 Lynn, Mass. 
Wii 
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This is one of the most satisfying of the new men’s 
lasts—plenty of snap and go. Like all Goding lasts, it 
fits. j 
The leather is a very fine calfskin in a new finish— 
Rueping’s Calumet Grain, No. 34 brown. This grain 
and color will be in strong demand this fall. 

The Raglan pattern also is new—and distinctive. 

















This is 
No. Y50 
(Made to order) 


Rueping’s Fine Calumet 
Grain Calf, Raglan Blu- 
cher, Yale Last, Goding 
all-leather construction, 
Wingfoot Half Heels, 11 
iron Rolled Edge Soles. 


$5.45 


Minimum factory run, 
12 pairs to a width. 
Shipments, 4 weeks. 














The GODING SHOE CO. 


833-855 W. CHICAGO AVE. 


CHICAGO 


Ao 


rder will apprec iate your mentioning the publication in replies 


advertisements. 
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The Doctor Says 


“It’s mighty hard for a man to 
keep a good head with poor feet. 
That’s why it is so important to 
toe-in and walk straight.”’ 


Tor iIn—WALK STRAIGHT 


If a man stands right and walks right, there’s 
no reason why he should even realize that he 
has feet. The Doctor line, the line of balance 
in the Doctor Shoe, silently commands—‘“‘Toe- 
in—Walk Straight.’’ And that’s the right way 
to walk. The man who discovers the right way 
has quit experimenting with shoes. He’s a cus- 
tomer for life for the dealer who sold him his 
first pair of Doctor Shoes. 


JOHN MEIER 
| SHOE 


SHOE COMPANY 


SAINT LOUIS For men who want to 
step along and 


Good Shoes for Men since 1874 step lively. 





Patent Leather Low-Cuts 
Are Good Sellers Now 


Patent Leather—Grecian Sandal 


White Sheep Quarter Lined These Two Styles In Stock 


Fairy 138—Wedge Heel. C-D. 3-8. 
Fairy 238—Spring Heel. C-D. sie-it These dainty sandals and tongue straps are offered now be- 
ate thts: Ante tek 08 men cause they are shoes for little folks that will make a strong 

: $2.60 appeal to your customers, no matter how critical they may be. 


These little shoes are of our own manufacture—of our Fairy 
and Goblin grades, and are right in style, right in fit and 
right in price. 


Of course we can ship at once. 


Ris: ne Grieb Shoe Manufacturing Co. 
atent eather—Baretoot Sanda 
Turn 309 Arch Street . Philadelphia 


Goblin 3—No Heel. D. 2-5...$1.25 


Goblin 103—Wedge Heel. D. 3-8.. 1.55 . 
Goblin 2 devlnn Heel, D. 8%-I11. Factories: Palmyra, Pa., and Vineland, N. J. 
$2. 
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Early Profits on Comfys 


This year more dealers than ever have seen the 
advantage of securing early delivery on Comfys, 
and have already received their shipments. 








Daniel Green) To these wise dealers, we make a suggestion. 
Comfy, : Don’t wait until Christmas to display these Comfys, 
Slippers )| when they will have to compete with the flimsy, 
—— cheap slippers made up to sell only at Christmas. 


Put your Comfys on display now. Tie them 
up with our national advertising, so that your 
windows will display them at the same time that 
our full page ads are appearing in the magazines. 
You will do a very profitable early business on 
Comfys that will not interfere with your Christ- 
mas trade, as our In-Stock service will enable you 
to fill in your broken sizes. 





Our Green Book gives you valuable sugges- 
tions for merchandising and illustrates many kinds 
of effective dealer helps. Send for your copy if you 
have not already received it. 


New York Salesrooms: Daniel Green Felt Shoe Company 
116 East 13th Street General Offices: Dolgeville, N. Y. 


Chicago Sales Office: 
1107 Security Bldg. 


Daniel Green 









































————ie — 
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The 




















BRANDED OR UNBRANDED 


SEASONABLE STYLES OF MEN’S WELTS 
IN STOCK, READY TO SHIP 


—_— SSE Ce SE SS a Ss oe 


_————<—— =< = -— os 
ESOS a ee ae ae ee ae or 


B-972—Men’'s Oxford. P. & V. 104 Tan Vemp and Top. Good year B-414—Men’s Sport Oxford. Bogey Last. 102 Tan Vamp, Top and 


Wingfoot Heel. 12 Iron Single Sole. “Our Advice” Apron. Red “Duflex” Flex Ribbed Sole and Heel. 
last. Widths A-D. Code “Clan.” $5.50 No Box. Widths B to E. Code—"Century.” $5 85 


A te D. Cade “Canty” Laat “Owe Advice” $55.50 —_B-415 Men's Sport Oxford. Smoked Elk Vamp and Top. Gallun’s 


A to D. Code “Candy.” Last “Our Advice 4 Tan Apron and Heel Stay. Red “Duflex 


Ribbed Sole and Heel. No box. Widths B to E. 5 50 
Last “Bogey.” Code—“Climax.” ° 


———<——<—— = a os 
OO ee a 


B-410—Men’s Sport Oxford. Bogey Last. Tan Vamp and Top. 
Brown Cordovan Apron. Red “Duflex” Ribbed 

Sole and Heel. io Box. Widths B to E. 5 85 
Code—“Carson.” e 


B-973—Men’s Oxford Black. Imported Boarded. Black Scotch 
Grain Apron and Heel Stay. Plain Toe. No 


Box. Hvy. 14 Edge. Single Sole. Lenox Last. 
Code—“Ralph”. Widths A-D — 5.85 


B-976—As 973 only in Gallun’s No.4 Norwegian with Tan Scotch 


Grain Apron and Heel Stay. Lenox Last. Code 
—"Sandy” Widths A-D 5.85 


_———<——-<—8==— = =e eee oo >< 
_—=—- _——-— — = 
JCC a ee a a oe 


You will find our line of shoes excellent sellers. 
Their goodness is apparent at a glance. 
B-939—Men’s Genuine Tan Scotch Grain Oxford. Heavy Single 


They are not one time sellers, but are made to Sa Seniees Lee, Wiaie Ee tn th Codes $ 6.0 0 
give satisfaction and repeat. “Scottie.” ° 


CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 


_—————<— =< = os 
occ ee ee ee 





_——<—o—= = =. 
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Neat display 
fixtures add 
to the 


attractiveness 





























William and 
Mary Period 


designs sell 








of your 


more shoes 
windows 


every day 








All the designs we make are completely pic- 
tured and described in our new fixture book. 


Ask for Catalog “I.”’ It is your guide for the 
selection of Display Fixtures. 


HUGH LYONS & COMPANY 


707 South Street, Lansing, Michigan 

















Chicago Office Boston Office 
232 S. Franklin St. ; 52 Chauncy St. 


New York Office 
35 West 32d Street 





Baltimore Office 


328-330 
W. Baltimore St. 
























































“Queen Quality” Boot Shop, 32-34 W. 34th St., New York City. 
Chairs by the American Seating Co. 


THE LAST WORD IN SHOE 
STORE SEATING 


In the course of fifty years as manufacturers 
of shoe store seats we have gone through the 
stages of: 

(A) Perforated or Plain Veneer Settees (Benches) 

(B) Upholstered Settees (Benches) 


(C) Conventional Four-Legged Chairs. (Many still cling 
to this ‘ ‘antique’ extravagance.) 


(D) Pedestal (Stationary or Revolving) Chairs 


This experience, totaling forty-five years, finally led us six years ago to develop and 
adopt exclusively 


ASCO INTERLOCKING SHOE STORE CHAIRS 


We had to sell this improvement to the public. 

In spite of the general depression the sales of ASCO Interlocking Shoe Store 
Chairs continue to increase. 

The reason may be explained to prospective users of Shoe Store Seating by con- 
sulting almost any and every exclusive manufacturer or dealer in shoes—you'll find 
95% of all stores built in the past five years using ASCO Interlocking Chairs. 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Bldg., CHICAGO 
Room 601—119 W. 40th St., New York Room 302—69 Canal St., Boston 
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“ Onyx” 







PRICE LIST 





We have just issued a new price list of “Onyx” 
hosiery containing among other things an up-to-the 
minute list of wools and mixed hose for Fall and 
Winter. 







Ls 










It is not.a complete price list of the “Onyx” 
line nor even a complete list of our stock hosiery, 
but an assortment of our best sellers in staples 














and fancies. 










It is issued for our regular customers who want 
to keep in touch with “Onyx” so as to fill in their 
lines between visits of our salesman. 













The price list is also intended to be of informa- 
tion and guidance to those making their first pur- 
chases of “Onyx’’. All hose included are of first 
quality and are for immediate delivery. 










Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx’’ Hosiery 


BROADWAY AT 24th STREET NEW YORK 


DEPARTMENT P 
















BN oo sos nc co ne Seca uae aw db ac db cada den ene 
Philadelphia Office ....... 22.22.6002 00 20000022 --1033 Chestnut Street 
Buffalo Office..........................Mutual Life Bldg., Pearl Street 
CR SION 5.05. 0.6 005046. 66 60 06 00 deren 6 u:c0 8¥i05 tee ene ee 
San Francisco Office .. .. 2... 002.2... ce eee cece ee ss -edd9 Geary Street 





Sa Se REN CIENT 
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A SHOE MERCHANT IS KNOWN 


BY THE MERCHANDISE HE SELLS 


It has been our pleasure to produce a shoe lace which 
has built up a good name for itself and every one 
identified with its distribution. 


Unknown, and unlike any other on the market a few 
years ago, it has won country-wide favor on merit. 


Cordo-Hyde laces have filled a want. They are pre- 
ferred not because of price but because of greater 
utility. 


Convert the popularity of Cordo-Hyde laces into 
profits by offering them first when shoe laces are 
asked for. 


Lace Division 


Q. A. Miller Treeing Mch. Co. 


BROCKTON, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Looking Toward Fall Windows 


Clip This Page and Give It 
to Your Window Trimmer 


HEN does one season end and another begin, 

\ \ is a question without an answer. There was a 
time when there was a pretty well-defined 

break between Summer and Fall styles; when low cuts 
could be placed on the top shelf. or in the basement and 


“Therein lies the biggest reason for the horrible 
examples of window shoes which we see on every hand, 
specimens which repel, rather than attract, possible 
buyers. Window shoes from the time they are chosen 
for forming until they are un-formed and returned to 


boots be put into the shelves 
within easy reach. 

Now low cuts follow low 
cuts in women’s footwear, but 
at the same time, styles 
change and shelves and win- 
dows must reflect the change. 

August is usually a quiet 
month, but considerable ex- 
tra business can be created 
by showing some bright, 
snappy styles in the windows 
and featuring them in the 
advertising. 


Windows Getting More 
Attention — 


Show windows are receiv- 
ing more attention than ever 
before and more shoes are 
being purchased through win- 
dow displays, yet many 








Recorder Merchandising 
Calendar for August 


August 7-12—It is hot weather and there is 
a lot of dust, but do not allow the store to be- 
come “tacky” and untidy. Fly-specks do not 
help the sale of shoes. 


August 14-19—This is a good week to relabel 
cartons, put stock numbers and mate marks 
on the new arrivals. Brighten up the store. 
Labor Day is just around the corner. Adver- 
tise men’s shoes. 


August 21-26—Advance showing of new Fall 
styles, new backgrounds, new drapes, new 
shoes—all suggestive of early Fall. Back- 
grounds that are beautiful, attractive, and yet 
quite inexpensive are possible. Can the ‘‘Re- 
corder”’ assist you? 

August 28-September 2—Labor Day. Store 
Po Help celebrate. Prepare monthly 
statements. Take trial balance and compos- 
ite sizing of stock. Have you bought felt and 
leather slippers for holiday trade? Advertise 
school shoes. 








stock for selling, require a 
whole ‘lot of patient, pains- 
taking care and much clever 
manipulating. Until the 
trimmer assumes an attitude 
of almost motherly concern 
toward them, they'll never 
be a credit to their brothers 
on the shelves inside. 


The Right Shoes to Form 


“Good forming starts with 
the shoes themselves. Pick 
good clean specimens in the 
proper sizes. If the shoe 
looks a bit short and stubby 
in a size 4B, use a 4 1-2A. 

“Next in importance is the 
last. If you haven't suffi- 
cient lasts of the proper 
shape, procure them just as 
quickly as possible. 


stores do not get maximum service from their windows 
because the window shoes are not properly ‘‘formed up” 


and displayed. Here are some ideas on “forming”’ - 


shoes, by R. D. Graffis, window trimmer of the Chicago 
Walk-Over stores. 

‘Forming window shoes is, probably, the trimmer’s 
most disagreeable duty. If he has a helper, the task is 
assigned to him; if he must do the work himself, it’s 
the last thing he does, and it’s done grudgingly. 


“When ordering shoes on a new last, have a pair 
come in on forms. Any manufacturer will be glad to 


‘do this for you, charging you only what the forms cost 


him. He wants his shoes to look good in your window. 


Read This Three Times 
“In forming low shoes, it is better to use only fore- 
part forms which do not show back. of the vamp. 
- (Continued on page 47) ¢* 
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Trim arranged by G.G. Farrasch of Stiz, Baer and Fuller of St. Louis, which was awarded first prize in the display contesi al the I. A. D. M. 
convention. Hundreds of the best display men in the country participated. Note how it was “humanized” by the use of a life-like war mode, 


Shoe Trims De Luxe Seen at I. A.D. M. 
Convention — 


held their Silver Jubilee Convention at the 
Coliseum, Chicago, July 10 to 13, inclusive. 

Not alone in point of attendance but also in what 
was accomplished toward the advancement of the art 
of displaying merchandise, this was by far the most 
noteworthy of the twenty-five annual gatherings of the 
I. A. D. M. 

This event was marked particularly by the number 
of truly unusual features which characterized the dem- 
onstration trims in the show windows built up on the 
stage in the convention hall and in the mammoth ex- 
hibit of photos entered in the prize contest. Some that 
will interest shoe merchants are pictured herewith. 

Above is shown the winning shoe trim in the photo 
contest. Here, by a few deft touches, the display man 
has created an atmosphere of cool comfort and whole- 
some enjoyment, as well as of style correctness—a 
setting well befitting the character of the footwear 
shown. What woman who loves the great outdoors and 
takes pride in her appearance could pass this window 


r | NHE International Association of Display Men 


without pausing to take note of it? The appropriately 
costumed figure, cleverly posed to suggest both ease 
and energy, the tennis and golf accessories, the smart 
hat, the grass mat and seasonal flowers—all these add 
interest and make a mute but eloquent sales appeal for 
these shoes and hosiery. 


Sales Elements in Displays 


The demonstration trims put in at the convention 
indicated clearly that the modern trend of thought 
among the most successful display men is toward get- 
ting more real selling elements into fashion trims, rather 
than crowding them with merchandise. For example, 
see those on the opposite page. Each of these shows the 
shoes in settings which subtly suggest style and quality 
—shows enough pairs so that each person who looks in 
the window will see at least one style that appeals to 
him or her—and leaves enough space between so that 
the eye can really “take in” that one without being 
distracted by-a jumble of others. 

(Continued on page 47) 
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No matter from what angle this 
window is approached, the eye is 
led directly to one pair of shoes. 
Any one pair may be inspected in 
detail without the attention being 
distracted by others crowding around 
it. Eleven styles are shown—not too 
many to “‘register’’ on the memory. 








By R. F. Kann of R. H. Fyfe & Co. 
The stately dignity of this setting strongly 
emphasizes the quality of the footwear. The 
artistic torchieres flanking the screen add a 
touch of warmth which greatly enhances the 
attractiveness of the window. The decora- 
tions are of exceptionally high class and are 
not overdone. Fhe i impression such a trim 
creates is just what is aimed at (but so often 
missed) by most dealers in good fashionable 


footwear. 




















A clever trim by R. D. Graffis of the 
Walkover stores. Sixteen pairs of 
shoes are shown—all to good advan- 
tage. The spacing and the arrange- 
ment of the decorative units is such 
that the eye and mind can focus on any 
one pair and get a true conception of 
it—not one that is vague and confused. 





BOOT AND SHOE RECORDER July 29, 1922 


Winners of Dr. Scholl’s 


First Prize, $100.00 for towns over 10,000 


Herpolsheimer Co., Grand Rapids, Mich. 
JOHN T. MACKEY, Display Mer. 


“a 


oe Seyret 
R. C. Beach Co., Lewiston Jdaho 
W. D. STEIN, Display Mar. 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Winners of Dr. Scholl’s Foot Comfort Week 


Window Trimming Contest 


Below are listed the winners of the cash prizes offered for the best window displays 
during Dr. Scholl’s Foot Comfort Week. 


So numerous were the entries, photographs pouring in from all sections of the United 
States and Canada, and so excellent were the trims submitted, that the judges were 








taxed to the utmost in arriving at their decisions, 


It was only after the most deliberate 


consideration that the winners were finally selected: 


CITIES OVER 10,000 
FIRST PRIZE, $100.00 


Herpolsheimer Co.,, Mr. John T. Mackey, Display Manager’ 
Grand Rapids, "Mich. 
SECOND PRIZE, $50.00 
S. Kann Sons Co., Mr. J. B. McCann, Window Trimmer, Wash- 
ington, D. C. 
THIRD PRIZE, $25.00 
R. H. Fyfe & Co., Mr. Richard T. Kann, Display Manager, De- 
troit, Mich. 
FOURTH PRIZE, $15.00 
R. L. Leeson & Sons Co., Mr. R. C. McDaniel, Display Manager, 
Elwood, Ind. 
$10.00 
F. E. Ballou Co., Mr. B. E. Northup, Display Manager, Provi- 
dence, R. I. 
Ludlow’s, Mr. Harry J. Broome, Window Trimmer, Brantford, 
Ont., Can. 


Rothschild & Co., Chicago, Il. 

Gimbel Bros., Mr. A. D. Hopkins, Window Trimmer, New York 
City, N. ¥. 

Gilchrist Dept. Store, Boston, Mass. 


Smith, Me » i? Co., Mr. Newton R. Spinney, Window 
Trimmer, Warren 


Boston Store, Mr. McCormick, Display M , Chi Il. 
Mande! Bros., Mr. A. Kagey, Display Manager, Chicago, tl. 
The ig Mace, Ltd., Mr. J. L. Beaudry, Window Trimmer, Ottawa, 


t., Can. 


shone & Son, Mr. J. L. Read, Window Trimmer, Jacksonville, 





M. Groner & Co., Shreveport, La. 
The Fair, Chicago, Ill. 
Wieboldt’s, Chicago, Il. 


McLelland, Toronto, Ont., Can. 

Phelps ay od Co., Mr. H. W. Padgett, Window Trimmer, Shreve- 
port, La. 

Zak Bros. Co., Mr. John E. O Donnell, Window Trimmer, Cleve- 
land, Ohio. 

Jas. F. Guushen & Sons, Mr. K. T. Lee, Window Trimmer, 
Charleston, So. Car. 

Geo. A. Lloyd, Streator, Ill. 

~~ 7m Co., Mr. C. H. Rudes, Window Trimmer, 

Utica, e 

Nation & Shewan, Ltd., Mr. E. C. Stuart, Window Trimmer, 
Brandon, Man., Can. 

Neill Shoe Co., Ltd., ~-" Fred Strong, Window Trimmer, 
Brantford, Ont., Can 

Thomas C. Watkins, Ltd. Mr. Wm. Lemke, Window Trimmer, 
Hamilton, Ont. 

W. J. Creelman & Co., Mr. Huber D. Creelman, Window Trim- 
mer, Brandon, Man. -, Can. 


CITIES UNDER 10,000 
FIRST PRIZE, $100.00 


R. C. Beach Co., W. P. Stein, Display Manager, Lewiston, Ida. 


SECOND PRIZE, $50.00 
W. J. Moyer Merc. Co., F. Bernhard Woolverton, Window Trim- 
mer, Grand Junction, Colo. 


THIRD PRIZE, $25.00 
Bartman’s, Marshfield, Wis. 


FOURTH PRIZE, $15.00 
The Durant Mercantile Co., Durant, Okla. 


$10.00 

P. Covello’s Shoe Store, Cedarhurst, L. I., N. Y. 

H. A. Meibergen, Leon Van Seyor, Window Trimmer, Downs, 
Kans. 

Claybaugh & Milliken, Hazel J. ee alg Display Manager> 
Brownsville, Pa. 

Conniff & Toher, H. E. Baxter, Window dente Oneida, N. Y. 

J. C. Penney Co., R. W. Sprague, Window Trimmer, Pendleton, 
Ore. 

W. J. Greer, Wingham, Ont., Can. 

Younge Bros., R. E. Newcomb, Display Manager, Camrose, 
Alta., Can. 

J. J. Atwood Co., G. M. Atwood, Display Manager, Upland, Cal. 

Mannheimer Bros., Harvey W. MacKenzie, Window Trimmer, 
Bend, Ore. 

David Gold Window Trimmer, Mamaroneck, 


8S. Gold 


N. Y. 





$5.00 

Thos. J. Dwyer, Calumet, Mich. 

R. S. Cruickshank, Reginald Wilki 
North Battleford, Sask. 

Collins & Di d, Ltd., Glad . Man., Can. 

Yager’s Shoe Store, F. Barth Garber, Window Trimmer, Har- 
risonberg, Va. 

Searle’s Shoe Store, Ladysmith, B. C., Can. 

W. C. Campbell Co., Miss Marie Clowes, Window Trimmer, 
Apollo, Pa. 

C. H. Clark, Leamington, Ont., Can. 

Graham Co., J. Milton Robey, Window Trimmer, Hillsboro, 
Tex. 

Deisher & Mowbray, Leo P. Cahill, Window Trimmer, Bradford, 
il. 

A. C. Wolfe, North Manchester, Ind. 

McMann Store, Ernest McMann, Window Trimmer, Thorold, 
Ont., Can. 


Window Trimmer, 








We want to congratulate the stores, the display men and the management for making such a creditable 
showing. Reports, as to the business secured through participation in this event, conclusively indicate 
that it was the most successful drive in the annals of the retail*shoe business. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 


Chicago 
213 W. Schiller St. 


New York 
62 West l4th St. 


Toronto 
112 Adelaide St., E. 
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Features of Interest Among the 
Manufacturers’ Exhibits at 
I. A. D. M. Convention 


The greatest number of display materials (decoratives, fixtures and 
novelties) ever gathered together under one roof were exhibited by the 
manufacturers, occupying the entire main floor of the Coliseum and 
Annexduring the convention of the International Associationlof Display- 
men at Chicago, July 10th to 13th. Illustrated are some of these,which 
are of timely interest to shoe merchants. 


The Vase of a Hundred Forms Mechanical Clown Does Stunts 


One of the exhibits attracting most 
attention at the exhibition, was that 
of Messmore and Damon of New York, 
who show a variety of papier mache 
products for window and _ interior 
decorating. 


This clown sits on his barre] swinging 
from side to side and bouncing a ball 
between two sticks. 


Another mechanical feature suitable 
in size for a window, or a children’s 
department, is a seal spinning a large 
sae to = building block on his nose. 
They also have miniature stages show- 
ing bas relief scenes from children’s 
tales, which are particulerly good for 
displaying on the top of wall cases, etc. 


A Tree of Conven- 
tional Design 
The artistic vases shown above are just four of a hundred de- : This tree of conventional de- 


sign, created by the Botanical 


signs that were demonstrated at the convention by Don Shasteen ‘i rh Decorating _ Company, Chi- 
; ° cago, for their Spring line, was 


of the Shasteen Studios, Toledo, Ohio—all made‘ by combining , - among the most admired of the 
” 4 many handsome floral set 


two or more of the four separate units shown below. Unique .  « ‘ pieces. The base is solid wood, 
Wane enameled and hand-painted; 


and interesting decorative vases, ranging in height Trom seven = branches covered with gold 
: roping; leaves of delicate 


inches to seven feet, result from simply placing these pieces in : green enameled cloth; poppies 
and berries blue enameled. 


various positions, one on top of the other. 


They are made of covered metal and will stand a good deal 


of rough usage without showing a mark. 


‘They cre cccyice to A Grape Plant Decoration 


displays of any descrip- Standing straight up, this particu- 
larly handsome grape plant is about 
seven feet high. It can be bent to any 
dow—either standing esired height or shape. It is of silver 

foliage with large silver bunches of 
alone or in conjunction grapes. Backed with a rich drapery 
material such as dark purple plush, it 
makes a very effective set piece. Made 
by Karl Stern Company, Los Angeles. 


. 
tion in any sized win- 


with floral decoratives. 





July 29, 1922 BOOT AND SHOE RECORDER 


Particularly Adapted 
to Shoe Trims 


This unit consists of a 
wooden base, artistically de- 
signed and carefully made, 
with foliage and berries in 
Autumn tones. The wooden 
part can be ordered finished 
with any desired colors to 
harmonize with the general 
plan o* the window. 

This form of decoration is 
unusually effective in shoe 
windows, used either on the 
floor or on a plateau or table. 


\ Handsome Decorative 
Lighting Unit 


This was one of the most interesting 
features of the comprehensive show- 
ing of articles intended to give a 
homelike touch to the window and 
interior displays, contributed by the 
Chicago Statuary Company. 





A Practical Fixture 
Of Classic. Design 


One of the shoe display fixtures 
which evoked a good dea] of favor- 
able comment from visiting dis- 
playmen was this classic triple 
plateau of the Hecht Fixture 

| Company, Chicago. 
a I This company also had quite a 
run on the hose form illustrated at 

This form is 


Upholstered Display Fixtures 


The Lanham Store 
Service of Kansas City 
made a decided hit with 


i ar See a line of display tables 
ae SRREe AG 
the right, for use in shoe trims. 








and plateaus, the tops 





new, the hose being somewhat different from the 


ordinary. 


$e eS. # 


This very handsome tree of 
carved wood with realistic 
flowers that can be washed, 
attracted considerable atten- 
tion. Designed and made by 
Bodine & Spanjer, Chicago. 


G. Reisitk & &., Chicago, 
received ‘any eonipliments on 
this unit\ consisting of a poly- 
chromed finished. screen, six 
feet high and forty inches wide, 
lined with red and blue tinsel 
cloth,  and)a tique finish 
fruit, stand, fruit shown 
was surprisi natural in 
form and olor p 


/ 











The Scheck Artificial F lower 
Company, Chicago, had one of 
the most attractive booths at 
the exposition and it was well 
filled with visitors from the 
first day to the last. One of 
their creations which was most 
widely bought for use in shoe 
trims was this vase of turned 
wood finished with relief poly- 
chrome. Spray with blue 
velvet foliage, silk foxtails and 
range pom poms. 


of which were richly up- 
holstered in soft, silky 


coverings. 











Now comes the decorative 
tree made of wicker. Aside 
from its beauty, this material 
has further advantages of 
adaptability and economy. It 
can be bent at will, it is very 
easily cleaned and costs less 
than other materials used for 
this purpose. 

This tree is designed and 
made by the Hulsizer Flower 
Company, Des Moines, Lowa, 
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Wall board can easily be cut into any shape for special backgrounds. Here is an idea for an attractive display right 
This idea is very similar to one in use recently in the windows of Regal Shoe Stores. 


now. 


Mid-summer 


SHOE SALE 


Jvow on 
Full Blast 




















Mid-Summer Shoe Windows 


the store. Everyone concerned is keyed to con- 

cert pitch in putting over that event where values 
and reduced prices go hand in hand in making business 
during the hot Summer months. 

“Sell the goods” is the main thought in every mer- 
chant’s mind at sale time. Why not make your show 
windows start their wagging tongues in telling the 
passersby that the “Sale Is On” and now is the time 
to take advantage of the buying opportunity and make 
their dollars do double duty? It can be done. 

While the month of July is generally devoted to the 
conducting of sales. a great many successful merchants 
continue through the early part of August with special 
sale offerings that not only make for more business, but 
rid the shelves of odd sizes prior to the filling in of the 
new Fall shoe styles which will soon be clamoring for 
recognition in the windows. 

Many merchants and display men seem to think that 
because they are putting in sale windows, they need 
not work so hard in getting out a good clean cut dis- 
play. This rut should be guarded against because with 
a little care and judgment, a little touch of decoration 
here and there, the stocky sale window with its liberal 
use of price tickets can be made just as effective as the 
more elaborate and expensive displays. 


Sie time is the Hip! Hip! Hooray! time around 


Make Your Sale Windows Tell The Story 


The show window, under the careful supervision of a 
man who is making an earnest endeavor to make his 
windows sell the goods can be made to talk and tell the 
story just as plainly as if it could speak. 

Just as the clever salesman holds the attention of his 
customer by telling him of the merits of the merchan- 
dise, so ¢an the show window be made to secure the 
attention of every person who passes by. 

At sale time the show window can be made to talk 
in loud voice by simply working up something of a 
decorative nature in connection with the background. 


Playing Up A Radio Sale 

Sale names are always an important feature in the 
planning of a sale. Now what could meet your demands 
better than ‘Radio Sale.” This is a topic that every 
one is talking about right now, and is one that lends 
itself mighty well to the working out of special decora- 
tive features in putting over the sale in a successful 
manner. 

Let us assume that you intend to have a “Radio 
Sale”—then here is an idea for the show window. 

In the center of the window arrange a radio outfit on 
a low plateati. Get one with a large speaking horn if 
you can. If hone can be obtained use one of the old 
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fashioned metal horns that was formerly used on the 
phonograph. 

Along the cornice of the window at the back. string 
a series of wires straight across. Next take white card- 
board and cut out a series of letters which after they 
are arranged will spell “Amplified Shoe Values.” Ar- 
range these letters on the wires clear across the window. 

















Plate 2—Ordinary chopping bowls, painted gold, produce a pretty 
effect when used in conjunction with a wallboard back such as this. 


Next paint a show card reading, as follows: “Our 
First Radio Sale Now On. We are Broadcasting Out 
To You Shoe Values That Shock The Entire City. 
Tune In On This Event Now.” 


A Cut Out Sale Feature 


In our first illustration we show a new and novel 
treatment for a sale window display in the form of a 
large cut-out which is made from wall board and as- 
sembled in the form of a boat bounding over the waters. 
The water effect is made by cutting out wallboard 
in the shape shown and painting to represent foaming 
waves. Just back of the water effect is placed the cloud 
effect which is cut from wallboard and painted a blue 
white. This idea placed at the rear of the window gives 
plenty of display space for a stock display of shoes and 
acts as an ideal back setting for the merchandise. 

The floor of the window should be covered with 
plain light blue outing flannel laid on smoothly. 

Plate I] illustrates a very simple decorative unit 
setting made from wallboard and re-inforced with 
light strips. The unit can be painted a light blue 
color using alabastine or any cold water paint. 

At each end of the unit is placed the wood chopping 
bowls painted gold and filled with flowers and foliage. 
Sticking up out of the bowls are three lengths of heavy 
iron wire gilded. 

Upon the face of the setting is arranged a separate 
cut out as shown. The panel which is held by the 
hands presents a fine surface upon which to paint your 
message. 


Advance Fall Decorative Ideas 


No doubt there are many merchants and display 
men who are thinking right now as to what they will 
have in their show windows for featuring the new Fall 
shoe styles. 

To give you pletity of time to think it over we are 
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illustrating herewith some ideas which might prove a 
thought starter for you. 

Plate III illustrates what can be done in the way of 
working up an attractive window setting by using a 
tall wicker vase filled with flowers and foliage arranged 
in front of three panels, 12 inches wide, which have been 
covered with green velvet or felt stretched on tightly 
and assembled at the back of the window as illustrated. 
The boards are held together by strips of 7-8 x 3-inch 
boards painted gold. 

Upon the face of the panels are arranged the circular 
cut outs which are cut from wallboard and decorated in 


‘ a modern art motif using a black background with the 


design painted on in two-tone blue, green, lavender, 
and gold. 

Plate IV shows a unique decorative unit made from 
wallboard. It can be painted in any color combina- 
tion which you may wish to carry out. The arrange- 
ment of the Fall fruits in the tall holders lends an effect- 
ive seasonal touch. 

Plate V. This simple, but novel unit can be used_in 
many ways as a decorative piece in the show window, or 
upon the ledges of the interior of the store. 
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Plate 3—Nezt come the advance style showings for Fall. Your 
handy man around the store can cut from wallboard neat panel 
backgrounds such as this, which, together with a good floral decorative 
unit, will provide a setting of real character: 








It is cut from wallboard and painted a cream color. 
The lattice is made from light strips and painted black. 
The top part of the unit is cut out in circular form and 
the opening filled in with a piece of royal blue silk or 
satin in sunburst effect. Flowers and foliage are ar- 
ranged as indicated. 


Fall Opening Window Decorations 


In the next issue of the Shoe Store Service Section, 
we will illustrate and describe new and novel decora- 
tive treatments for the Fall opening or school of style 
event of the year. Watch for it. There will be many 
hints for you to pick up that will assist in making your 
show windows the most attractive in town. 

Don’t forget that The Boot and Shoe Recorder's 
Service Department is maintained for your special 
benefit. If you wish any specific information or sug- 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 
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EDGES OF 
b__ FANCY sHoEs 














For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 


The Boot.and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


DIP 


aw 
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gestions relative to the subject of window display, 
decorative units, show window backgrounds, write the 
Shoe Store Service Department, Boot and Shoe Re- 
corder, 189 W. Madison Street, Chicago. 





Shoe Trims De Luxe Seen at the 
I. A. D. M. Convention 


(Continued from page 38) 


It is worthy of note that these leading display men 
do not use a great profusion of ordinary decoratives, 
but show a preference 
for one or two fair 
sized units that have 
marked individuality. 

Also they depend 
to a large extent upon 
wood or painted 
screens or panel back- 
grounds or rich hang- 
ings for giving warmth 
to the display. In 
this connection, too, 
it would be well not 
to overlook the dec- 
orative floor lamps. 

In the matter of 
display fixtures the 
same thought is now , 
carried into practice 
—the money being 
put into qualityrather 
than quantity and 
bigger sales _result- 
ing. 

The 1922 convention of the 1. A: D. M. will be held 
in Cleveland in June. It will draw members and visi- 
tors, not alone from the United States and Canada, but 
from Europe as well. Great Britain will be represented 
by a good sized delegation of prominent display men 
who of late years have adopted American methods of 
displaying merchandise and have developed them with 
such effect that an officer of the association just re- 
turned from abroad warns our own knights of the trim 
to keep stepping fast if they would hold their leadership 
in this important branch of merchandising. 

Officers elected for the ensuing year are: President, 
Wm. H. Teal, Toledo, Ohio: first vice-president, A. L. 
Meadows, Fort Worth, Texas: second vice-president, 
Jack Cameron, Des Moines, lowa: third vice-president, 
Homer Seay, Charleston, W. Va; secretary, L. A. 
Rogers, Chicago; treasurer, O. E. Wheete, Tulsa, 
Oklahoma. - 


r 


Plate 4—Wallboard units 
such as this can be used singly 
or in series, either in windows or 
interiors. 





Looking Toward Fall Windows 


(Continued from page 37) 


Place the form in position andjlace snugly, then insert 
a small piece of wood between the top of the form and 
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the inside of the heel-stay, so that the quarter will be 
stretched out smoothly and tightly. Wet the quarter 


lining and allow to dry for twenty-four hours. 


the stick is taken out, the 
opening will be narrow at the 
heel-stay and gradually wid- 
ening as it approaches the 
instep. A shoe formed in 
this manner impresses the 
wirdow shopper as being snug- 
fitting in the heel. 


Read This Again 


“In pumps or strap effects, 
stuff the vamp tightly with 
tissue paper or horsehair, at 
the same time smoothing out 
all wrinkles. Wet the quarter 
lining and insert a_ flexible 
metal stay between the vamp 
packing and the heel-stay. 
These metal stays are to be 
found in pumps, being placed 
there by the makers before 
shipment from the factory. 
After the shoe has dried 
thoroughly, remove the stay 


When 





Plate 5—Another er- 
ample of the type of units 
which can made. in 
various sizes and adapted 
to various uses. 


and toe packing. 

“There are different methods of form boot tops, the 
means most often used being the Mayhew metal top 
former. Some stores use pasteboard pieces cut to pat- 
tern and inserted into the loosely laced top of the boot. 
Tissue paper is then packed between the pasteboards 
and the laces snugly drawn and tied. 


New Boot-Top Former 

“A new boot-top former has recently been placed on 
the market by the Sac findings people of Milwaukee. 
It is an adjustable metal appliance and has been found 
by the writer to be very practical. 

“Window shoes should be kept carefully cleaned and 
polished; and when not in use, should be stored in 
dust-proof closets. 

“Dirty or dusty laces may be very easily cleaned 
with a tooth brush dipped in Energine. 

“And don’t forget—every window shoe should be 
accorded the best of treatment; they have a very con- 
siderable influence on the daily sales sheet. ’ 





Kaxo Company Sells Out 


The Everett & Barron Company of Providence, R. I., 
makers of Cinderella Shoe Polishes and cleaners, re- 
cently bought out the Kaxo Company of Cambridge, 
Mass., and will continue to manufacture this line of 
products in their Providence, R. I. factory. The! Kaxo 
Company are inventors of a tube brush which consists 
of a brush and dauber with a tube of shoe paste con- 
cealed and held in place under the metal cover. 
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Distinctive Shoe Fixtures In The Period of Louis XVI 


A design, beautifully carved and richly ornamented, impressive for its faithtul reproduction of the arc of the master wood carvers of LOUIS XV 
period. Our experience of over a quarter of a century in the design and manufacture of quality display fixtures enables us to offer this beautifu 
design. Our shoe Fixture Catalog showing 24 other Period Designs gladly sent upon request. 





a EAS 


Send for Shoe Fixture Catalog A 


Display-Rooms SOL LEVIN 6 Co Boston Office 


Weenie DISPLAY FIXTVRES oe 
New York N. Y. 14% 4-1KB WEST ST. BROOKLYN NLY. S55 “Washimgenas Se. 


O—_ ” Kos 
andal flose- 


See this new creation in 


silk stockings, No. 462. For 


sale in all exclusive shops. Rich Plush Rugs 











cAdvertised in Uogue Enhance the Charm 
of Dainty Slippers 





The right type of rug sets off good footwear 
* in a way that strongly emphasizes style and 


5 ¢ S§& 4 5 @ ga: —s — —— in the most pleas- 
/ ry ing of colors and materials. 
¥ ,4 DL , Osler Y 0. Illustrated—No. 920P 
Jo Lyohe. Mass. A long-piled royal blue silk plush rug of ex- 


ceptional beauty—trimmed with imported 

silver metal braid. Size 24x36 inches. 
Price, $7.85 

Manufacturers of the highest grade of full | Size, 12x24. Price, $4.75 

fashioned silk hosiery that can be made. Buy your Display Rugs, Pillows and Valances 

direct from the manufacturer. 


Write 
Columbia Trust Bldg. Dexter Bldg. rile for Catalog B 


358 Fifth Ave. 453 Washington St. KARL B. ROTH 


New York City Boston, Mass. 
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Group Photos Taken at the Boston Convention of the 


National Shoe and Leather Finders’ 


Association Last Week 
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STOOL OLR LLLP LLU PLL @ ri ped 


Contains many 


You will 
; R<7y- new ideas and 
, We <- “argo, ™ - 
want our SCs OAT Ae innovations. 
} MOR AEE esi 


Fall ! ; We The most 
' ig f 


jf complete, 
Catalog ee tic a most useful, 
v ae aS most practical 
score G Me catalog ever 
offered the 
display man 


Write for 
Catalog No. R F 22 


PBaumannelo. 


357-359 W. Chicago Ave., CHICAGO 


Headquarters for Display Ideas and Service 


Manufacturers and Importers of Flowers 
a Floral Decorations 


HOUMA OOOO 
HOMO OOOO 
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= 
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BLOODED -STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what = aapent in 
. the weE.cG speed a: and endurance. ‘ 


Tho Beet end Shoo Recesder will appreciate your mentioning the publleation. in. sepllen to advertionments. mes 
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New Officers of the National Shoe and Leather Finders’ Association. 
































1. George A. Knapp, Secretary and Albert J. Ehlers, President, National Shoe & Leather Finders’ Association. 

2. Executives of Tom-Tom Club. Vice-President H. Mayer of New Orleans; President A. Levens of Philadelphia 
and Secretary-Treasurer Charles Almeda of Chicago. 

3.. Pete Lagarmarsino of Philadelphia leading the Agony Quartette. 

4. Busses for ail from the Copley Plaza. 5. Bow of boat before sailing. 
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The Arrangement 
of Your Store— 


Your Window and 
Interior Equipment— 


Your Merchandising 
Policy — : 

Your Methods of 
Display — 


Your Advertising — tidiieis 


Do y w though ; or all of 
these? Would” you invite comment or sug DISTINCTIVE 
Sooo mado 0 Gheveugh tutly of Gate ab © WINDOW 


jects? 
it is available to you, free, through the Shoe FIXTURES 


Store Service Department of the Boot and 
Shoe Recorder. Write this department, giving -_ . 3 

as complete details as possible in the first amt tape A aR ged aga shoe 
letter. favorable attention and comment—multi- 


Do You Wish Catalogs plying sales and profits. 


of leading manufacturers of any of the kinds of equip- We make them, in all standard finishes and 
ment listed below? If so, just check them off on the many unique special finishes. Catalog T 
coupon. And, if you wish information or literature on shows an exceptional variety of out-of-the- 
any similar equipment which is not listed, just write ordinary desi eth ith j 
them on the margin or write us a note outlining your i # igns, together wi 73 ow 
chart which simplifies your selection of the 


requirements. right finish. 
Write today for Catawg T 





USE THIS COUPON FOR CONVENIENCE 
Check the Items on which you wish Catalogs or Literature 


at 
"3. 
: B 


y Pillows and Rugs 
iw 

Display Fixtures 
Display Fixtures 


fi 


ee 
et 
F 


ooo0000000 


. THE 
DECORATORS 
SUPPLY CO. 


2553 ARCHER AVENUE 
CHICAGO 





cone 


Seib 











‘The Beot amd Bhoe Recorder wilt eppreciats your mentioning the publication in repites te advertisements. 





July 29, 1922 BOOT AND SHOE RECORDER 


Big Men of the Industry at Finders’ Convention. 








I. The United States Rubber Delegation uhich distributed Sponge Rubber Balls to enliven the trip. 

2. Finder O. T. Vogeler of Newcrk, N. J.,and R. G. Rupprecht and G. A. Dobyne of the Champion Shoe Machinery Co. 
3. E. J. Hartung, Western Sales Manager Scholl Mfg. Co. and Dr. Wm. M. Scholl. 

4. K. W. Wolcott, Manager Sole ard Heei Dept., Goodyear Tire & Rubber Co. and Gecrge A. Waddle of the same 


concern, 


5. R. H. Lyon, Special Representative, H. J. Thompson, Mgr. Heel & Sole Dept. and H. L. Post, Asst. Sales Mgr. 
Seiberling Rubber Co. 
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APPELBEE & NEUMAN inc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 
Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Ete. 


‘“* THE BUTTON IN THE RED LINE BOX” 





Star Building 


ST. LOUIS: 


BOSTON: 133 Lincoln St. 

















TO THE FRONT— 
of your FINDINGS CASE 


“OLD RELIABLE’”’ Brands of 
SHOE LACES 


se 





“RADCLIFFE” Narrow Flat Mercerized, 
**“YALE,”” “DUDLEY” and “‘C’’ Round 
“THE QUALITY THAT SELLS” 
Your Jobber Can Supply You 
MANUFACTURERS | 
FRANK W. WHITCHER CO. 222325 U. S. A. | 
eerie 


Write for our new catalogue showing a complete 
line of display equipment 


J. R. PALMENBERG’S SONS, Inc. 
1852—70 Years—1922 
63-65 West 36TH STREET, NEW YORK 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blyd. 122 W. Baltimore St. 





GROPING IN THE DARK 











Time was when the purchase of advertising 
space was a “blind groping in the dark.’’ Ad- 
vertisers bad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 
by the Audit Bureau of Circulations. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Fig. E 


Fig. C 


Here we are again with our nationally renowned 


GLASS FIXTURES 


The correct fixture for showing shoes 


Interchangeable—mutual—Lasting. Figures A and B show 
the pedestals and a few of the plate glass shelves. 


Figure C presents one of the many built-up trims. 


Figure D shows how beautifully our glass combines 
with wood. If you are using Wood Fixtures and want 
a change, mix some glass with it and get a refreshing 
and beautiful effect. 


Figure E presents our new patented glass shoe stands. Heel of shoe sets on top of holder instead of dropping 
down. Note detail in upper right-hand corner, showing how Heel Rest can be made wide or narrow. 


Catalog G.F. shows the entire line 


HOSE FORMS 


Hose Forms are the correct way of showing hosiery, and give them a piquant 
personality. No. 1516 illustrates the new slender type model, complete with art 
base, each, $5.25. 

No. 1529-B is the shorter length, per pair, $5.00 (stand alone). No. 1529-X, the 
same as 1529-B except is for showing both hosiery and shoes, per pair, $5.00. 


Rugs Valance 


WINDOW RUGS. Our beautiful Silk Velour Window Rugs are a rich embellish- 


ment for Window Floors. Ask for leaflet in actual colors and samples of materials. 
WINDOW VALANCE, 35 styles carried in stock. Ask for samples. 
PLUSHES for draping—ask for samples. 


Visit our Chicago or New York Show Room 








NEW YORK SHOW ROOM 
70 West 56th Street 
Just East of Broadway 


THE HECHT FIXTURE CO. 


Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 























Flexibility of New Way Shoe Shelving 


E, as master builders of store 
equipment, have again done the 
unusual in building a standardized 


shoe store which can be manufactured in 
large quantities; which is sectional and 
interchangeable and can, therefore, be 
moved about or added to at will without 
damage to the fixtures, and with uniform 
results. 

Changes in store lay-out or departments 
can be accomplished in a short space of 
time without the use of saw and hammer, 
entirely eliminating the necessity of car- 
penters and the annoyance and expense of 
tearing down old shelving and rebuilding 
it again to suit new requirements. 

It means further that because of a 
standardized system, theequipmentshould 
carry a good valuation and is not depreci- 
ated in the event of moving from place to 
place or store to store, as the case may be. 

Of still further advantage is the oppor- 
tunity of being able to secure the Grand 
Rapids Show Case Company’s quality 


BRANCHES 


product at an extremely low price—a 
price that compares favorably with the 
average cheap type of built-in shelving 
which lacks the interchangeable features 
and has no flexibility whatever. 

“New Way” sectional, interchangeable 
shoe shelving is offered at a price which 
makes it positively the best buy on the 
market today, with the added superiority 
of a quality product—readyto ship quickly 
from stock. 





___ 


“New Way” Sectional and Interchangeable 
Wall Shelving for Women’s Shoes — Also 
Made in Low Center Type 


BRANCHES 
ATLANTA 


GRAND RAPIDS SHOW CASE CO. 


GRAND RAPIDS, MICHIGAN 


Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 
Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon 


NEW YORK 
1465 Broadway at 42nd St. 


703-704 Candler Bldg. 
DALLAS 
705 Insurance Bldg. 
CLEVELAND 
1113-1114 Ulmer Bldg. 
HONOLULU, HAWAII 
Harrison Bldg. 


CHICAGO 
215 South Market St. 


KANSAS CITY 
606-607-608 Ridge Bldg. 
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€ Jas! Visiting with the Pubbsher 





. Page 


The Significance of Recent Price Changes 
in the Leather Market 


How To Put On A Successful Clearance 


There are clearance sales which usually end 
with the stock in worse shape than it was be- 
fore. The sale described in this article is the 
right kind. 


Flapper Heels Taboo in Pageant 


St. Louis will have none of them in her big 
fashion pageant. 


What Do You Know About Feet? 


Another of Dr. Marshall’s informative arti- 
cles about the foot structure—this one dealing 
with the muscles that move the feet. 


Making A Profit 


The first of a new series by Earl C. Logan, 
Western editor of the Boot and Shoe Recorder. 


He Made A Speech and Sold Shoes in 
Bunches 


How a keen merchant on the West Coast cor- 
nered the school trade at graduation time. 





Buying "Em “Right” 


A salesman handed this bit of advice 
to one of his big accounts in Philadelphia: 


“Tell your buyer ‘to watch his step in 
the matter of sizes. I find that the dan- 
ger point in buying.” 


“Thank you, old man,” replied the 
shoe merchant (and he was one of the top 
notchers in the City of Brotherly Love 
and Scrapple) “‘but we solved that prob- 
lem completely with the aid of an article 
which appeared in the Boot and Shoe 
Recorder.” 


The story in question was one written 
by our Western Editor, E. C. Logan, 
entitled, ““The Pyramid of Sizes.’ Are 
you getting all the meat out of. the 
Recorder? 
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RICE AND HUTCHINS Co BOSTON Nass 
“ANNUAL TURN OVER. CHILDRENS AND. MENS EDUCATORS. ‘ABOUT TWELVE. TIMES 


WOMENS ‘$I x 


BOSTON SHOE CO 
1255P 


In advertising Educator Shoes we use no space to tell how well our 
product is made, how good the leather is, and that the price is right. 


The merits of a product are tested in the reception accorded it by the 
public. 


The tremendous demand for Educator Shoes has made them the fastest 
moving shoe stock in the world. Retailers all over the country tell us so 
—tell us that Educators move faster than any other stock. That is our 


‘strongest selling argument. 


Surely this is proof enough that they are made right, that the leather is 
good, and that the price is right. 


Is there any reason why you are not enjoying the profits that come 
from handling the fastest moving shoe stock in the world? 


Write for facts on Educator turn-over— 


RICE & HUTCHINS, Inc. 


BOSTON oS. = x. 
FDUCATOR 
SHOE® 





The Boot and Shoe Recorder will appreciate 5 your + mentioning the publication in replies to advertisements. 
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A Better Basis of Shoe Prices 


The Public Has a Clearer Understanding of Values 


ARRING the subject of strikes, the shoe indus- 
B try has an opportunity of showing a better front 

this Fall than for two years past. The public 
attitude towards footwear has changed so that there 
is a receptiveness towards good values that should 
make its effect in more pairs of shoes being sold this 
Fall. 

The various shoe markets have been combed by 
buyers in search of Fall footwear and the particular 
interest has been “when do we get deliveries.” The 
factor of styles comes second, and the third and last 
item is that of price. This is so radically different from 
the tactics of everybody in business during the last 
two years, that it indicates a possibility of a period of 
stabilization prices. 

After a buyer visits factory after factory, and finds a 
similar price level on standard lines of shoes, the truth 
is brought home to him that the period of price stabili- 
zation is practically here. If this thought could be 
carried the country over in all lines of business it would 
do more to re-establish a normal, steady flow of trade 
than any other one factor. 

Political matters without the country are always of a 
distressing character, but United States is so much of 
an inclusive market, that once the tone of optimism is 
established on a price level basis, business will go for- 
ward. 

Economists have made a study of the swing of prices 
and find that there are at present about as many prices 
above 150 per cent of 1913, as there are below. In 
some commodities, a slight rise will be necessary to 


put industry on a paying basis, and in other commodi-*. 


ties, the decline will continue until a price level is 
reached that is fair and competitive. 


There is reason to believe that the shoe industry has © 


gone through the price-wavering period and that shoes 
now quoted are at approximately the new and steady 
price level of the months up to December 31. 


Get Rid of Clearances 


LEARANCES—like the poor—are always with 
us. But merely because they are the necessary 
sequel of a season’s trade, they need not hang on like 
poor relations—a sort of ““No Man’s Land” of business. 
Start clearances early this year and get them done 
with! The more pep you put into them the more cash 
they'll put in the register. Give ’em early marching 
orders and tell the band to play a quick step. 

There’s a tendency to this all along the lines. No- 
tice how some of the big operators handle clearance 
sales. “This sale will end on August 15! Fifteen days 
of savings,” etc. Then they print all the dates—1, 2, 
3, etc., up to 15. Each day of the sale they hammer 
home the fact it will absolutely end on the 15th. And 
on the 15th it ends! No “extensions’’—no, nothing 
but that big, final wallop of a day which ends the pub- 
lic’s chance to buy at an unusual profit. 

And by the way—that date of August 15 is the one 
chosen by the garment trade to NATIONALLY ter- 
minate all clearances of old stock. On August 16 the 
garment trade puts on sale and pushes new merchan- 
dise all over the country. 

And they’ve got the right idea, too. Particularly 
this year, when all authorities agree there isn’t a great 
deal of old stock on hand in most lines. 





Are Voluntary Censuses 
Worthless ? 


HE trouble with voluntary census figures are in 
the main that statistics are so loosely gathered 
that the results obtained are worthless. When 
the firms reporting hides, skins and leather to the 
Census Department in Washington vary in number 
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month after month, you get no fixed basis upon which 
to make accurate comparisons. 

In Germany, before the war, and probably now, 
industrial figures are compulsory and confidential. 
They are of great value to men within the industry, 
because the power of the Government was back of 
them. The census figures as taken by Washington 
for a year past on hides, skins and leather, on hand, and 
in production, are not worth the time and effort, or 
even the paper that they are printed on. Month after 
month, we note a diminishing number of correspondents 
and a decreasing interest in the census. 

Now comes an idea out of Washington, that in addi- 
tion to the leather census, the stocks of boots and 
shoes held by manufacturers, wholesalers and jobbers, 
should be secured. Naturally the request is only in 
the nature of a query to see if the plan is feasible. 

“The Recorder” would certainly advocate such a 
compilation if it was made obligatory and if it was 
classified as to types, grades and materials thereof, but 
for a monthly, or even quarterly record of shoe stocks 
from a few and varying number of manufacturers, 
wholesalers and jobbers, the census would be absolutely 
worthless. Stocks move so quickly these days, that 
even a monthly record would be out of date by its 
issuance six months later. 





Publicity of Store Standards 


AN it be that the shoe repairing man is to lead 
C off the industries in establishing a publicity cam- 
paign to the public? There are indications that an 
organized attempt on the part of the shoe repair man 
is going to be made to establish his service in a better 
light before the public. Not only is the scheme to be 
attempted in the United States, but an organization 
in England, with the B.T.A. sign, is going to advertise 
extensively along similar lines. The fundamental plan 
is for shoe repair shops to have a set of standards set 
up as to the cleanliness of the shops, the methods of 
shoe repairing and quality of materials used, etc. 

Men are to be given the use of the emblem when 
they come up to these qualifications. The attempt 
back of it all is to give better standing to repair shops 
the country over. 

Any man with a few dollars and a couple of awls, 
hammers, and hand supplies can start in the repair 
business, but the scientific shop is machine run, clean 
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and hiygienic, and is deserving of a fair price for its 
work. When the public begins to separate one class of 
shop from another, it is going to benefit the entire trade 
in shoe repairing. 

It is somewhat remarkable that the campaign in the 
United States and Great Britain should be simultane- 
ous in operation, but the time has come when cut-price 
in shoe repairing is such a serious factor that something 
other than price has got to be sold to the public, and 
for this reason the sign selected reads, “Shoe repairing 
insures Health, Economy, and Comfort.” 


More Students of Style 


N this week’s issue we have much to interest the stu- 

dent in the advanced trend of styles. From Paris 

we get an inkling that a little more simplicity in pat- 
terns is bound to come. 

In our New York fashion review we itemized the 
various articles of wearing apparel so that each mer- 
chant can judge for himself what influence in his com- 
munity his footwear has. Likewise, in this issue we 
present an able summary of the leather situation. 
There is no question but the most desirable solution of 
the tanner’s problem would be an increased consump- 
tion of shoes by wearers in the United States. This 
would increase the area of leather sold, for in some of 
the present patterns there is mighty little leather used. 

There is nothing to fear in the leather situation and 
nothing to seriously obstruct the stabilization of values 
which is naturally expected these days. 








Know Your Customers 


HY do mail order houses place such a high 
value on the names of actual consumers of the 
product they sell. Simply because an actual purchaser 
is the best prospect in the world for additional sales. 
In view of this, it is certainly surprising that so few 
retail shoe merchants maintain a mailing list embracing 
the names of customers. If every retail shoe merchant 
would make it a point to start a list of his customers, 
style and size worn, and price paid, and use that list 
intelligently there isn’t any doubt but what more shoes 
would be sold and more profits made. 
One of the best known writers and editors in this 
country told a meeting of shoe men not long ago that 
he never bought his shoes in the same store simply 
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because not one of the merchants with whom he traded 
was sufficiently keen and interested to take his name, 
address, style and size worn. This man is in demand 
as a speaker, travels all over the country and you can 
imagine occasions where he needs a new pair of shoes 
quickly. How convenient it would be for him to ‘phone 
his shoe merchant, tell him to send him a pair of shoes 
and not be obliged to call for a fitting. 

The merchant who waits for business to come to him 
will be sadly disappointed. He must go after it and 
the mailing list offers an unequalled vehicle for obtain- 
ing business. 

The up-to-date retail shoe merchants mailing list 
should also contain the names of prospective accounts. 
This portion of the list can be developed successfully 
from street directory, telephone book or voting list. 
There is no reason why the average retail shoe store 
should not be able to follow the methods of the large 
mail order house except that the opportunities for 
offering similar values would be less owing to lower 
purchasing power. The merchant who has an up-to- 
date mailing list of prospects can utilize his own spare 
time and the spare time of his clerks for the develop- 
ment of new business and reduce his overhead— increase 
his volume of business without corresponding increase 
of operation. 

The mailing list is in reality a picture of a merchants 
good will and patronage. It is something tangible and 
valuable as an estimate of his trade and an instrument 
for development of business. 

It is impossible for any merchant to know all of his 
customers by name, to know the style and size worn 
and price paid. 

The form pictured below is suggested as a suitable 
one for a retail shoe merchant’s mailing list and shows 
the date of sale, style and number, description, size 
and price. You will also notice that this card contains 
a column for follow-up record. 

A further use for your mailing list. You probably 
conduct two or more sales each year. Who is most 
apt to be interested in these sales? The people who 


have already made purchases from you, who know your * 


store and the quality of your merchandise. Therefore, 
a notice of a sale should first go to customers registered 
on your mailing list. 

Here is another point where this mailing list becomes 
very valuable. If a customer has made but one pur- 
chase, this card indicates that fact. There must be 
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some reason for the lack of continued patronage and 
the intelligent dealer, the dealer who wants to progress, 
will get in touch with those whose names are on his 
mailing list but have not continued to trade with him 
and make an effort to interest him further. Personal 
solicitation of this nature with knowledge of the facts 
is a mighty effective stimulant to trade development. 

One of the elements which reduces a merchant’s 
profit is that of merchandise depreciation. Even the 
most skilful buyer will find himself at the end of the 
season with extreme or unsaleable sizes. What better 
method is there to dispose of these extremes with a 
minimum of loss or depreciation than to offer these 
sizes at a concession to those who have previously 
bought this style and the same size in the past. 

Many merchants are not in a location where news- 
paper advertising can be profitably and effectively 
used. Therefore, the only opportunity for business 
development effectively is through solicitation by mail 
or by the use of fliers. In cases of this kind, the mailing 
list is almost a necessity for the merchant who is keen, 
wide awake and who wishes to agressively solicit ad- 
ditional business. 

A mailing list yields much information which is 
essential to a correct analysis of a merchant’s business. 
It tells him the kind of people he sells, where they live, 
how much they buy and gives him an opportunity to 
strengthen his weak points. 

If the Recorder could convert 10 percent of its sub- 
scribers who are not now using a mailing list, to the 
use of this very effective sales estimate it would be 
rendering a most gratifying service. 


The ‘‘Case-Lot”’ Economy 


OMPETENT observers do not hesitate to predict 
a continuance of this era of frequent, limited 


purchases with the “splitting’’ of factory units 
to meet the demands of the buyer, and with the con- 
sequent economic waste in manufacture and distribu- 
tion, attending such procedure. Nor does the shoe 
industry escape this unsound condition. 

In an effort to carry a stock from which every cus- 
tomer may make a satisfying selection many shoe mer- 
chants are purchasing a few pairs each, of a wide variety 
of styles and equally numerous widths, 

Formerly, and in more prosperous days, buyers 

(Continued cn page 79) 
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The Significance of Recent Price Changes 
in the Leather Market 


An Accurate Comparison of Prices Which Will Prove Helpful to the Merchant 
Now Buying Fall Shoes 


ECENT advances in the upper leather market 
R have been the occasion of considerable remark 
in the shoe trade, and the subject of discussions 
as to whether the advances would be permanent. It is 
always difficult, if not dangerous, to make forecasts as 
to the future trend of the market. This usually in- 
volves placing one’s self on record in a manner on which 
no one can guarantee the outcome. 

We know that prior to the first of July, leather mar- 
kets were running along on an even basis, with little or 
no change in price for months, although advances in 
raw hides and skins began to take effect some weeks 
before July 1, and the course of the hide and skin market 
has been firm and advancing ever since. 

This naturally had an effect on leather prices and 
since July 4 there have been rather sharp advances in 
upper leather, and prior to that time sole leather had 
already advanced several cents per pound. In the 
matter of sole leather, however, the tanners are said to 
be losing money, even yet, and statements are freely 
made that sole leather tanners can not effect a profit, 
or a reasonable profit, with hides at their present values 
as compared with selling prices of the leather. 

Buying Close lo Needs 

The sole leather business is even today being done on 
a very close hand-to-mouth basis. Buyers of sole 
leather are purchasing in small quantities and only as 
they need it. As an illustration of this, a large shoe 
manufacturer ordered 300 pairs of counters. The 
counter manufacturer had always been in the habit 
of shipping him at least a barrel at atime. He called up 
the shoe manufacturer and asked him if he shouldn't 
send the usual quantity—at least a barrel. The manu- 
facturer replied that if over 300 pairs were sent they 
would be returned. The same situation is true in the 
buying of cut soles and other bottom stock. Sole 
leather prices are being held firmly, although even if 
they were paid, sole leather tanners would not be in 
the prosperous way that they should be. We give a 
comparison of some of the staple grades of sole leather 
with a year ago, which show but little change: 

July 
1921 
32@34 


July 
1922 
28@30 


(Price per lb.) 

Pre-War Average. .1913-1914 
B. A. hemlock 32@33 
Union ..@36 46@50 43@50 
No. 1 oak backs 38@39 55@58 47@52 

In the upper leather market there is more activity. 
Sales have been larger and the buying policy has been a 


little freer. The upward trend of prices has also stimu- 
lated buying on the part of manufacturers who wish 
to cover their needs before further advances take effect. 
As to the permanency of these values, it is a matter of 
opinion and may be governed to some extent by the 
general industrial situation. If the big railroad and 
coal mine strikes were settled, it is believed that the 
general activity in the country, apart from that situa- 
tion, would be sufficient to bring about an excellent 
leather and shoe business. 


Advances in Calf Leathers 


Prices of calf leather have advanced from 2c to 8c per 
foot within the past two weeks. It is maintained that 
sales are being made at 48c per foot for smooth-finished 
calf in colors and the other top grades all the way from 
40c to 48c. This is attributed to the sharp advance in 
raw calfskins which are. now held at l6c to 23c per 
pound. Side leathers are advancing in keeping with 
other upper leathers and with the bargain and bank 
stocks cleaned out of the way, there is more reason to 
believe that the firmness will be maintained for some 
months to come. If buyers of leather are disposed to 
wait for lower prices, they still face a situation where 
they will need leather to make up their shoe orders, 
even if they practise conservatism and buy as close to 
their needs as possible. 


Patent Leather Advances 


The activity in most upper leathers has been the 
feature of the market during the past two weeks and 
the call is much better all along the line than it was 
before the first of July. Patent leather continues very 
active, and the glazed kid tanners are not only very 
busy, but have recently advanced their prices from 5 
to 8c per foot on the top grades. The best grades of 
colored kid are now bringing 85, 80, 75 and 70c per 
foot. Blacks being about 5c lower per foot. There is 
also a very good call for the medium lines of kid which 
run from 30c to 45c per foot. One on the most popular 
shades which is being pushed is the fawn color kid, 
resembling somewhat the champagne color. This kid 
ranges in price from 55c to 85c per foot, and is expected 
to be very popular in the shoes for Fall and Winter. 
The difficulty with the kid tanners is the advancing 
tendency of raw skins. The trouble in China is making 
it difficult not only to secure any advices about sup- 
plies and the China market, but on account of internal 
troubles their cables have been cut and no advices can 
be obtained. 
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COMPARISON OF UPPER LEATHER VALUES 
(Price per foot) 
Pre-War Average July July 
1913—1914 1921 1922 
Smooth, colored calf, 

top grade 28@30 
Suede calf, top grade. ... 32@35 
Colored side, top grade.. 18@22 
Kid (colors), top grade.. 35@40 
Kid, medium........... 20@24 35@55 30@45 
Chrome, patent sides... 25@30 35@45 40@45 


Blacks, in calf and side and kid, are usually quoted at 
2 to 5 cents less per foot. 

Domestic raw hides and skins are considerably higher 
than a year ago at this time, and also much higher than 
for the past two months, as may be seen by the com- 
parison of values given in the table entitled “Prices of 
Domestic Raw Hides and Skins.” 

Hide and skin values are about on a par now with 
the pre-war prices of 1913 and 1914, although calfskins 
are higher. While the hide and skin markets are pretty 
closely sold up, this is offset by the supplies of leather 
on hand or in process of manufacture. 


45@48 
60@75 
22@30 
70@85 


45@55 
70@90 
25@30 
70@80 
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A. E. Marlow Dead 


Albert Edward Marlow, J. P., C. A., of Northampton, 
died suddenly at the Longham Hotel, London, Tues- 
day, July 11th. Mr. Marlow was one of the world’s 
best known shoe manufacturers and a leader in associa- 
tion work in Great Britain. That he was a victim of 
overwork can not be doubted. He occupied numerous 
positions carrying a weighty responsibility at all times, 
for not only was he President of the Boot Manufac- 
turers’ Federation, but an active Rotarian and a civic 
executive. : 

Mr. Marlow was the builder of one of the most im- 
portant shoe manufacturing concerns of England. Dur- 
ing the war period he was a leader in supplying the 
Army with footwear. 

At the age of 14 he entered the shoe business and in 
the years that followed, learned the whole process of 
shoe manufacturing and distribution. 

His untimely death at the age of 52 is a reminder 
that there is a limit to the amount of public work which 
the most energetic man may undertake with safety. 
His death coming with such tragic suddeness isregretted 
by the American trade who honor his memory. 














Prices quoted from Hide and Leather of Chicago. 


July 19, 1913 
..$0.21 @$0.22 
18 @ .18%4 


Steers— 
Spready native 
Heavy native .... 
Heavy Texas. . 
Light Texas .... . ITK@ 
Ex-light Texas . oe 6 
Butt-branded . ak ae 
RE eo notch ee ee 

Cows— 
REET ie 
Heavy native... A7TK%@ 
Light native... 17%@ 


. Prices of Domestic Raw Hides and Skins 
(Price per lb.) 


PACKER HIDES 


July 18, 1914 
$0. 2014@$0. 21 ff 


@ : ap 
184@ _ .18¥ 194@ 1944 a 1 17 


18%@_ .183¢ 





ita 22, 1922 
@$0.2514 
, ae 


ae average 1921 
20 a 


a 

@, 17% 
@ .18% — f 16 A 16% 
@ -.18% — et 15 @ .15% 
@ .19 ea ees SP 

@ .16% 


@ .18% 
@ .19 


15%@ .16 
A74%@ .18 


Native bulls... 





Extremes 
Branded hides 


Horsehides 


Chicago city 





Branded bulls .. . 


Heavy steers..... 
Heavy cows..... 


UA 


14 @ 
14 @ 


July 19, 1913 
$0.1444@$0.15 
U4%@ .15 
1A44@ .15 
14 @ .15 
13%@ .14% 
124@ .13 
4.00 @ 4.35 


$0.21 @$0.22 
19%@ .20% 


oe 
15%@ .16% 
1U44%@ .15% 


COUNTRY HIDES 


July 18, 1914 
$0.16 @$0.1614 
1534@ .16 
1634@ .161%4 
17 @ .17% 
MY%@ .15 
134%4@ .14 
4.50 @ 5.25 


CALFSKINS 


$... @$0.22% 
.. @ 20% 


$. 
07 @ 
.06144@ 
09 @ 
.04144@ 
04 @ 
13 @ 


July average, 1921 
@ 


.08 
07% 
07% 
10 
.05 
.0414 
.20 


$0.10 @$0.15 
wind “Glos be 


19% eee Pe ie > alts 


@ 
@ il 


July 22, 1922 

$0.1314@$0.14 
13 @ .13% 
Y a 
144%@ 
104%@ 


.09144@ 
4.225 @ 5.50 


$... @$0.23 
22 @ .23 























What Next in Garments? 


An Accurate View of Style Tendencies in Apparel Which Affect 
Types and Materials in Footwear 


A digest of American Styles taken from the Dry Goods 
Economist, the leading publication of the advance-fashion world 


apparel articles influencing the character of 

stwear is herewith given as a guide to shoe 

buying. More and more the merchant is realizing the 

need of information without his own trade. It, there- 

fore, is a worthy aid to a complete survey of the demand 

for footwear to have available, through our affiliated 

publication, the Dry Goods Economist, such authorita- 

tive information upon garments, furs, hosiery, etc., to 

make possible a complete link-up of facts on the trend 
of style. 

There is an association of style ideas in skirt lengths 
as we all know, but are we always aware of the fact that 
furs, fabrics, gloves and even trimmings and jewelry 
affect types of patterns and the ornamentation of foot- 
wear. It is for that reason that we suggest a careful 
reading of these pithy paragraphs, which with the aid 
of some feminine member of your staff or family, should 
become intelligent even to the material Paulette. Once 
upon a time, style shoes harmonized with gloves and 
contrasted with hosiery—now the harmonies are in the 
complete costume. 


\ SUMMARY of the style movement in all the 


The Silhouette—The characteristic silhouette for 
Fall is tall, straight and slim. There are rumors and 
already some representation of fuller skirts. Later 
developments may bring about greater width at the 
hem. Dresses are very long, ranging from 5 to 7 inches 
from the ground. Uneven hem lines increase the 
length. Draped effects are very prominent, and the 
low waistline continues to be strongly emphasized. 
Many coat dresses are shown. 

Inches take on an importance all out of proportion 
to their measurement when they are added at the lower 
edge of the skirt. A mere glance at American styles for 
Fall proves that the longer skirt is at last accepted 
here, and discloses at the same time, that the few inches 


added have exerted a subtle influence over the whole 
character of dress. 

The lengthened garment of the new mode is dis- 
tinguished by a dignity and impressiveness that verge 
on the grand manner, and put quite into the shade the 
flapper fashions of the recent period. Five to seven 
inches is the answer given by the leading American 
designers. 

Suits—lIn suits, the three-piece design prevails. The 
dress has usually a corsage of crepe and a draped skirt 
set on at a low waistline, with or without a girdle. The 
jackets of these suits vary in length and style. Fur 
trimming is much employed for the three-piece design. 

After the navy blue tailored suit, which seems to lead 
in all lines, there is a marked favoritism shown the 
three-piece suit. Almost every maker has included two 
or three or more of these costume suits in his first line. 


Coats—The season’s coats conform more or less to 
the straight silhouette, except that the prevalence of 
wrappy models tends to widen the figure at the waist. 
The uneven hem line is featured, produced by side 
panels, or pointed outline at the lower edge each side, 
and similar treatments. 

Collars of coats and suits are mostly on the choker 
order, and are large and important. Almost all collars 
are of fur. Metal clasps and buckles are much used in 
place of buttons. 

Furs—Fur used for trimming both coats and suits 
include fox, wolf, caracul, squirrel, beaver, mole, fitch 
and monkey. Materials are mostly on the border of 
duvetyn or velvety surfaced fabrics. Exceptions to 
this are the matelasse and cloky materials. Black is 
much used, also brown, dark blue, taupe and a soft 
brick red called Genoese. 

Skirts—Separate skirts for sports wear incline to 
plaids, and more to the stitched-down than the wrap- 





July 29, 1922 


around effects. Eponge, prunella, and novelty weaves 
are seen. Sweaters are divided between slip-on and 
Tuxedo models, in silk, silk and wool, Shetland and 
brushed wool. 


Fabrics—Materials most in use for dresses are vel- 
vet, matelasse, and crepes of all! sorts, especially maro- 
cain, romain, Renee, georgette, Paulette, Canton, and 
crepe de Chine. Metal fabrics, tissues and brocades 
are very strong, especially silver. Allover laces are 
also used dyed and black, and much silver lace. 

Among the wool dress materials, twill is prominent. 
Serge has some representation, also duvetyn and kasha. 
Braid is much used, both the flat braids and soutache. 
Steel buttons, metal trimming, and touches of red or 
green are also featured for this type of dress. 


Gloves—The prominence of brown furs, gives promi- 
nence to brown tones in Fall gloves. Some gray gloves 
will be demanded, particularly in suede, and fawn and 
the lighter tan shades are certain to be good. 

Buckskin gloves in slip-on, strap wrist and one- 
clasp styles will be featured for tailored and sports 
wear. Mocha gloves are being produced in fawn and 
other delicate shades. There is some expectation that 
Jace mitts will be worn with evening dress. 


Hosiery—Darker colors predominating in fabrics 
for street wear indicate a similar trend in hosiery shades. 
Brown should be the best color, fawn and tan as well 
as soft grays being good for afternoon wear. Light, 
soft tones of green, blue, purple and red are most 
favored for evening. In sports hose the same tendency 
is notable, subdued shades having the call in both solid 
colors and mixtures. Fine, light weight qualities of 
wool, and silk and wool mixtures are better regarded 
than are heavy wool hose. Fine mercerized goods are 
gaining; but until the longer skirt is more noticeable 
in the general run of women’s clothes—which it is not 
as yet—they will hardly make a dent in silk hosiery 
sales. 


Trimmings—Spangled and beaded robes, especially 
in the more solid designs, offer strong competition to 
laces for formal wear. Panels, flounces, bands and 
motifs of spangles, and beads and spangles combined, 
are shown on practically every formal frock. 

For waist line trimmings fruits and flowers, very 
large and very unusual in color, make effective con- 
trasts to the straight line, one-toned garments. 


Keep posted on the trend of 
styles in garments—the colors 
and the extent of the sport move- 
ment in dress. 
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The great vogue for metal for the coming season is 
felt in these trimmings and many of these flower and 
fruit girdles are entirely of silver or gold. Braids, fur 
or embroidered bands trim the newest street costumes 
with buttons and clasps of various materials, huge in 
shape and distinctive in colors as the high lights. 


Jewelry—The season is a white one, rhinestone and 
crystal predominating. Earrings are longer. Coral is 
growing in favor. Pendants are very large and the 
cut-out silhouette is a winner both in ivory and metal. 
All pendants are worn on the black cord of silk, except 
where cord and pendant match in color. Combs are 
high and wide. Large jet combs are good for evening. 
Wrist watches are smaller, and both the watch and the 
bracelet narrower. 


Millinery—A great deal of metal and tinsel trim- 
ming is used in the Fall millinery, in the form of bro- 
cades, ribbons, flowers and ornaments. Silver is pre- 
ferred to gold. 

Silk plush makes a great many shapes, and velvet 
is prominent, also plain and blistered satins, and felt. 
The large hat is considered the smartest vogue, either 
in the flat cart wheel shaping or in mushroom type. 
Short back effects are being featured. . Brims are 
decidedly irregular in many models. They are often 
slashed, fluted, turned back, bent into novel outlines, 
and made in double and triple tier effects. 

A great deal of velvet ribbon is used for trimming, 
especially on felt hats. Cocardes of faille or grosgrain 
ribbon trim simple models. Fur is frequently seen, 
such as mole, ermine and monkey. Black is prominent 
in Fall millinery. Browns are good, including taupe 
and cocoa. Royal blue is combined with black. Green 
in vert-de-gris, reseda and jade, is much used for 
trimming. 

Children’s Wear—The straight line frock and coat 
continue in favor for the Autumn. Soft materials in 
rich and somewhat dull shades are used for the finer 
coats, which are almost always trimmed with some 
sort of fur. Beaver and nutria are much in evidence 
for every-day and school wear, plaid back coatings are 
popular, and these usually follow a sports model with 
adjustable collar, inverted box pleat in the back, and 
raglan sleeves. 

Kid in bright colors is used a good deal in trimming 
little girls’ dresses. 


In similar fashion to the 
above we hope to cover the trend 
of men’s attire in our issue of 
August 5. 
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How to Put on a Successful Clearance Sale 


The Trouble with Most of Them Is That, Not Having Been 
Properly Planned, They End in Loss and With Stock 
in Worse Shape Than It Was Before 


BY A. E. 


CLEARANCE sale can be made to do two 
A things, viz., clean up the stock and bring in 

ready cash. Just about one sale in a thousand 
proves entirely satisfactory in these respects. 

Too often the shoe merchant allows the sale to de- 
generate into a cut-price orgy, a debauch which leaves 
a bad taste in the mouth for months afterwards. 

If the stock is to be cleaned up and put in order with 
the assistance of a clearance sale, it will require a steady 
head and plenty of nerve to achieve this aim. Usually 
the stock is in worse condition after a sale than before 
it was started. 

How to Plan a Sale 

The following suggestions are given by a merchant 
who has held many sales and knows from experience 
where they fail to benefit the merchant through im- 
proper planning: 

‘Too little time is given to planning a clearance sale 
to expect much from it. Merchants rush into a sale 
‘over night.’ They usually hold a clearance sale, but do 
not plan for it, but let a competing store announce a 
sale, or let business drop off for a few days and they 
grab a sheet of wrapping paper and start a sale. 

“A clearance sale should clear a stock of its most un- 
desirable stock. If all the merchandise in a store is de- 
sirable, there is no reason for holding a sale. A little 
extra advertising will keep business going at a satisfac- 
tory gait without cutting prices when the merchandise 
is in a satisfactory condition. 


What to Sell—What Not to Sell 


“The merchant should gather all the odds and ends, 
broken sizes, ‘old-timers,’ undesirables, and the season’s 
left-overs and divide them into lots. It is folly to make 
the same reductions on all of these lines, because they 
are not all equally desirable to the customer, neither are 
they equally undesirable to the merchant. If a rule 
could be made for marking sale goods, it would be this: 
‘Mark every article at the highest possible price that it 
will bring, but low enough to make it sell.’ The latter 
part of the rule is the most important, although many 
merchants lose too much money in their sales. 

“Merchants say, ‘] haven’t enough stock to make a 
sale without putting in my regular lines. I’ve got to 
make a big noise or the sale will not succeed.’ If there is 
not sufficient merchandise that the stock would be 
better off without, it is just possible that there is no 
necessity for a sale. Let the other merchants make the 
big noises, let them sell regular stock at redutced ‘pricés 


EDGAR 


if they want to, but the wiser merchants who stick to 
the business principle of selling merchandise at a profit 
will be the better off in the end. 

“Merchants who rush into a clearance sale without 
proper thought and adequately prepared plans, usually 
spend the Summer months loading up their customers 
with lines that they could later sell them at a profit. 
Take the average stock of seasonal lines at the beginning 
of the ‘sale season’ and it will be found to be pretty 
badly shot to pieces, as far as sizes go. The merchant 
knows this and often makes an effort to supply this 
deficiency by buying cheap lines to fill in, and offers 
them with the regular grades he is accustomed to selling. 

“Unless sizes are purchased, the merchant often feels 
it wise to offer from regular stock such sizes as are miss- 
ing, at a cut price, of course. Then, when the sale is over, 
the sizes are broken worse than ever. 


Stick to Your Guns 


“After selecting the lines he intends to sell at re- 
duced prices, the merchant should stick to his guns. If 
he cannot make sales of the cut-price lines, and the 
customer will not pay regular prices for the regular 
lines now, she will later. 

“The sale goods should be advertised and displayed 
as attractively as possible. The public should not be 
told that ‘there are plenty of all sizes’ unless there are, 
but that the low prices are made because the lines 
offered are broken in sizes. 

“As the sale progresses the stock should be carefully 
reviewed, and the lines not selling should be further re- 
duced in price. The object is to ‘sell’ thesé lines. If the 
sale fails to do this it is unsuccessful, no matter how 
many dollars are taken in over the counter. 


Ammunition in Reserve 


“It is not always a good plan to throw everything to 
be cleared out into the pot at first, but it is a good plan 
to hold back some of the more easily-sold lines to be 
brought out later, to stimulate the sale of the rest. 

“Certain of the lines should be used as leaders and 
priced at extremely attractive prices. These bring the 
crowds to the store. Where there are crowds, there is 
usually business. 

“As soon as the sale is over the ‘rag, tag and bob-tail’ 
of the sale stock should be placed under cover. There is 
nothing so detrimental to the sale of regular lines of 
footwear, as bargain tables filled with freak styles and 
shopworn shoes.” 
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Flapper Heels ‘Taboo in Pageant 


Low Shoes for Fall and Early Winter to Be Footwear Feature of 
Big Fashion Exhibit at St. Louis 


costumes exhibited at the St. Louis Fashion 
Pageant, August 3-16, according to the advance 
styles now being made for that event. 

“The smartly groomed woman insists on trim foot- 
wear,” says J. T. Johnston, designer of women’s and 
children’s shoes for the Brown Shoe Company. “The 
low flapper heel, the vogue of the Spring and Summer 
footwear, was never acceptable to the woman of dis- 
criminating taste. 

“The styles for the season will be 12-8, 14-8, and 16-8 
heels on both walking and dress shoes. 


as low “flapper” heel will not be among the 


Really Long Skirts Not Acceptable 


“The low shoes will be in vogue for late Fall and 
early Winter. That is due to the fact that the Ameri- 
can women will not accept the extreme long skirt Paris 
fashion creators have decreed to be the style for French 
women. 

‘The styles in skirts for American women will remain 
the same. However, the flapper knee-length, popular 
with the very young girls, but never with women of 
good taste in dress, will be passe. 

“The popular length of the modish skirt will be 10 
inches from the floor, a length prohibiting the wearing 
of boots. The oxford and strap make a much more 
effective appearance and make the foot look trimmer 
and neater. 

“As long as the skirts remain above the ankle, 
women will insist on the low-quarter shoe. Manufac- 
turers may design, but if they are to be successful, they 
must conform with the desire of women of discriminat- 
ing taste, and until milady decides that she prefers the 
skirt to be ankle length, oxfords and straps will be the 
favored footwear. 


Welts for Street Wear 


“For street wear the welt sole is the correct thing 
with lace and blucher effects. Leathers will be patent, 
black kid, mahogany calf, and a combination of colors. 
The dress shoe will have a thin sole and will be offered 


in black satin, black kid, patent leather, combinations, . 


of satin and brocade, patent leather with beige suede, 
and black suede with oyster gray suede. 

“There was an attempt of some of the manufacturers 
to introduce the Russian boot. This will not be a pre- 
vailing style, but rather a novelty, due to several rea- 
sons. First, the boot does not fit well and does not 
look well after being worn three or four times. ‘Second, 


it spoils the effect of trim ankles, which is a mark of 
distinction and elegance and grace. Third, they are 
very expensive. 

“The styles for misses and children will be oxfords 
and straps for the late Fall and early Winter. It will 
not be until the snow falls that the children and misses 
will consider the high boot. 


Button Straps on Dress Shoes 


“Shoe fastenings will be lace and button strap, with 
the buckle used only on sport models and not on the 
dress shoes.” 

That St. Louis is the largest shoe manufacturing and 
distributing center is well known. Business in this line 
last year amounted to $144,000,000. 

St. Louis makes about a fifth of the shoes in the 
United States, and footwear has always been one of the 
outstanding features in the Fashion Pageants held in 
the Municipal Open-Air Theatre in Forest Park. 

The shoe houses make shoes to fit the models and to 
harmonize with the coat, suit, or dress worn at the 
pageant. A shoe committee, composed of designers 
from the leading houses judge the young women who 
apply for positions as style show models. Perfectly 
formed feet, trim ankles, and a graceful walk are three 
of the requirements. 





Demonstration trim of shoes and hosiery by A. Frederick of 
Meyer, Livingston ¢ Co. Here again is illustrated the human- 
interest value of a waz model in a shoe trim. Other features 
worthy of note are the use of ornamental lighting fiztures, the effect of 
ye newness of the shoes produced by the artistic display of bozes, 
and the — in pa pri > placed under the shoes on stands, 
serving the purpose of si is, mats or drapes, beside wing 
the coPrect combination of Uechines and ogee t shou 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” 


They are direct resulis of @ question- 


naire on shoes and feet thai was seni to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


MUSCLES THAT MOVE THE FEET 
Third Installment—Muscle Physiology 


USCLE physiology for shoe men may seem to 
be a new departure. They have learned of 
bony peculiarities and have studied effects of 

shoes on shapes of feet. Physiological principles, which 
make flexible or stiff shoes successful or unsuccessful, 
are less generally known, and, since shoe fitters must 
continue to fit shoes that influence foot muscles, they 
should understand principles of muscle physiology as 
thoroughly as they do the anatomical structure of feet. 

Let the reader keep in mind a picture of microscopical 
appearances of single contractile muscle fibers which are 
bathed in lymph, surrounded by capillaries, supplied 
with nerve filaments, and bound into bundles by fibrous 
connective tissue envelopes as described in the previous 
chapter. 

There arefour main channelsonly through which con- 
tractile muscle fibers may be influenced, and to which 
they respond by shortening or lengthening slowly or rap- 
idly, strongly or weakly, completely or incompletely, 
temporarily or continuously. A muscle may be influ- 
enced through nerve filaments which end in its contrac- 
tile fibers; secondly, by blood which flows through it; 
thirdly, by repeated mechanical strains that it is de- 
signed naturally to resist or to produce itself; fourthly, 
by various external factors—such as electricity, heat or 
cold, light rays, mechanical pressures or injuries. Each 
of these four main channels will be discussed indi- 
vidually. 

(1) Nervous control of muscle. There are groups of 
nerve cells in the spinal cord which control voluntary 
muscles by sending out nervous impulses through motor 
nerves to them. Motor nerves start in the spinal cord 
and terminate in end plates on surfaces of muscle fibers. 

If a motor nerve running to a normally relaxed muscle 
is severed so that nervous impulses cannot reach its 
muscle fibers, then the muscle will relax still more, al- 
though it was relaxed to a usual limit previously. This 
experiment shows that a motor nerve exerts a slight un- 
recognizable influence continuously on contractile 
muscle substance under normal conditions, holding it 
under slight tension, ready for instantaneous voluntary 
shortening. 

This permanent slight tension is called muscle tone, 


and it varies from time to time with variations in action 
of controlling nerve cells. Muscle tone may be increased 
by administration of certain drugs which stimulate 
spinal nerve centers to increased activity. Tone is lost 
in diseases like infantile paralysis that destroy spinal 
nerve cells. Muscles controlled by destroyed cells in 
consequence become paralyzed. 

If a muscle is worked hard until it will contract no 
more, because of fatigue of its controlling nerve cells, it 
will contract further, however, in response to direct 
stimulation of its muscle fibers. Such an arrangement 
prevents nervous stimuli from becoming harmful, which 
might happen if nerve cells were capable of tiring their 
muscles completely before they became fatigued them- 
selves. 

Ordinary muscular contractions are temporary, rapid 
shortenings of muscles of very marked degree typically, 
and they are usually performed as voluntary acts in 
contrast to involuntary slight continuous elastic tension 
developed by muscle tone. Repeated voluntary con- 
tractions soon cause fatigue, whereas there is no fatigue 
realized from normal muscular tone. 

(2) Effects of circulating blood on muscles. Tiny rivu- 
lets of blood from the general blood stream trickle past 
muscle fibers through capillary networks, and produce 
effects with variable degrees of slowness on tender con- 
tractile muscle tissue, depending on qualities and quan- 
tities of blood which pass. 

A useful comparison can be made between the system 
of large veins which collects blood from various parts of 
the body, and a broad, swiftly-flowing river, which is 
receiving continual contributions from its many 
tributaries. 

A heavy local rainfall may swell the volume of some 
important river branch, so that its turbid waters, rush- 
ing into the general current, modify the character of the 
latter, temporarily, to an important degree. Perhaps 
another branch is being polluted continually by sewage 
from a city, or there may be a large industrial plant that 
is poisoning the water with chemical wastes on another 
stream to the extent that fishes have difficulty in sur- 
viving in the river. 

There is mingling of waters from various tributaries 
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in the broad main current. There is perfect mixing of 
blood from all veins by the time the main blood stream 
issues from the heart to be distributed to all body 
tissues. 

Important tributaries from the digestive tract may 
bring into general circulation, temporarily, a swollen, 
turbid stream, figuratively speaking, if the person has 
eaten too heartily and if digestive processes have been 
upset temporarily. Perhaps another tributary is being 
polluted continually by an important city of bacteria, 
located on its banks. Or there may be poisoning of the 
blood stream by alcohol or by harmful drugs which gain 
admittance to the circulation, so that blood corpuscles 
living in it have as hard a time as fishes in a river that 
has been poisoned by industrial chemical wastes. 

Contributions to the main blood stream from all 
organs are of amazing variety and much has to be 
learned yet regarding many of them. It is not necessary, 
though, to attempt to describe exact mixtures and pro- 
portions among blood constituents that are most favor- 
able, or unfavorable, for the welfare of foot muscles. 

It is sufficient in the present connection to under- 
stand clearly that shifting qualities of blood exist from 
time to time; and that some combinations cause muscles 
to weaken or relax, while other combinations produce 
different effects. 

The element of time has to be kept in mind. A mildly 
harmful influence, or a beneficial one, has its effect, 
multiplied by the length of time of its action, also its 
effect is influenced by its continuous or intermittent 
nature. 

Blood may be considered the soil on which muscle 
fibers grow in comparison with agricultural crops grow- 
ing in the ground. A barren soil will not produce good 
crops, and some soils are too acid for best development 
of certain types of vegetation. Similar conditions exist 
apparently in the soil on which muscle fibers thrive. If 
blood is rich, containing all necessary constituents in 
good proportions and no harmful ones, or no excessive 
amounts of useless constituents, then muscles will grow 
larger and stronger than they will on poor soil. 

Poor soils may produce defective rheumatic muscles 
or stunted weak plants. Internal integrity of contractile 
muscle substance deteriorates apparently if it is sub- 
jected to poor blood continuously, although perhaps its 
outward appearance may show little change. Muscle 
contractions become feeble, slower, and less extensive in 
old age as internal muscular vitality slowly ebbs. Simi- 
lar changes may appear earlier if blood during life has 
been poor much of the time. 

Muscles have an advantage over agricultural crops in 
that circulating shifting soil may be modified to suit, 
needs of muscles more easily than crops can be trans- 
planted into new ground. 

Finally, in connection with effects produced by cir- 
culating blood on muscles, mention has to be made of 
difficulties that exist in telling whether blood is acting 
directly and solely on contractile muscle substance, or 
whether it influences muscles indirectly by modifying 
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the activities of motor nerve cells which also control 
muscles. For the same blood mixture is delivered from 
heart to nerve cells through other capillaries. These two 
possible ways of influencing muscle fibers always exist, 
and presumably one is more important than the other 
at certain times, while a reverse state of affairs is true in 
other instances; or both channels of influence may be of 
equal importance. 

(3) Effects of mechanical strains.on muscles. If a 
muscle is not used, its contractile fibers gradually shrink 
in size and become weakened. Muscle shrinkage be- 
comes extreme and permanent at times in progressive 
types of chronic joint troubles, and in worst instances 
there may be little more than the connective tissue 
coverings of elastic muscle fibers left. 

When a muscle increases in size and strength, there is 
increase of size in each fiber, the total increase in volume 
of an entire muscle roughly indicating, perhaps, the 
average increase in size of individual fibers. 

Moderate amounts of voluntary muscular exercise 
keep muscles strong, which means that repeated me- 
chanical strains are beneficial as they occur in ordinary 
bodily activities. 

Excessive amounts of voluntary exercise or excessive 
single strains produce temporary harmful reactions or 
over-strains. Over-strained muscles are very slow in re- 
covering their usual strength, times of recovery depend- 
ing on degrees of over-strain. 

Alternating periods of voluntary activity and rest are 
essential for continued average muscle function; and 
varying proportions between the two are required by 
different persons in maintaining the same degree of 
strength apparently. 

Maximum and minimum limits of strength exist for 
every muscle. Maximum limits depend on degrees of 
congenital muscular development, plus changes that 
take place during life subsequently. Small, weak muscles 
may be increased very gradually to average strength or 
better. after a long series of years of continuous favor- 
able conditions probably. Large, strong muscles can be 
decreased in strength gradually and permanently, prob- 
ably after a ‘ong series of years of abuse. Size is not an 
absolutely accurate measure of muscle strength and 
endurance, for some large muscles do not seem to be as 
strong as smaller muscles of other individuals. Presuma- 
bly much depends on the quality of the contractile 
muscle substance. The minimum limit of strength of all 
muscles is zero. 

Connective tissue septa and sheaths of muscles are 
important. They serve as checks to excessive stretching. 
Otherwise, a contractile muscle mass without any cov- 
ering might act like a bundle of pure gutta percha fila- 
ments that elongate under increasing strains to enor- 
mous lengths. If muscles were permitted to stretch as 
much as contractile muscle tissue would permit, con- 
ceivably there might be injuries to bones and ligaments 
from over strain in unusual postures. In the foot the 
fibrous sheet that stretches from heel to toes, covering 
muscles of the sole, helps to prevent acute strain of the 
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arch when muscles temporarily become too fatigued or 
weakened. When a muscle ruptures in an injury the 
fibrous parts give way first. 

(4) Various erlernal infiuences acting on muscles. 
Shoes are included among external influences, but they 
will be considered in the next chapter. Adhesive straps 
applied to the skin over courses of strained muscles 
afford an external mechanical means of partly relieving 
continuous harmful strains. Light rays from the sun or 
from electric lamps are external influences which may 
relieve stiffness of muscles by penetrating into their 
depths where they are transformed into heat. Different 
colors of light rays apparently produce different effects. 
Heat makes muscles react more readily and completely. 
Cold has the reverse action of slowing and lessening 
muscular activity, as everyone knows who has been 
chilled and numbed by exposure to cold weather. Alter- 
nating hot and cold treatments are used with benefit in 
some instances in restoring normal muscle function. 
Massage accelerates the flow of lymph after exercise 
and is an external means of influencing muscles favor- 
ably. Electric currents are used to make muscles con- 
tract at regular intervals by direct stimulation of muscle 
fibers, when nerves have been injured so that normal 
nervous stimuli cannot reach muscles. Under these cir- 
cumstances external applications of electricity may re- 
tard harmful muscular shrinking for a while. 

Combinations of external agents are used in hot baths 
and local massage. The heat dilates arteries locally and 
floods capillaries. There may be direct action on muscles 
if heat is-prolonged at high enough temperature. Mas- 
sage affects muscle fibers mechanically. Massage also 
accelerates removal of lymph, permitting its rapid re- 
placement by fresh fluids from dilated capillaries. 
Lymph becomes less of a sewer and more of a food sup- 
ply, and in consequence it assists in rapid restoration of 
fatigued muscles; although there is less virtue in re- 
placement of lymph, if blood is of irritating quality. 


Physiological Action versus Physiological Reaction 


It is possible on the one hand to describe all physio- 
logical influences acting on muscles; or, on the other 
hand, to describe physiological reactions to all external 
influences of the contractile muscle substance within 
muscle fibers. Both methods deal with the same sets of 
facts. 

Either the four main channels of physiological action 
that have been mentioned may be explained, or the 
same facts may be introduced under headings that relate 
to internal reactions of muscles; namely, muscular vital- 
ity, adaptability, contractility, strength, endurance, 
and size. 

If the latter presentation were used then there would 
be special discussion of maximum and minimum limits 
of muscular Vitality, adaptability, contractility, 
strength, endurance, and size; also ways by which each 
limit may be varied favorably or unfavorably. 

Attention would be called to the continuous com- 
bined variable influences that muscles are subjected to 
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always through blood, nerves, and external agencies; as 
well as the influence of usual mechanical strains of. 
normal activity much of the time. 

Shoe fitters who are familiar in a general way with 
muscle reactions and the main channels through which 
muscles are acted on, perhaps will understand custom- 
ers’ peculiarities better, and appreciate better the possi- 
bilities and limitations of footwear and of medical care. 





London and Paris Ideas Copied in 
Milwaukee Store 


Milwaukee, July 20—Norman L. Olsen of Stock- 
holm, Sweden, in his visiis to the exclusive men’s fur- 
nishing and tailoring establishments of London and 
Paris, conceived the parlor shop plan for men’s shoe 
stores, which plan he has embodied in the new Olson 
Parlor Shoe Shop, informally opened in.a tastefully 
furnished shop at 64 Wisconsin Street, Milwaukee. 

The new store is not complete in all details as the 
original plans demand, but an outline or skeleton of the 
new retailing arrangements was hastily whipped into 
shape for an approaching convention of the Advertis- 
ing Clubs of the World. Mr. Olsen wished to give the 
visitors a sketch of his novel plan and accordingly 
opened his store before his unique selling method was 
half perfected. 

The Parlor Shoe Shop, when completed, will be 
divided into two rooms. The front room will be a com- 
fortably fitted parlor with leather upholstered lounge 
chairs, magazine racks, cigars, cigarettes and ash trays 
distributed in comfortable order. No shoes will be in 
sight. Draperies and oil paintings will blend into the 
general scheme of beamed ceilings and walls. 

To the rear, in the stock room, behind gray velvet 
draperies are all the shelves. In this rear apartment 
resides the “genius of good service,” a man thoroughly 
acquainted with the stock. 

Special fitting stools are now being manufactured for 
the parlor room. They will be equipped with an electric 
switch plate, the wires to communicate with a dial in 
the stock room. The salesman will take the measure- 
ments of the patron, press a series of buttons in the 
adjoining room, the size and style of shoe flashes on an 
electric board and within a, few seconds, the shoes, 
cleaned and dusted by the stockman, are given to the 
salesman. 7 

Oil paintings, draperies and lamps will be installed 
for the formal opening in July, when the shop will be 
completed. The windows of the shop, which will 
follow the conservative decorative schemes of the most 
exclusive establishments will be an interesting feature. 

“The advent of the advertising convention hurried 
our plans and necessitated our premature opening,” 
said Mr. Olsen, owner of thé novel store. ““We wished 
to give the incoming advertisers a faint sketch or idea 
of our proposed plan. The meagre furnishings with 
which we opened assisted them to gain, at the least, the 
fundamental principles of our new methods.” 
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Paris Headquarters, 
Boot and Shoe Recorder, 
2 Rue de Iitalienes 


__ The lattice colonial tongue 
is the very latest feature in 
fine French footwear. Patent 
ornament is so constiluted as 
fo permil a variety of tongue 
effects over a strip pump. 
With longer skirts the pump 
and tongue returns to faror 


in Paris. 











Simplicity 


fashions than ever before. The past two months 

have shown a possibility of a change in style of 
women’s dresses as well as in footwear and millinery. 
For that reason, manufacturers and designers are sail- 
ing for Paris to get the very latest fashion ideas. 

Possibly the biggest keynote that has come out of 
Paris as far as dresses are concerned, is given in the 
following: : 

“The characteristic silhouette for Fall is tall, straight 
and slim. There are ramors and already some represenia- 
lion of fuller skirts. _ LatePdevelopments-may bring-aboul 
greater width al the hem. Dresses are very long, ranging 
from 5 to 7 inches from the ground. Uneven hem lines 
increase the length. Draped_effects are very. prominent, 


T HERE is greater interest in Paris as the center of 
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of Pattern 


and the low waistline continues to be strongly emphasized. 
Many coat dresses are shown.’ 

The Recorder has been very active in its Paris 
headquarters in directing merchants as to sources of 
footwear style origination. At the present writing 
there are in Paris upwards of 50 prominent shoe and 
leather men and retail shoe merchants. We have had 
cards from George Miller of I. Miller and Sons, Brook- 
lyn, and information from J. P. Orr of Cincinnati, and 
Werner S. Byck of Atlanta, as well as from many rep- 
resentative merchants who operate stores in cities 
from coast to coast. 

The Boot and Shoe Recorder endeavors in its Paris 
Style Service to give most authentic information 
from reliable sources as to the trend of fashions and 
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footwear. Our staff in Paris was active during the — 


war years and the fact that it was on duty in Paris 
under bombardment, was one of the things that has 
made a profound impression upon French merchants 
and fashion authorities. Ever since that time Re- 
corder representatives have had entree to the best 
shops and have been able to see many designs in cos- 
tumes and footwear, even prior to their being sold to 
wealthy women coming to Paris for fashionable attire. 
It is for that reason that we vouchsafe the accuracy of 
our fashion reports, one of the most recent of which is 
herewith published. 

“All of the smart set in Paris has been motoring down 
to Deauville—the famous French watering resort—and 
favored by the spell of warm Summer weather, hotels, 
the Casino and beach have presented quite the same 
appearance as at the height of the August season. 

Sport clothes were obviously the chief type worn, 
and were for the most part made with dress in chemise 
style worn with a circular cape in matching or in con- 
trasting color, with a bright colored fabric Balkan 
blouse with a silk jacket, or with a coat in rubberized 
silk crepe or satin. 

White generally dominated. but mauve, yellow and 
reseda green were also well represented. 

Plaited skirts were marked note. Longer sport 
skirts appear. The average length of skirts for sport 
wear was from 6 to 8 inches off the ground. 

All shoes for daytime wear were in white, or in white 
trimmed with a color, or with black, and were in plain 
pump styles, or in double or single strap effect. Both 
white suede and white glace kid were worn. 


Simplicity in Footwear 


Extreme simplicity in cut and in trim stood out as 
the marked note in all shoe styles. 

In addition to white, shoes in brown suede were also 
conspicuous, worn with cream colored, or champagne 
colored silk stockings. 

For the evening, brilliancy in evening costumes was 
the great vogue, made in beaded georgette in satin, or 
in lace. Practically no black gowns were worn at the 
gala night at the Casino, with the exception of a very 
simple draped black crepe satin from Callot. All the 
gowns noted were in brilliant metal brocades, in metal 
laces over black or colored satin, and in mauve, yellow, 
or reseda green crepes. 

With the evening gowns were worn high-heeled 
sandals in white satin brocades in silver. These were 
occasionally ornamented with a tiny jewelled button 
or plaque on the toe, but quite as frequently were 
worn without ornamentation of any kind whatsoever. 

An occasional jewelled or cut steel buckle is noted in 
a long oval or rectangular shape, posed narrow end 
down on the shoe to form a high narrow tongue; but 
for the most part, all shoes for day and evening wear 
are absolutely without ornamentation other than per- 
forations or stitching. 





Black Suede in Pumps 


One of the newest notes in fashions as worn by the 
ultra fashionable women in Paris, is a black suede pump, 
worn with a silk stocking in mastic color, and mastic- 
colored gloves and hat to match the stockings. 

At the Chantilly races, white shoes trimmed with 
a color, either scarlet or blue, were extensively worn. 
Latterly, a marked increase in favor of scarlet kid shoes 
has been noted, made in strap or in sandal style, and 
worn with white, or with black dresses. 


Increase of Kid Slippers 


Scarlet heels on white slippers, and scarlet heels on 
black glace kid strap slippers are also worn to some 
extent. 

An increasing vogue for slippers in glace kid, in color 
or in white, is to be mentoned as one of the new and 
interesting developments in shoe style in Paris. 

Navy blue glace kid strap slippers, for instance, are 
frequently worn with beige-colored stockings, with 
dresses in navy blue serge. As there is a marked revival 
of interest in navy blue, due to the fact that the vogue 
for black is rather dying out, this idea of the navy blue 
kid slipper may possibly become an important factor 
in shoe styles. For the moment, however, the black 
shoe in suede, or in patent leather, and the brown suede 
pump, and strap slippers hold the day. 





S. J. Andrews with Commonwealth 


S. J. Andrews, who for several years has been as- 
sistant agency sales manager of the Regal Shoe Com- 
pany, has been 
made office man- 
ager and sales cor- 
respondent of the 
Commonwealth 
Shoe and Leather 
Company of Whit- 
man, Mass. 

During his con- 
nection with the 
Regal Shoe Com- 
pany, through cor- 
respondence and 
personal contact, 
Mr. Andrews be- 
came well known 
to many hundreds 
of retail shoe mer- 
chants throughout 
the country. His 
present position 
makes possible a 
continuance of this 
contact, of which 


Ss. J. ANDREWS 


ready have availed themselves. 
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Proceeding on the theory thal one concrete erample is worth more than many generalizations, and that you can sell a 
man more completely by showing him what your product will do for him than by confining your sales talk to the cut and 
dried presentation which is customary, Rice ¢ Hutchins, Inc., “put over’’ an unusual exhibit at the National Shoe and 
Leather Exposition and Style Show held recently in Boston. The Rice ¢ Hutchins booth, shown above, contained a com- 
pletely equipped retail store just large enough in area and cubic contents to house a $5,000 stock of Educator shoes for the 
entire family. “This little store,” read the sign outside, “contains all the range of stock necessary to yield $9,000 yearly 
return on an investment of $5,000."’ The $9,000 return was based on a six-time turnover and this turnover, in its turn, was 
based on reports received from a large number. of merchants handling the Educator line. 





Herman Gets Army Shoe Contract 


The Herman Shoe Company of Millis, Mass., has 
just been awarded an order from the Quartermaster 
General at Washington, D. C., for 100,000 pairs of 
army shoes. The shoe ordered is Herman’s Army Gar- 
rison Shoe No. 68. C. H. Alden, treasurer and general 
manager of the Herman Shoe Company, has just re- 
turned from an eight-weeks vacation spent in Cuba and 
the central States. He enjoyed the pleasure of meeting 
many Herman dealers throughout that country, and 
reports conditions very favorable. 





Great Grandmother Wears 14-8 Heels 


Speaking of styles for old folks, a somewhat neglected 
point, since many merchants persist in fitting comfort 
shoes to old folks—a great grandmother walked along 
a Lynn Street the other day, wearing fairly short skirts, 
white stockings, and white kid shoes, with wood heels 
14-8 high. 


Leather Lined Shoes for Men 


Some men’s shoes, for Fall and Winter, are lined in 
the forepart, as well as quarter, with white calf. The 
calf has a smooth, glazed finish, and the foot slips easily 
into the shoe. However, the chief purpose in using the 
all leather lining is to permit the making of the vamp 
of a light, or medium-weight. calfskin of usually fine 
grain. In the men’s trade, as well as in the women’s 
trade, the finer the grain the handsomer the leather. 
At least, that is the general rule. 





Traveling Store Abandoned 


An automobile truck that was fitted with a special 
body to serve as a traveling shoe store, has lately been 
sold to a man who will fit it up like a bungalow and use 
it for making a tour of vacation land. Theoretically, 
the traveling store was going to build up a big business 
by carrying shoes to people. But, somehow or other, 
people preferred to go to stores to buy their shoes, and, 
the venture was a failure. 
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Making 


a Profit 


. Gross, Net and ‘Nit’ Profits; Also Something About 
Overhead and Turnover 


By EARL C. LOGAN 


enterprise. It is the magic wand that lures men 

into paths of industry and trade; the spirit that 
leads them on; that quickens their thoughts and ac- 
tions; that shapes their course of life and dictates their 
policies in their dealings with other men. 

No problem facing the industrial world today is cry- 
ing more loudly for a solution of commodity distribu- 
tion. : 

How to place in the hands of consumers the things 
they want and need to make life happier, and more 
worth living, at a price which they believe is fair and 
reasonable and at the same 


Pan is the ultimate goal of every business 


dwindle and shrink until in the final analysis it becomes 
a mere shadow of its former self. The difference be- 
tween gross and nef usually is about as marked as the 
difference between a toy baloon when it is inflated 
and when the wind is let out of it. 

A lot of youngsters have been sadly disappointed 
with their toy baloons the morning after the circus, 
when they woke up and found only a little shrivelled up 
bit of rubber. 

Every once in a while, a shoe merchant wakes up 
after inventory time to find that the air has leaked out 
of his pretty gross profit balloon. 


Time to Change the Arith- 





time provide as fair and 
reasonable profit for the dis- 
tributor. That is the riddle 
which you, in your business 


are asked to work out. 
are— 


What Profit Really Is 


You entered the shoe busi- (3) 
ness with the expectation of 
making a profit, of selling 
the merchandise which you 
bought at a price far enough 
in excess of what it cost to 
allow for all expense and 








Three Steps In Really Successful 
Merchandising 


The three steps in successful merchandising 


(1) Getting the customer into the store. 
(2) Making the sale. 
Making a profit. 
Several articles have already appeared in the 
**Recorder”’ on the first and second topics. 
This is the first of four articles on ‘‘Making a 
Profit.””. The next article will discuss stock 
records and cash accounting. 


metics 


It is not surprising that 
there are so many failures 
and non-successes in the re- 
tail business. The really 
surprising thing is that so 
many attain a fair degree of 
success, in spite of rather 
than because of the “‘educa- 
tion” received in the public 
schools and they are still 
teaching it the same way. 

You remember the old 








an additional amount which 

you could retain for yourself. That “additional 
amount” is all there is to profit. Profit is only the small 
excess (if any) of the receipts over the outlay, and the 
outlay includes, not only the original cost of the mer- 
chandise, but buying expense, selling expense, manage 
ment expense, transportation, light, heat, insurance, 
advertising and every other item of expenditure that is 
entailed from the time the goods are purchased until 
they are in the hands of the customer and the money is 
in the cash drawer. 


Gross, Net and “* Nit” 


The failure to take account of some of these items of 
expense frequently converts a nef profit into a “nil” 
profit. 

We do a lot of talking about gross profit, but nobody 
ever found it. It is only theory; a term that usually 
applies to the difference between cost and selling price 
It usually looks good on paper, but asthe various items 
of expense and markdowns are deducted it begins to 


problem “A merchant bought 
a pair of shoes for $3.00 and sold them for $4.00. What 
was his percentage of profit.” 

You bit your tongue, chewed your pencil and found 
the merchant made $1.00 or 33 1-3 per cent profit on 
the transaction. 

The teacher patted you on the back, marked your 
paper 100 per cent and you went home happy, knowing 
you were a smart boy. 

Your parents knew you were smart and would some 
day be a big wealthy merchant. 

They thought, and a lot of people yet think, keeping 
store is a cinch. All you have to do is to buy them at 
$3.00, sell them at $4.00, 33 1-3 per cent profit, just like 


that. Borrow money at 6 per cent, for a whole year, 
make 33 1-3 per cent every day on every sale. Pretty 
soft. Good is true. 


Why not put the problem in the arithmetic right? 
Make it read something like this: 

“A merchant bought a pair of shoes for $3.00, kept 
them in stock nine months and sold them for $4.00. 
his cost of doing business (overhead) was 28% of 
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his sales. What was his percentage of nif profit)” 

You would be a smart boy if you solved this one. 
You would be still smarter if you conducted a shoe 
business on this basis and kept out of the hands of the 
sheriff, and yet this is precisely what some shoe mer- 
chants are trying to do; they are forgetting some of the 
items of overhead expenses and then are nonplussed 
when the annual inventory is figured up, to find they 
have not made any money. 


How an Ohio Merchant Figured 


A few years ago, merchants attending the convention 
of the Ohio Retail Shoe Dealers, were given slips of 
paper on which they were asked to write, in terms of 
percentage, their cost of doing business. 

The figures were read off and tabulated. The low 
figure was eleven per cent. The chairman asked the 
eleven per cent man to stand up and explain how he 
operated his store so economically. Very proudly he 
explained the situation in this way: “In the first place 
I own my own building, so do not have to pay any rent. 
My daughter and I run the store, except on Saturdays 
and holidays, when my wife comes in and helps us out; 
so } do not have any salaries to pay. I do not borrow 
any money, so | do not have any interest to pay.” 

When asked if he didn’t think he should charge up a 
salary for himself, his wife and daughter, he said, “If 
figure my own time in on my profits and have to keep 
my wife and daughter anyway, so they might as well 
be working.” 

When asked about taxes and insurance on the build- 
ing, he said the second story was rented out, and the 
income more than paid taxes and insurance. 

When asked if he didn’t think he should charge in- 
terest on his investment, he said, “It is my money. 
Why should I charge myself interest on what is already 
mine?” 

No Overhead? 


When a fair valuation was put on the building, a 
fair rental charge added, a nominal rate of interest 
figured on his investment, reasonable salaries charged 
up for himself, wife and daughter, it was found he had 
a very high overhead, and as stock turn was low, his 
store was actually losing money. _, 

The man then admitted that something was the mat- 
ter with his business, he had ceased to be prosperous 
and he had come to the convention to find a remedy. 
A blackboard demonstration of how to figure profits on 
sales, rather than on cost, showed him where his reason- 
ing was wrong. He got the answer to his problem. . 


You and Your Business are Two Distinct Individuals 


You may be the sole owner of your business; may 
have no partners or stockholders, but even at that, 
insofar as finances are concerned, you are one individual 
and your business is another. 

It-takes both money and intelligence to profitably 
operate any business. If you are furnishing the money, 
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you are entitled to interest on that money, just as much 
as if it was borrowed from a bank. 

You are manager of the business, and as such, you 
owe the business your undivided time, thought and 
attention; you owe it your whole-souled loyalty and 
devotion. If you love it as you should, there will be no 
question about your loyalty and devotion. 

In return for that time, thought, energy and devo- 
tion, the business owes you a fixed compensation; 
either a set salary, or a definite compensation based on a 
percentage of sales or percentage of profits. This 
compensation is a part of the overhead expense and 
should so appear in ledger accounts and in the trial 
balance. Should you own your own building, the 
business owes you a rental for it just as much as if it 
belonged to somebody else. 


The Money Value of Time 


’ There is a commercial value to time, to money and to 

occupancy of buildings. That value can be determined 
only by what they are worth to somebody else. What 
could you sell your services for to some other man? 
What rate of interest could you get for your money if 
you loaned it to some other man with security equally 
as good? What could you get for your building if 
rented to somebody else for a shoe store? What is a 
fair return on the present value of the building, taxes, 
insurance, upkeep and depreciation considered? 

These questions answered, enter the amounts on the 
ledger as charges against the business. When these 
charges, together with all other items of overhead, are 
deducted from gross earnings, the residue is profit— 
net or nit as the case may be—to be divided pro rata 
among the stock holders or partners. If you are the sole 
owner, you, of course, get it all—or lose it all. 


Mark- Up and Mark-Down 


Some months ago I had a letter from a merchant 
asking how much profit he should take in a store doing 
$60,000 business in a town of 10,000 population. 

A second letter disclosed that what he really wanted 
to know was how much mark-up he should add in order 
to make a profit. He was carrying a stock of $40,000, 
to do the $60,000 business, and he was marking all his 
shoes regardless of style, quality, or intended use, at 
50 per cent over invoice price. Since the store was not 
making a profit, he thought his mark-up should be 
higher. 

Of course he couldn’t make a profit. He was getting 
only one turnover (or less) a year. Some merchandise 


. .was sure to get stale and unsalable. If he took a mark- 


down he would take a loss—was only playing even if it 
all sold out clean at marked price. If he put on any 
heavier mark-up, competitors would surely undersell 
him. What was the matter and what could be done? 


Graduated Mark-Up 


‘ vie tf 
The first thing was to get rid of a lot of ‘dead mer- 
chandise, shelf-warmers that were eating up the profits 
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on what he did sell. He had to mark them down, took 
a good stiff loss on part of them.. 

Then he analyzed his sales and quit buying certain 
things that did not sell fast. He cut out promiscuous 
buying and concentrated on fewer lines. 

He adopted a graduated scale of mark-up. Men’s 
work shoes, for instance, were marked on a closer 
margin, because it requires less time, attention and 


expert salesmanship to sell them, and because the 


depreciation on account of style changes is small. 

Women’s comfort shoes were marked on a closer 
basis than fancy novelties for the same reason. Chil- 
dren’s shoes were marked closer because styles do not 
change rapidly and because the children’s department 
is a feeder for the other parts of the store. 

Fancy novelties in women’s street and evening shoe 
were in some instances marked higher, because more 
time, attention and salesmanship are required to sell 
them and because depreciation from style changes is 
greater. 

On the whole, the mark-up was lowered, but with a 
smaller investment, and an actual increase in business, 
the store is showing a profit. 


Mark- Up Depends on Service and Turnover 


Mark-up depends to a great extent upon what a mer- 
chant sells along with the merchandise. Charge ac- 
counts, deliveries, liberal allowances on returned mer- 
chandise, rest rooms, luxurious furnishings, liveried 
door men, and the hundred and one other services which 
the modern high class store gives to its customers must 
be charged to overhead and must be reflected in the 
mark-up put on the merchandise. 

Another store may sell equally as good merchandise 
on a “cash and carry” basis of operation at consider- 
ably less price and make just as much net profit. 

A ham sandwich in the Waldorf-Astoria, New York, 
the Drake, in Chicago, the Commodore, in Los Angeles, 
costs four or five times as much as in a cafeteria around 
the corner. The net profit may be the same. The dif- 
ference in the surroundings and the service accounts 
for the difference in mark-up. 


Turnover a Big Consideration 


Besides service, stock turnover is a big factor in deter- 
mining the necessary percentage of mark-up in order to 
make a reasonable profit. 

A stock turnover means, literally, to sell the goods 
and refill the shelves. The more often this process is 
repeated during the year, the more healthy the stock 
will be, and the smaller the margin of mark-up neces- 
sary. A grocer, for instance, can do a $50,000 business 
on less capital than a jeweler, because his stock turns 
more frequently. He can also operate on a less per- 
centage of mark-up. 

A shoe store with a one time stock turn would have a 
hard time meeting the competition of another one in 
the same community having a three times turnover, 
providing the service of the two stores is on a parallel. 


Methods of Figuring Turnover 

How to figure turnover is a question upon which 
there has been much argument. There are several 
ways that may be said to be right, but there are many 
ways in use that are wrong. 

To be right, the same basis should be used in deter- 
mining both the inventory and the total sales. Either 
inventory at cost (or present value) should be figured 
against sales at cost, or inventory at retail should be 
figured at sales at retail. In either event the monthly 
average of the stock and not the inventory period alone 
should be taken as the basis of calculation. 

Below we are giving the actual figures of an Ohio 
store for 1921 and showing the turnover figured in seven 
different ways. 

The senior partner of this firm believes the pair basis 
shown in Chart No. 7 is the proper way to figure, al- 
though if the result in dollars is desired, Chart 6 is just 
as reliable. In his opinion all the other methods are 
wrong. He is a successful merchant as can be seen by 
studying these figures. It might be interesting to you 
to know that total overhead in this store was less than 
20 per cent of sales. 


TURNOVER 
How to Figure It and How to get It 
Example No. 1—Year 1921 
Figuring retail sales at cost price. 
Inventory as of December 31, 1921. 
Total sales at cost price............. $145,925.00 
Inventory December 31, 1921........ 11,350.00 


145,925.00 
11,350 3 9/1 


Example No. 2— Year 1921 

Figuring retail sales at cost, against inventory of 
January 1, 1921. 

The only difference between this example and ex- 
ample No. | is that it is figured against inventory taken 
at beginning of year instead of end of year. 

We ses ie Swneeucsest 145,925.00 

14,060 = 10 5/14 


INVENTORY 
Example No. 3— Year 1921 

This is the wrong way in which so many retailers fool 
themselves. 

Figuring retail sales at retail, against inventory of 
December 31 cost price. 

Total sales at retail price... .. .. $212,382 = 18 8/11 

Inventory at cost price Dec. 31.. 11,350 


Ezample No 4 
Figuring retail sales at retail price, against inventory 
also taken at retail price. 
Total retail sales at retail price. . $212,382 = 13 3/16 
Inventory Dec. 31 retail price... 16,829 
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_INVENTORY 
Example No. 5—Year 1921 
Figuring pairs on hand December 31, against total 
pairs sold during entire year. 


Total pairs sold 1921........... 30,251 _ 10 1/5 
Pairs on hand December 31..... 2,956 | 
TURNOVER 


Example No. 6— Year 1921 
Figuring average inventory on hand at the end each 
month (cost price) starting with inventory as of Janu- 
ary 1, which gives thirteen items instead of twelve. 


Inventory 


January Bau sc cht aade areettes $14,060.05 
SE = Win cbwecissibesbeddeebs 13,981.01 
DEY “Minscccesadncassnanede te 13,575.00 
March Crp eae: 17,262.05 
April a ai RL PF ye 17,832.34 
May ROT ep 19,023.13 
June ee eee 17,324.01 
July DG eke cid aes 19,225.83 
August a i ae A ae 26,662.99 
is vcwnnanmehiee 24,997.02 
SE Sen ithe doldcesia sce at 33,621.43 
Tso cbueuvdeyenaveni xs 22,663.27 
DROOMEMNEE Sh...cnccccscccc rr. BSR 
13)251,538.23 
Average monthly inventory = 19,349.10 
Total sales for year, figured at cost.. 149,925.91 
145,925.91 
19,349.10 Ei 
TURNOVER 


Example No. 7—1921 
Figuring turnover on pair basis, taking the average 
pairs on hand monthly, against total pairs for the 
entire year. Because we start with pairs on hand 
January 1, gives thirteen months instead of twelve. 


Inventory 

January Ditd ccadadateceteael cetete 3,489 
SE SM ee ica cide cds kees ceed 3,301 
ES EES ale noah noe oad oobaaneuee 3,196 
March EA sith wach aah binds ones 3,860 
April Be lo, is bi cal ae 4,078 
May Ms onctdet ce deced weed oxewe 4,079 
June ee eee Ae allie 3,892 
July isietsis iekkdvecee esau 4,142 
TAM ions 0 A Con's ou dithir alia eal 5,573 
ni endckownnn sedewennedne 5,151 
CET. MAY inten 4 ening had emeacen nes 6,845 
ee  sbaics dis aid we cach bea oun 4,810 
SE Wad onsins code cocesnockenec 2,956 

13)35,371 
Average pairs on hand at end of each month. 3,798 
Total number pairs during year.......... 30,251 

30,251 
3,798 

This method used in Petot stores. 
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Knicker and Boots 


The lure of the great outdoors has taken a firm hold 
upon the great American public. Only a few years ago, 
a case went through the courts of Indiana to determine 
whether or not a woman could wear trousers. 

There may yet be some questions of etiquette and 
propriety as to where and when it is proper for women 
to wear trousers, but it has been established beyond 
question that knickers are proper for out-of-door sports, 
for golfing, horseback riding, hiking and similar usages 
where skirts would hamper the activities of the wearer. 

People generally have ceased to question a woman’s 
social position, her modesty, or her morality, simply 
because she rides a horse ‘man fashion” or because she 
indulges in outdoor sports and pastimes. 

The woman who wears knickers must have footwear 
that will be appropriate, comfortable and serviceable. 
Footwear that will harmonize in appearance and add 
grace and elegance to the costume. 

In a general way there are two types of footwear that 
look good with knickers—heavy sturdy oxfords and 
lace boots 10, 12, 14 and 16 inches in height. Both 
oxfords and boots should carry welted soles and low 
or medium low broad heels. 

Sometimes women are seen wearing knickers and 
boots or low shoes with Louis heels. Louis heel foot- 
wear is just as much out of plan with a knicker suit as 
a pair of hiking boots would be with an evening gown 
of lace and metal cloth. 

Very few towns are so small that people do not leave 
home for vacations. If people take vacations they 
need and will buy vacation apparel if it is properly 
brought to their attention. Even if the young and 
near young woman does not spend long vacation periods 
away from home, a desire can be created for hiking, 
golfing and other out-of-door sports and a desire for 
proper footwear for those purposes. 

If there is a Prairie Club or similar organization in 
your city, better get in touch with the officers. If such 
an organization does not exist, it might be a good idea 
to have one organized. Anyway, don’t let some drug 
store or sporting goods store get the jump on you in 
supplying the footwear wants of the athletically in- 
clined women of your community. 


Which Foot Is Larger ? 


That the léft foot is larger is a common tradition of 
the trade, and shoe clerks usually fit the left foot first. 
However, a last maker, who has lately measured many 


_, feet in certain experimental work, says that 75 per 


cent of his measurements show that the right foot is 
larger. He measured men’s feet chiefly. Also, he 


found that in a number of instances the feet were of 
the same length, but that the right foot was larger by 
even a quarter of an inch in ball and instep measure- 
ments. The latter instance suggests the need of ac- 
curacy in the fit of the width of feet, as well as the 
length. 
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Wisconsin Shoe Retailers, to be held in Apple- 

ton August 8, 9, and 10, will be the best one 
yet. All committees are working under steam to make 
this possible, and the result, they feel sure, will be most 
gratifying to the visiting retailers. Arrangements are 
rapidly being completed, and everything will be in 
readiness for the big show on the morning of August 8, 
when registration begins in the Eagles Hall, which will 
be convention headquarters and where the convention 
meetings will be held. 

Circulars containing return attendance cards were 
mailed out by the publicity committee to some 1500 
retailers throughout Wisconsin, and registrations are 
coming in in large numbers. Many of the shoe men 
contemplate bringing their wives with them. 


| NLESS all signs fail, the State convention of the 


Excellent Speakers on Program 

The program will include some excellent speakers, 
who will talk on live subjects of vital interest to the 
attending shoe men. Considerable time will be devoted 
to open forum discussions, which have proven so help- 
ful in many of the State conventions. Round table dis- 
cussions will be a feature of the noonday luncheons and 
a question box is to be a feature of each day’s prog- 
ram. “Fill it. The harder they are, the better they 
crack,” is the admonition of the officers to the mer- 
chants. 

An unusually large exhibit is being planned, about 
seventy-five exhibitors already having signified their 
intention of having displays. These displays are to be 
made in the Armory, and will cover not only footwear 
manufactured in the State of Wisconsin, but that manu- 
factured elsewhere. 

On Tuesday evening there will be a big band concert 
in the Armory, and on Wednesday the retailers await 
with interest the final score of the ball game scheduled 
for 2.30 P.M. between the Weyenberg Shoe Company's 
team and the Appleton Forresters. After the ball game 
on Wednesday there is to be a boat ride on Lake Win- 
nebago, with a cafeteria supper and dancing on the 
boat. On Thursday evening one can choose between 
bathing and dancing at Waverly Beach. 


Program for Women Guests 

A special program of entertainment has been ar- 
ranged for the visiting ladies, including a card party on 
Tuesday afternoon, the ball game on Wednesday if 
they like the game, and on Thursday afternoon an auto 
ride has been planned, to be made on the north side of 
the river to Kaukauna, with the return trip on the 
south side of the river. On the return trip, through 
the courtesy of the Kimberly-Clark Paper Company, 


Wisconsin Shoe Dealers Planning Best 
- Convention Ever 








they will be shown through the largest paper mill in 
the Fox River Valley, which is located at Kimberly. 

The program which follows shows what an interest- 
ing time may be expected by all those who attend the 
1922 annual convention of the Wisconsin Shoe Retail- 
ers, and what excellent talent has been provided for 
their instruction and entertainment. 


TUESDAY, AUGUST 8 
1:30 P.M. Formal Opening of Convention. 
Call to Order by President, J. E. Lengen- 
berg. 
Singing, “Star Spangled Banner.” 
1:45 ° Address of Welcome, Mayor Henry Reuter. 
President’s Report. 
Secretary's Report. 
Appointment of Committees, Resolutions, 
Nominating, Auditing. 
3:00 Address, ““The Retailers and Legislation,” 
Senator Oscar Morris,.Milwaukee. 
3:30 Address, Atty. F. L. Fawcett, Milwaukee. 
4:00 Address, “Co-operation and Smiles,” Rec. 
G. Kenneth MacInnis, Green Bay, 
Wisconsin. 
7:30 Inspection of Displays. Concert given by 
band accompanying the Milwaukee 
Manufacturers. 


WEDNESDAY, AUGUST 9 
Question Box, ‘Fill it. The harder they are, the 


better they crack.” 
8:00 A.M. Community Singing. 


8:30 “Insurance.” Henry Hagemann, Colum- 
bus, Ohio. 
9:00 Address, Mr. G. M. Spangler, Secretary 


National Shoe Retailers’ Association, 
Chicago, II. 
9:30 Address, ““The Chain Store Movement of 
Today,’ Hugh G. Corbett, Secretary 
Appleton Chamber of Commerce. 
10:00 Open Forum, “Business—How to get it: 
how to figure it, and how to run it.” 
Inspection of Displays. 


THURSDAY, AUGUST 10 
Question Box, “Fill it. The harder they are, the 
better they crack.” 
8:00 A.M. Community Singing. 
8:30 Reports of Committees, Resolutions, Nomi- 
nating, Auditing. 
10:00 Address, “Co-operation,” Walter Booth, 
Vice-President Weyenberg Shoe Manu- 
facturing Company, Milwaukee. © “’ 
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10:30 A.M. to 1:00 P.M. Inspection of Displays and 
, buying by merchants. 

1:30 P.M. Open Forum. Round Table Discussions. 
Election of Officers. 
Introduction of Elected Officers. 
New Business. Good of Association. Next 
Convention City. 
Adjournment. 


PROGRAM (Entertainment) 
TUESDAY EVENING 
7:30 P.M. Band Concert at Armory. 
WEDNESDAY 
2:30 P.M. Ball Game. Weyenberg Shoe Company 


vs. Appleton Forresters. After ball 
game ride on Lake Winnebago. 


THURSDAY 


After closing of meeting, bathing and dancing at 
Waverly Beach. 





The ‘‘Case-Lot’’ Economy 


(Continued from page 61) - 


ordered—in medium and lower grades of women’s foot- 
wear—case lots of thirty-six pairs on a width, the most 
economical factory unit yet devised and one which, 
if used understandingly today, would lower the manu- 
facturer’s cost to his customer, on certain types of 
shoes, by a percentage approximating the retailer's 
cost of operating his business. 

Rarely does a buyer, accustomed to purchasing in 
quantities adaptable to his own peculiar system, order in 
units of twenty-four pairs. Some smaller number 
coming between three and twelve pairs seems better to 
suit his fancy, with the net result that shoes, which he 
could buy in case lots, cost him more on the smaller 
lot basis. 

In addition, a well understood and indirect saving is 
forced, under the thirty-six pair method in that styles 
are necessarily less varied and widths are usually 
limited. Proof is easy to obtain that a shoe approxi- 
mating the style of the moment ‘can be as readily sold 
as one which seems to be exactly right in every detail. 

One is privileged to sell his shoes at any figure he 
may choose, but certain inexorable, unwritten laws 
require a certain percentage of profit if one hopes to 
remain in the business; and it seems safe to record that 
a proper operating margin and one of quite universal 
use is thirty-three per cent of the selling price. 

At the opening of a season on straight-line footwear 
of a staple character, there is profit to be had in the 
factory saving system of “case-runs.”” The store which 
uses “case” footwear is thereby able to make a better 
profit, especially if a six months period of demand is 
ahead. 
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The early lawn mower catches the devil. 


They say Congress is getting nervous 
about the country. Fair enough—seeing 
how nervous the country has been for 
some time about Congress. 


As we understand the railroad strike, it’s 
a question of whether or not the Govern- 
ment shall dispatch the wrecking crew to 
a serious collision between the High 
Cost of Living and the workers. 


Given a little more experience, President 
Hays of the Motion Picture Producers 
and Distributors of America can write a 
book entitled “How to Tell the Wild 
Films.” 


The shoe business is cursed with many 
problems, but it is spared the child 
laborer. 


Exit “Boston Show’’—well-named and 
well-executed, for it showed New Eng- 
land and the rest of the nation that our 
industry is on its feet and doing business 
at the old stand. 


Lots of men are beginning to date all 
history from B.P. or A.P. (Before or 
After Prohibition). 


aa 

















age 





80 BOOT AND SHOE RECORDER 





July 29, 1922 


He Made a Speech and Sold Shoes 


‘‘In Bunches” 


Spokane Merchant Leaves His Upstairs Shop and Goes Direct to - 
Graduating Classes of City Schools, Getting Orders 
and Some Mighty Good Advertising 


ITH a certain amount of footwear destined to 

‘ be sold to members of the school graduation 

classes each year, Warn & Winston, upstairs 

specialists in women’s footwear in Spokane, planned 

months ahead this season to secure more than their 

normal quota of graduation business and set out with 
that idea in mind to “corner” the school trade. 

As soon as the school authorities had made up their 
lists of possible graduates in the June class, which was 
shortly after the holidays, Robert Winston secured 
these names. Then he asked permission of the gradu- 
ating class officers to appear before meetings of the 
girls of the class. At these meetings he offered each 
girl an opportunity to “design” her shoes to be worn 
at the baccalaurette and graduation exercises. The 
girls were given an idea by Mr. Winston at the meeting 
of what the prevailing styles would be and approximate 
prices. They were told to think over what they would 
like to wear and to report to him at a later meeting. 


“Custom” Shoes From Stock 


At the second meeting the girls were ready with 
their ideas and Mr. Winston made a record of each 
girl’s name, address, the name of her parents, the width 
and length of her shoes, a description of the style she 
preferred, and an indication of what materials were to 
be used in the shoes. A deposit of $1 was necessary to 
place the order. By stressing certain styles he was sure 
would be in the Spring stock, Mr. Winston was able 
to confine a majority of the pumps ordered to numbers 
that were coming in the regular stock. However, about 
40 different numbers were designated by the girls in all. 

The complete lists were checked with the store 
records on the new stock and those numbers, materials 
and sizes on the stock records which were asked for 
by the girls were reserved before the new stock actually 
arrived. Numbers not coming in the usual stock were 
given as special orders to the factory supplying the 
Warn & Winston store. The shoes ranged from $3.85 
to $8 and $10 at the retail prices, and the total received 
for the number of shoes sold in this way, was between 
$1,000 and $1,200, Mr. Winston stated. 


Selling Shoes “In Bunches” 


The girls were requested to come to the store with 
their mothers or guardians to be fitted. As the Warn 
& Winston shop ison the fifteenth floor of a business 
building, this served to acquaint the mothers with the 


Jocation of the store and the service and stock of th 
establishment. Shoes taken from the regular Spring 
stock were provided for the girls well ahead of the gradu- 
ation date, but the special orders arrived only a few 
days before that date. With but a few exceptions, the 
firm had no difficulty in making sizes and those who 
were not properly fitted by the special orders were 
given similar numbers in their proper sizes from stock. 

Mr. Winston appeared before the girls of both of the 
large Spokane High Schools and now that the ice has 
been broken, figuratively speaking, the novel way of 
selling will probably be attempted again next year. 

“We did not expect to make abundant profits on this 
selling method this year, but instead, we attempted to 
show the girls and their mothers that our firm was 
paramount in offering service to themselves and their - 
families,” said Mr. Winston. ‘We attracted many 
new customers to our shop, established our location in 
their minds and above all secured the first sales that 
are in many cases bound to be followed up in the future. 

“The girls liked the idea of ‘designing’ their own foot- 
wear and this is bound to appeal to girls of high school 
age most anywhere. We would begin the initial work 
in the high schools even earlier in the future, as we 
came close to receiving the special orders too late. 
This would have been disastrous if they had been de- 
layed until after graduation week. We considered the 
high schools the proper field for this method rather 
than the grade schools. Universities or colleges might 
be appealed to with a similar selling plan.” 





Some Shoe Dressing Specialties 


The Griffin Manufacturing Company of New York 
City, has recently added to its line, two numbers that 
are meeting with a great deal of interest from the trade. 
The first of these is the Shookit, a complete outfit with 
bristle brush dauber, polishing cloth and dressing, and is 
all packed in a substantial cardboard box. The dressing 
varies, of course, depending on whether the kit is in- 
tended for black or russet shoes. 

The most recent addition to the line is Neutral Lo- 
tion Cream. This is an adaptation of the Lotion Cream 
that has long been a feature of the line, but designed 
especially for use on smoked elk stocks. Smoked elk 
has proven to be very difficult to clean, and the claim 
for the Neutral Lotion Cream, backed by the experience 
of many users, is that it is especially effective. 
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ST. LOUIS 


Business Continues in Slump 


Mark-Down Sales Have Not Stimulated Buying Appreciably 
—Stocks of White Nearly Depleted 


USINESS througbout the week con- 

tinued to suffer. If there has been 

any change, it certainly has not been for 

the better. Practically all stores reported 

business off, majority preferring the term 

“off” to the more discouraging phrase 
“‘ousiness is bad.” 

There have been sales and plenty of 
them, but even reductions on good foot- 
wear did not bring the desired results. 
As one manager of a large store expressed 
it: “There is no ‘pep’ in the buying, even 
though good merchandise is offered at a 
price.” One store in the popular price 
field, conducting a $1.95 sale on a lot 
of odds and ends in broken sizes, declared 
that most of the business transacted dur- 
ing the week was on the line of shoes 
offered in the sale. 


White Footwear Stocks Low 


White footwear has been cleaned up 
perhaps better than in any. previous sea- 
son. Many requests are had in stores 
every day for the right size and styie of 
white, but few are able to be fitted due to 
depleted stocks. White kid was one of 
the best bets overlooked in the early buy- 
ing by retail shoe merchants. There are 


practically no white kid shoes in the mar-_ 


ket and many pairs could have been 
disposed of if the shoes bad been avail- 
able. White canvas oxfords, considered 
to be a doubtful item in the style field, 
have been one of the good numbers in the 
sales. One retail merchant bought from 
an outside store over two hundred and 
fifty pairs of white canvas oxfords end 
disposed of them without any difficulty. 


Satins Sold Well 


Satins have been selling freely in the 
demand, especially in the higher heel ef- 
fects. Some black kids have also been 
called for but in no large volume. Satins 
are being touted as the one big bet for 
early fall selling. Most of the retail shoe 
merchants are playing this vogue as one 
of the sure style developements. Beaded 
satins seem to be the choice of those who 
have already placed their orders. Some 
are fighting shy of the beaded effects until 
a more definite style tendency shapes 
itself. 

The Saturday of this week was about 
the worst of the season. All the large 
department stores inaugurated their all- 
day Saturday closing policy starting with 
July 15th and continuing up and including 
August 19th. This plan of Saturday clos- 
ing simply broke the back of the retail 
shopping district. Scarcely any one was 
on the streets after three o’clock and for 


the most part the shoe stores were de- 
serted. None of the retail stores have 
joined in the plan of all-day closing but 
some have adopted a half-day policy while 
quite a few have closed at three o’clock. 

For those that kept their stores open 
there was no noticeably increased business 
which some would believe would be cre- 
ated by the closing of others. The general 
impression created in the minds of the 
public by the closing of the department 
stores, is that a majority of retail stores 
are closed and the shopping trip is de- 
ferred until Monday. The progrietor of 
one of the largest retail shoe stores stated 
that during the six weeks all-day Saturday 
closing of the department stores, the re- 
ceipts for those days would decrease 
approximately fifty per cent. 

Another factor that has caused condi- 
derable comment in the falling off of the 
general retail business, is the railroad and 
coal strike. This market has a large fol- 
lowing from the Illinois coal fields and 
there has been a notable falling off of this 
business. The data of the retail asocia- 
tions will verify the facts that fewer re- 
tail buyers are coming to this market from 
that district than was the case when con- 
ditions were normal. 


Vogue Men in New York 


M. Weiss and S. Crasilneck, members 
of the firm of the Vogue Boot Sh op are in 
New York on a buying trip. It was stated 
at their store that they would remain away 
about a week or ten days, The Vogue 
specializes on short vamp shoes and the 
principle purpose of their trip is to select 
manufacturers who specialize in this type 
of footwear. 


Walk-Over Store Has Sale 


Manager A. W. Lutz, of the Walk-Over 
stores is determined to clean up his broken 
lines of men’s low shoes. He has intro- 
duced a sale on which he has placed a 
range of prices from $3.95 to $5.95. The 
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shoes offered in the sale were the regular 


lines and most all sizes were in each lot. 


Bickel Returns from East 


Manager Bickel of Brandt’s who has 
just returned from a buying trip in New 
York stated that in his judgement, the 
style situation was not definitely devel- 
oped. He felt that at present the market 
offered very few patterns that could really 
be termed new. 


Shoe Leather Club Give 
Excursion 


The St. Louis Shoe and Leather Club 
gave a boat excursion on July 15th. The 
steamer G. W. Hill was especially chart- 
ered for the occasion. The party was 
held in the afternoon and evening during 
which time music and dancing were 
arranged for by the committee. 


Pierce City, Mo., Wants Ju- 
venile Factory 

Citizens of Pierce City, Missouri have 
raised $20,000 of the $25,000, necessary 
to secure the location of a branch factory 
of the Juvenile Shoe Corporation, of 
Carthage, Missouri. Men in charge of 
the canvas declare that the remainder 
can be raised. A committee from Pierce 
City has been in Carthage in conference 
with officials of the company regarding 
the new plant. 


Barnett Addresses Advertis- 
ing Club 

Bert Barnett, advertising manager of 
the Friedman-Shelby Shoe Company, 
branch of the International Shoe Co., ad- 
dressed the Advertising Club of St. Louis 
on Tuesday, July llth. His topic was 
“Specialty Advertising’. Barnett ex- 
plained the uses which the company had 
put this form of advertising and the suc- 
cessful results brought about hy the 
proper use of specialty advertising. The 
millions of pieces of specialty advertising 
used by retail shoe merchants throughout 
the country is astounding, he declared. 
Barnett illustrated his talk with samples 
of the various types of specialties the com- 
pany uses and distributes among its 
customers. 





MILWAUKEE 


Retail Stocks in Fair Shape 


Clearance Sales Partially Successful—Shoe Manufacturers 
and Hosiery Plants Busy 


MODERATE degree of success has 
attended the efforts of Milwaukee 
shoe merchants to dispose of their sur- 
plus stocks by the clearance sale method. 
Both the odd lét shoes and the white foot- 


wear sold well on a brisk, low-price de- 
mand. Sales of the regular stock were 
only fair during the mid-year sales, as is 
usually the case. Shoe merchants. are 
going to “sit tight”’ for the next few weeks, 
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they say, and obtain satisfaction in the 
outlook for Fall selling, rather than in the 
daily sales reports during that period. 
The gap between the end of the white 
sales and the call for the Fall lines is apt 
to be rather dull, and merchants are get- 
ting ready for it. . 


The Future of Prices 


Conflicting opinions are current here 
among shoe merchants, relative to the 
price situation. While the general run of 
merchants look for little or no increase 
there are several shrewd men who are pre- 
dicting a change due about October. One 
well-known Grand Avenue retail mer- 
chant, specializing in men’s shoes, has al- 
ready increased prices from 8 to 16 per 
cent. Not only were prices increased by 
this store, but the price increase was ad- 
vertised. 

Manufacturers Are Busy 


There is no lack of activity in the manu- 
facturing plants here, and while one or 
two of the smaller factories have slightly 
decreased their working forces, two of the 
largest shoe factories have taken on addi- 
tional men, and plant capacity has been 
reached. 

The tanneries here are operating at a 
little better than 50 per cent, and are 
being held back because of the difficulty 
in getting common labor. Demand for 
leather has been steadily improving, and 
sales showed a gratifying improvement 
over last month. 

In general, the employment situation 
here is eminently satisfactory. With the 
exception of a few isolated factories, pro- 
duction has come up to within 10 to 15 
per cent of normal, and employment is 
generally conceded by government and 
individual economic reports to be better 
than 80 per cent of normal. This is satis- 
fying, because it means a general loosen- 
ing in the money market, and the conse- 
quent increase in buying power on the 
part of the public. 


Hosiery Plants Boom 


Two of the largest hosiery plants in 
Milwaukee have taken on from 150 to 
200 men each, and are working at full 
capacity. One of the companies, which 
ranks with the largest in the world, is 
working 24-hour shifts and 7-day weeks 
to catch up on orders. The outlook is 
very bright for Fall in the hosiery industry. 
Prices, according to local plant officials, 
will be little different from those of 
last year. A slight rise in the general 
level of prices in hosiery may be looked 
for, they state. 


New Store for Madison 


A branch store will be opened by the 
Huegel & Hyland Shoe Co. of Madison, 
Wis., about September 1, according to an 
announcement by Joseph Hyland of that 


concern. The company expects to make 
the new store one of the best and most ex- 
clusive ladies’ and gentlemen’s boot shops 
in Madison. It will be located at 428 
State Street. Louis Haack will be ip 
charge of the new establishment. Huegel 
& Hyland have been in business in Madi- 
son for five years. 


Shoe Store Loses Location 


Schneider Brothers Shoe Store of Mon- 
roe, Wis., has been forced to announce the 
closing out of their stock preparatory to 
gong out of business. The building oc- 
cupied by the store has been purchased by 
the Monroe Electric Company, and the 
business district of the city does not con- 
tain another vacant store building suit- 
able for occupancy by the company. Ac- 
cording to George Schneider, the firm has 
until September 1 to move, and may se- 
cure another site. 


Farmers’ Stores Successful 


The Bloomer Farmers’ Stores Com- 
pany, an organization composed of farm- 
ers of Central ard Northerr Wisconsin, 
opereting a chain of twelve general stores, 
announces that business for the fiscal year 
is well over $3,000,000. The stock in the 
company, whose activities, with one or 
two exceptions, are confined to small 
towns, is entirely owned by farmers. No 
money is borrowed by the company, which 
is heavily capitelized. William Larson, 
president and manager of the company, 
has announced that the new building at 
Eau Claire, the largest in the chain, is 
nearly completed. 


Shoe Men Donate Prizes 


The public-spirited attitude of the shoe 


merchants of Racine Junction and West 
Racine was demonstrated at the recent 
picnic of the Junction Business Men’s 
Association and the West Racine Business 
Men’s Association, held at Silver Lake, 
Wisconsin. Six merchants donated pairs 
of shoes as prizes for various contests. 
Prizes aggregating several hundred dol- 
lars were offered as an inducement to 
members to participate in the contests. 


Unusual Shoe Exhibit 


A pair of Congo flapper shoes is shown 
in connection with an interesting exhibit 
in the window of the B. F. Goodrich store 
here, which vividly depicts how rubber is 
collected and prepared by Congo natives. 
Whenever a native wants a pair of shoes, 
according to an official of the company, he 
or she stands in some liquid rubber, steps 
out, and lets the coating on ber feet cool 
and coagulate, and then keeps stepping 
in and out of the rubber puddle until the 
“shoe” has reached the proper thickness. 
The natives wear the shoes for months, 


then slit them down the back, take them 
off and make themselves a new pair. 


Return from European Trip 


Mr. and Mrs. Albert Weinbrenner have 
returned from an extended trip through 
Europe, Asia, and Northern Africa. The 
party which made the trip, in addition to 
Mr. and Mrs. Weinbrenner, consisted of 
Mr. and Mrs. Otto L. Hahn and Mr. and 
Mrs. Charles Niss, all prominent Mil- 
waukeeans. Mr. Weinbrenner is president 
of the Albert Weinbrenner Shoe Company, 
Milwaukee. The party left Milwaukee in 
February, sailing from New York, Feb- 
ruary 11. 


Talks Before Rotarians 


An interesting talk on footwear and the 
proper method of keeping the foot healthy 
was given before the Rotary Club of 
Marshfield by A. Johnson of the Paulson 
Shoe Company. Mr. Johnson empha- 
sized the almost universal ignorance prev- 
alent regarding the foot and its structure, 
and explained the corrective work being 
done by shoe merchants to overcome this 
lack of interest in an important part of 
the body. 


Shoe Merchants in East 


S. J. Brouwer, Charles Collar, and 
Charles Lew, three of the best-known 
shoe merchants in Milwaukee, are in the 
East, looking over the various show offer- 
ings, and making the rounds of the fac- 
tories. Mr. Brouwer is East in the inter- 
ests of Brouwer’s Family Shoe Store, 
while Mr. Collar and Mr. Lew represen- 
Gimbel Bros. and the Boston Storet 
respectively. 


Bankruptcies Increase 


Nearly twice as many individuals and 
corporations in the Eastern district of 
Wisconsin were declared bankrupt by the 
Federal District Court during the fiscal 
year which ended June 30, according to 
Fred C. Westphal, Jr., clerk of the Fed- 
eral Court. Cases numbering 233 were 
concluded during the year, eighteen of 
which were involuntary, the remainder 
voluntary. Ninety-four merchants were 
among the bankrupts, this class being 
second to workingmen in the number of 
bankrupts. At present there’are pending 
in Federal Court 157 voluntary and 104 
involuntary cases. 


Shoe Men Optimistic 


A decidedly confident note permeated 
the third semi-annual sales meeting of the 
Portage (Wis.) Shoe Manufacturing Com- 
pany, held at the office of the firm. Rep- 
resentatives from twenty-five States were 
in attendance. Sales representatives and 
factory officials look for the best sales and 
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productions records in the next twelve 
months of any similar period in the com- 
pany’s history. Production will be in- 
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creased at once, following favorable sales 
reports, according to officials of the 
company. 





CINCINNATI 


Fair Volume of Business Done 


July by No Means a Dull Month, Say Merchants Who Have 
Put Forth a Little Effort 


N spite of Saturday closing and the 

fact that large numbers of the Queen 
City’s inhabitants have departed for their 
annual summer vacation, tke local shoe 
merchants have found it possible by 
means of a little more sales effort, to 
maintain a fairly healthy volume of busi- 
ness during July. While the clearance 
sale on the regular run of the stock has 
helped to keep up a pretty steady business, 
the larger of the local retail merchants 
have found it profitable to make the sea- 
son a little more lively by offering sum- 
mer novelties such as extreme cut-out 
sandals in plain whites and whites 
trimmed in all colors. Of course they 
have been very short lived, nevertheless 
they have filled in a gap which otherwise 
may have gone down on the records as a 
seasoval lull. 

A number of the local shoe merchants 
are giving extra time and attention to 
their window trims during the summer 
months. Some of them figure that it is a 
good time to give a little special study to 
their windows, for it not only assists in 
eliminating the bad effects of the usual 
summer lull in business, but it also helps 
to develop new ideas in window trimming 
that can be used during the busier sea- 
sons. 

Double Last Year’s Volume 


One of Cincinnati’s downtown retail 
stores reports that special attention given 
to window trims during June and July has 
helped to double their business over the 
same period of last year. The manager of 
this store says that few merchants re: lize 
the actual value of every square inch of 
space they have in their show windows. 


Repair Work Explained, to 
Potter Employees 





The weekly meeting of the managers 
and employees of the Potter Shoe Com- 
pany last Tuesday was conducted with 
Miss Emma Borges in the chair. Miss 
Borges is in charge of the repair desk, so 
naturally the meeting developed into a 
thorough discussion of repair problems. 
It was found that the chief trouble in this 
department was the fact that the indivi- 
dual clerks did not know enough about 
repairing to take in repair work intelli- 
gently. Mr. Blumberg, head of the repair 
department, therefore gave them a prac- 
tical demonstration of the methods used 


in repairing the different types of shoes. 
He pointed out that the repair work on a 
welt is far different from that on a turn. 


Shoe and Leather Club Holds 
Outing 


The annual outing of the Shoe and 
Leather Club took place at Cody’s Farm, 
Erlanger, Ky., last Saturday. Over two 
hundred of the membership were present. 
Those responsible for the affair were Jack 
Le Montree, chairman; Frank Green, Jim- 
mie McDonald, Harry Wiechman, J. Rudy 
Schuler, E. E. Furstenau, and E. Heinke. 
To say the least this committee was not 
to be outdone by any of the previous 
similar affairs, and as a result it was pro- 
claimed a huge success by all of those who 
attended. Everything typical of a first- 
class outing of course was on the bill. A 
chicken dinner was served at six o'clock. 


Healthy Fall Business 
Predicted 


Walter E. Geisting, manager of the Bos- 
tonian Shoe Store, looks forward to a 
fairly healthy business this fall. He says 
that basic conditions are getting better, 
but the buying of the public is sure to be 
effected by the various strikes now in 
force. This means that competition will 
be keener, and that the live merchant will 
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get the bigger share of the business. In 
his purchases for fall, Mr. Geisting has 
ordered 70 per cent low shoes and 30 per 
cent high shoes. Of the low shoes he has 
bought 40 per cent tan and 30 per cent 
black; and of the high, 25 per cent tan 
and 5 per cent black. Mr. Geisting’s 
summer clearance sale with offerings from 
$3.85 to $8.85 has been very satisfactory. 


Fall Shoes on Display 


Paul Tilley, manager of the Walk-Over 
Store, is making an early showing of fall 
shoes this week. Straps and oxfords are 
the outstanding types, while patent lea- 
ther, and patents combined with suede 
and gun metal, are the leading leathers 
shown. A new campaign suede strap 
pump stood out among the new fall crea- 
tions. 


Record Business in Regal 
Store 


Mr. Denerrell, manager of the Regal 
Shoe Store, reports that June was the best 
montb in the history of the store. He has 
been conducting a one-price sale, all shoes 
at $4.80. Besides special window trims, 
he has been posting a sign on his front 
window each morning. This sign reads: 
“Only 9 more days.”” Each morning the 
number is one less. It has acted as novel 
reminder to the casual reader, and un- 
doubtedly has brought in a goodly amount 
of business. 


Buyers Visit P. Sullivan 
Factory 


Tom Campbell, manager of the Cinder- 
ella Boot Shop, Memphis, Tenn., and Bill 
Gallagher of Greenville, Miss., both were 
visitors ‘at the P. Sullivan Company’s 
factory this week. 





CHICAGO 


Special Sales the Rule 


Wearing Apparel of All Kinds Marked Down—In F ootwear, 
Whites Have Been Heavily Hammered 


PECIAL sales are the order of the day 

in practically all Chicago stores selling 
wearing apparel of various kinds. Cloth- 
ing stores, ladies’ ready-to-wear, depart- 
ment stores, hat stores and shoe stores 
each is vying with the other to get the 
consumer’s dollar. Price is the induce- 
ment being held out by each store to 
attract the consumer to its doors. 

In shoe stores, whites have come in for 
an usual amount,of hammering and every 
merchant seems determined to sell the last 
pair of white and white in combination 
with other colors before August appears 
on the calendar. 


It has been possible for merchants to 
buy white fabric oxfords at unusually at- 
tractive prices because many wholesalers 
overestimated the quantity of oxfords 
they would use, although in many in- 
stances they underestimated the demand 
for straps. Progressive merchants snapped 
up these bargains and equalized between 
this merchandise bought at a low price 
and the regular merchandise and as con- 
sequence have reaped an unusually large 
white business. No merchant, however, 
wants to take a chance on carrying over 
white shoes and consequently makes every 
effort to clean his stock. 
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Patents and Oxfords Sell During Hot 
Weather 


Patents and satins have sold all through 
the hot weather season and it is expected 
that by August, white will be a thing of 
the past in the show windows of the pro- 
gressive stores. ; 

Even now new patents and new designs 
in strap effects are being shown by the 
leading loop stores. Apparently seasons 
have ceased to exist so far as footwear 
business is concerned. 


Buying Men’s Oxfords for Fall 


Men’s stores are cleaned up on broken 
lots of low cuts, both in staple styles and ia 
the fancier numbers and they are turning 
right around and buying oxfords over again 
for early fall selling. While there is no par- 
ticular change in lasts, new patterns are 
being bought so that each time a customer 
returns to a store he will be shown some- 
thing new and different from the last pair 
he bought. 

In most of the stores, colored leathers, 
medium shades of brown and dark brown 
and mahogany still hold supremacy, al- 
though there is a decided increase in the 
demand for black footwear. 

In men’s stores as in women’s, patents 
have sold so far during the hot weather 
months and the indications are that more 
patents will be worn for street wear during 
the early fall than for many years back. 


Local Factories Busy 


Local factories, both those making 
men’s shoes and women’s shoes, are keep- 
ing up production through the hot weather 
months. In most instances, shoes are 
being shipped as soon as they are finished 
although some shoes are being made for 
September delivery. In the men’s fac- 
tories business is booked farther ahead ag 
a rule than it is in women’s factories. 

In the women’s factories production is 
pretty well centered on patents, satins 
and patent in combination with beige and 
dark gray ooze. 

In the wholesale houses specializing on 
women’s novelty footwear, the same is 
practically true. New strap patterns, 
some with cutouts, others with inlays, 
and others plain other than fancy colored 
stitches, constitute merchandise that is 
selling readily. 

In women’s footwear a fair quantity of 
oxfords is being sold for later delivery. 
There is a growing demand for black kid 
both strap effects and oxfords. 


White Footwear for Next 
Spring 
Several Chicago wholesale houses have 
their men on the road selling nothing but 
white footwear for delivery during the 
early months of 1923. These houses be- 
lieve that the average merchant is in 


better position intelligently to buy white 
footwear now than he will be in Novem- 
ber, December or January. He knows 
pretty well how many have sold this year 
and can fairly well guage his quantity for 
his 1923 spring season. 

It is not the intention of these houses to 
sell the merchant his needs up to a 100 
per cent, but they figure that the business 
of the average merchant in footwear is at 
least 75 per cent on the staple numbers 
and that he can buy that percentage now 
to a better advantage than later, leaving 
himself open to buy the other 25 per cent 
in novelty patferns when the style trend 
is settled on that class of white footwear. 


Advance Prices Quoted by Some Factories 
Within the past six months raw hides 


have advanced from twenty to thirty-five 
per cent at the packing houses, which has 
resulted in tanners increasing leather 
prices, especially on the leathers that ¥re 
most in demand. As a result of the ad- 
vance in hide and leather prices, footwear 
prices are being slightly advanced by 
some manufacturers. 

In the opinion of some of the Chicago 
wholesalers and manufacturers this slight 
increase will have a tendency to stimulate 
rather than decrease buying by retail 
merchants. 

On the whole, the advances are so slight 
that few merchants will probably feel 
themselves justified in materially increas- 
ing their orders because style changes are 
really more dangerous than market 
advance. 





DETROIT 


Clearance Sales Producing Volume 


Encouragement Found in Fact That Markdowns Are Having 
A Better Effect This Year Than Last 


HERE is practically no shoe store 
that has not a sale of some charac- 
ter running at the present writing. The 
possible exceptions are some of the chain 
stores, but even among these there are 
few that are not using the clearance sale 
stimulus in order to keep business hum- 
ming to a busy tune. 

One thing is noticeable this year that 
was missing last year at a corresponding 
period. Sales this year are bringing the 
business. In several stores, the volume 
is considerably greater than a year ago. 
At one store, the name of which is with- 
held by request, the merchant said: 

“We are conducting our business on a 
day-to-day basis, and we have secured a 
four and one-half times turnover for the 
first six months, this means a nine times 
turnover for the year if business keeps up 
to the present standard.” 

This firm started out about the first of 
the year to do business on a “quick turn- 
over” basis and is succeeding. Quick 
moving stock is purchased, snappy adver- 
tising is used to move it out in a hurry, 
while low prices are the bait that brings 
the crowds. 


Unfilled Orders Increase 


Everitt Pingree, of F. C. Pingree’s Sons’ 
Co., reports that orders on hand are great- 
er today than at any time since they 
opened their factory, which is a very good 
indication that merchants are buying now 
for fall. Mr. Pingree states that blacks 
are predominating throughout the orders 
for men’s shoes, that most of the lines 
bought are oxfords, and that the majority 
of the orders are for Eric Grain, another 
Detroit product, which is tanned by Carl 
E. Schmidt & Co., Inc. There is some 


difference in opinion as to to volume of 
oxfords that will prevail during the fall, 
but most merchants are figuring all the 
way from 65 per cent to 90 per cent, some 
relying upon their existing stocks of 
“thighs” to take care of the trade for high- 
cuts. 


Cleaning Up on White Shoes 


A number of the stores are figuring that 
the white shoe stocks will be cleaned up 
better this season than ever before. This 
is not altogether because whites are selling 
better than ever, as one might suppose, 
but because the merchants were more 
careful in stocking whites this season than 
last. In one store doing a lively business 
in women’s lines, the merchant said: 

“We find that patents and black satins 
are selling as well as the whites. Fortun- 
ately we are not over-loaded with whites 
this season.” ; 

From several sources it appears that 
sport shoes have interfered seriously with 
the movement of men’s white buck and 
canvass shoes. Those merchants who 
thought these numbers would be good 
this summer are finding it difficult to 
unload. 


Michigan State Convention 


Thomas J. Jackson, President of the 
Michigan Retail Shoe Dealers’ Associa- 
tion, stated that the program for the com- 
ing state convention to be held in Detroit, 
September, 5, 6, and 7, will be a practical 
one. It is the idea of the committee hav- 
ing the program in charge to have a 
number of Round Table Discussions 
under capable leadership. It is expected 
that these discussions will bring out more 
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practical suggestions and solve more 
actual difficulties than any other feature 
of the convention. Arrangements have 
been made for the use of the Hotel Statler 
Ballroom for the convention.Booths are 
also arranged for on the same floor for 
exhibitors, who are now being offered 
space. 


Fall Business to be Better 


From numerous quarters the predic- 
tions are being made that the fall shoe 
business of the retailer will be far better 
this year than it was last. The successful 
cleaning up of the summer lines indicated 
by early clearance sales will put the stocks 
of the retailer in good shape, and if he 
buys for his fall needs early enough there 
will be good business. The merchant who 
has the new and snappy stuff early will 
undoubtedly do the early business. 


Display Men at Convention 


About 25 display men from Detroit 
attended the Display Men’s Convention 
at Chicago, July 10-13. This indicates in 
a measure that Detroit merchants are 
alive to the possibilities of Window Dis- 
play Advertising. 

Richard T. Kann, Display Manager, 
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R. H. Fyfe & Co., gave a demonstration 
of the best methods of displaying women’s 
shoes. Jerome Jaffrey, Display Manager, 
Newcombe-Endicott Co., captured the 
gold medal offered by the Merchants’ 
Record and Show Window for the best 
shoe window, and strange to say, the 
photographic reproduction of the window- 
display made last September at the time 
of the contest held by the Michigan 
Retail Shoe Dealers’ Association was ad- 
judged the best submitted in the shoe 
class. 


Detroit Notes 


Roy Pingree, F. C. Pingree’s Sons’ Co., 
spent his honeymoon touring the lakes. 


A. E. Burns & Co., have just concluded 
a 12-year lease for a ground floor women’s 
shoe department in the Russel Company 
store, Woodman Ave. This firm has 
rented the shoe department on the fourth 
floor for several months, but the new 
department will supercede this, opening 
about September Ist. This firm will also 
have a store in a new building being 
erected on Grand River Avenue, but it is 
not likely the store, which will be on the 
ground floor, will be ready for occupancy 
until the end of the year. 





INDIANAPOLIS 


Strike May Halt Business Advance 


Merchants Fearful That Railroad Trouble Will Delay. Ship- 
ment of Fall Shoes 


NDIANA retail shoe merchants are 
somewhat alarmed at this time over 
the present railroad strike and are won- 
dering whether it is going to have any 
serious effect on fall shipments. Although 
no difficulty as a result of the strike has 
yet been experienced, the merchants fear 
that if the strike continues for any great 
length of time they are going to be caught 
without much fall footwear on hand. 
Most of the orders of the Indianapolis 
shoe merchants were placed for delivery 
about August 1 and 15, and Spetember 1, 
and if conditions resulting from the strike 
become much more serious there is no 
doubt that shipments will be tied up and 
delayed and business in general will be 
demoralized. The merchants are hoping 
for the best and feel confident that some 
kind of settlement will be reached before 
that state of affairs becomes a reality. 


Mine Strike Hurting Business 


Shoe merchants in some of the larger 
cities in the coal districts of the state have 
already felt the pinch in business caused 
by the miners’ strike and are expecting a 
further slump as a result of the railroad 
strike. Whether or not the two strikes 
have had anything to do with it, the shoe 


merchants of Indianapolis have been un- 
able to determine, but something or other 
has caused a noticeable slump in their 
business recently. While it is about time 
for the usual between season slump, 
nevertheless the “off days’’ have been a 
bit more pronounced this year than last. 
While they do not like the present condi- 
tion, the local merchants are not in any 
sense despondent or pessimistic as to the 
outlook-for the fall trade. In fact, they 
are anticipating an excellent fall and win- 
ter business. 


Betting On Straps and Ozfords 


Just what kind of shoes are going to be 
in big demand for fall the merchants are 
unable to say, but they feel that straps 
and oxfords will still continue in popular 
favor. There was some talk among the 
local shoe merchants last winter that 
boots might perhaps return to the fold, 
but whether this will come about will de- 
pend, in the opinion of one big Indian- 
apolis shoe merchant, on two things—the 
weather and the length of the skirts. 

“If the skirts are lengthened and we 
have a real old-fashioned winter, with lots 
of snow and ice, then it is quite likely that 
boots will be in big demand,”’ said the 
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merchant. “But if we have another win- 


ter like we had last year—I doubt if there 
will be over a dozen pair of boots sold in 
the whole city. The women just will not 
wear them any more as long as the weather 
is at all favorable.” 


Pair Sales Show Gain 


Arthur Brown, manager of the Marott 
Shoe Shop, the largest retail shoe store in 
the Middle West, reports that business 
throughout the year, with the exception 
of the month of March, has been very 
good. While the store has taken some 
minor loss nearly every month, in com- 
parison with the banner year of 1921, 
nevertheless the record of pairs sold has 
been far in excess of last year. Whites 
have been particularly good, he says. 

“Our stock is in excellent shape,” said 
Mr. Brown, “‘and although we have a few 
odds and ends to be cleaned up, we are 
ready for the arrival of our fall styles. 
Whites have sold remarkably well—so 
well in fact that we are just about cleaned 
out.” 

L. A. VanKirk, manager of the Petot 
Shoe Company’s store, Pennsylvania and 
East Washington streets, is another In- 
dianapolis shoe man who has had an 
excellent business on white footwear. The 
last seven or eight weeks, Mr. Van Kirk 
says, have been the best the store has 
ever experienced in summer business. 
“‘We just cleaned out one line after an- 
other,” he said, ’’and could have sold more 
if we had had them.” 


Already Showing Fall Styles 


Mr. Van Kirk has the distinction of 
being the first Indianapolis shoe merchant 
to start showing fall styles. His initial 
offering for fall, a pair of patent side-laced 
oxfords appeared in one of the East Wash- 
ington street windows of the store this 
week and attracted considerable attention 
and much favorable comment from fem- 
inine passersby. 


On Buying Trip in East 

Elmer B. Davis and Thomas E. Welsh, 
two Indianapolis shoe men attended the 
style show at Boston and then spent some 
time on a buying tour of the East. Mr. 
Davis is manager of the shoe department 
of the L. S. Ayres & Co. store, and Mr. 
Welsh is head of the shoe department at 
the Star Store. They are expected to re- 
turn to Indianapolis the first of next week. 


Other Hoosier Shoe News 


Members of the wholesale and retail 
shoe trade of South Bend went to Chris- 
tiana lake, in Michigan, on Thursday 
July 13, and spent the afternoon and 
evening in recreation and pleasure. An 
indoor baseball game staged in the eve- 
ning was followed by a chicken dinner and 
dancing. 
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New Store Planned 


Through a deal closed a few days ago, 
the Feltman-Curme Shoe Company, which 
operates forty-four retail shoe stores in 
the larger cities of the country, has ob- 
tained a lease on a storeroom at 672 
Wabash avenue and will open a shoe store 
there on or about August 1. The store- 
room will be extensively remodeled and 
a new front will be installed. 


Anthony Kindler, 
forty years a shoe merchant at Hunting 
ton, Ind., died recently at his home there 
as a result of an attack of heart disease. 
Mr. Kindler was born in Ohio and moved 
to Huntington in his early youth. As a 
boy he learned the shoemakers trade and 
a few years later engaged in the shoe busi- 
ness for himself. Only a few weeks ago 
he sold his business to his two sons, Henry 
and Charles Kindler. 


age sixty-six, fot 


Caplin Brothers, of Greenfield, will soon 
open a new retail shoe store in the new 
business block on East Main street. An 
up-to-date repair shop will be established 


in connection with the store. They have 


announced that 1,000 pairs of shoes will 
be offered for sale at special prices on the 
day the new store is opened. 


Articles of incorporation have been filed 
with the secretary of state at Indianapolis 
by the American Shoe Re-builders Com- 
pany, which has bought the American 
Shoe Repair Company with the idea of 
increasing the chain of shoe re-building 
stores established by the latter company, 
to 100. The new concern is capitalized at 
$1,000,000. E. Howard Cadle, who es- 
tablished the business of the Americaa 
Shoe Repair Company five years ago and 
who owns all the stock in that company, 
which was capitalized at $150,000, is 
president of the American Shoe Re-build- 
ing Company. O. M. Cadle is vice-presi- 
dent and K. E. Cadle is secretary-treas- 
urer. These officers, with Ed Jackson, 
secretary of state, and J. R. Down, are the 
directors of the new concern. The four- 
teen stores established by the American 
Shoe Repair Company, which become the 
property of the American Shoe Re-build- 
ers Company are in Ohio, Indiana, Illinois 
and Kentucky. The company is now 
completing arrangements to establish six 
additional stores. 





SALT LAKE CITY 


Summer Slump Comes Early — 


Merchants Feeling a Trifle Discouraged Although Industrial 
Outlook Is Bright 


HERE is a decided slump in the retail 

shoe business once more. Shoes are 
expected to move slowly following the 
early summer rush, but the slump seems 
to have come a little eartier this year than 
usual and to be rather more marked. 
Many of the dealers will close the season 
with no white shoes on hand and a few 
are already sold out. There has been 
many white “specials” during the past ten 
days which have reduced profits consider- 
ably. It would seem that some of the 
dealers had heavy stocks and were anxious 
to unload. The head of one well-known 
firm, which was not carrying any more 
white goods that it expected to dispose of 
at regular prices, says he will lose about 
$1,000 in net profits as a result of what he 
calls, “this stampede.” It seems that 
business will have to improve during the 
fall and winter months, if 1922 is to close 
with as satisfactory a ledger as that for 
1921. A few houses will be well ahead, 
but many may be behind. 


The Industrial Outlook, However, 
Is Bright 


The announcement that the big steel 
merger, which has been talked about for 
theJpast several months and which wi'l 
putJa large plant at Springville, in Utah 


county, is an accomplished fact, has given 
much satisfaction to Salt Lake City mer- 
chants. It is believed that this plant will 
find work for upwards of two thousand 
men. Salt Lake business interests will not 
receive all the benefit, but they are bound 
to get a fair share as the actual site of 
the plant is not more than 50 miles from 
here, if that, and 50 miles is not considered 
far in the New West. 


Solomon Becomes Missionary 


Another Utah shoe man has accepted a 
“call” to the missionary field. This time 


it is Rudger Solomon of the R. H. Solo-, ; 


mon Shoe Company, Broadway, and until 
recently known as the Broadway Stoe 
Company. Mr. Solomon is a brother of 
R. H. Solomon, head of the company, and 
is one of the best liked of the younger 
shoe men in the city. He tells the writer 
that he is going to Germany, and will be 
off before these lines appear in print. He 
will serve the Latter-Day Saint or Mor- 
mon Church, and will probably be gone 
three or four years. 


“Spiffy Kicks” 
“Spiffy Kicks” is the way the Upstairs 
Clothes Shop describes a line of $4.85 
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men’s shoes in a recent newspaper ad. 
This firm has been in the clothing busi- 
ness for four or five years, and started a 
sboe department only recently. It made 
a big success by its rather slangy phrase- 
ology in advertising suits, and is adopting 
the same style in putting over its shoe 
department. The ads, however, though 
slangy, are free from anything of a coarse 
or suggestive nature. ; 


Convention Arrangements 
Proceeding 


Herbert Hirschman, bead of the Hirsch- 
man Shoe Company and fresident of the 


. Intermountain Shoe Retailers’ Associa- 


tlon, says the convention arrangements 
are well under way and that it is hoped 
nothing will be left undone when the big 
conference opens here in September. 


Old Friends Return 


Two interesting visitors were here re- 
cently looking up old friends. They were 
Russell Horton, formerly manager of the 
Auerbach Company’s shoe department, 
and E. E. Speicher, president of Speich- 
er’s Economy Shoe Shop. Mr. Horton is 
now head of the shoe department of the 
Bon Marche, Seattle, Wash., whilst Mr. 
Speicher went to Los Angeles some time 
ago to take charge of the new br nch 
which Fis firm has opened in that city. 


Pacific Sales Company 


Ed Newberg and Morris Newberg, who 
did business on Main Street for a time 
under the style of the Pacific Sales Com- 
pany, have been named defendants in a 
suit filed by the Intermountain Associa- 
tion of Credit Men, who seek judgment 
in an amount of $3,599.94, alleged to be 
due on claims assigned plaintiffs. The 
Pacific Sales Company was put in the 
hands of the receiver several months ago, 
and efforts are still being made to sell the 
stock to the public by ordinary retail 
methods. 


re Salt Lake Notes 


Earl C, Brown, popular manager of 
the Hirschman Shoe Company’s men’s 
department, has returned from a vacation 
on the Pacific Coast. 


The Shoeteria Company, State Street, 
is giving women and children hose as pre- 
miums with every pair of shoes. Shopping 
bags are also offered. These premiums 
are for a limited period. 


One Salt Lake City firm is offering 
women’s white shoes at 88c a pair. The 
Florsheim Company is selling its men’s 
lines in a special sale at the uniform price 
of $8.85. 
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"Fit where others fail” 





In Stock - August Delivery 


from BOSTON and NEW YORK 


(Order from nearest point) 
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Style 4099A Price $5.15 
Zanzibar ‘‘Van Dyke”’ Brown Calf 
Blucher Oxford 


8/8 Rubber Top Heel 
Welt Sole Tourist Toe 


AA to D 


SIMILAR STYLE 
Style 665 Price $5.15 


Patent Colt Blucher Oxford 
Boston and New York 
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The Day of 
Non-Selective 
Buying Has Gone-- 


Demand has centered on shoes of known qual- 
ity, retailed at a price every woman who wears 
good shoes can afford to pay. 


Henceforth, the branded shoe, with a reputa™ 
tion back of it, will get the preference. The 
trade-marked line—known, liked, respected—is 
the winner in the race. 


The Queen Quality agency is a tremendous 
asset in modern retailing. It costs you noth- 
ing. It is free from irksome restrictions. Prop- 
erly handled, it practically insures a better rate 
of turnover on styles that are priced absolutely 


_right, with a quality, fit and finish, grade for 


grade, that make Queen Quality shoes pre- 
eminent. 


What the Queen Quality franchise can accom- 
plish for you will be gladly explained on re- 
quest. 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS. 


125 Duane Street 207 W. Monroe Street 
NEW YORK CHICAGO 
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These Are Early Suggestions 


READY FOR DELIVERY 
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966—Satin and Brocade Two-Strap, 


16-8 Spanish Heel. 968—Patent One-Strap, 14-8 Spanish 

967—As above. 14-8 Spanish heel. nen. 

AA to C........ $4.50 969—As above, with 16-8 Spanish heel 
AA to C... $4.25 
988—All Black Satin, 16-8 Spanish 
ae YY ae ee $4.00 













989—Satin Vamp Brocade Quarter, 
16-8 Spanish heel. AA to C........ $4.50 



















2600 


2600—Patent One-Strap, 13-8 Cuban 
covered heel. 


2601—As above in Black Satin. AA 
to C... “= ...$4.50 


2602—Patent. | 


2603—Satin, with 16-8 Spanish heel. 
$4.75 


WT. HOLMIES COMPANY 
Exclusively Ladies Shoes 
1S NORTH FOURTH ST. PHILADELPHIA 














J<JUVURUAUERAGEOUDORUTEDOOEOGEDOUSEREUUEEUOUEEORNACUEEOGAGTROCURAEEAEEOEEOEOGAGODEOOEOEUREODED ODE 






















































The Boot and Shoe Recorder will appreciate yout jsciitioning the publication in replies te advertisements. 














2 











Hie! 








July 29, 1922 


== [( EFN 
yy 


BOOT AND SHOE RECORDER 


89 


























This Style Is An 
Advanced Fall Model 


Possesses every selling merit for which “the 
E & M line of quality” is famous. It is a full 
patent one strap, trim and neat in design, and 
carries a 13-8 Cuban heel. You’ll find it a fitter 
and satisfaction giver. It is made over our 81 last. 


NOT IN STOCK 


We suggest that you anticipate your requirements on 
this model and order today. It will be but a few weeks 
now when the Fall season will open. To be early with 
new styles is an advantage which you want to obtain. 
This style is not carried in stock. 


Our salesmen will be pleased to show you EfS M 
shoes. Write us requesting a salesman to call. 


Emery & Marshall Co. 


Haverhill, Mass. 





. The Beot and Shee Recorder will appreciate your mentionu.g the publication in replies te advertisements. 
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J. S. BARNET & SONS, Inc. 


**Maintains a Standard Reputation” Tannestes Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB” 
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Calf Leather Prices Stiffen 


Quotations Are from Five to Eight Cents Higher Than a Month 
Ago—Improvement Noted Also in Call for Sole Leather 


HE feature of the leather market 
the past week has been the ad- 
vancing price tendency of calf lea- 

ther. The top price has been 45 cents per 
foot right along for smooth finished col- 
ored calf, but the leading tannages of calf 
are now being quoted at 45 cents and 48 
cents per foot, which is from five to eight 
cents higher than a month or six weeks 
ago. 

The raw calfskin market is also up sev- 
eral cents over a month ago. 

Light weight calf has also been advanced 
a cent a foot by leading tanners and the 
top grade brings 40 cents to 42 cents per 
foot. Two and three cent advances also 
obtained on third and fourth grades of 
calf leathers which means a general ad- 
vance all along the line. In the meantime, 
there are good sales, although it is a little 
early in the season for sizable transactions. 
The market may be described, however, 
as especially active and particularly so 
when compared with the dull season pre- 
ceding the Fourth of July. 

The side upper leather market is strong, 
in sympathy with calf leather and ad- 
vances have maintained on the better 
grades of smooth finished side which are 
made with imitation calf finishes. 


Better Demand for Sole Leather 


The improvement in sole leather is also 
a noticeable feature and tanners of sole 
leather are holding firmer to their recent 
advances. 

The best tannages of union steer backs 
are held at 50 cents per pound, with the 
medium weight leather at 46 cents to 48 
cents. Oak sole is firm and backs are 
strongly held at 50 cents to 52 cents per 
pound for tannery-run steers. 

Cow backs are quoted 43 cents to 45 cents 
per pound. Prime heavy scoured finders’ 
bends bring 70 cents to 85 cents a pound 
and scoured oak bends for manufacturers’ 
use 65 cents to 70 cents. There isnot 
much improvement in the chrome sole 
leather market, although prices are strong- 
ly maintained at 25 cents to 27 cents for 
green hide chrome sides. The best water- 
proof chromes range from 45 cents to 70 
cents, according to weight and selection. 
A peculiar side of the leather situation is 
the fact that before the Fourth of July for 
many weeks buyers of leather were holding 
off in the expectation of lower priced 
leather, although market advices were all 
the time to the effect that leather was as 
low as it would be. Pur were very 
slow whenJeather was a lowest level 


and now that the market is up, the buying 
is much more active. 


Active Call for Calf 

As stated above, calf leather is firm and 
advancing with good size sales at the top 
figures. There is also a good trade in 
suede leathers which are quoted at 50 
cents to 70 cents per foot. Colored suede, 
brown and gray, is in good call, with also 
a good call for black in the best ooze 
finishes. 

Side Leathers Also Active 

Chrome colored sides are selling well at 
25 cents to 30 cents per foot and ranging 
down as low as 15 cents to 17 cents for the 
cheapest. The bargain lots are practically 
a thing of the past and there is good call 
for the suitable heavy leathers for work- 


Good Demand for Patent 


The patent leather market is: active, 
with sales steady. Tanners are behind in 
deliveries on account of the bad drying 
weather which has been experienced: Top 
grades of patent chrome tanned sides 
bring 42 cents to 45 cents per foot and 
kips, 45 cents to 47 cents. Lower grades 
are quoted at less according to quality. 


Glazed Kid Firm 


The glazed kid market has been very 
satisfactory the past few weeks; sales are 
sizable and well spread out. There is a 
good call for black kid and an increased 
call is looked for from now on. Top 
grades of colored kid are quoted at from 
70 cents to 80 cents and from this figure 





ingmen’s shoes and women’s medium and downward, according to quality. Prices 
cheap shoes. are firm. 
Comparative Leather and Hide Prices 
Upper Leather (price per foot) 
Pre-War Peak Today 
Calf, suede top grade. . “am 32@$0.35 $1.40@$1.50 $0.50 @$0.70 
Calf, smooth, colored, top grade. .28@ .30 1.40@ 1.50 45 @ .48 
Calf, smooth, black, top grade... 26@ .28 1.30@ 1.40 40 @ AS 
Side ‘leathers, colors, top grade. .. oe 26 2 -75@ 1.00 20 @ .28 
Side leather, black, top grade...... 16@ .20 65@ .90 20 @ .26 
| ™ Oe i ape 45@ .50 1.40@ 1.60 60 @ .70 
White buck, o> grade = 9 Ps 28@_ .30 .90@ 1.00 35 @ .38 
Elk, heavy side. . 24@ .26 65@ .70 18 @ .23 
Kids, colors, best fancy... ... 25@ .40 1.40@ 1.65 -70 @ .80 
Kid, colors, top grade............ 28@_ .30 1.35@ 1.60 60 @ .70 
Kid, black, top —-- a ie 1.35@ 1.50 60 @ .65 
Kid, medium, —* -20@ .24 -70@ 1.10 35 @ .50 
Kid, medium, black. . 18@ _ .22 .60@ 1.00 30 @ AO 
Kid, cheap. .06@ .12 .20@ _ .36 —. 2 
Chrome, , Paent ‘sides. . -25@_ .30 . | 1.05 40 @ 45 
a tala cons ne meds aeees 40@ .. 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
I oe oo an en eab tea $0.32@$0.33 $0.56@$0.58 $0.28 @$0.30 
SD onc d ae dame oe eedie.enre .@ 36 9@ .. 45 50 
By BENE 05. dokaincaniecees 38@ 39 .92@ » et 47 @ 52 
“No. 1 oak bends, shoe mfrs.’ use.. 46@ 47 .98@ 1. 60 @ .65 
No. 1 oak bends, finders’ use. . ..@ 48 1.15@ 1.25 70 @ .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, -: sey in sole leath- , 
er, harness, ete;............. ..@$0.1834° $0.52@$0.55 -- @$0.19 
Heavy Texas <n for soleleather ..@ .18 .-@ .50 17 @ 4.17% 
Light native cows, for side upper 
SEES ey ..@ 17% .-@ 62 16 @ 16% 
Branded cows, for light soleleather ..@ .17% --@ .50 A5%@ .16 
No. 1 buffs, for heavy upper and 
Oe Wn 5s scare n de 0 .@ 15 45@ .50 13 @ «.14 
No. 1 Chi City calfskins for 
fine calf leather............. <a Af .80@ 1.02% 16 @ .23 
Kips for upper leather............ ..@ 16% 65@ .80 15 @ .20 
B. A. hides;for-hemlock-sole leather ..@ _ .30 A2@ .46 -- @-16% 
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dow of George 
Innes Company of 
Wichita, Kansas. 
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From Coast to Coast, hundreds of windows 
are drawing the vacation crowds to Keds. 
These dealers are building a big Keds busi- 
ness. You are missing large profits by not 
selling Keds to this great summer-time trade. 


United States Rubber Company 
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Why Not Show Up Rubbers More? 


Put Them in the Window Sunny Days as Well as Rainy Days and 
Constantly Remind People to Keep Their Feet Dry 


S wet a Summer as there has been 
A for many a year and yet not a 
pair of rubbers on display in the 
windows of the stores along Main Street 
of a big city. Rain was falling, but scarce- 
ly a rubber was selling, and not a rubber 
was on display, not even hanging from a 
hook by the door, to say nothing of at- 
tractive display, like barefoot sandals and 
other seasonable novelties that graced the 
store windows. 

A salesman, a traveling salesman, called 
attention to the above fact. He is a rub- 
ber shoe salesman, of course. He went 
forth to see how rubbers were selling, as 
well as how rubbers were being shown, in 
retail stores during this Summer, the wet- 
test Summer for many a year. 

He started on his survey with a sus- 
picion that rubbers are neglected mer- 
chendise in many a retail store. He came 
back to the office with a conviction that 
rubbers are not displayed anywhere near 
as artistically and as attractively as they 
might be. In brief, the display of rubbers 
is not on par with familiar displays of 
leather shoes. Hence rubbers, lacking 
display, are lacking in sales, and mer- 
chants are lacking in profits which they 
might make on rubber footwear. 


Put Rubbers on Forms ° 


Rubbers are staple merchandise. That 
is as true as shoes are shoes. To sell staple 
merchandise, it must be made attractive. 
Which also is as true as shoes are shoes. 
But shoe stores on the main street of this 
big city did not even show rubbers, to say 
nothing of attempts to make an attractive 
and artistic display of rubbers. A whole- 
sale store, in the wholesale district, did 
have a few rubbers in its show windows. 
But that was far from the familiar route 
of the shopper, and so there was no sug- 
gestion to the shopper that she buy a pair 
of rubbers for a rainy day. 

But this display, in the wholesale store, 
made no pretense to artistic displey. 
True enough, it had some of its sport type 
shoes on shoe forms. But its rubbers were 
ju&t thrust in che windows, where they 
flopped about like a rookie before he is 
trained to take his place in the ranks as an 
erect, well-shaped soldier. The contrast 
between those sport shoes on display 
forms and those rubbers on no display 
forms at all was obvious. It showed as 
plain as a traffic warning by the road the 
need of new development of artistic dis- 
play of rubber footwear. 

Inquiry of one authority brought the 
information that there are no special types 


of display forms, or display stands for the 
showing of rubbers in windows, or on 
cases in retail stores. And a traveling 
salesman volunteered the information 
that if there are any such display forms, 
they are not commonly used by merchants 
of footwear. An attractive display is the 
first step toward good merchandising. To 
increase sales of rubbers, artistic dis; lay 
of them must be developed. 


Don’t Wait for the Rain to Come Down 


Why should not rubbers have a more 
conspicuous place in the retail store? 
Sound merchandise are they, paying a 
profit. Everybody should have at least 
one pair of rubbers. The demand for 
rubbers is ever present. Why not an ever- 
present display of rubbers? Show them 
in their relations to shoes, light Summer 
rubbers, suitable for wear on light Sum- 
mer shoes and fitted to them. Doubtless, 
a lot of business has been lost this Sum- 
mer, the wettest Summer for several years, 
because rubbers were not attractively 
shown in retail stores. 


Act as Jupiter's Advance Agent 


Why wait until a rainy day to display 
rubbers, and then make a hasty display, 
and pull it in just as soon as the sun comes 
out? That is the common practice, is it 
not? And it will continue a common 
practice until shoe merchants rouse them- 
selves to display rubbers more generally, 
and more attractively, on every merchan- 
dising day. Does the circus man wait for 
the day of the big show to advertise his 
grand performance? Not by a long shot. 
He has his advance men at least three 
weeks ahead, telling of the coming of the 
big show? Rubbers do not need any circus 
advertising, for they are common neces- 
sities of life. But they will stand a lot of 
straightforward, everyday, bread and 
butter publicity. Don’t wait for old Ju- 
piter ' Pluvius, the king of rains, to tell 
people to buy rubbers. Beat him to it by 
at least three days. Get people to think- 
ing of rubbers, and to buying rubbers, be- 
fore they need them, or to knowing where 
they can get rubbers when they actually 
need them, before the rain is coming down 
in torrents. 


Rubbers Are the Greatest Health Footwear 


Rubbers are a chief necessity of life. 
That fact is overlooked. Most shoe men 
do not realize that rubbers are a great 
boon to mankind. Otherwise, they would 
givé men more publicity, and’ advance 
them to a higher position in window dis- 


play. Recollect that in days before rub- 
bers people got their feet soaked when the 
rain came down, and then caught cold, 
and maybe got the rheumatism, or even 
pneumonia. Wet feet caused a terrible 
lot of trouble until rubbers were invented, 
and were made and merchandised, and 
were worn to keep the feet warm and dry. 
If a patent medicine firm had got hold of 
rubbers, and had advertised them, in 
their convincing way as the greatest 
health shoes in the world, they would 
have made a bigger fortune than any of 
the automobile magnates. All of which 
is mentioned, not to show the chance that 
somebody lost, but to show the chances 
before retail shoe merchants to advertis- 
ing rubbers to bigger and better sales. 


Run a Rubber Week 


Aside from that idea of showing rub- 
bers every day in some simple yet artistic 
way, no matter whether the rain comes 
down or not, there is the grand idea of a 
big rubber display, to present everything 
in rubber goods that the retail store han- 
dles. Most every live town has its day 
for ringing out straw hats and ringing in 
felts. Far, far more sensible would it be, 
as a matter of health as well as a business 
proposition to have a day for ringing in 
rubbers, or getting everybody in town to 
make surc that he had a pair of rubbers 
handy for keeping his feet warm and dry 
when Winter storms begin to come. 


Show Up All Kinds of Rubber Goods 


Prospects never were better for the 
artistic display of rubbers. Besides plain, 
every-day rubbers, which should be 
shown up handsomely, there are the new 
novelties in rubbers, the flapping arctics, 
the novelty top arctics, and the strap 
style arctics, as well as the light and dainty 
rubbers to be worn over light and dainty 
shoes, also, there are substantial rubber 
boots, tor fishermen and sportsmen, work 
rubber boots, for lumbermen, farmers, 
tanners, dairymen, and others who work 
in wet places, to say nothing of rubber 
shoes for policemen and firemen. Show 
them all during rubber week. 

Rubber footwear is plentiful enough, 
and is varied enough in style. Yet there 
are exceptions to the latter statement, for 
coming seasons will see still more novel- 
ties in rubber footwear. 


The Thrift of Rubbers 


The main matter of moment is to get 
rubber footwear merchandised right. The 
(Continued on page 100) 
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Progress is the child of conscientious effort. It is the outcome 
of sincere and intelligent service, honorable dealing and 
the delivery of quality merchandise. Since our in- 
ception as the Louis W. Gordon Co., Inc., pro- 
ducers of popular priced men’s shoes, 
our progress has been so rapid that 
larger and more commodi- 
ous quarters became 
necessary 
at 


110 DUANE STREET 


where 
we are now 
located. Our earnest 
endeavor for progress leads 
us to strive for the better care of 
your needs with the Gordon line. Prog- 
ress shall ever be our guide. It is our desire 
to serve you in the same progressive manner as we 
have our ever increasing circle of friends. Our instock 
department assures you immediate shipment of all orders. 


LOUIS W.GORDON (© he 
ia, 
A Work 1825 New York. 
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Orders Becoming Larger 


Merchants Apparently Buying On Basis of Increased Con- 
fidence; Health Shoes Much In Demand 


OLUME of business continues to 

increase. ‘We are getting orders 
for case lots where we used to get orders 
for dozen pair lots,’ says one manufac- 
turer. 

A continued demand for light and 
dainty footwear is a feature of the early 
fall run, as seen in the factories. Shoes 
are as light, in both sole and upper, as 
during the summer time. Usually, the 
trade turns towards stouter shoes for the 
time when the weather gets colder. But, 
this season, the call for light and dainty 
footwear continues so strong that shoe 
men comment on it. 


Health Shoe Demand Growing 


Health shoes have a stronger grip than 
ever, and that is another feature of the 
fall trade. Also, sales of turn comfort 
shoes for both street and house wear have 
lately shown large gains. 

Novelties continued unabated. There 
is gain on them, as well as on the more 
staple lines. Patent leather is strong in 
Lynn lines, stronger than was expected. 
Both all patent leather shoes, and patent 
leather shoes with trimmings, especially 
of beige and gray suede, are being made 
in numbers. Sales of all black shoes of 
kid, cabretta, suede calf and of satin, are 
said to show an increase. 

Strap styles maintain their lead in pat- 
terns. Some firms report a gain on tongue 
style pumps. Straight and side lace ox- 
fords also are selling. 

High heels have strengthened their 
gain. Novelty finished foreparts have 
appeared on soles of shoes. 


Early Fall Openings Planned 


Judging from the demand for early 
shipment of orders, shoe merchants are 
going to show their new novelties at once, 
and not hold them for after Labor Day 
special sales or fall openings. 


The Why of Lighter Shoes 


Touching upon the continuance of 
the demand for light and dainty footwear 
in face of the coming of cooler weather, it 
may be mentioned that the making of a 
light and dainty shoe is a test of skill in 
shoemaking. There is no occasion of 
exposing secrets of the shoemaking art. 
The proof of the shoemaking is in the 
wearing. 

A shoe that is light and dainty may 
furnish just as much protection for the 
foot as does a shoe that is clumsy and 
coarse. The leather in a light and dainty 
shoe may be of finer and stronger fibre 
than the leather in a coarse and clumsy 


shoe, just the same as a Damascus blade 
is stronger than a sword of iron. 
Furthermore, it is an open question if 
women are not favoring light and dainty 
footwear regardless of the weather. They 
wore, the present summer, the lightest 
and daintiest shoes that ever were made. 
In open work styles and cut out styles, 
these shoes of this summer approached 
closely to barefoot styles. The flesh of 
the feet has become accustomed to the 
air and has become harder and firmer 
The need of heavy shoes is not what i. 
used to be. Women will doubtless prefert 
light and dainty shoes, even when the fall 
breezes blow, because they are pretty. 


Making New Custom Last 


F. W. Stuart & Co., Beverly last man- 
ufacturers, are making custom lasts, or 
lasts according to measurements of indi- 
vidual feet. These lasts have a cupped 
heel seat, a socket in the forepart for the 
ball joint of the foot, and, also, a depres- 
sion in which the outside metatarsal bone 
may rest. This new last provides for a 
tripod rest for the foot. 


New Williams Clark Last 


A new last, in the Williams, Clark & Co. 
line, has a 10-8 heel, a narrow shank, a 
roomy ball and a medium round toe. One 
shoe, made over this new last, is of plump 
black kid leather. The sole is fairly 
heavy and it is stitched aloft. The heel 
carries a rubber top lift. The shoe is 
built for service. 


Louis Heels Grow in Favor 


“Louis heel shoes are once more re- 
suming their proper place in footwear 
fashion.” So they say at the factory of 
the MacLaughlin, Conway Shoe Co. 

“For instance said Mr. MacLaughlin, 
“look at a woman wearing an old style 
flat heel shoe, and another woman wear- 
ing a new Louis heel shoe. The picture 
tells the story.” 


Making Patents for Men 


Merrill & Porter are making men’s ox- 
fordsof patent leather for dancing. The 
bottoms are of extra flexible leather and 
are made by the turn process. The heels 
are low and flat. The styles are correct 
for ball-room wear: Also, Merrill & 
Porter are making men’s slippers of 
plump tan kid leather with extra weight 
soles. These are selling extra well. Com- 
fort shoe business is also good with the 
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PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 
Show Room, Room 435 Marbridge Bldg. 
Fost a: ee 








The WESTCOTT-WHITMORE Co. 
Syracuse, N.Y. 

&. In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 

Write fer Catalogue 

















COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
No. 160—14/8 Junior Louis 
Heel. No. 165—16/8 Full 
Louis Heel. Price $4.00, 

leas 5 per cent 10 days. 
118 Phoenix Row 
~ Haverhill, Mass. 
123 Essex St., Boston 
Room 806 


BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


















FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 

PRICE $1.35 
Women’s Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 


FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 


Phillips-Cram Corp. 
Makers of 
Women’s Turn 


276 RiverSt_, Haverhdl, Mass. 
Bosten Office 
207 Eesex Street 


Special in Medium and+ 
1GH GRADE 
LIPPERS, 
dll /tylas made of Dometic and 
Imported Satin. Brocadevand Metal Cloth. 
$2.10 per pair and up 
worst M GUSTIN CO _ new yor 






































Where to Buy 


Women’s Shoes 

















Largest manu- 
facturers of 
soft soleleather 
slippers. 

Send for catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N. ¥. 














E. A. & M. C.Witherell Co. 
Manufacturers 


Women's Turns 
Boots and Slippers 


F 
Haverhill, 


Boston Office 
Rice Bidg. Reom 406 

















FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 




















WOMEN’S FINE 1 URNS 
and NOVELTIES 
One of our newest models 

Hand turn kid lattice work 

quarter—in al: fines! 

leathers 
TESSIER 
BOW DOIN 
172 Washingtow 
Street 

















Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 


Felstiner-O’Connell 
Shoe Co. inc. 


41 Washingwa St. 
Haverbill Mass. 
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TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101— Sofia Turk- 






Sample and x. ™. STONE Co. 
Price—Dept. B. 12-14-16 E. 22nd St, MY, 








SALLETS 


OCROER SAMPLES 
of 
Professional 
Hard Box 








326 W. Monroe St 





é; Chicage 
‘WM, SUMNER SMITH CO. 
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firm. Most all of the comfort shoes are 
of the boot styles. 


Novelty Sports in Colors 


Something new in leather are the novel- 
ty splits of green, blue and red, which 
tanners of Peabody are making. These 
colors are of brilliant hues. The splits 
have a suede finish. The leather is to be 
used for the making of novelty style slip- 
pers for the Christmas trade. 


Will Have Boots in Stock 


“Boots we will stock in as many cases, 
and as many sizes, as ever,” says Mr. 
Colton, of Williams, Clark & Co. “We 
ship boots from our stock department 
every day in the year, and we look for an 
increase in sales of boots as fall trade 
comes along. 

“Besides boots, we will have strap 
pumps and oxfords in stock. Of patent, 
black and brown calf and kid most of 
them will be made. We will have a few 
novelties. Our new fall shoes, in stock, 
will be ready about September 15. 

“Sales of our Restcure Shoes, by the 
way, continue to show steady gains. 


Planning Additional Pairage 


Cruise, Sullivan Co. are well booked 
ahead on orders, and are putting in addi- 
ditional machinery. They recently start- 
ed at No. 7 Willow Street, Lynn. 

“Butterfly bottoms” are something 
new, as shown by Cruise, Sullivan Co. 
The soles of the shoes are finished in 
figures and colors like the wings of a but- 
terfly. Later, they will be finished in 
colors and figures like that of autumnal 
foliage. 

Uppers are of patent leather, black and 
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brown kid and calf, and beige and gray 
suede. Strap styles are best sellers. Two 
straps lead. 

Also, health shoes, of this firm, show 
gains in sales. These shoes have an arch 
supporting shank, a right and left wing 
counter and an orthopedic heel. 


Watson Making Tongue 
Pumps 


Some new tongue pumps are in the 
sample line of the Watson Shoe Co. Gores 
are beneath the tongues. Strap styles 
continued to sell well. Patent, black 
suede, and black and brown kid are used. 
Shanks are shaped. Heels are higher. 


Strap Pumps With High 
Throats 


Harney, Tracey & Crehan have a new 
strap pump which fits high on the throat. 
Also, it has a new one strap of brown kid 
with a brown suede quarter and covered 
heel, 14-8 high. A third new shoe is a 
cross strap pump with a patent leather 
vamp and a quarter of suede, beige or 
gray incolor. Another shoe, that is prov- 
ing a surprisingly good seller, is an oxford 
of black calf leather, with a semi-square 
wing tip and perforations on the tip and 
quarter. 


Selling Imitation Turns 


“Welt imitations of turns, with pulled 
in shanks, and heels 14-8 high. That is 
what is selling with us,” says Harry 
Thomas of V. K. & A. H. Jones & Thomas. 
“Tongue and strap styles are leaders. 
Our tongues have no gores beneath, nor 
any buckles either. They are ornament- 
ed with fancy stitching and perforations, 
also French binding.” 





BROCKTON 


Shoe Prices Tending Upward 


At Least That Is the Expressed Opinion of Some Manufac- 
turers as They Watch Prices of Raw Materials 


HE opinion in Brockton shoe circles 
regarding trade conditions forecasts 
higher prices for shoes this fall. As one 
manufacturer expressed it, “the buyer of 
footwear who waits until later to place 
orders will not secure the advantages 
obtainable today.” 

The fundamental reason for the higher 
prices is the rising rew hide market and 
the consequent general stiffening all along 
the line. 


A New Hurley Corporation 


A Massachusetts charter has just been 
granted to the Hurley Shoe Stores 
Company, capitalized at $200,000, for the 


purpose of opening up a chain of stores to 
retail Hurley shoes, starting in at Boston 
under the general management of William 
B. Kingman, who needs no introduction 
to this district as he was a Brockton boy, 
being educated in the public schools of that 
city. After finishing his education Mr. 
Kingman went to New York and for a 
short time was a salesman in the Packard 
& Field Shoe Store at Park Place and 
Broadway, New York, at that time 
considered one of the finest in the country. 
Then after two years he was manager of 
the Rogers Peet shoe department on 
Broadway. In 1897 he went to Newark, 
N. J. to open up a shoe department for 
Marshall & Ball, men’s outfitters; here he 
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was very successful and was afterward 
made a member of the firm. 

Mr. Kingman, having handled the 
Hurley shoes a great many years very 
successfully, and being familiar with the 





WILLIAM B. KINGMAN 
Who is to be general manager of the Hurley stores 


rapid strides that the Hurley chain of 
stores has been achieving in New York, 
felt that there were great opportunities in 
other sections of the country for high-grade 
exclusive Hurley stores;. consequently, 
this led up to the new Combination. 

The new Massachusetts Corporation is 
organized with the following officers: 
M. Lambert of New York, President; 
W. B. Kingman of New York & Pocassett, 
Vice-President and General Manager; 
J.J.Hurley, Treasurer; and W. M. Hurley, 
Clerk; these also constitute the Board of 
Directors. 

The Directors of the Hurley Shoe Com- 
pany have given this matter of opening 
stores outside of the New York district 
very long and careful consideration, as 
they did not wish to locate where it would 
in any way be a detriment to the Hurley 
agencies; and, after sounding out some of 
the very good agents, are led to believe 
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that this would in no way detract, but 
rather tend to be of great assistance to the 
agencies as an advertising medium. 


A Notable Exhibit 


The Brockton Rand Company had a 
notable exhibit at the Boston Style Show. 
A feature of their display was footwear 
made by the following Brockton and 
South Shore shoe manufacturers. C. A. 
Eaton Co., Stetson Shoe Co., Upham 
Bros., Edwin Clapp & Son, Inc., J. E. 
French, M. A. Packard, E. T. Wright, 
Field & Flint, Thompson Bros., A. E. 
Little, Alden, Walker & Wilde, Poole & 
Johnston, Churchill & Alden, W. L. 
Douglas, C. H. Alden, Hurley Shoe Co., 
Emerson Shoe Co., M. N. Arnold Shoe Co., 
Wall, Doyle & Daley, and C. S. Marshall 
Co., Mr. Walter G. Hall, English repre- 
sentative of the Brockton Rand Co., was 
a visitor at the shoe fair all four days. He 
was a highly interested visitor. The 
success attending the efforts of Mr. Hall 
in introducing the Barbour line of welting 
to English shoe manufacturers has been 
marked. The English shoes which Mr. 
Hall had on exhibition at the Brockton 
Rand Company’s booth, attracted con- 
siderable attention. Lasts and styles were 
unusual, more because infrequently seen 
in this country than for any extreme 
features of construction. In materials and 
workmanship they were considered excel- 
lent specimens of shoemaking. 


Brockton Association of Su- 
perintendents and Foremen 
Plan Outing 


Plans for the eighteenth annual outing 
of the Brockton Association of Su- 
perintendents and Foremen are being 
arranged. It is now the intention of the 
committee in charge to have the outing 
at the Chittenden Inn at Norwell, 
Saturday, August 5th. Dinner will be 


‘served on arrival at the Inn. A cabaret 


programme has been arranged. The ball 
game promises to be a big feature. The 
proposed race between two veteran 
members, Warren A. Woodward and 
Cyrus W. Davis, is creating keen interest. 





BOSTON 


Clearance Sales Continue 


Public Buying Fairly Freely, in Sharp Contrast with 
Conditions at This Time Last Year 


LEARANCE sales continue to be the 

order of the day in Boston. In 
addition to the expected mark-downs on 
the “flapper’’ type of low-heeled footwear, 
retail shoe merchants also have cut 
heavily into the regular prices on whites 
and white in combination with colored 
trims. 


Some of the sale prices seem almost 
ridiculously low. Fabric straps at $2.95, 
apparently well made and of fair quality 
are to be seen in the windows of a number 
of stores. The prices range from that low 
point all the way up to $10 in the high 
grade stores. The higher range, of course, 
includes the white suedes and kids. 
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“For Men Who Care 
To Dress Well” 
A Sample Order for 


a Pair or a Dozen 
WillStart You Right © 


T. D. BARRY CO. 
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Where to Buy 


Men’s Shoes 
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Public Is Buying 


The one big difference between the 
mid-summer clearance sales this year and 
last year is that people are buying this 
year. Last year the public for the most 
part, yawned rather wearily as the price 
bait was dangled in front of them, then, 
like the Pharisee, passed by on the other 
side. The volume of sales is holding up 
well in the medium grade stores. Some 
but not all of the higher grade stores also 
report fair daily totals. 

Styles included in the sale include the 
entire range bought for Spring and 
Si r selling. Apparently little is 
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FOR MEN 


Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 


Factory — 
Brockton, Mass. 


























Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 

















Lessshlh 


rg Virginia 








ee oe 
[UNION SHOE CO.| 
MENS \ "S55" WELTS 


Frederick S. Peck 
Worcester, Mase. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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being held back with the idea that it can 
be disposed of at regular prices later. 





Early Fall Openings Planned 


Some of the leaders in the retail field 
are planning to have their Fall openings 
earlier this year than ever before. But 
are they going to explode all their ammuni- 
tion at once? They are not. The first big 
noise will be with windows trimmed 
probably with the newer strapped models 
—some in patent, some in suedes and other 
leathers. There will also be a sprinkling of 
oxfords. Later, it is now believed, will 
come the tongue pumps and some of the 
other novelties which are expected to 
develop as a result of the Boston Style 
Show. 

Merchants generally are looking for- 
ward to an active Fall. 





CHARLESTON 


Plan New Chain of Stores 


W. F. Livingston Head of Company Which Will Have Stores 
in Principal Cities of South 


ITH the object of giving the public 
good shoes, the latest styles and 
patterns, direct from the largest and most 
representative manufacturers at a mini- 
mum cost, the Livingston Shoe Stores, 
Incorporated, will commence business 
about the first of September. This organi- 
zation, capitalized at $100,000, proposes to 
operate chain shoe stores in the principal 
cities of the South, and will specialize in 
men’s and women’s shoes at two prices, 
$3.50 and $5.00, direct from the factory 
to the consumer. The officers of the new 
company are Walter F. Livingston, presi- 
dent; William D. Livingston, vice-presi- 
dent and treasurer, and Theodore H. 
Albenesius, secretary. 
Charleston will be the home office, 
where they contemplate carrying a large 


reserve stock to supply the stores and the 
mail order department. 

After remodeling Store No. 1 will be 
opened at 366 King Street, for many years 
the home of the firm of W. F. Livingston 
and Son, and Store No. 2 will be located on 
West Forsyth Street in Jacksonville, 
Fla. 

The Livingston Shoe Stores, Inc., have 
taken over the stock of shoes, hosiery, 
luggage, fixtures and good will of the firm 
of W. F. Livingston & Son, who have 
been doing business in Charleston for the 
past 26 years. 

W. F. and W. D. Livingston have just 
returned from the Boston Style Show, and 
while in the Eastern markets bought a 
large stock of the latest styles and patterns 
of foot wear. 





NEW YORK 


Summer Stock Is Marked Down 


Clearance Sales On in Practically All Stores; 


Some Stores 


Plan Early Fall Openings in August 


LEARANCE sales continue as the 

outstanding feature in the local shoe 
retailing field. Practically all stores are 
now running sales and in some of the 
stores still further price cuts have been 
inaugurated to clean out the remainder of 
Summer stocks. 

White shoes have not solid as well as 
expected, except in a few cases. Early in 
the season the weather was unfavorable 
here, and prices were cut before the season 
was fairly started. ‘Plain whites have been 
moving well in the sales, but the fancy 
whites and combinations have been com- 
paratively slow sellers, merchants report. 

One evidence of the state of trade here is 


seen in the fact that many of the shoe men 
who ordinarily take extended vacations in 
the Summer are still at their posts, and 
several of them say they expect no respite 
from business this Summer. 

“TI have been keeping my salesforce 
keyed up to a high pitcb,” said one store 
owner, “‘so how can I expect them to main- 
tain the pace if I take a vacation myself.” 


Fall Openings Next Month 


Fall showings will be made in the retail 
stores here next month, in some cases. 
For early Fall few of the merchants have 
bought any boots. Straps and oxfords 
appear to be the choice with which to 
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usher in the new season. In strapped 
pumps more brown will be shown than for 
some time past, but black is far from being 
dead, it is said. Black kid has been a good 
seller of late, particularly in. two-strap 
Cuban heel models, and some merchants 
expect it to be good this Fall. 
Neighborhood Stores Dying Off 
Business mortality in the retail shoe 


trade here continues at a high rate. Many 
of the small neighborhood stores started 


in boom times are closing up now, largely, 
it is believed, because manufacturers have 
cut down their credit and have refused to 
carry them any longer. 

The mid-town stores say they are feeling 
the effect of the dropping out of the neigh- 
borhood stores by increased business and 
the return of old customers. It is esti- 
mated by one authority in a good position 
to know, that about 500 retail shoe stores 
here have gone out of business in the last 
six months. 





BUFFALO 


Retail Trade Hits Snag 


Trolley Strike Combines with Hot Weather to Discourage 
Shoppers—Footwear Offered at Trifle Over Cost 


FFECTS of the strikes of railway 

shopmen and street car employees 
were reflected in the receipts of Buffalo 
retail shoe merchants during the week of 
July 10, although the customary Summer 
doldrums undoubtedly were responsible 
in part for the falling off in business. 

Since the surface lines have been para- 
lyzed by the strike of 2,500 men, “jitneys” 
have been carrying the people, following 
the trolley routes in most cases, except 
that the transfer privilege has been elimi- 
nated. At first, even more efficient and 
regular than the car service, these im- 
provised conveyances have gradually 
dropped out of the field, either because of 
a federal tax for which they are liable, the 
fact that the profit was inadequate, or 
the insurance law too rigid—perhaps all 
three reasons. 

At any rate women are frequenting the 
downtown shopping zones with less regu- 
larity. The novelty of riding to the stores 
has worn off and women are going down- 
town only when necessary. Department 
stores have been especially hard hit and 
like the shoe dealers have been forced to 
offer some attractive bargains to coax 
custom. The latter merchants are un- 
loading their odd sizes of Summer foot- 
wear, practically every store advertising 
merchandise just above cost. 


New Store Opened . 


Catering exclusively to women and 
featuring shoes manufactured by the Bur- 
rows Shoe Company, Inc., of Rochester, 
the Thomas Boot Shoppe opened its doors 
to the public on July 15, at 15 West Chip- 
pewa Street, just a few doors from the 
city’s main thoroughfare. 

Finished in heliotrope, the interior deco- 
rations and fixtures present an attractive 
appearance, while the windows are dressed 
to catch the eye of the fastidious shoppers. 
Here the smart set may procure merchan- 
dise of high quality and individuality. 


While the stock consists largely of high- 
priced footwear made by the Burrows 
factory, other lines are carried and in 
moderate-priced styles. 

The store represents the first venture in 
the shoe business of L. B. Thomas, who 
has been identified with Adam, Meldrum 
and Anderson’s department store for the 
past five years. The new store carries a 
complete line of high class hosiery for 
women and Mr. Thomas hopes in the 
near future to add children’s footwear. 


Another new store will be opened on 
August 1, when N. Fuhr, for many years in 
the retail business on William Street, in 
the heart of the great East Side, will move 
from 355 to 357 William Street, a store in 
arecently constructed block. The new lo- 
cation is just one door from the corner of 
Jefferson Street, one of the main arteries of 
traffic and is much more attractive in both 
size and general appearance than the old 
site. A complete line of men’s, women’s 
and children’s footwear will be carried by 
Mr. Fuhr. 


Two Big Stores Change Hands 


One of the largest business deals that 
has taken place in Northern Pennsylvania 
in’ recent years, was consummated last 
week, when C. E. Metzger and other War- 
ren capitalists purchased the interests of 
C. H. Jerome and Gifford Smith in the 
Smith, Metzger, Wright department 
stores of Warren and Sheffield. These are 
two of the iargest department stores in 
this end of that State and the sum in- 
volved is close td a million dollars. Both 
stores carry a full line of shoes. 

C. E. Metzger is president of the new 
firm. W. W. Wright is vice-president and 
treasurer. Directors are C. E. Metzger, 
W. W. Wright, W. P. McClure, L. M. 
Nichols, A. N. Bowen, A. R. Smart and 
K. M. Andrews. The firm takes pos- 
session immediately. 
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Where to Buy 


Men’s Shoes 


























CRAIG -REED & EMERSON INC S 
qd BROCKTON MASS 


Boston Office: Room 214, United States Hotel 











‘TROMrson BROS . SHOE 
‘FINE SMNOEMAKERS v 
—_—— BROCKTON 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Frids + 











Where to Buy 


Boys’ Shoes 

















AShee for Boys 
That Wears, 


Marston & Tapley Co. 
DANVERS, MASS. 














They bring your 
customers ba 
Sain Sho Ce. 











Where to Buy 


Wood Heels 























New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
Hevea thd, 


A 
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Where to Buy 


Children’s Shoes 

















TURNS and SOFT SOLES 


In Stocl< 


Send. tr Catak ¢ 


AH Mertin@ , 


Meher ROCHESIER xy* 








‘Bonita, Shoe * Baby} 








She Bs P FOOTW E. AR CO, 
lartsf te lurees of 
INDI AN MOCCASINS, BOOT SOCKS 


FOOT COMFORT. 1$1 UMBER st [PPE RS 


Samp. mm Cat 


FACTORY 1. OSWE GO. N-Y. 








Seft Soles and Moccasins 


Ask an Jobber for our 
We DO NOT sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


Rochester, N. Y 
Boston Office, 18] Esse: S reet 








Of top grade gray and tan 
elk leather. Also in four 
color combinations with 
patent, with black stitch- 
ing avd laces. Soft cush- 
ion innersoles — fine for 
baby feet. High and low 
cut. A high grade shoe at 
a low price. 

Lynn Moccasin Co., 125 Market Street, LYNN, MASS. 





| BABY SOFT-SOLE MOCCASIN-STYLE SHOES. | 



















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In ——— 
leather a soft soles. 
range = 
$2. 50. doz. and 
wards. Alsoa full line 
of Ladies’ Pump Straps 


NU BABY SHUVE CO., East Lynn, Mass. 

















Where to Buy 


Shoe Illustrations 
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LOUISVILLE 


Retail Business Quiet 


Summer Slump Hastened by Strike of Railroads 
and Miners 


B* JSINESS with the Louisville shoe 
merchants has been a little quiet 
since the middle of July. In fact, things 
started slowing down about the tenth. 
This is partly due to the fact that white 
goods are not in such heavy demand, and 
other lines are a bit slow in moving. 
Clean-up sales have gone well, but the 
town is fairly well supplied with shoes, 
and it is the usual dull season, with many 
consumers away for the Summer. The 
railroad strike, which is now more than 
three weeks old, is having its effect, as 
something over 5,000 workers are out 
here, and these workers are heads of fam- 
ilies, which means curtailment of buying 
for probabty 20,000 people. 


Strikes Becoming Troublesome 


Right now, conditions are bad. The 
combination of miners’ strikes in States 
other than Kentucky, shortage of cars 
due to rail strikes, etc., has forced coal up 
to around $11 and $12 a ton at the mines, 
and is beginning to force curtailment of 
industry. Less than car-lot shipments are 
mov ng slowly and there are some em- 
bargoes. These strikes are serious at a 
time when business was booming. Bank 
clearings show a gain of about $50,000,000 
so far this year, and it has been double 
and treble any previous building period 
known in Louisville. Labor is well em- 
ployed, and except for the strike troubles, 
things could not be much better. 


Back from Eastern Trip 


L. F. McConnell, manager of the Queen 
Quality shop, recently returned from a 
trip to the East, where he looked over 
new lines for Fall. Mr. McConnell reports 
very fair business, with good results from 
a recent $2.50 clean-up sale. 


Werner Byck in Europe 


Werner S. Byck, interested in the Byck 
stores at Louisville, Savannah, and At- 
lanta, recently sailed from New York for 
England, planning to visit France, Ger- 
many, and other countries, and also take 
in the Passion Play. 


Work Shoe Sales Drop Off 


Roger Dougherty, secretary of the 
Louisville Retail Shoe Association, reports 
that the railroad strike has been seriously 
hurting the sale of railroad and work shoes 
among the market street stores, which 
specialize in work shoes. Mrs. Dougherty 
was recently taken from the infirmary, 
after a five weeks illness of appendicitis 


and pneumonia, having been very close to 
death at one time. 


Using Radio as Advertisement 


The Stewart Dry Goods Company has 
installed a radio receiving outfit, and is 
featuring the fact that the public is wel- 
come. Louisville is radio mad just now, 
interest having developed rapidly as the 
result of the Louisville Courier Journal 
having installed a powerful broadcasting 
station, which has a radius of many hun- 
dreds of miles. 


On Buying Trip to New York 


C. E. Phillips, manager of the shee de- 
partment of the Stewart Dry Goods Co., 
has returned from New York, where he 
spent about ten days looking over Fall 
lines. 


To Take to the Road 


Joe Block, of Byck Brothers, is leaving 
that concern to travel for the A. V. Shoe 
Company, Racine, Wis., handling the 
Oklahoma territory. 


Good Locations Scarce 


Demand for store property on Fourth 
Street is very heavy at the present time, 
and rentals are advancing rapidly. Sev- 
eral new projects for store buildings are 
under way, and an offer of $400,000 has 
been made to the Government for sur- 
plus property on Fourth Street, adjoining 
the Customs House. In the past ten 
years Louisville has built up almost solidly 
for two blocks from Chestnut to Broad- 
way, and a block north of Chestnut 
Street has become one of the best in the 
city, as business is steadily moving south. 





Why Not Show Up Rubbers 
More? 


(Continued from page 93) 


cellar is no place for showing rubber shoes. 
Get them into the store windows. Put 
them where people will see them. Out of 
sight is out of mind. Most any business 
will fail if goods are kept out of sight. 
Rubbers suffer from neglect on all days 
but rainy days. Bring them up to the 
forefront by skilful merchandising. Give 
them a more conspicuous place in the 
window display. Emphasize the fact 
that rubbers are a medium for lengthen- 
ing life, by beating off colds and sickness. 
Stir the public to the importance of rub- 
ber footwear as sensible apparel. That 
will start them buying rubbers. 
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Not Today Thank You! 


By FRANK D. GENEST 
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Where to Buy 











HE terrifying ogre who boasted the 
famous seven league boots is said 

to have paid a pretty penny for them, but 
the cost of this space consuming footwear 


tion as to the price of Russian boots on a 
letter recently received by a fellow towns- 
man, one H. Com of Montreal,, from his 
father in Russia. The letter was the out- 





Shoe Ornaments 




















THE NEWEST I IN SHOE 

















” is small potatoes when compared with the. come of an attempt on the part of Mr. ORNAMENT ATION 
retail price of Russian boots at the present Com to send a pair of boots to his father in Attachableto 0 Sports — 8 petra 
t time. the land of turmoil, not to mentidn and 7 Theories with ae 
: Shoe merchants who have viewed the. bloodshed. A local: forwarding: agency ready Leathers — single 
1S declining price of shoes in America with had undertaken to send the parcel, but ee 
is conflicting emotions ‘will no doubt be Mr. Com’s father had received a letter from rite” tient ABMS Lm me ay 
l- intrigued to learn what the gentle Bolshe- Dantzig informing him that the parcel. 
vs viki are paying for their boots. Please was being forwarded to Warsaw, and that or: ts ame 
e don’t crowd the_ platform, gentlemen, he would have to come and fetch it from: / 
il because in making this announcement, I _ there as it could not be brought further by SHOE BUCK LES 
g need lots of air. any despatching service. DETACHABLE STRAPS; 
\- Be advised that when J. Boris Ivanski “I would like to get the parcel,’”’ Com z SHOE BEADING 
comes out of the Moscow Shoe Emporium Senior wrote, “especially as boots are now ASH bed png ns BUCKLES| 
Inc., bearing under his arm a pair of boots _ selling at 300,000 roubles a pair in Russia, 4 eA INAMENT CO 
K for Mrs. J. Boris, he leaves 300,000 good but it would be useless as it is almost 
old Russian roubles behind him. Figuring certain that by the time I reached Warsaw - 
. the rouble in terms of Uncle Sam at 77 the boots would have been removed and D. W. COULTAS CO. 
+ cents, you expensively educated gentle- the box filled up with stones and Manufacturers 
“ men will have no trouble in finding out paper.” RHINESTONE BUCKLES 
that the Moscow Shoe Company played As I have no reason to doubt Mr. Com’s Big Demand 
Mr. Ivanski out of their store on the cash statement, I have decided that on my WRITE FOR SAMPLES, 
register to the melody of $36,000.00. next trip to Russia, I will wear my present PROVIDENCE - - =< R. I. 
At this point, the facetiously inclined pair of boots as long as possible, and then 
z will probably remark that this sum hardly finish the journey barefooted. There is 
e seems -enough, or words to that effect. nothing like the simple barefooted life ae G5 ce Rahess 
e But facts are facts, and I base my informa- after all. BUCKLES, LEATHER” 
ght 
Write to 
~ e Vanity Novelty Works 
Census Figures—Hides and Leather & fae a 


r of calf and kidskins. However, stocks of The percentages of increase or decrease 
cattle hides, horse hides and sheepskins in the total holdings of raw stock and AND_NOVELTY EFFECTS 
have fallen off, although tanners holdings finished leather at the close of May over PARISIAN BEADING WORKS CO. 
. of the last two classes increased. the previous month are shown in the fol- 40 & WALNUT STS., PHILADELPHIA 
Stocks of all principal classes of leather lowing table. The figures are based on re- 
other than upper, harness and belting turns from 4574 establishments as com- “‘Jast Enough Better To Be Thoroughly Worth While” 
butts were reduced during May. While the pared with 4633 for April. BONGIOV ANNI BROS. 
Largest Rhinestone Buckle 
| Manufacturers in America 
Total Stocks Tanners’ Stocks Held by High Class Buckles at Popular Prices 
Inc. Dec. Inc. Dec. Tanners 2927 3rd Avenue N. Y. City 
Raw Stocks: 
Cattle Hides. . oeane. ive 3.4 wis 1.9 46.0 
Calf and Kip.. soe . ve 17.7 £4 54.0 
Horse, Colt, Aes onl Mule. het cal 2.7 23.9 ot 50.2 
Gost end Kid............... 46 at 4.9 3 77.8 Where to Buy 
Sheep and Lamb............  .. 5.9 5.8 % 63.6 . 4 
Finished Leather: Boudoir Slippers 
Sole Leather................ 1.7 ne Fs SD 90.5 
Upper Leathers , 
(other than patent)........ 1.3 ws 1:7 Fs 68.0 IN STOCK—OUR NEW 
Patent upper................ 2 13.0 J 66.3 BALLET SLIPPER 
Harness. . sates ( il i Be a 70.0 Endorsed by dancing mas- 
Upholstery (all deund.. Fdtewens 4.6 0 4.7 74.4 har te for women, nlasey 
Glove... pide 2.6 - 10.2 50.9 our high grade boudolrs* 
Fancy and Bookbinders’.... .. x 14 ion 4.0 56.8 te 
Belting Butts. .......... 2.4 19 es 92.1 Haverhill, Mass, 


Stocks of goat and kidskins continued to 
increase during May, according to Census 
figures for that month just issued. A con- 
siderable increase is also noted in the case 


figures show a slight reduction in the case 
of patent upper, the tanner’s stocks of this 
leather increased approximately 13 per 
cent. 
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Where to Buy 


Standard Shoe Materials 
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RECLAIM LASTS 











The One 
Waterproof 
Leather That 
Takesand Re 





Creese & Cook Co. Ba”  ~ 





tains a Polish | 








T. W. CORSRS, Foss 
w.cG. DONALD, Ng meg. 
F. E. Jones, Treas. 


F. E. JONES COMPANY 
couors MAT KID 


95 South Street, Boston 











COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Soling 


OB. F. CASE 


Permesty Welpsle Shas Segply Co 





Colored 
Chrome, 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











Cut from the best 
oak feather for 
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International Shoe and 
Leather Fair 


An International Shoe and Leather 
Fair will be held in Amsterdam, Holland, 
from September 11 to September 15. This 
fair will be located in the “Palace of Peo- 
ple’s Industry” (Paleis van Volksvlyt), the 
chief exhibition building of the Netherland 
capital. The concerns selling at this fair 
will be able to rent stands, built of stained 
triplex wood and measuring approxi- 
mately 10 by 13 feet or larger. The price 
of such a booth is from 350 Dutch guilders, 
or about $133—upwards. 

This includes a sign, a curtain at the 
entrance, and shelves. It is also possible 
to exhibit on long tables, divided by par- 
titions. The price of this space is figured 
per meter (3.28 foot) length, and is 50 
guilders, or about $19. Moreover, space 
will be available for machinery in one of 
the showrooms at 30 guilders, or about 
$1.50 per square meter. The expenses for 
electric current, gas, water, etc., are for 
the accounts of the exhibitor. 

The board of the fair reports that the 
interest shown in their plan already guar- 
antees the success of their undertaking, 
and it is understood that exhibits will be 
exempt of import duties. 

The address of the Director of the Fair 
is: N. V. Schoen en Leder Jaarbeurs, 
Westeinde 13, Amsterdam. Cable ad- 
dress: Schoenleder, Amsterdam. 


Endicott-Johnson Shows Gain 


Boston—Orders booked by the Endicott 
Johnson Corporation in June were about 
45 per cent in excess of those of June, 1921. 
For the first six months of 1922 the volume 
of business was considerably in excess of 
the corresponding period last year. 

Most of the June orders were for 
immediate shipment, which, owing to the 
large volume of business on hand, means, 
practically, early Fall delivery. Shoe 
business everywhere is improving. Re- 
tailers are showing a little more disposition 
to buy ahead, although there is no 
semblance of specualtion, which makes for 
a healthy situation. The advancing 
tendency in leather prices has been 
conducive to a freer buying movement in 
both shoes and leather. 





Based on the volume of shipments of the © 


Endicott-Johnson Corporation for the 
first six months, together with the fact 
that the company will have no inventory 
depreciation to write off this year, it is 
anticipated that the earnings statement 
for the period will show a substantially 
larger balance for the common stock than 
the $4.29 per share earned on the 337,258 
shares of common in the first half of 1921. 
This latter was after deducting the six 
months proportion of the profit sharing 
due the workers under the arrangement. 
In the first half of last year, a substantial 
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amount was written off to reduce in- 
ventories to sound values. 

A year ago at this time the Endicott- 
Johnson Corporation was producing about 
95,000 pairs of shoes a day. Present 
production is about 118,000 pairs daily. 
Contracts were recently let for a new 
factory at West Endicott, to be completed 
next Spring and to have capacity for about 
7000 pairs of shoes a day. July has 
started off in encouraging fashion, and all 
indications point to a good Fall business. 





Wholesale Leather Dealer 
Dies 

Milwaukee, July 10—August L. Geb- 
hardt, 48 years old, president of the A. L. 
Gebhardt Company, wholesale leather 
dealers, died suddenly on July 7, while 
playing golf at the Grant Park golf course, 
Milwaukee. A stroke of apoplexy is 
believed to have been the cause of his 
death. 

Mr. Gebhardt came to this country 
from Germany at the age of 14. After an 
apprenticeship spent in the Conrad Tan- 
nery in Milwaukee, he set up his own 
office on East Water Street, in 1900. 
Within a comparatively short time, his 
firm rose from a small office establish- 
ment, to a huge wholsaling house, 
known through- out the United States. 

Mr. Gebhardt was a_thirty-second 
degree Mason, a member of the Milwaukee 
Athletic Club, was active in Association of 
Commerce, and a director of the Ozaukee 
Golf Club. He was also a trustee of the 
village of Shorewood, where he owned a 
beautiful home. He is survived by his 
widow, Carrie Gebhardt. 





Platz With O’Brien 


Henry I. Platz has become one of the 
partners as well as sales-manager of the 
O’Brien Shoe Company, of Everett, Mass. 
He starts on August 1 his trip around the 
country, visiting the wholesalers. The 
O’Brien Shoe Company is the successor 
to the Bunker Hill Shoe Company. 

Mr. Platz comes from Brockton, and 
has a wide acquaintance with whole- 
salers, and has established a policy of 
speedy factory production, to give shoes 
on time to the wholesaler so that the mer- 
chant can make speedy sales thereon. 





Youngstown Organizes Local 
Association 


Youngstown, O.—On Tuesday evening, 
June 27, at the Ohio Hotel in Youngstown 
there was held a most interesting and 
enthusiastic gathering of retail shoe 
men representing the following firms: 
The C. B. Klingensmith Company, the 
G. M. McKelvey Company, Lustig Bros., 
Peoples Economy Shoe Store, Peterson 
Bros. Company, Procter & Hall Company, 
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J. M. Smith & Sons Co., Weil Shoe 
Company, Strouss-Hirshberg Company, 
Books Shoe Company, Men’s Boot Shop, 
Miller United Shoe Company, S. & A. 
Rosenbaum, M. J. Sause and McFadden 
Company, who gathered around the 
festal board and partook of a most delight- 
ful dinner. 

Addresses were made by John J. Baird, 
secretary-treasurer of the National Shoe 
Retailers’ Association and ex-president of 
the Ohio Valley Retail Shoe Dealers’ 
Association, and by Secretary Henry F. 
Hagemann of the State Association who 
outlined to them the program for state 
work, especially the organization of the 
State League of Retail Merchants. 

The following officers and committee 
members were elected: C. B. Klingensmith 
president; Jerome McFadden, vice-presi- 
dent; Bertram Lustig, secretary; and 
John Smith, treasurer. The directors are 
C. B. Klingensmith, Jerome McFadden, 
Bertram Lustig, John Smith, Mike Sause, 
W. E. Warner and Benjamin R. Isenberg. 
The Membership Committee: C. C. Hall, 
J. Burt Smith, and Benjamin R. Isenberg. 
Committee on By-Laws: W. F. Procter, 
Harry M. Silverman and Mike Sause. 





A Changeable Dauber 


A new dauber has a changeable pad, so 
that after it is used for applying a dressing 
to black shoes, the pad may be changed, 
and the same dauber used for applying 
a cleaner to white shoes. 

This new dauber consists of a block of 
wood, which serves for the base of the 
cleaning pad, and a handle of wire, which 
passes around the block and holds the 
cleaning pad in place. The handle locks 
in a jiffy. The cleaning pad may be of 
wool skin, velvet, chamois, felt, or other 
material, and it may be changed in a 
minute. 

Incidentally, the dauber with a new 
cleaning pad, may be used for polishing 
silverware, or small articles of metal or 
jewelry. Patents have been asked for on 
this new dauber. 





Eight Terms Easy To 
Remember 


Corduroy—Commonly known as two- 
and-two rib, or two ribs alternating on 
face and back of children’s stockings. 

Double Sole, Heel and Toe—Means an 
extra thread added to hosiery at points 
mentioned. 

Herringbone—Applied to the stitching, 
which is made to cover the edge of the 
split sole in hosiery. 

Ingrain—Applied to raw material or 
yarn dyed before knitting. 

Lisle Thread—Yarns made of long 
staple cotton, somewhat tightly twisted 


and having a smooth surface produéed by © 


passing the yarn over gas jets. 
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Split Foot—Refers to black or colored 
hosiery having a white or unbleached 
sole. 

Spun Silk—Applied to a low grade silk 
used in the cheaper lines of silk hosiery. 
It is made from floss, injured cocoons, 
husks and waste from reeling, and bears 
the same relation to silk as cotton waste 
to cotton or shoddy to wool. 

Weli—The double thick portion or 
wide hem at top of plain hose. 





Cotter Salesmen Have En- 
thusiastic Meeting 


A very enthusiastic meeting was held 
recently by the sales organization of the 
Cotter Shoe Company, which is now so 
active in the production of Formative 
flexible arch shoes for women. New styles 
have been added to this very popular 
line, and the increased demand for Forma- 
tives has necessitated immediate enlarge- 
ment of the sales force. 

Many of the salesmen are now out with 
the new samples, and with the enlarge- 
ment of the sales force every State in the 
Union will be properly covered. 


A Rubber Flu Preventive 


Where almost everybody is subject to 
an affliction year after year those who 
know of preventives are bound to make 
them known. The flu is not as dangerous 
as it was, but it recurs every year. Pre- 
ventive or curative drugs do not seem to 
exist. Wet feet and oftentimes cold feet 
cause the primary attack and frequently 
bring about the dangerous relapse. The 
ordinary leather sole is a sponge which 
absorbs water from clayey soils, wet pave- 
ments, damp pavements, and dewy lawns. 
The cold from cement floors readily strikes 
through it. The result is cold, influenza, 
and sickness incalculable. 

The practical and perfectly obtainable 
preventive remedy is the rubber sole. It 
should be a part of every physician’s pre- 
scription, says the India Rubber World. 
The coughers and spitters in congested 
centers should be fined if they do not 
wear them. Educators should teach the 
young that almost as many fatal diseases 
come through the feet as through the 
mouth and nasal passages. 








“Juvenile” Copyright Upheld 


Washingtor, July 12—Orders have been 
issued by the Federal Trade Commission 
to “cease and desist’’ against Juvenile 
Shoe Company, Inc., Los Angeles,’ dis- 
tributors of shves for childrer. The Com- 
mission says the order prohibits the re- 
spondent from using the word “Juvenile” 
either in its corporate name or on any of 
its marks, labels, tags, or otherwise in 
connection with the sale of children’s 
shoes, in any manner that would simulate 


the product of a competitor, thereby con- ~ 
fusing the trade and the purchasing public. _ 
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Where to Buy 


Engraving and Printing 














COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
our Printing Service for the 
Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4961 











Where to Buy 


Miscellaneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 


P DOUBLE YOUR WINDOW sates i 
DOUBL ELECTRIC TURN TABLES 
DisPLAY «© SELL MORE Goops |' 
Five Near tron Cod Guaantce <<” Soerad Proc by Hote 
ane FLECTRIC WINDOW SALESMAN CO. 22°50" gf 

















Perfection Pneumatic 
Arch Cushion 






ELASTIC. TIP. COMPANY _ 
Boston, Mass., U.S. A. ré 
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What Service Means 
to Us 


Service is beyond “wood.”’ 

Service is beyond delivery. 

Service does not relax until we are assured that any last we 
provide is working out perfectly in the shoe factory. 


Service does not stint at making properly-fitting patterns if 
our customers’ patterns do not gibe with the last they 
select. 

Service brings to every customer, no matter how remotely 


situated, the latest style tendencies of the nation. 


Service is interest in the welfare of our customers, and we 
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place no limit on our interest. 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 “g- St. 
ST. LOUIS 
Adv. Biaes Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 


331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 


TEN FACTORIES 
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BROCKTON ROCHESTER 

NEWARK HAVERHILL 

LYNN AUBURN 

CHICAGO ST. LOUIS 

NEW YORK MILWAUKEE 

Affiliated Company 
United Last pes Ltd. 
Mont 
with Branch Office at Toronto 


BOSTON MASS. 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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7 HE appeal of our styles 
creates the desire to possess. 
Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


At Popular Prices --- Alkways 





SMM oo a 


Women's Weits and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Iwo Factories 


Y Capacity 5500 Pairs Daily 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Posed especially for the 
Cedar Cliff Silk Com- 
pany by Florentina 
Gosnova of the Green- 
wich Village Follies. 


CEDAR CLIFF 


SHLQ <r -<>-<— 
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Nolin of Vominant Qealty 


There is not the least likelihood of a let-up in the popu- 
larity of shoes of Satin so long as Cedar Cliff quality con- 
tinues to dominate the market. 





So long as manufacturers and merchants favor Cedar 
Cliff Satin and demand it for their shoes, Satin will hold 
its rightful position as a basic footwear material. For 
Cedar Cliff is the Satin made especially for fine footwear. 


THE CECILLE 


Cedar Cliff Satin has that depth of color tone and lus- 
trous surface which impart real charm to any shoe. 
More important, however, is the rugged inner strength 
of the fabric itself. 








Being made especially for fine footwear, Cedar Cliff 
Satin has all the quality attributes;making for utmost 


‘ : ‘ . . THE DULCY 
style and complete satisfaction in the shoes of which it Crider Gini Gals datas 
forms so important a part. attractive Turn Models for Fall 
By 
Truly a Satin of Dominant Quality HILLIARD'S 


Groveland Shoe Co., Inc. 
183 Esex \Street, Boston, Mass. 


“Nhe CEDAR. CLIFF 
SILIL COMPANY 


231-255 FOURTH AVE. 
NEW YORK 


SHOE SATINS 
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A Kohol Wood was 4 ap [ough 
He carried the rollenest vidnds and slulf 
Designed for destruction the wages of gin 
Ever burning the cowhide he carried them in. 


One day he was plying his Uraffic — 

His bool’ lealher-counlered proved lerribly flawjul 
He was fdided on sight by Lawn Order the cop 
Who scented his cargo of Synlielic pop 


Lawn Order was wise his bools were well made 
Their firm [Tlousam Counlérs could sland ally laid 
His conlfaband vile was “npp ad hol ~ 
Dut it couldnt hurt Mousams-Ihals saying 4 lol. 


Copyright, 1922. 
Rogers Fibre Co. 


Boston 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Sam MacOmber— in the Circle 


Tribute Paid to a Man Who Is Never Too Busy to Help His 
Fellow Men and Who Has Given Active Support 
to Many Big Movements 


\ \ 7 HENEVER a shoe salesman gets 
in conversation with any of 
the natives of Glen Falls—a 
small but lovely city in the North Eastern 
part of New York State—the question is 
generally put up to him “You know Sam 
MacOmber, don’t you? He is from our 
city”-—just as though he were as famous 
as President Harding, Edison or Henry 
Ford, and it most generally happens that 
every shoe salesman does know him. 

That city was lucky enough to have had 
him honor it as the place of his birth and 
continue to honor it by passing through 
its public schools and spending his early 
life there until the rival city of Rochester, 
N. Y., recognized his worth and, holding 
out wonderful prospects, invited, him to 
become one of theirs. 

Sammy, for he was then a young fair 
haired, military appearing fellow, first 
signed up with Trimby Brewster Co., of 
that city, making his initial trip in the 
year of 1888. His success was instant, for 
his candid way of talking, his pleasing 
personality and gentlemanly tout ensemble 
made him likable to the trade and fellow- 
salesmen with whom he came in contact. 
While with the Brewster Co., he was 
being closely watched by bigger game— 
and was sought to cover the larger cities 
of the country from New York City .to 
Denver, selling the fine trade fine shoes as 
made by Wright and Peters who epecial- 
ized in women’s fine footwear. 


Success Breeds More Success 
This wonderful and exclusive acquaint- 
ance with the irade in New York City and 
adjacent cities soon became national 
topic—so much so that many houses were 
in competition for his services—with the 
result that after a term of sixteen years with 


Wright and Peters he associated himself 
with the Utz & Dunn Co., of Rochester, 
New York with headquarters in New 
York City, and territory including the 
larger cities from Boston to Washington, 
D. C. Signed up with this house some 
sixteen years ago, we are now in the year 
of our Lord 1920 and Sam is still with 
Utz & Dunn Co., which would make it 
appear that he is no young fellow—and is 
still a live wire on the territory. Young 
in looks and action. 

Besides taking care of his trade, no man 
in the traveling fraternity, be it shoes or 
the many other lines, has done more 
individual or collective work for the 
welfare of the traveler than has he. 


Charter Member of N.S .T. A. 


He is a charter member and one of the 
organizers of the N. S. T. A., held the 
office of President of the New York Shoe 
Travelers Association in 1913, treasurer 
of the same organization in 1911-12-13 
and 1914 and has been secretary from 
1917 to the present date. Besides this 
he is chairman of the Commitee on Styles 
of the N.S. T. A., and has been the New 
York delegate to several National Con- 
ventions of the N. S. T. A. 

- Always working, and always active to 
help the boys on the road, he added the 
increased work of Vice President of the 
National Council of Traveling Salesmen’s 
Asso., an organization composed of various 
branches of Commercial S: lesmen. 


Worked for Interchangeable Mileage 
To our Mr. MacOmber is due much of 
the work done for the Interchangeable 
Mileage Bill. Hotels and baggage com- 
plaints have been frequently settled 
amicably through his judicious aid. He has 


been a strong influence in bringing 
recognition from the Allied Shoe indus- 
tries to the N.S. T. A. At National and 
State conferences of shoe men, he is a 
conspicuous figure, not that he ever 
caters to popularity for he is the quintes- 
sence of modesty. Calm and deliberate in 
speech and decisions he is ever logical and 
just. FPonesty beams forth from his very 
smile, which is perpetual, yet never 
assumed nor forced. 

That he is a beaver at work, one has 
but to follow him into his territory, or 
hear him in his sample room with a 
customer—then follow up his size sheets 
and weigh the orders he sends in. Uncle 
Sam had him in mind when he introduced 
the Parcels Post. 

Those who attend the N. S. T. A. 
Convention in New York City a few 
years ago, can recall the gigantic work he 
did when the Waldorf-Astoria Hotel put 
on for the shoe boys one of the most 
elaborate and artistic conventions that 
that world famous hostlery ever credited 
itself to, and Sam MacOmber was the 
guiding light—though he never would 
take any credit for his work. 

About the best comparison we can 
make is to liken him to General Grant 
who did all the fighting but said little. 
In the shoe game Sam is considered, and 
justly, too, a big man selling big trade— 
aad selling them big. That everyone loves 
him is evident from the length of time he 
has been with his few houses and the 
staunchness and loyalty of the trade to 
him. These are the real facts by which-to 
judge a man—Time and loyalty—Loyalty 
of trade—loyalty of his house and respect 
of his fellow-man. No man selling shoes 
has more genuire friends than he has. 


Follow His Pathway 


To the younger generation of shoe 
salesman, in fact all salesmen, while we do 
not put him on a pedestal, we do suggest 
should you have success in view, follow the 
pathway of Sam A. MacOmber, 
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Philadelphia Men Have a Record Outing 


Philadelphia, Pa., July 22—Philadelphia 
shoe travelers, with retail merchants and 
wholesalers as their honor guests, pulled 
off the biggest and best all-day outing in 
their history on July 19. It surely was a 
grand rally and the harmony which 
prevailed throughout the entire day is 
proof that the City of Brotherly Love is 
more than a mere name. 

Though mist prevailed in the early 
morning, later it cleared off and the day 
was ideal. The automobile parade, with 
thirty-five cars in line, started from the 
corner of Broad and Thompson streets at 
ten o'clock and proceeded to the grounds 
of the Philadelphia Rifle Club. At the 
grounds they were met by about forty 
other members who had preceded the 


parade. Many more arrived later. 


Some Ball Game! 

The feature of the morning was a base- 
ball game between the travelers and the 
retail merchants. The game began at 
11:15 and lasted for one hour and thirty 
minutes, seven innings being played. The 
retail merchants won, the score being 
somewhat one-sided—13 to 1. 

The team representing the retail 
merchants was composed of Richman, 
Lewellyn, Lodge, Gordon, Sarapin, War- 
sha, Sly, Pond, Stein, Fuges, Jones, 
Brandt, Albert, George Geuting and 
Winkleman. This totals slightly more 


than nine men, of course, and might justly 
be held accountable for the fact that the 


merchants won the game were it not 
explained that a number of these men 
were substitutes and, in so far as could be 
determined. did not play at the same time 
as the regular players. Be that as it may, 
the merchants had chalked up to their 
credit thirteen runs with a total of ten 
hits and three errors. ‘ 


Members of All-Star Team 


For the travelers there were Tecklen- 
berg, Miller, Shubert, Rubin, L. Mayer, 
Moser, Oberfield and Josephs with A. 
Mayer, Brandauer, T. B. Wood, Yueng- 
ling and Bob Hale as substitutes. In 
addition to their one lone run, the travelers 
were credited by the official scorer with 
two hits and six errors, the official scorer 
disappearing immediately after the errors 
were announced. Umpires, both of ‘em 
stern as the dickens, were A. A. Fuges and 
Herman Fisher. 

Our correspondent, who doesn’t pre- 
tend to know a base hit from a universal 
joint, rises to declare that.the features of 
the game were the pitching of Go.don for 
the retail mercoants and a home run 
poked out by the same illustrious person- 
age. 

Seven Novelty Races 

Seven novelty races were then run off 
with the following results: 

Potato race—Won by Morris Gordon 
who can handle a potato as well as a base- 
ball. 





Sack Race (not sackcloth and ashes)— 
Won by L. B. Wood. 

Fat Men’s Race—Won by William 
Berg who tips the scales at something 
under two tons. 

Fifty yard dash—Won by M. Oberfield. 

Seventy-five yard dash—Won by the 
same gentleman. 

Three- legged cace—Won by 
Strumpf and “Sid” Zeifert. 

Shoe Race—Won by M. Lopen. 

Winners were presented with suitable 


prizes. 
L. B. Wood Loves to Sing 


At 1:30 just about the time when every- 
one was heading for the eats, L. B. Wood 
incurred the temporary enmity of all 
present by holding the hungry pack at 
bay while he rendered what he said was 
a correct imitation of Melba and Caruso 
in a duet selection from Lucia. It was a 
distinct surprise but most of the audience 
recovered without the aid of pulmotors 
and sat down to one of the best lunches 
ever served east of Honolulu. One 
hundred and seventy-five partook of it 
while the Senators’ Jazz Band did its 
derndest. 

A bowling contest and another ball 
game featured the afternoon. The bowl- 
ing comtest was won, two games out of 
three, by the team representing the shoe 
travelers composed of A. C. Wood, Frank 
Oberfield, and L. B. Wood. Their oppo- 
nents, representing the wholesalers, were 
Frank Strueb, Frank Meany and J. 
Logan, with Bob Hale as substitute. 


Dave 
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Among individual scores that of Frank 
Meany was the highest with 201. 


And Then Another Ball Game 


A total of fifteen hits was registered by 
each of the ball teams in the afternoon 
contest and the game ended in a draw, the 
score being 16 to 16. 

The merchants team was composed of 
Nyce, Stein, Gordon, George Geuting, 
Winderother, Kaiser, Monteithe, Winkle- 
man and Albert. The other team, 
composed of wholesalers and travelers. 
was composed of such distinguished 
players as Tecklenberg, Brandauer, Ober- 
field, Russell, Cunningham, L. Mayer, 
A. Mayer and Rubin..- Umpires were A. A. 
Fugees and Herman Fisher. 


Too Busy to Get Far from 
Home 


Extended vacations far away from the 
busy marts of trade are not the order of 
the day this summer with many knights of 
the grip. Take for example “Bill” Gaffney 
who had planned a long rest following his 
strenuous work of managing the ball game 
at the B. S. T. A. outing at Pemberton 
last week. Instead of hieing himself to 
some place about a thousand miles off, 
“Bill” is spending a week at Nantasket 
where he is within phone call of his firm, 
the Amdur Shoe Company, should they 
need him to make a quick trip. 

The same situation confronted “Ed” 
Cox, of the Brockton firm of Howard and 
Foster who, instead of “beating it” for the 
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wilds of Maine ashe had originally planned 
is going no farther away than Orleans. 


Flying Trip Through the 
Central West 

Flying trips through the Central West 
seem also to be in order. H. A. Nichol, 
who sells a lot of Rickard and Claremont 
shoes, had to leave his favorite golf course 
this week and hurry to Chicago totakecare 
of the needs of some of his big customers. 
And John Meggett of Plant Brothers of 
Manchester, also has started on a flying 
trip around the Central West circuit, 
where business is to be had by such 
hustlers as he. 


Business Conditions Better 


Business throughout the Central West 
is improving wonderfully, according to 
word received from E. J. Andrews who 
travels through that section of the country 
for Ziegler Brothers of Philadelphia. E. 
J. is now calling on the summer trade with 
fall samples. He reports that his samples 
are making a very decided impression and 
that he feels tonfident that there will be a 
good retail trade throughout his section 
this fall. 


Patrick Fanning Dead 


The sympathy of the Boot and Shoe 
Recorder is extended to Frank E. Fanning 
who travels,for the J, Ralph Baker Shoe 
Company of Bridgewater. Mr. Fanning’s 
father, Patrick Fanning, was buried from 
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his late home in East Natick last Monday. 
He was one of the oldest residents of that 
town where he had lived much of his life 
and in which he had bullt up a prosperous 
stone cutting business. Several repre- 
sentatives of the Boston Shoe Travelers 
Association attended the funeral, among 
them being T. A. Delany, secretary of the 
N. S. T. A., “Tim’’ Murphy and M. J. 
Galvin. : 


LeFavor Headed South 


Harry LeFavor, prominent citizen of 
Braintree, Mass., and who, when not at 
home can usually be found working 
through the South with a winning way and 
a trunkload or two of Ziegler Brothers’ 
shoes, has just sent word to T. A. Delany, 
N.S. T. A. secretary, that his mid-summer 
trip is being highly successful and that 
business has picked up remarkably well in 
his territory. A particularly good business 
for fall is in prospect, he believes. Harry 
was a little late in starting out so he made 
up for it by putting a little more “chicken” 
than usual in his line. 


Arnold with Burdett 


Clarence Arnold, who has covered the 
Middle West for the last twelve years for 
Mrs. A. R. King, Inc., Philadelphia, bas 
left that firm to cover the same territory 
for the Burdett Shoe Company of Lynn. 
His present connection, aside from the 
fact that he is a thoroughly good sales- 
man and well liked in the trade, is due to 
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“THE MARILYN” 


An Advanced Style 
for 


Particular Women 





This shoe represents the latest 
efforts of our designers. Much . 
time and thought are beneath its 
trim lines. If it were possible to 
offer you a better shoe we would. 
We firmly believe, however, that 
this style will please your particular 
nd Shoe Workers Union. This 1 women customers and speed up 
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the fact that W. B. Burdett formerly 
was superintendent of the Mrs. A. R. 
King plant when it was in Lynn. He 
and Mr. Arnold are old friends and both 
of them are glad to be together once 
more. 


“Cigarette” Johnston a 
Favorite 

One of the best-posted men on Southern 
conditions is J. W. Johnston, best known 
as ‘‘Cigarette’’ Johnston, who for the past 
11 years has covered everything South of 
the Dixie Line, particularly the larger 
towns, for H. E. Lewis, Haverhill, Mass. 
Mr. Johnston was born in Maddison, 
Tenn., just how many years ago we have 
not ascertained, but long enough so that 
he has known some of his customers from 
the time that they wore short dresses— 
and, moreover, long enough so that he is 
undoubtedly one of the most-beloved and 
respected men who travel that territory. 


Understands Southern Conditions 


When he comes to the North, he is kept 
busy receiving his many friends among the 
buyers, who know full well that his head- 
quarters are at Room 704, 183 Essex 
street, and when the Southern trade is in 
Boston, they literally eat and sleep with 
him. He is also called upon by newspaper 
and trade journal, and big business men 
who are anxious to get the very latest 
survey on Southern conditions, for Mr. 
Johnston can foretell to a nicety about the 
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yield of the cotton crop, ravages of the 
boll weevil, and how much the rain or sun 
will affect the cotton and other Southern 
products of the soil. 


Wedded to His Job 


He travels 40 weeks in a year, his home 
is wherever he hangs his hat, and his ciga- 
rette and he are inseparable. From this, 
our readers may rightly make the deduc- 
tion that our friend, J. W. Johnston is an 
“old bach.” The only matrimonial alliance 
into which he ever entered was his job, to 
which he is really and truly wedded, and 
that he has made a big success as a shoe 
traveler goes without saying. 


In 1882 with Marcy Brothers 


“Cigarette’’ Johnston has had a long 
shoe career. In 1882, we find him with the 
old firm of Marcy Brothers, Hartford, 
Conn. 


True American, 100 Per Cent 


The shoe business always had an attrac- 
tion for Mr. Johnston. When a boy, he 
learned about shoe merchandising in a 
general store. For several years, he was in 
business for himself at Chattanooga. At 
the age of 19, he went on the road, with 
his mind and heart wide open to all of the 
good points of human nature—he never 
sees the bad or unhappy side. As one of his 
close friends has said of him: “I never saw 
J. W. Johnston angry. And he is 100 per 
cent American, a trifle modest as to his 
accomplishments, but he is true ‘red, 
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white and blue,’ every time, and is a real 
friend to his wide circle of friends. 


Business South Very Good 


Asked by the Recorder representative 
as to recent conditions South, Mr. John- 
ston said: “The South is not normal as 
yet, but neither has the world become nor- 
mal. It is as yet too early to prophesy as 
to the cotton crop this year, on account of 
the late planting. The South has been 
visited for some months with the same 
heavy rains as the North has been having. 
The cotton crop can best be judged in 
sections or States, the farther South you 
go, the earlier the planting—some farmers 
starting as early as the first of February 
and the last planting taking place in June. 
The Spring freshets were so numerous 
throughout Louisiana, Mississippi and 
Arkansas, that it was impossible to plant 
cotton at the usual time in the bottom 
larids and the crops will all be late. 

“‘Business as a whole, is very good. The 
people South, as a rule, want either nice 
shoes or cheap shoes, and everything con- 
sidered, business is better than what might 
be expected. There are not as many inter- 
mediate lines sold dgwn South as in other 
parts of the country. My trade buys as 
nice shoes as do the people anywhere else 
in the United States.” 


New Line for Horace Murray - 


Horace Murray, formerly of the Horace 
Murray Shoe Company of Haverhill, has 





Some heavy-weight sluggers who took part in the ball game at the Philadelphia Outing 
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YOU CAN’T PASS 
BY THESE VALUES 


The shoes here shown are a remarkable good “‘buy,” thoroughly 
made dependable shoes that stay sold without complaint. 


Note that the descriptions specify solid leather sole and heel, 
full grained insoles and full vamps. 

We are well stocked on these numbers and can speedily fill your 
orders. 


They are 


IN 


STOCK 
Ready for 





No. 491 is Brown Grain Bluche 
Two Full Lea ther aes, Solid Lea ther No. 1030 is a Boys’ Youths’ and Little 


Bee Gin cco ccccedccctccceornnt $2.25 Men Goodye a Wel it Chocolat e Elk. 
Leather Sole Solid of ther 


Immediate =" “sttes 
Shipment 


REGISTERED TRADE MARK 










Terms 5% for cash 
within 10 days 
or net 30 days 


No. 1041 is Boxe Little 

No. 856 is a Black Elk Plain Toe, Two goola Full 
Full Leather Soles, Solid Leather ‘Heel, pw ag Be inate Fol 
- - $2.25 Gist cisvseccsseud Soleo. $2.40, $2.20 


Hub Gore Molder, a 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 


Sales Offices and Stock Rooms, 15 High St., Boston, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publi¢ tion in replies to advertisements. 
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added to his other lines that of Welsh, 
Moss and Feehan. He is to sell the large 
retail and jobbing trade between Boston 
and Denver which, as we all know, 
constitutes a rather large slice of this 
country. Murray is very well known in 
the trade and looms large as an expert 
style builder. 


The Fitches are Glove Grip 
Enthusiasts 


The Fitch Brothers, C. N. and T. G., are 
big business getters. C. N. is ina well 
deserved timelight just at present from 
the fact that he is now touring the 
British Isles and the continent. With 
Mrs. C. N. Fitch, C. N. sailed from these 
shores on May 30, with their return to 
the Land of the Stars and Stripes sched- 





GEORGE DYCHE 


Who will represent W. Baker Shoe Com- 
pagan Be this season. Mr. Dyche is very 
ing been with 





uled for September 1—in time to attend 
the next salesmen’s convention of the M. 
N. Arnold Shoe Company. 

C. N. Fitch has had a very thorough 
experience in the shoe business. As a boy, 
he was brought up on a farm in Néw York: 
State. When a young man, he Went’t6 
Kansas City and worked for some time in 
a retail store. He was very successful, 
and eventually became part owner in The 
Holland Shoe Company, one of the best 
high-grade stores in Kansas City. Recent- 
ly this store has been taken over by the 
Hanan Shoe Company. 

About 25 years ago Mr. Fitch’s health 
was not very good, so he started traveling 
to sell Arnold shoes. At that time all of 
the M. N. Arnold Shoe Company’s shoes 
were made in the King Quality Brand; 
the Glove Grip Feature was not even 
thought of then. 
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The Recipe 


It’s doing your job the best you can 

And being just to your fellow man; 

It’s making money—but holding 
friends, 

And staying true to your aims and 
ends; 

It’s figuring how and learning why, 

And looking forward and thinking 
high, 

And dreaming a little and doing 
much; , 

It’s keeping always in closest touch 

With what is finest in word and 
deed; 

It’s being thorough, yet making 


speed; 

It’s daring blithely the field of 
chance 

While making labor a brave ro- 
mance; 

It’s going onward despite defeat 

And fighting staunchly, but keeping 
sweet; 

It’s being clean and it’s playing fair; 

It’s laughing lightly at Dame De- 
spair; 

It’s looking up at the stars above, 

And drinking deeply of life and love; 

It’s struggling on with the will to 
win, 

But taking loss with a cheerful grin; 

It’s sharing sorrow and work and 
mirth 

And making better this good old 
earth; 

It’s serving, striving through strain 
and stress, 

It’s doing your Noblest—that’s Suc- 
cess! 

—Berton Braley, inForbes Magazine 

(N. Y.) 











A Well Earned Tour 


Mr. Fitch has always been a very hard 
worker, and in his territory, which at 
first comprised Missouri, Kansas, Iowa, 
and Nebraska, he has built up a very fine 
trade. After he had sold Glove Grip 
shoes about five years, his brother, T. G. 
Fitch, of Lawrence, Kansas, weat in with 
him, and together they have built up a 
big business for M. N. Arnold shoes in 
this territory. Three years ago C. N. 
Fitch’s son, L. L. Fitch, went with the 
two brothers, as it required the service of 
another good man to take care of the 
trade which théy have established. 

The Fitch brothers were among the 
first to realize the wonderful possibilities 
in the Glove Grip Feature. They have 
pushed it very hard from the start, and 
it bas been a big factor in their success. 
Today Glove Grip Shoes are made for 
both men and women, and represent about 
75 per cefit Of the fattory’s Volume. 
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ling 
Salesman 


“The good old days are gone. We can’t sell 
shoes over the long distance ‘phone any more. 
It's now a case of real he-man power selling.” 


“Buyers are looking at samples longer and taking 
their time about buying. They are asking more 
questions about materials and quality than ever. 
before.” 


“I hear more about bottoms than any other part 
of the shoe. Buyers pick up my samples and tap 
with knuckles on the sole the first thing. They 
know that the bottom is the foundation of the 
shoe. Unless the bottoms are first class, they 
have all kinds of ‘come-backs’ from their trade.” 


“I tell shoe men they must be particular about 
the bottoms. I advise the use of ‘Rock Oak’ sole 
leather because of its record for Quality through 
nearly half a century.” 


“I’ve sold shoes with ‘Rock Oak’ soles for years. 
I still sell them. I never have had a ‘kick’ on 
“Rock Oak’ bottoms.” 

“ ‘Rock Oak’ sole leather is oak-tanned from the 
best green salted packer steer hides. For durabil- 
ity and finish, ‘Rock Oak’ can’t be beat. I’ve al- 
ways got a talking point over the other fellow as 
long as I carry a line with ‘Rock Oak’ bottoms. 
My customers know “Rock Oak’ is the basis for 
building a sound reputation in the shoe business.” 
A sample of “Rock Oak” sole leather will be sent 
to you on receipt of your request. An examina- 
tion will convince you that “Rock Oak” bottoms 
on your shoes will satisfy the demand of the buy- 
ers for Quality soles. 


THE AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
Chicago Boston St. Louis 
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“The OLD LADY of THREADNEEDLE STREET” 


—has made Sterling mean “standard” the world over. 
And the name STERLING on Patent Leathers is as sig- 
nificant as the stamp of the Bank of England on a Sterling 
note. That’s why more and more merchants are specifying 


SterlingGolt  SterliigHid 


Sterling 
BRISTOL PATENT LEATHER COMPANY --~- BOSTON, MASS. 
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Just the Thine for Boys 


[ the Dolgeville line are several unique styles for boys. 
These felt shoes have sport scenes on the toe that ap- 


peal and attract the boy trade. 


This is only one type of the complete felt footwear line for 
men, women and children which is the standard of- quality 


everywhere. 


Into every pair is built the genuine service that is iden- 


tified with all footwear bearing the Dolgeville trade-mark. 


Dolgeville Felt Shoe Gompany 


DOLGEVILLE; NEW YORK 
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HOES built with Crawford Arch Supporting Shanks appeal 
to two large groups of your customers—those now suffer- 


ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 
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Auburn, Me. 
87 Main 


Brockton, Mass. 


93 Centre 


Cincinnati 
708 Broadway 


Chicago 
18 South Market 
Haverhill, Mass. 


145 Essex 


Johnson City, 


124 Main 


Lynn, Mass. 
306 Broad 


Mariboro, Mass. 


11 Florence 


United Shoe Machinery 
Corporation 


N. ¥. 
Ss 


Boston, Massachusetts 








Milwaukee 
258 Fourth 


New Oricans 
216 Chartres 


New York 
37 Warren 
J. K. Krieg, N. Y. 
39 Warren 
Philadelphia 
221 North 13th 
Rochester, N. Y. 
130 Mill 
it. Louis 
1423 Olive 
859 Mission 











Nothing in the Shoe 








But the Foot 
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Barnard Comfort Shoes 
Four Popular Numbers 
In Stock 


— in comfort shoes is some- 
thing the wearer doubly appreciates. 

It affords long wear and an extra 
Two-Strap Vici Kid Sandal. Gray ooze quar- neat appearance. Women’s Kid Tip Juliet. Vici kid. Hub gore. 
ter and sock lining. 10-8 rubber heel. Fises Sh in sock lining. 8-8 rubber heel. 10- 
3 to8. E width. The quality built into Barnard om belting leather sole. Sizes 3 to 8. Width 


aie shoes is the result of eighty years of Price, $2.35 
thorough shoemaking—a_ prestige 
that must be maintained at all 
times. 


You can put Barnard shoes on your 
shelves with a sure feeling they'll 
sell and give permanent satisfac- 
tion. 


Here they are on the floor, ready to 
ship. 


J. W. Barnard & Son 


Women’s Plain Toe Common-Sense Juliet. 
One-Strap Vici Kid Sandal. Gray ooze quar- Shoemakers Vici kid. Hub gore. Sheepskin sock iining. 
ter and sock lining. 8-8 rubber heei. Sizes 3 8-8 rubber he2l. 10-iron belting leather sole. 


to 8. E width. hina tied Andover ‘ Mass. Sizes 3 to 8. Width EE; 
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|. « Always a crowd at the 


s-t.scomwint ‘Shadow Shoe booth 


‘SHADOW SHOE” at the Boston Show. 


This was called the most intensely interested 
exhibit at the Boston show. 


Manufacturers, jobbers and dealers of style 
shoes at once recognized the value of being 
able to “put style right on the last” and 
show proper location of pattern lines on style 
footwear. sO 


| 
























































This discovery of a solution that would show 
the pattern in color on the last is opening 
vast possibilities for the manufacturer; he can 


at once see definitely how the finished shoe is 


es going to look. 


Send for Particulars 


LYNN LAST COMPANY 


LYNN, —— MASS. 
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Manufacturers Association 


ARTHUR L. KINSLEY, President | Members of the National Boot and Shoe ARTHUR H. COOPER, Treasurer 


WISE & COOPER COMPANY 


{MANUFACTURERS OF 
LADIES PERFECT FITTING FOOTWEAR 
GOODYEAR WELTS 
BOSTON OFFICE 
166 ESSEX STREET AUBURN, MAINE ESTABLISHED 1883 












ANNOUNCEMENT 


For years we have been making a line of | September Ist—widths and sizes as 
Black Kid high and low Women’s Welts wanted. 










for»the larger retail trade, which have If you are on our books, you will receive 
proved to be unusual values for service, a catalogue; if not, drop us a card; we 
fit and style. would like to send you one, and would also 
An In-Stock Department carrying these be very pleased to submit sample pairs 
shoes—mostly AA to E—will be installed on approval. 






Samples Ready Now 


WISE & COOPER CO. 


— - Se | R16 IS) 


And Should Be 
In ‘Stock: | In Yours! 


The Two-Strap 
Sensation— 
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The One-Strap 


Hummer! 
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; 
| $4.25 $4.25 
Styl 
- Ne. 306 Style = 
f] No. 102 
uU u 
nl = 
Widths: A, 4-8; B, 314-8; C, 3-8 Leather Insole Counter and Box; Imitation Tip; 
U Satin One-Strap Turn. Brocaded Quarter. Perforated Throat; Cutout Quarter; Rubber U 
French Corded 17-8 Louis Heel. Price. . $4.25 ~ For Lift. n 
f] Same Style in Plain Satin, No. 103...$4.00 As light asaturn. Sizes 3to7. Widths B. 
I Minimum order, 12 pair. 

Terms: 2-10. Net 30. -~ 
| HARRY W. FELSTINER & CO. | 
ll] 76 Washington Street HAVERHILL, MASS. 
oo] Coed IE Ii IC 1 eee SE)" fen TS] 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of an - ocrvine = — ~~ for dry 
season wear, a sensible “pal’’ for wing lad. 
ae Write for Dealers’ Price and 


Catalog 





C. Russell Moccasin Co. 
Berlin, Wis. 





























CEN 


Mr. 
Retailer— 
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QUALITY 
BOUDOIRS 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 


“After” 


——s ee a a a a a a a a a a a a a a ate 











Do not wait any longer! Now is the time to get rid of your old- 
style boots and low shoes. The Brooklyn Shoe Remodeling Co. is 
the only concern that can help you best. It is the most experienced 
concern in this line. We are helping thousands, and we can help 
you as well. Our prices are the lowest and our work is unequaled. 
Send us a pair or two at once and we will convince you. 


These Boudoirs will bring business for you. 
They have the eye appeal and quality of 
workmanship that wins trade. Let us prove 
this by sending you samples and quoting 
prices, in colors and quantity you desire. 


A. W. 
GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


—————— Ks 
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BROOKLYN SHOE REMODELING CO. 


205 ROCHESTER AVE., BROOKLYN, N. Y. 
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$1,000,000 





WORTH OF 


JOBS TO SELL. 


WANTED-—_ 
$5,000,000 More 


No Lot Too Small or Large 
“CASH and VALUE” 


OUR MOTTO 











Send us samples and quote 
your lowest price for cash 


Ss. ROSENBERG & SON a 


144 Essex Street - - Boston, Mass 


—— el 
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for immediate shipment 
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No. 2175 
Brand new pattern, witb special fitting 
and ribbon sole stitching. Schmidt's 
—" ‘Eric’ Calf. Oaksoles. Rubber 
el. 


At SARS 
6, — 


No. 2120 
Same except made of Black “Eric”’ Calf, 
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4 ! ‘YHROUGH wise preparation, our Stock 
department is equipped for fine shipping 
service on fast-selling midsummer Bates styles. 
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Style 2175, in Tan Calf, and 2120, in Black Calf, have 
been big demand numbers throughout the season. 
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These two bluchers, with the popular spade-shaped "toe 
and perforated wing tip and quarters, have put generous 
profits into Bates dealers’ cash boxes all during the season. 
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Plenty of sizes — if you order quickly! 


A. J. BATES COMPANY 
WEBSTER MASSACHUSETTS 
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: A Useful Decision to Shipperstand 


iN 


= United States Supreme Court 

[te now settled a question which 

has long vexed business men and 

their ¢oumsel, and which has never been 

definitely and finally settled by the high- 

est court in the land before. The ques- 

tion is this:— | 

When a consignee receives goods 
which have passed over two or more 
railroad lines, and the last line delivers 
them in bad condition so that the 
consignee has to sue for damages, 
which road shall he sue and how shall 
he prove which line caused the 

damage? ° 

The fact that the answer to this question 
is not clear has kept thousands of merito- 
rious damage suits from being brought. 
Perfectly conscientious attorneys have 
said “these goods came over three roads. 
You have got to sue the first line or the 
one that caused the damage, for of course 
no other is responsible. How are you 
going to tell which one did cause the 
damage?” 

And the shipper or consignee, because 
of the hopelessness of getting this evidence, 
has many, many times laid down and 
taken his loss. 

The United States Supreme Court has 
now said, in the case I have referred to, 
that you can sue the last road, that is, the 
one that delivered the goods to you in 
bad condition, and that you do not have to 
prove that the damage occurred on its 
line. If the damage did not occur on the 
last road’s line, you can be sure it will go 
backon the road that it did occur on. 

It is also the law under the Carmack 
amendment, a law passed by Congress in 
1906, that if it is more convenient, you 
can sue the first road, that is, the road 
which ‘accepts the goods for shipment. 
Therefore it is the law that you can sue 
the road which accepts for shipment, or 
you.can sue the road that delivers in bad 
condition. If the shipment passed over 
moré than two roads, you can’t sue any 
intermediate road unless you have proof 
that it caused the damage. 

In the case which now lays down this 
rule,»"a shipment of merchandise was 
delivered to a railroad in New York for 
delivery to a consignee in Nebraska. The 
goods were in perfect condition when they 
left New York, but were delivered in 
Nebraska in bad shape. The consignee 
could get no satisfaction from the railroad, 
and finally had to sue. Since the goods 
passed over several roads, and he hadn’t 
the slightest evidence which road caused 
the damage, he was puzzled how to bring 


his suit. Finally he sued the last road, the 
line which delivered. This road defended 
on the ground that it couldn’t be sued 
unless the consignee could prove that the 
damage occured on its line, which the 
consignee couldn’t do, as he didn’t know 
where it occurred. All that the consignee 
was able to do at the trial was to prove 
that the defendant railroad had delivered 
the goods to him in bad condition. 

The case went all the way up to the 
United States Supreme Court, which has 
just set the matter at rest with the decision 
that the consignee was right in suing the 
last road, and that he could get his 
damages merely by proving delivery in 
bad condition, without going into the 
question where the damages occurred. 
The Carmack amendment was that the 
first road, that is, the road that accepted 
the goods for shipment, could also be 
sued in case of delivery in bad condition, 
without regard to where the damage 


occurred, and the Supreme Court holds’ 


that there is no inconsistency between 
these two provisions. 

I reproduce the following from the 
decision :— 


The single question now presented 
for consideration is whether, since the 
Carmack amendment, a presumption 
arises that the injury occurred on the 
delivering carrier’s line when goods 
moving in interstate commerce upon 
a through bill of lading are delivered 
in bad condition and the evidence 
shows they were suund when received 
by the initial carrier, but does not 
affirmatively establish where the loss 
occurred. 

We think the common law rule, 
supported both by reason and 
authority, is correctly stated in 
Section 1348, Hutchinson on Carriers, 
Third Edition: “A connecting carrier, 
who has completed the transportation 
and delivered the goods|to the consignee 
in a damaged condition or deficient 
in quantity, will be held liable in 
action for the damage or deficiency, 
without proof that it was occasioned 
by his fault, unless he can show that 
he received them in the condition in 
which he has delivered them. The 
condition and quantity of the goods 
when they were delivered to the first 
of the connecting carriers being shown, 
the presumption will arise that they 
continued in that condition down 
to the time of their delivery to the 
carrier completing the transportation 
and making the delivery to the 
consignee, and that the injury or! oss 


“f Receivers of Freight 


occurred while they were in his 

possession.” 

The petitioner insists that this com- 
mon law rule conflicts with the Car- 
mack amendment, which requires 
issuance o! a through bill of lading by 
initial carrier and declares it liable 
for damage occurring anywhere along 
the route. But we find no inconsis- 
tency between the amendment or any 
other Federal legislation and the 
challenged rule. 

The suggestion that by imposing 
additional liability upon the initial 
(first) carrier the amendment provides 
an adequate remedy for shippers and 
thereby removes the necessity for any 
presumption against the delivering 
one, and impliedly abrogates the rule, 
is unsound. They are adequate 
reason why shippers should have the 
benefit of both; and we think Congress 
so intended. 

Under this decision shippers and con- 
signees of freight are in a better position 
to. get their rights from railroads than 
they have ever been before. If goods ere 
lost or damaged en route, the party who 
has to bring the suit needn’t think at all 
about where the damage occurred. If it 
is more convenient for him to sue the line 
that accepted the goods for shipment, as 
it would be if the shipper was to bring the 
suit, he can sue that line, and at the trial 
all he need do is to prove that the goods 
were in good condition when accepted and 
in bad condition when delivered. 

If it is the consignee who is to bring the 
suit, it will be more convenient for him 
to sue the last line, that is, the line that 
delivered, and he can do this without re- 
gard to where the damage occuzred. At 
the trial he will have to produce the same 
evidence that the shipper would have to 
produce, viz.: 1, acceptance by the first 
road in good condition, and, 2, delivery 
by the last road in poor condition. 

Copyright, June, 1922, by Elton J. Buck- 
ley, Esq., 643 Land Title Building, Phila- 
delphia, Pa. 





An Error Corrected 


In our issue of May 20, in announcing 
that the Barton-Wheeler Company had 
discontinued business in Kansas City, we 
stated that H. R. (Jack) Barton, of the 
Jack Barton Shoe Company, another 
Kansas City wholesale house, formerly 
had been connected with the Barton- 
Wheeler Company. This, we find, is un- 
true, H. R. Barton never having been con- 
nected with or having any interest in the 
Barton-Wheeler concern. 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength 1s 
most needed. 


The Trade Prefers 
“Clifton” Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth give 


satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


THE LATEST NOVELTY 





CHAMOIS BOUDOIR SLIPPER 


We are offering this beautiful chamois slipper at the 
rock-bottom — of one dollar per pair. Its comfort 
and wearing features are unexcelled. 


The soft hair filler from toe to heel, with the full-length 
chamois insole, embodies the utmost in quality con- 
struction. 


RED, BLACK, BROWN, PINK, MAY ROSE, 
COPENHAGEN BLUE, LAVENDER, BABY BLUE 


Price $1.00. Discount 5% 10 days, net 30 
Write for complete samples, and take your pick 


Keystone Overgaiter Co. 


MANUFACTURERS OF 
**Sago”’ Brand Felt Slippers 


237-41 North Sixth Street, Philadelphia, Pa. 


July 29, 192 


The Latest Styles 


he 


REQUIRE 


(GUARANTEED) SILK HUB GORE 
In Various Widths to 
Match Prevailing New Shades 
of Colored Leather. 
EVERLASTIK, INC. 
Webster and Spencer Aves. 


CHELSEA, MASS. 
395 Broadway, New York City 


COMMISSION 
_ LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 
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For Quality Work 


the shoe industry has 
found Meyer's Thread 
best. Our ““Wamesit” 
and “Merrimac” lines 
for upper work are just 
what discriminating 
shoe manufacturers 
wanted for years. For 
9 strength, smoothness 
and elasticity they are 
unexcelled. A little 
experience with Mey- 
er's Thread will prove 
it superior most 
economical. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Make ’Em Comfortable and They'll 
Return for More, Says This 
Shoe Shine Expert 


S the shoe shining parlor becomes 
more and more popular; the shoe 
shining parlors become more and 

more up to date in the way they are han- 
dled and furnished. One of the most 
popular parlors in the City of Washington 
is that of The Quality Shoe Service, on 
Eleventh Street. It is there that women 
and men will go when they need a good 
shine and a comfortable place to wait. If 
the busy man or woman must visit the 
shoe shine parlors at the busy time of 
day, it is a great comfort to feel that, 
provided they have to wait a few min- 
utes, they can do so in absolute comfort. 

The shoe shine parlor has a popular 
way of seating their guests for the shine. 
The seats are placed far apart, with the 
width of a seat between each seat. This 
enables a patron to read a paper, write a 
verse, or do whatever he may wish to do, 
without hitting the elbows of the man 
next to him. That is some satisfaction, 
and not to be found at every shoe parlor. 
In between the seats the management 
have placed long mirrors against the wall, 
a few feet from that surface. Upon the 
top of the sbelf formed by the mirrors, 
have been placed fen palms, which are 
growing in large brass jardinierres. On the 
floor, at the base of the platform, between 
each seat, there is a small fern in a brass 
fern bowl. 

As a patron sits getting the shoes 
shined, he or she can look directly across 
the room, which is wider than most par- 
lors, and get a good idea of how the new 
hat or cap looks. And if the powder is on 
straight. If not, put it on right then and 
there. At the back of this side of the 
store is a large square mirror, and there 
is no necessity of anyone leaving the place 
without the clothes hanging properly. 
One usually likes to see how their own 
feet look, too, and there you are. 

Instead of the usual tiny chairs which 
struggle to hold the hundred-seventy-five- 
pounder, there are large, wide, plush- 
cushioned chairs, which accommodate 
with perfect ease the patron who draws 
the scales down to their limit. The small 
patron is not adverse to the large chair, 
so everybody is pleased in that respect. 
Wide arms for the weary patron make this 
an ideal place to go when wishing a com- 
fortable shine; and I may say that the 
shines are worth the ten cents they charge. 
When it costs no more to get a comfort- 
able shine, we are all going for the com- 
fortable shine, which is at once a shine 
worth having and a restful few minutes. 


This shoe shine parlor bas recently put 
in a stock of shoes which sell themselves 
to the patrons who sit in the chairs get- 
ting a shine or waiting for a shine. In 
the center of the room sit three large glass 
showcases, in which are displayed some of 
the most pleasing footwear in stock. On 
the other side of the cases is a long velvet 
rug, running the full length of the room. 
Against the opposite wall are a number 
of wicker chairs, finished with cretonne 
cushions. Two or three rockers are here, 
for the man or woman who likes that 
sort of chair. The patrons often sit in 
these chairs while having a new pair of 
shoes fitted to the feet. When not being 
used for that purpose, they may be util- 
ized by the patrons who are waiting for 
someone. These chairs are especially 
nice for the husband and wife who hap- 
pen to be waiting for each other. The 
wicker chairs give such a homelike at- 
mosphere to the entire place. 

One might almost think he were waiting 
in an up-to-date dentist or doctor’s office. 
There are three round wicker tables, on 
each of which there is a brass fern bowl 
with beautiful growing ferns. A cro- 
cheted white centerpiece on each table 
makes the effect still more attractive. 
Magazines are there ready for the reading 
while waiting. Several large fern basket 
of wicker, pedestal style are placed here 
and there near the show case. 

Then, at the rear of this side of the 
room, steps lead up into the shoe depart- 
ment, where the stock of shoes is kept. 
There are chairs there, too, for use when 
having shoes fitted. Thus the store has 
an assurance of plenty of room. Lattice- 
work breaks the upper walls and make a 
nice partition for this part of the store. 
The patron can thus have all the privacy 
of the regular shoe store, even more, if 
that is desired. The patron seated in 
that department cannot be seen by the 
patron who may happen to be getting a 
shoe shine. 

The foot specialist is always in attend- 
ance; and is one who guarantees to put 
the foot in perfect order without the use 
of a knife. People do not need to buy 
shoes. The*foot specialist treats the feet 
and within a few weeks has them as good 
as new. His advice on the proper fitting 
of shoes is welcomed by the regular pat- 
rons of the store, who send new customers 
there from time to time. 

The success of this plan of up-to-date 
handling of shoe shines is shown by the 
fact that the store does a thriving busi- 


ness, and yet does very little advertising: 
They use the daily papers now and then 
for all the advertising they do. But they 
depend on their service and their com- 
fortable surroundings to bring more cus- 
tomers. And they are well satisfied with 
the progress they are making, and the 
clientele they have secured. All of which 
goes to show that pleasant surroundings 
and courteous service will advertise them- 
selves. 

The plan of carrying the shoe in stock 
with the shoe shine parlor is a good one. 
For it is true that many people will sit in 
the chair getting a shoe shine and look 
about the place just out of idle curiosity. 
Instead of the bare walls of the usual shoe 
shine parlor, there are the three cases of 
beautiful shoes. It is the most natural 
thing in the world for the shoe shine pat- 
ron to see a pair of shoes he likes; and 
half the sale is then made. 





Railway Safety Campaign 


In an effort to reduce the number of ac- 
cidents at railway crossings, involving 
trains and vehicles, including automo- 
biles, the American Railway Association 
has inaugurated a movement, which it 
calls a “Careful Crossing Campsign.” It 
features the slogan: “Cross Crossings 
Cautiously.”” The association points out 
that in thirty years the country’s popu- 
lation increased 68 per cent, whereas 
crossing accidents increased 345 per cent 
in fatal cases and 652 per cent where in- 
juries only resulted. In 1920, 76 per cent 
of the crossing accidents involved auto- 
mobiles, 1,907 persons being killed and 
4,961 injured. 





Short Skirts Going 


At a meeting of the Wisconsin Beauty 
Culturists and Hair Dressers’ Association, 
held at Madison, Wis., the concensus of 


‘ opinion of members indicated that the 


day of the bobbed hair and the short skirt 
had passed. The beauty doctors claim 


that skirts which conceal the calves and 


leave only the ankle to peep coyly from 
beneath their germ-gathering lengths, is 
the new decree of Dame Fashion. This, of 
course, may possibly have the effect of 
changing the prevailing hosiery styles, al- 
though the best opinion holds that no 
radical change in skirt length can be ex- 
pected for some time. 
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SMART SUMMER STYLES READY 
TO SHIP TODAY 


No. 891—White Polar Kloth, | strap, Military 
Heel, Heavy Turn Sole, Silk French Corded. 
Widths, AA, A,B,C, D.....Price to close $1.75 









No. 905—Skinner’s Black Satin Vamp. Black 
Silk Brocade Quarter and Heel, 14-8 Spanish 
Louis. Widths, AA, A, B, C, Price $3.85 


No. 892—Patent | strap with collar having 8 cut 
outs. Military Heel, Heavy Turn Sole. Widths, 
A, B, C, D. Price $3.50 


No. 902—College Girls’ Patent Leather Sandal, 
one strap. Silvered Buckle. Widths, A, B, C. 
Price $2.75 


Terms: 2% 10 Days 
No. 892 Net 30 





No. $02 


ELLIS-EDDY CO., Lewiston, Maine 











“NEW FALL OXFORDS NOW READY 


THE 


“”O | 
SHOE 


CORRECT COLLEGE STYLES 













The 


Brae Burn 


Aberdeen 





617 603 F 520 F 521 
Tan Norwegian Phila Lace Black Norwegian Phila Lace Boarded Russia Foxed Oxford, Black Boarded Calf Foxed 
Oxfofd, Overweight Single Oxford, Overweight Single Overweight Single Sole. B, Oxford, Overweight Single | 
Sole. A. B, 7-11. C, D. 6-11. Sole. A, B, 7-11. C, D, 6-11. 7-11. C. D, 6-11 Sole. B, 7-11. C, D, 6-11. | 


No. 606 samezinfhigh shoe. No. 604 same in high shoe. 


BE PREPARED FOR BUSINESS DON’T LOSE SALES 


M. A. PACKARD COMPANY | 


’ BROCKTON, MASS. | p 
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Graphic Reminders Bring Customers 
Into the Store 


Clever Display of Shoe Laces Reaps Harvest 
of Sales 


“If your shoe-laces look like this—Stop 
now and Buy.” 

A sign of that sort, confronting the av- 
erage careless man or woman in a window 
would naturally cause them to remember 
the morning’s struggle with a refractory 
shoe string and the time wasted in trying 
to tie the shoe. 

The idea was used by the Bootery Shop 
of Pontiac, Mich., to bring people into the 
store and sell them findings, at the same 
time making them acquainted with the 
shop as a real shoe store. 

But the sign was only part of the display. 
It called attention to a motley and laugh- 
able assortment of shoe-laces in the win- 
dow. They were hung as a border all 
around the sides of the window, and 
draped over standards flanking the card. 
They were torn and knotted and broken 
and frayed. Some were without tips, 
some had the tips broken, others were 
soiled and muddy. Every one of them 
was a reminder of the torture that can be 
caused in the rush hour of getting ready 
for business or work by a refractory shoe- 
lace. 


Beneath the big card was another, with 
smaller lettering. It read: 

“You keep a supply of handker- 
chiefs and socks—why not shoe-- 
laces? Buy half a dozen pairs.” 

The result of this little stunt was re- 
markable. It brought in scores of indi- 
viduals to buy laces, which were dis- 
played inside in great variety of styles 
and lengths and colors. The clerk in 
charge of the case was kept busy, and in- 
cidentally he converted many small sales 
into larger ones by calling attention to a 
stock of polishes, brushes, and shoe trees 
displayed on the same counter. Not a 
few of the customers thus brought in also 
noted the shoes shown in advantageous 
places about the store, and sales in that 
particular were numerous enough to jus- 
tify the effort in getting together the 
window collection. 

Securing the broken laces was not so 
difficult a matter as it might appear, be- 
ing accomplished by the simple expedient 
of saving all the damaged laces from shoes 
brought to the repair department for a 
few weeks. , 





Late Milwaukee Notes 


Starts Municipal Advertising 


The most extensive campaign ever 
started in Wisconsin for the purpose of 
advertising a city is now under way in 
La Crosse, Wis. Over a hundred signs ad- 
vertising the city will be erected in three 
States. 


New Repair Shop Manager 


The C. H. Krause Shoe Store of Anitgo, 
Wis., has engaged Frank Schleis of Chi- 
cago, an ex-service man, to take charge of 
their repair shop. Mr. Schleis, who 
learned the repair work trade in a govern- 
ment rehabilitation school, will take over 
the new department on August 1. 


New Merchants’ Organization 


Retail merchants on Center Street, 
from 30th to 55th Streets, in Milwaukee, 
have formed an organization which will 
be known as the Center Street Business 
Men’s Association. The purpose of the 
organization is to concentrate the atten- 
tion of merchants in that district on the 
project of making their section of the city 
. shopping center, so that much of the 


trade now going to the large department 
stores downtown can be brought to the 
neighborhood retailers. Several such dis- 
trict organizations already exist in various 
parts of Milwaukee, and without excep- 
tion have proven helpful in building up 
their districts. 


Racine Plant Above Normal 


The Davies Shoe Manufacturing Com- 
pany at Racine, Wis., is operating above 
normal. The company is now employing 
248 persons.” The plant has been operat- 
ing steadily, and part of its force is em- 
ployed as a night shift, in order to keep 
orders filled. The outlook for continued 
activity is very good, according to the 
company’s officers. 


Sets Course Record 


Joe Hyland of the Huegel & Hyland 
Shoe Company shot a 140-yard hole “in 
one”’ at the Black Hawk Golf Club. It 
was one of the most spectacular shots ever 
made on the course. Hyland put the ball 
in the cup with one stroke. He says that 
it is the second time that he has made 
this drive on the same course. 


Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


CHANGES 


Milton Fla.—A. J. Margolis & Sons, shoes, etc., 
succeeded by Surprise Store. 

Zolfo Springs, Fla.—Raleigh’s, shoes, etc., re- 
ported sold out shoe department. 

Ashburn, Ga.—L. Berkowitz, shoes, etc., advertis- 
ing to sell out. 

Atlanta, Ga.—M. Yudelman & Son (Atlanta Bar- 
gain House, 10 West Mitchell Street), shoes, 
reported selling out. 

Chie: ago, Ill_—Baranov Bros., shoes, reported sell- 
ing out. 

Peoria, Ill.—Schoenfeld-Martin Co., shoes, etc., 
reported sold out. 

Tell = Ind.—F. R. Kasper, shoes, etc., suc- 

led by Joseph Graves. 

lowe, Falls, la.—Burrow’s Department Store, shoes, 
etc., succeeded by William hy Hall. 

Navarre, Kans.—G. W. Larso shoes, etc., suc- 
ceeded by Weethee rede Merchandise 

Mount Sterling, Ky. 2 & Olwings, shoes, 
etc., succeeded by R. Punch. 

Auburn, Me.—The estrone Co. , Manufacturers, 
recently inco ated. 

Clinton, Maine—Clinton Shoe C ation, shoe 
manufacturers, incorporated with authorized 
capital of $50,000. 

Crystal Falls, Mich.—A. Sackin Co., shoes, etc., 
out of business. 

Kansas City, Mo.—Mutual Hosiery and Mer- 
chandise Co., shoes, etc., incorporated with 
Bot Samp act 

oO! ild’s, Inc., shoes, etc., in ated 
with capital of $600,000 

St. Louis, Mo.—Proctor Counter Co., counter 
manufacturers, incorporated with capital of 
$125,000. 

Brooklyn, N. Y.—Elco Shoe Mfg. Co., Inc., shoe 
manufacturers, capital increased to $200,000. 

ilip Krasow (3 Tompkins Avenue), shoes, 
selling out. 

ae N. Y.—W. H. Cronk, shoes, etc., re- 


ported oats out. 
Peespers, Y.—James Piscuitla, shoes, out of 
Sd N. Y.—Schumann Mfg. Co., Inc., 
manufacturers of slippers, etc., incorporated 
with capital of $15,000. 
Long Island City—S. Barber Shoe Co., Ma manu- 
facturers. removed to Brooklyn, N. Y. 
New York City—James J. Scanlon & Co., Inc. . 
- oom acturers, incorporated with capital 
oO 
Alfred Giantel, Inc., shoe manufacturers, 
incorporated with capital of $50,000. 
United Shoe Rebuilding Co., Inc., incor- 
porated with capital of $30,000. 
Newark, N. J.—B. Breier Shoe Mfg. Co., in- 
corporated with capital of $300,000. 
Passaic, N. J.—Broadway Retail Stores, Inc., 
shoes, reported sold out store here to Samuel 


Marcus. 

Dallas, Texas.—Saul-Meyer Co., shoes, etc., in- 
corporated with capital of $40, 000. 

Ottawa, 4 er, L Co., Ltd., wholesale 
shoes, incorporated with capital of $150,000. 

Montreal, P. Q. —Reliable_ Shoe a «shoes, re- 








cently 
United Slippers | Co., sonenstnelinen re- 
cently here. 
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Milbradt Rolling 
Step Ladders 


are made in a great man 
styles to suit all 4 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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OPPOSITE SOUTH STATION Ga5K EX ABSOLUTELY FIREPROOF ne. o 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 








The responsible business of serving the traveller has become a profession with the management of the Essex, who 
have given special attention to the requirements of shoe and“leather men. 
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today. 
—_ Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St, 
Brockton, Mass. 






colors. 











valeur“ IN STOCK 






Two of Many Styles 
for Immediate and 
Later Delivery 


Terms 
2/10 
net 30 


Ladies’ Felt Moccasins—ribbon trimmed with silk pompom, 12 
i A harry ae 70c. per pair 
Ladies’ Ribbon and Plush Trimmed Juliets, flexible McKay stitched, 
with rubber heels, 10 colors. . .95e. per pair 


Send for samples of other ladies’ > men’s, ond children’ 's styles 


BROOKLYN SLIPPER C 


409 OSBORN 3 ya 
BROOKLYN, N. Y. 





























MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
Every Shoe Store Needs Bic cle The Most Popular 
_— = STEP Size Stick 
**MANCHESTER”’ nnED 
(Trade Mark Reg. U. 8. Pat. Off.) LADDERS 


CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester” 
Trade Mark Reg. U. 8S. 
Pat. Off. 


- ers are made of 

ade tool steel, 
nickdl plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W. Lake St. 














Boston, Mass: 





are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
description 
an 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Ill. 














SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 








1181 4th St., CINCINNATI, OHIO 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 










With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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__POSITION WANTED 


LINE WANTED 


MISCELLANEOUS 





rpRAY AVELING SHOE SALESMAN—Top man is 
open for position. or 

lst. Men’s dress or general line. Greater Kansas 
City or middle West preferred. Address D 367, 
care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 





LINES WANTED—Manufacturers’ representa- 
tives, calling on the shoe findings trade in New 
York City and Metropolitan territory desire, con- 
nections with manufacturers seeking distribution. 
Address K-626, care Boot and Shoe Recorder, 127 
Duane St., New York. 





YOUNG MAN desires position in retail shoe 
store. Can start at me. D. Lampert, 867 
Lafayette Ave., Brooklyn, N 
EK shoe salesman, 31 years of age* 
wishes to hear from any reliable house that 
wants a representative in Detroit and vicinity. 
A. Partensky, 4630 Lovett Ave., Detroit Mich. 
R= TAIL SALESMAN AV AILABLE— Has Tong 
rience in the fitting and selling of high- 
unto ter twear. Prefers position in men’s depart- 
ment. Best recommendations as regards character 
and ability. Volk Bros. and Leon Kehn say: 
“Best salesman and shoe fitter we ever saw. 
John J. Skally, 1920 Grand Ave., Dallas, Texas. 


WANTED—Medium-grade woman’s line for 
Southern territory by experienced salesman, 
thirty-five, employed, but desires change. Can 
give reference. Address D-350, care Boot 
and » Recorder, 207 South St., Boston, Mass. 








TO RENT 


P-TO-DATE STORE for rent:on main street, 

flourish: ing community needing family shoe 
store. Wm. Kinsella, 1713 Sheepshead Bay Road, 
head Bay, Brooklyn, ie A 








FOR YOU? 
A Right-Hand Man 


Twelve Years Training In 
Sales-Promotion, Credits 
and Advertising in Shoe 
Factories. 


If ability and faith are the test—this 
man will be offered a position at once 
by some manufacturer needing a con- 
fidential man to help him in sales pro- 
motion, credits and advertising. Is 
leaving his present position, after 
years of service, through no fault of 
his. Has traveled extensively, making 
credit adjustments, selling, etc. Is 
adaptable enough to fit himself to 
your business. Best of references— 
including the Boot and Shoe Record- 
er’s. Address for Interview, D-366, care 
of Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














LEATHER BUYER 


Looking for Connection 


Understands all details of the 
making and selling of leathers. 
Has had wide and practical ex- 
perience. Will make a valuable 
man for some manufacturer 
desiring the service of an expe- 
rienced leather buyer. Address 
D359, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 





SHOE department for rent in a large ready-to- 
wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 


St., Boston, Mass. 





TO LET 


Hosiery Department Space in 12 exclu- 
sive shoe stores selling medium priced 
men’s and women’s footwear. If in- 
terested write for further particulars. 
Will lease on percentage or —_ 
rental to the right ple. Address 
D 358, care Boot and S Shoe Recorder, 
207 South St., Boston, Mass. 

















WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YoRK. NY 
PHONE—SPRING 9965 
WILL(SLOW SELLERS th 
SUR®LUS STOCKS 
BUY (Entire stocks 'CASH 
Bargains in shoes always on hand for special sales and bare ain basements = 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. ag m. N.Y. 
Phone Williamsburg 34 




















MANAGER WANTED 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
= will pp * value for your entire or surplus 


= having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 

















SHOE STORE 
Manager Wanted 


He must have two years managing 
experience; must know where and 
how to order shoes made up or to buy 
ready made; must give references or 
bond and take full responsibility. 
Business is good going concern in 
Haverhill, Mass’ Address D 373, care 
of Boot and Shoe Recorder, Boston, 
Mass. 











CASH PAID 


for shoe stores or surplus stocks of shoes or 

for other merchandise. Leases taken over. 

We will send a representative to investigate 
make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


way, New York 
Pee Beles Sieosieltie 








We buy open y ayy ~ price 
for retail a A tp ks of shoes or 
any other pM, Guasthty no object. 
‘or 30 years our specialty. 
Bark and le ref 


BROOKLYN PURCHASING SYNDICATE 
FRANK WA Proprietor 
610 a — 

















(eet) 
Fixtures =~ 


Shown in Catalog G.F. 


Wood Fixtures 
Catalog No. 1-A 


Artificial Flowers 


. In Stock— 
Window Valances (ui to: Samples 


WINDOW RUGS AND PLUSH 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 


Catalog No. 19 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 


Chicago 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


write sor THECHICAGO 
and Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 














Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany. 


Pubes. oc cccecssocs $3.50 each. 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five manufacturers of 
Milbradt Rolling Step Ladders. 
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issue: 

Space 1 time 7 times 
1 in.... . $5.00 $4.00 
2 in 10. 8.00 
3 in.....15.00 12.00 
4in.....20.00 16.00 


Payment in advance is required, 


$3.50 

7.00 
10.50 
14.00 











13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per OSITIONS WANTED—Four cents per word for each insertion. 
r Minimum amount accepted, seventy-five cents. ther 
“Want” advertisements, is cents per 


‘or oO 
word for each insertion. 
Ads ater this heading will be 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 


12.00 —:10.00 oped 





except when regular advertisers, as amounts are too small to open accounts 


pan oa up to noon on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
words must be allowed in each advertisement for address. 

advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
Answers to ads must be sent under letter postage. 

















SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 





N EW YORK wholesale house has the whole state 
: of New Jersey open with an established trade. 
We will give this territory and trade to a salesman 
who is successfully covering this territory. All 
replies treated confidential. Address K-628, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


QHOE SALESMEN WANTED.—Two good ter- 
~ ritories open for live wires with established 
trade to carry a jobber’s full line. Commission 
basis and drawing account. Address K-627, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


V TANTED—We have openings for live-wire side- 

line salesmen in New York, Pennsylvania, 
Ohio, Kentucky and Tennessee, Texas, Oklahoma, 
Arkansas and other Southern and South-western 
states to handle Rochester's leading advertised line 
of infants’ soft soles and infants’ and children’s 
turns, in connection with present line. We pay 
highest commission and want applications only 
from hustlers with established trade and who cover 
the territory regularly. Give present connection, 
references and full pertiosiogs § in first letter. J. J. 
MacMaster, Rochester, N. Y. 


GALESMAN WANTED—A Philadelphia manu- 
facturer of high grade Welt and Turn Children’s 
shoes has the states of Ohio and Michigan and 




















We want to do twice as much business in 
Detroit. We are tired of the salesmen who 
have forgotten how to canvass from store 
to store. We want a young man who will 
welcome a chance to make The one 
we have in mind is about 23 to 25 years old 
with a splendid retail training or a con- 
nection with a local job 


He is the type of fellow who won’t be 
afraid to come back tomorrow, after being 
turned down today. He will work every 
day in the week without a detective to fol- 
low him. le appreciates as we do the 
value of a lot of orders for stock goods no 
matter how small. 

This young man will know how to talk 
shoes. He will be well dressed and of 
pleasing personality. His references. will 
stand careful investigation, in fact a per- 





CAN YOU DOUBLE OUR SALES IN DETROIT 


ADDRESS D 371, CARE BOOT AND SHOE RECORDER, 
107 SOUTH ST., BOSTON, 


sonal interview should prove more than 
he can tell us in a letter. 
If you feel you are the man, be sure that 
the application is made after you have 
satisfied yourself that you know Detroit 
well, and are willing to travel from time 
to time into the State of Michigan. The 
letter should include everything that you 
— done since you quit school, mention- 
ing i age, your general equipment and 
= lity. If you have a photograph, send it 


Don’ t be afraid of making the letter long 
explaining why you feel you can sell shoes. 
We offer the opportunity of a fixed salary 
with extra consideration for good sales. 
Our present business in the territory and 
the full co-operation of our big New Eng- 
land men’s and women’s factories, will 
back up the one who gets the job. 


MASS. 








several large cities open. A man well 
with the trade ferred. Address D 364, care 
pest and Shoe Recorder, 207 South St., Boston, 


7 AN WANTED to carry line of Infants’ 

Misses’ Turn shoes, on commussion basis, 
maine Ohio and Indiana. Apply with references: 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 


W ANTED—-side line salesmen who are at present 
connected with a first-class house and have an 
established trade, to ca a line of comfort shoes 
and men’s slip . Stock proposition. State the 
territory you ire. Replies to be considered m 
strict confidence. Address D 361, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ELP WANTED-—Salesmen with established 

trade calling on shoe dealers and repair shops 
to sell adjustable Metal Shoe Trees as sideline. 
Big seller. beral commission. Write: The Art 
Metal Works, "Rewesh, N. J. 


QAL .ESMAN WANTED who has established 
*.” trade with bien clase deglers only in Pacific Coast 
siates to carry high grade ladies’ Brooklyn-made 
Turns and Welts on commission. references 
required. Address D 354, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


IVE WIRE SALESMAN —To cover Southeast- 

4 ern States including Alabama, Miss. and La. 
Up to the minute high-grade Brooklyn made 
women turns. ddress D 356, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 




















"THOROUGHLY high grade salesman with goed 
following in Eastern states, to carry high gr 
snappy line ladies Brooklyn-made turns and = 
Commission is. Will consider it as a side line to 
right man. Address D 355, care Boot and Shoe 
Recorder 


, 207 South St., Boston, Mass. 





gas. SALESMAN—Manufacturer making a 
medium line of Stitchdown shoes and sandals 

for infants, children, misses, growing girls, men’s 

Romeos and Everett slippers. Capacit 5,000 

pairs, needs an on commission for 

vania, Ohio, Kentucky, Tennessee, Texas, _Ok a- 

homa and other § 





SALESMEN _WANTED—Pennsylvania manu- 
side sa nm for a high gra 
pen ny priced infants’ and children’s turns. Ex- 
ceptional value, best repeating line. Commission 
basis for New York, Illinois, ~ and Michigan 
states. Stock service. Address T) 368, cure Boot 
and Shue Record-r, 207 South St.. Boston, Mass. 


EXPERIENCED SALESMAN —Live wire. Line 
of klyn made ladies’ turns. Sout terci- 
tory . Commission. References ¢»quired. Ad- 
dress 369, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


/ANTED—Experienced retail shoe salesmen, 
Steady position. Apply H. B. Colgrove, K. 
W. Watters Company, Buffalo, N. Y. 








WANTED—Two experienced salesmen with 
established trade in the middle West, to sell 
a special factory line of Three Women’s Boudoir 
Slippers. Black Vici Turns at $1.00, $1.25, $1.35, 
less 3% Case lots . Commission 6 fo. Un- 
usual fed gg Address D 370, care and 
Shoe Recorder, 207 South St., Boston, Mass. 


Mah ag any with established shoe 
trade, to carry as side line, in connection with 
non-conflicti } of juvenile shoes, our short, 
— = flexible turns, sizes 1 to 5. Every 
shown, IN STOCK, for immediate delivery. 
ission 7 per cent. Samples ready August 1. 
A —_ references stating territory oore 
Cc *s Shoe Company, Inc., ees 


S 


To sell complete line of Suvenile frm 

be hustler, with an established trade. Can be car- 
ried as a side line. Tell us all about yourself. Ad- 
dress D-347, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMEN WANTED—To line of Indian 
moccasins, slumber slippers, soft soles and in- 
fants’ turns, on a commission basis, & a manufac- 
turer of 16 years. We pay a liberal commission. 
The following territory is open: Ohio, Indiana, _ 
nois, Missouri, Minnesota, Wisconsin, Michi 
the Central and Mountain States, and New ~ 
land. “ges. ate stating e ience and other line 
carried, os ts P. Footwear Co., Inc., 
Oswego, N Factory 2 2. 














Salesman Wanted 


This is a splendid opportunity for a 
good salesman to secure an unusual 
line of children’s play shoes. The shoe 
has many distinctive and appealing 


features, a is proving a sensation 
wherever shown. They are properly 
priced, and big repeaters. Line is 
backed by generous trade paper adver- 
tising. A few good territories are still 
open. With the te commissi 
paid, a live wire can make a permanent 
and profitable connection. Give full 
details of territories covered, complete 
references, and your qualifications for 
securing this line. Address D 357, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




















Ogden Dress Shoe 


a following territories are open for 
len Men’s Calfskin Dress shoes 

to > sennll at $7 in conjunction with our 
Fox Kip shoes to retail at 

Idaho, Utah & Nevada. 

Montana, Wyoming & N. Dakota 

Nebraska & So. Dakota. 

—— 


Western Pennsylvania. 
Illinois. 
Mississippi & No. Alabama. 
New York State. 
West Virginia. 
Address OGDEN SHOE COMPANY, 
MILWAUKEE. 











Salesmen Wanted 


An old established manufacturer of a 
complete line of children’s and misses’ 
turn shoes of medium high grade, 
desires a few salesmen to carry 
their line to the retail trade. At presi- 
ent being sold through jobbers only. 
Liberal commissions will be paid. a 
excellent opportunity to secure a 

fitable and permanent position vith 
an honorable and successful house. 
Give full details of territories cov 

and credentials which will entitle you 
to secure this line, in*your first letter. 
Address D 363, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 
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BOOT 


right wearer, 


Cable Address BOOTRECO 





AND 


im the right fitting, for the right price, at the 
merchants. The chief purpose of “Th: 
which depends the progress of the entire allied industries relat 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


SHOE 


Per copy, 25 cents 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more” but “right”; sold for the right purpose, to the 
right profit. This is the great problem of the retail shoe 
Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
ing to shoes and leather; their production and distribution. 


Canadian, $6.00 


Year 


Foreign, $10.00 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered at the Post Office, Boston, Mass., as second class matier. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS.., U. S. A. 


Printed in U. S. A. 
nnn 








SALESMEN WANTED 


SALESMEN WANTED 





W ANTED—Salesman for High Grade Men's 
Welts. Le age the +-— ~~ a, Itinats, 
Ohio, Kentucky, and the Sou Ad- 
dress Fiebrick-Fox-Hilker Shee en ~ “—~ 
Wisconsin. 


WANTE {D—Salesmen to sell the Tom Boy line 

of Milwaukee-made children’s stitchdowns, 
consisting of twenty styles. In-stock proposition. 
Can be carried as side line in the following terri- 
tories: Ohio, Indiana, Southern Michigan, Illinois, 
Iowa, Minnesota, Western Wisconsin. Address all 
applications, with full particulars, to Tom-Boy, 
232 Broadway, Milwaukee, Wis. 








WANTED Sal tosell a medium priced line 
of Men's Dress Welts, on a straight commission 
basis, in the following territories: Ceneperenins 
Wisconsin and Minnesota; Michigan and 

Illinois; Missouri and Nebraska. Address D-337 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 











Sales and 
Advertising 
Manager Wanted 


Well-known Middle Western 
manufacturer of men’s shoes 
is desirous of securing the serv- 
ices of a high-grade man of ex- 
perience to take charge of sales 
and advertising departments. 
This is a good-sized place for 
the man who can fill it. We re- 
quire a man of energy, enthu- 
siasm and experience. Address 
D-360, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 








SALESMEN WANTED 


The new Tomahawk Line of metallic 
fastened Men’s and Boys’ dress shoes 
im six lasts, ineluding the French, in 
Men’s and Boys’, at popular prices 
offers the best selling bet on the mar- 
ket this year. A wonderful opportu- 
nity for volume sales for high class 
salesmen. Write fully regarding terri- 
t covered, volume of sales per year, 
and complete references. Address 
Tomahaw Jompany, Toma- 
hawk, Wisconsin. 








— —)) 


NEW hee with : line of 
men’s le dress and every- 
day shoes, has openings for live-wire, 
— ays le salesmen. Straight com- 
. Write at once, stating 
a and territory desired. Coble 
Company, P.O. Box 602, Milwau- 

kee, Wis. 


= 














WANTED! 


Rubber Footwear 
SALESMEN 


Old, well-established manufac- 
turing concern wants two sales- 
men for New England. 


Must be High-Powered men 
with Rubber Footwear experi- 
ence. Salary no object. 


State full particulars. 
Address D-365, care Boot 


and Shoe Recorder, 207 
South St., Boston, Mass. 








PUBLISHED WEEKLY IN THE INTERES 
OF THE RETAIL SHOE MERCHANT BY T 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
,%.: G. PHILLIPS, Pres’ 

ERHUNE, Treas. 


ARTHUR D. 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 





FOREIGN SUBSCRIPTION—The price 
foreign countries except the - ay is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates fi on application. For rates 

for Wants, for Sales, etc., see Want Page. 


4 





OFFICES IN 


BOSTON OFFICE: 207 —_,, Street. Cor- 
respondence relating to 
d be add d to the Be 








SALESMEN, 
ATTENTION: 


Having increased our plants consider- 
ably we could use the services of a few 
more Live Wires. We tan our own 
leather and make the prettiest line of 
sellers in work shoes and work gloves 
made in the United States. What 
territory are you best known in Ref- 
erences required. Write, Michigan 
Shoemakers, Rockford, Michigan. 











E have opened at this time 

in West Virginia, South 
Carolina, Kentucky, Louisiana, 
Mississippi, and South Texas 
territory our floor stock of all 
styles and a line of correctly- 
priced outings known to possess 
the well-known Milwaukee mar- 
ket solid-leather service. Shoe 
quality should permit any one 
of sales ability to secure attrac- 
tive returns. Only men of ex- 
perience and a clean record need 
apply. Address application, with 
full particulars, to The Portage 
Shoe Company of Portage, Wis. 

















BROCKTON ag ¢ 224 Moraine * Geo. 

W. R. HILL, Manager. Telephone 507 

CHICAGO OFFICE: 189 West Madison St. 

Telephone Main 1089. B.C. Bowen, Manager. 

ST. a OFFICE: 1627 Locust St. B. C, 
wen, Manager. 


NEW YO YORK OFFICE: Room 101, Graham Bldg., 


27 Duane St. H. Walter Scott, Manag.t 
2425 Canal. 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager 


HAVERHILL OFFICE: Chessber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 


CINCINNATI OFFICE: 810 Second Nationa! 
Bank Bidg. Manager. Tele- 


H. M. Bowen, 
phone Canal 4426. 
—~ ——_ A OFFICE: 609 Powers B 





LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer, 
Broadway 1 ' : 
WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John C. 
Pen ete a 


ARGENTINA: Boones’ Al EE. an, 
BRAZIL: Gane, Joke 'S. Fitch, 88 Rus General 
<araere, 08 Sob. 
CHILE: Las Rosas 1123-1127. Otte 
CUBA: Mr. Gomes, Corrales, 24 Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 


SPAIN: Gerente, Leonelo de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 
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OFT SHOES FOR TENDER 





Style No. 9496 


Paris Kid Oxford on No. 179 last. Medium toe. 
Kid tip. Flexible welt. 1% inch heel. AA to E 
in stock. 

Price $6.00. 


Style No. 9790 
Similar oxford in brown kid. AAA to E in stock 


Price $6.25. 


We are wholesale [distributors to the 
shoe trade of 


Dr. Jensen’s 


Arch Cuff 


A useful device in cases of arch trouble 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston, 80 Boylston St., Little Bldg. 
New York, 47 West 34th Street 


The Boot and Shoe Recorder will appreciate your men 


























FOR 
FALL 


SMART 
SPATS 





LEADING 
COLORS 


PRICES 
RIGHT 


OR brisk fall trade, we offer the above 

spat, made from fine Kersey. It’s 
just the thing your women customers 
want. Smartly tailored; strongly sewn; 
durable buttons. And the price places it 
right in your reach. You need it because 
demand will call for it. Get it today. 


Samples and price quotations sent gladly. 


C. R. WHITTREDGE & CO. 


245 BURRILL STREET SWAMPSCOTT, MASS. 











IN STOCK 





Rubber 


ait 95c 


Women’s black one strap turn 
sole, rubber heel sizes 3-8, 4-8, 
5-8, 4-7, case lots only, terms 
30 net, F.O.B. Cincinnati. 


r 
J 





ALTMAN & MINCES 


CINCINNATI, OHIO 


TOT ete ete tiiiiiiiiiel iT] 
the publication in replies te advertisements. 


136 BOOT AND SHOE RECORDER July 29, 19224 


Sale gn 
TERS eV) i 
ae OF a i; 























Nes) —Z 


AB) 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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Smooth and ComfortaLle No. 31104—Maho- 
gany Eric Calf, soft 
/8; B-3/8; 


Keeps Out Dirt 


Easy on Tender Feet 


—made for the growing girls and the alert young women who 
love the “great outdoors.” 


They are built to stand the “open road,” to make hiking a pleasure. 
No. 16100—Maho- 


When the hearty girls of your town go on picnics, or for a vacation, siee—h 
or for camping these low shoes will toe, A-4/8. B-3/8. 
give the finishing touch to wool {and D-2%/% 
hose, with Knickers or sport suits. 


These are companion LOW SHOES to our famous National Park Hiking 
Boots, and will prove equally popular sellers. 


Write for NATIONAL PARK Hiking Oxfords Sales Agency 


THE JUVENILE SHOE! CORPORATION 


Reg. U. S. Pat. Of. CARTHAGE, 23 MISSOURI 





Vol. 81, No. 20. Published every week by the Boot and Shoe Recorder Publishing Company, 207 Seuth St., Bosten, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act ef 
Congress of March 3, 1879. Subscription price $5.00 a year. Printed in U.S. A. 
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moda GRIFFIN MFG CO 


“1 67-69 Murrau Street, 
onessINGS New Yo! N.Y. 
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“Follow the Creighton Line’’ 


Oo oO . ©) oO oO oO oO Ort < 
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oO 
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IN STOCK 


Style No. 307 


Black Satin Pump— **Winthrop” 
Flexible McKay—French corded, 16-8 Covered Heel 


Widths Ato D — Price $2.75 
Send for new Fall stock catalog 


Boston Office—183 Essex Street 
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Made in Milwauhee . 


VELOURS CALF 


Reg. U. S. Pat. Off. 


P & V Velours Calf forms the high- 
est grade of black chrome-tanned 
calf leather on the market. Manu- 
facturers of high grade shoes know 
the supremacy Of this famous 
product. 


A smooth full grain calf leather in 
bright or mat finish, glazed to a 
very smooth dirt-resisting surface. 
Its fine grain and even break are 
unequaled. 


Specify P & V Velours Calf, for the 
buyers of fine footwear will appre- 
ciate the excellent qualities of this 
leather. 


PFISTER & VOGEL LEATHER CO. 


Milwaukee Wis. Established 184-7 
































i 





TTI EELS UTE EEE ETT TTTTTTTTETEETIT TITTIES TTT TTT Mm 


UU 














August 5, 1922 BOOT AND SHOE RECORDER 





Ann Greeeeeceeacadanciiaiiiiiiiiin 1 
SA >» 


See Se ee 





sTANWD RTH 





912X 


GALLUN’S 
FAMOUS 
No. 4 DIXIE 


NUT BROWN COLOR 


$3.40 








IN STOCK 
B-C-D WIDTHS 


MORE OXFORDS TO BE WORN 


TRONGER oxford sales for the next five m nths.” 
That’s the prediction of joint style committee: of the 
National Shoe Retailers Association-and the National 
Boot and Shoe Manufacturers Association. Get your 
share of this business with 912X. ‘The Wonder Shoe 
of the Season.” 12 iron edge rubber heel. You can 
depend on quick deliveries from Marion. 


MARION SHOE CO. 


MARION, INDIANA 
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O not delude your- 
self into thinking 
that it’s sufficient to say 
“make that style in 


kid.” 


Say SCHERER'’S 


and you'll get shoes 
that wear a quality 


badge. All the years 


of experience and ex- 
— which we 


ave spent on SCHER- 
ER’S kid make a real 


difference. Insist on 


SCHERER'S. 


Our Most Demanded Colors 


HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 

SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No.. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid. 


ash LOWS 
avorite 
eather 


CHERERS 


“Makes Better Shoes 
Still Better” 
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STYLE 43—Welt 
Sterling Patent Colt Instep Strap Pump 
Perforated Vamp and Strap 
2— 8, Last 22,7-8 Heel, AA-D. . .$3.50 
1k — 2, Last 23, Low Heel, A-D.. 2.85 
81-1 1, Last 23, Spr. Heel, B-E.. 2.50 
6 — 8, Last 23, Spr. Heel, C-E.. 2.25 


OUR plan to increase your profits is 

to supply you with a progression 
of children’s sizes. By this we mean a 
logical succession of well-modeled 
shoes, one style of which ‘‘guides the 
growing foot’”’ into the next. 


Once you have satisfactorily fitted the 
foot of the growing child, parents will 
return to buy more good ‘“‘Jel-Del’’ 
Shoes. For ‘‘Jel-Dels’’ are made from 
choice pliant leathers, over roomy lasts, 
and with just the right degree of style. 





STYLE 31—Welt 
Russia Calf Lace Oxford. Medium Shade 
Perforated Vamp—Lace Row and Quarter 
2\4-— 8, Last 20, 7-8 Heel, AA-D. .$3.50 
1144- 2, Last 21, Low Heel, A-D.. 3.00 
84-11, Last 21, Spr. Heel, B-E.. 2.65 


SS ~~ JSS) Jae ee > J} 






l 
i] 


The ‘‘Jel-Del’’ method of progressive 
fitting includes, and is applicable to, 
all feet from infant to growing girl. 
Write today for complete catalog of 
IN-STOCK numbers and further in- 
formation concerning ‘‘Jel-Del’’ 
service. 





STYLE 73—Welt 
Growing Girls’ Sterling Patent Colt Strap 
Pump. Perforated Vamp, Foxing, Strap 
and Quarter 
2%-8 Last 40, AA-D.............. $3.50 


= 
| 
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MADE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 


LYNN, MASS. 


 JEEDE]’ 
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APHRODITE—A gown of gold colored 
chiffon, heavily crusted with a most 
ornate and unusual design of gold 
lined beads. Trimmed with gold 
dipped flowers. 


FAK ASIA REESE 
———— eee 


‘AVIADIE—A gown of mauve taffeta 
and Boue Soeurs lingerie. Bouffant for 
Summer wear. Hat by Maison Gluck. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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At The National Shoe Show 
BOSTON 


This Irresistible Combination 


GOWNS By 


BOUE SOEURS 


SHOES By 


FOX 










CHARLES K. FOX 


(Inc.) 
AVERHILL, MASS., U.S.A. 


Boston: 54 Lincoln Street 
Chicago: Great Northern Building 
New York: Marbridge Building, 
roadway & 34th Street, Room 632 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





LA FEE—A gown inspired by the Ver- 
sailles epoch. Material, a hand-made 
silver embroidered net with silver 
roses and ostrich plume on the hip. 
Comb of silver tissue. 
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You will admit that this is 


— a record to be proud about. 





—2in business only a little over a year. 
—starting from scratch with no trade. 
—selling up factory capacity first year. 
—repeating that performance today. 
—making 2,000 pairs of good shoes daily. 
—winning the esteem of our patrons. 
—receiving thousands of congratulatory letters. 
—rapidly taking front rank as style makers. 
—gaining a reputation for beautiful shoes. 
—selling the best trade of the entire country. 
—now completely sold up to October Ist. 
—ready to talk to you about future dates. 


The LAPE x ADLER ©. 
HI-STYLE “3 LO-PRICE 
COLUMBUS OHIO. 















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies toe advertisements. 
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“Some Speed” in Business 


There must be a reason for everything. 


There must be a mighty good reason for 
the quick success of The Lape & Adler Co. 


A thriving, big business cannot be built on 
hot air or idle talk. Our almost instan- 
taneous success is founded upon 


Good Shoes, Well Made 
Stylish and. Beautiful 


Low FT cel Welts and 
Llextble Mc Kays. 


That is our foundation—that is why we 
are sold up to October Ist. 


Talk to us about later deliveries— now. 


The LAPE s ADLER ©. 
HI-STYLE “x= LO-PRICE 
COLUMBUS OHIO. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TEEPLE 


MIGHTY GOOD 


WELTS BOYS 


are best to put your weight behind, be- 
cause they are the kind that make 
friends of the boys and their folks; 
also they are far bigger, dollar-for- 
dollar value, because of standardized 
make—one last and one quality. 


MORE BUSINESS AND QUICKER 
STOCK 


TURNOVERS ON LOWER 


will result from your pushing Teeple Boys’ 
Welts. These shoes are in specially tanned 
upper leathers—Teeple’s Broncho Kip(brown 
and black) for dress and Teeple’s Broncho 
Brown Elk for rough use. The Teeple Last 
is a real boy last. Three different toes—one 
for boys’, one for youths’ and one for little 
men’s sizes. 


Three Specifications Found 


Proud of 


K-L Prime Oak Soles—Cut by Neilson— 
DRYDEN Double ty 2 Rubber Heels, Fred 
Rueping Leather Co. ’s ye Stock. 

The Tires, Spring and Body of a Shoe for 


High-Powered Boys 
JUST 5 STYLES—ALL MIGHTY ‘GOOD 


STYLE 10 
(As Illustrated) 


Broncho Brown Kip Bal 
Same in Black, Style 12 


Boys’, 244 to 6, BC D... $¢dudeeneseeeanee 
Youths’, | to 2, BC D : ‘scan Se 
Little Men’ 's, [10 to i3\, SUE: cs ccnneenaent ae 


Style 11, Same in Broncho Brown Kip Blu 
Style 13, Same in Bronchv Black Kip Blu 


Prices Quoted Apply o1 Even Dozens 
Five Per Cent Discoant, 10 Diys 


TEEPLE SHOE CO.. 


WAUPUN, WISCONSIN 





in Each | 
Mighty-Good Shoe That We Are aperny | | 
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ih -MacMadster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


Distinctive Shoes for Your 
‘Children’s Department 


No. B 1293 
White Kid Moccasin, 
White, Pink or Blue Rib- 
bon and Trimming. Hand 
Embroidery. Sizes 0 to 4. 
aa $7.50 


No. B 2162 
All White Kid, Soft Sole, 
Agate Button and Ti 
Can also be 5 | in Black, 
Tan, Gray or Sizes 
0 to 4. - 


No. B 381 No. B 370 
Patent Leather, Two Strap, Sa | Leather, One Strap, 


urn 
4 to 8. Spring H . $1.35 lto 5. No Heel 


8% to 11. ieee 4 4 to 8. Spring Heel 
8% toll. Spring Hee 1:88 


J+J + Mac MASTER 
ROCHESTER ,N-Y. 
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New Strap Effects 


for at once shipment 








Many other styles 
carried 
in stock 


No. 380—Price $4.00 No. 379—Price 
Block | Setie. Dora One Strep. Single Patent venee Sue Sp Sing + 


le, Military Covered Military Co 
Heel. Tremont Last. hy my Wood fi 
AA to C. 





ARCH SUPPORT OXFORD ARCH SUPPORT OXFORD 


Widths AAA to E. Sizes 214 to 10. Bleck ma, ca agi Heel. 
No. 470—Price $4.00 


. ? No. 449—Price $4.50 
Black Kid, Tremont Last, 13-8 Heel. Riccio Kid, Ditennes tack. a8 Heel 


No. 471—Price $4.50 All with Rubber H 
Brown Kid, Tremont Last, 13-8 Heel. 





Our folder illustrates 
only the live ones. 
Send for it. 











No. 346—Price $4.40 No. 383—Price $4.25 


Patent Rita One Strap, Gray Suede Trim, a a ee 
Single Sole, vs ull I Spaniah Covered Single Sole, Military Covered Wood 
= to C. Heel, Tremont Last. 


No. 347—Same, only Beige Suede Trim. 


THOMSON CROOKER SHOE CO. 


Cc. R. THOMSON, President J.M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


No. 382—Same, only Gray Suede Trim. 
AA to C. 
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14 BOOT AND SHOE RECORDER August 5, 1922 


{RaRR ERD tte SS 


7 ce 








Sie the Sie the che he 


VAUG HANS: ; IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES Sms 


se abe 28 





Cate mre ta rgd aber. 


Sb te i le ae Sy re Be le fe Be Se ee ad 
VAUGHAN’S IVORY SOLE LEATHER 








————— 


IVORY HEELS IVORY WELTING 
IVORY MID-SOLES ,Miéfo@. IVORY TOP LIFTING 
IVORY FIBRE _ HEEL BOARD 


Trade Mark Registered 


Sf tl st st st tt tn el st dt tl Sl te Sod Tn lS dd le dd 


C00. pliant, durable and attractive. These are a few of the pleas- 
ing qualities of VAUGHAN’S IVORY SOLE LEATHER. Yet it 
is highly practical. Its natural whiteness, which persists through 
every fibre, needs no surface finish. 

Manufacturers who use VAUGHAN’S IVORY cut factory-supply costs by dis- 
pensing with paint, spray and repairers, also labor costs otherwise necessary in 
the — ation of pigments. Merchants who sell white shoes equipped with 


VAUGHAN’S IVORY SOLES nullify forever the trite complaint: “But they are 
cracked. See where the enamel has chipped off.” VAUGHAN’S IVORY means 


genuine all-round satisfaction. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 


te i i dad Di gd th Pil tid ct dit ctiitict dla 


The Boot and Shoe jate your mentioning the publication in replies te advertisements. 
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We Will Carry ‘Johnnie Walker’’ 


IN STOCK LAST 


during July and August Ready August Ist 
the following Sport and 
Golf Oxfords .* .°. 


spgunerenns 
Ww 
Millln,, ail 


qin 


Stock No. 593—4 Vik- 
WOMEN’S ing Oxford. Heavy sin- 
gle sole. Wingfoot heel. 
Widths AA to D. 








weed Last 
Pearl Elk S Ovted, —_ Duflex ness 


Sole and Heel. A to D wide......... 
Stock No. 493—Black 


Brown Elk Ooitae a7 Duflex Ribbed Viking Oxford. Heavy 
Sole and Sport Ato D Gos cacccnd $5.35 single sole. Wingfoot 
Twerk Lect heel. Widths AA to D- 
Smoked Elk S Oxford, Leather Sole and 
BE, DOOD GE cc cccccccccscccd $5.10 


256 
Same shoe as 254, with Bod Duflex Ribbed 
Sole and Heel. A to D wide......... $5.35 


Gray Calf ontond We eth Apron, Leather 66 Glengarry 99 


Sole and Heel. AA to D wide........ $5.15 


a LAST 


Tweed Last 
Oxford, Black Calf Cut-out, 
nce ae 
me . For At Once Shipment 


Danse Last 
Patent Colt Oxford. A to D wide...... $4.85 


MEN’S 











Stock No. 592— Genuine 


a, ‘ 
Brown Scotch Grain. Heavy 


rt Last 
Smoked Elk S sp Ostord. Gal. Four A . - 
Red Duflex Ribbed Sole and Heel. 2s single sole. Broad heel. 


Widths AA to D. 
Price $6.00 





Sport Last 
Tan Box S Oxford, Tan Box Apron, Red 
Duflex Ribi Sole and Heel. B to “es 


312 
port Last 
Tan Box Sport Oxted, Brown Cordovan Aaron, | 








Red Duflex Ribbed Sole and Heel. 
GE cece cctceccecesccccestscconcesd $5.85 


The Dalton ‘Company Inc. 
as oo ap yom 


NEW YORK CHICAGO 
652 Marbridge Bldg. 706 Security Bldg. 





jate your mentioning the publication in replies to advertisements. 
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__ Made in Black Kid, Brown Kid, Tan Calf, Brown Calf. Last 96 


_ comfort—smartness—service 


are combined with perfect harmony in this new 
and different type of shoe. Styles are designed 
with full appreciation of current footwear fashions. 


FITS ANY FOOT 


9) 
9; 
Yj 
9 
Zi 
4 
2; 
Zi 
>. 
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OMY 
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CINCINNATI,OHIO-g 
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VADS 


‘Ke fast tword In Saotbwear ashior’ 


(Patents Pending) 


Eight Out of Every Ten—and More 


Made by the 
makers of 





the world’s standard of spat 
quality and spat values* 
for the past 
50 years 


Have Bought Them! 


To be exact, 85% of the merchants who 
have seen ORADS have placed their 


order. 


Could you ask for a better endorsement of 


the style and profit-value of DRADS ? 


They are exceedingly wearable---and have 
exceptional style value--- 


See them at our showrooms or write us. 


/S. RAUH & COMPANY 


310 Sixth Avenue , New York 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The only real test of any shoe leather is 
the service it gives in the shoe. Mark then 


what users say of TOBACCO BROWN 
VICI KID. 


Manufacturer---“We have always used it with 
great satisfaction. Your shades 
have been very even and the 
quality of the leathers first class.” 














Retailer---‘‘Have always found VICI colors 
run very uniform and therefore 
easy to match.” 








Consumer---“These shoes have held their 
color better than any brown kid 
| have ever worn.” 


There is only one VICI KID 


There never has been any other 








It should be borne in mind that the only VICI KID is made solely by 






ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 
PHILADELPHIA 33 t: 






PENN. 
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Every Shoe a Business Builder 


Orders from all quarters are coming in for these novelty turns. 
Dealers are turning them rapidly and repeating orders in 
increasing size. Why don’t you do business with us and enjoy 


the selling and profit-making advantages H & E turns afford? 


AT ONCE ) 
SHIPMENTS 


No. 146—White Cloth Rena Two 
Strap, weweed Louis depen A to 
C. . -$4.40 


No. 148—Patent Aida One Strap, with 
Cut-out a 5 14-8 dueeeeed Heel. 
A to C. Price.. ‘ . - $4.80 














No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 15-8 Louis Heel. A, 3-8; 
B, 2%-8; C,2%-8. Price 


No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 
B, 2%-8; C,2%-8. Price E 


No. 153—Patent Nancy One Strap. 
Bambo “Nubuck” collar. Perforated 
Collar. 15-8 Louis heel. A 3-8; B 
2%-8;C2%8 Price $5.00. Delivery 
Aug. 15. 


No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 2%8; 
C, 2%-8. Price $5.25 Delivery 
Aug. 15. 


No. 155—Black Satin Cleo one strap. 
No cut out. Beaded vamp and 
Strap. 15-8 Louis heel. Size A 3-8; 
B 2%-8; C 24-8. Price $5.10. 
Delivery Sept. Ist. 


No. 156 (See cut 154) Irene Cross 
Strap. Black Satin Vamp. Black 
Brocade Quarter, straps and collar. 
15-8 Louis heel. A-C. Price $5.10 





Attention 
Western Merchants 
Nos. 144~—-145— 146— 149—151 
—152 Carried in stock for at once 


delivery by W. J. Cully, 316 Pax- 
ton Block, Omaha, Neb. 











HOPKINS & ELLIS Haverhill, Mass. 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements- 








August 5, 1922 BOOT AND SHOE RECORDER 


The Doctor Says 


**Each of us is a bundle of habits — some good — 
some bad. And it is easy to change some bad 
habits for good ones. For instance, to avoid foot 
troubles, just toe-in and walk straight.” 


Jor 


For men who want to step 
along and step lively 


Tor 1n—WALK STRAIGHT 


ETAIL shoe dealers are showing 

men what it means in added vigor, 
efficiency and foot comfort to stand and 
walk right. The Doctor Shoe helps a 
man toe-in and walk straight. And 
when you help a man in his discovery 
of the Doctor Shoe you have made a 
customer for. life. 


JOHN MEIER 


SHOE COMPANY 
SAINT LOUIS | 
“Good Shoes for Men Since 1874” 


The Bost and Shoe Recorder will appreciate your mentioning the publication in replies te advertieements. 
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Style 411— Medium 


isener, ik wt i HAA The Famous 


(com 


Goodyear Wingfoot | iii} WI Hi We 
WT WHI 
WH | 


Shoe/;Mer aa 





Weber Union Made Shoes are unbeatable for 
holding customers. 

You can ask nothing more reliable than the rigid 
value standards under which they are produced to 


retail at $5—$8. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 132% Broadway, Marbridge Bldg. H. Harris, Rep. 











THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT Is”— 


TIPS TIPS — TIPS 











CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 
YOUR STOCK, IS IT COMPLETE? 
TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 ] 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, USA. | 











| 
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BUSINESS CHART 


Sa mais SwzBw Fer F Fe = 

















Business Swings 
the Upward Arc 


Merchants who have worked hard and faithfully now observe 
the upward trend of general business. Those who serve their 
customers best, and sell them dependable merchandise, are 
being rewarded. 


The house of Fisher desires to help you along the road to 
Men’s Tan Kid Everett Slipper better business. Fisher values, in the form of Women’s 
Leather Heel Comforts and Men’s Slippers, will start you off right. 


Chicago Office: is ate 
189 W. Madison St. . KK on Office 
Security Bldg. A: SHEL O 60 South St. 


Factory: 264 Broad Street, Lynn, Mass. 











The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Show Fall Fashions Early 


Here’s Keith’s Konqueror “Priscilla” 
A New One That’s a Good One 





You will agree with us that the “Priscilla” is a 
wonderful pattern for two tone effects.- It is a 
very striking shoe in two tone Russia Calf, as 
illustrated. In Patent and Beige it is decidedly 
kippy. The last has plenty of toe room. The 
shoe carries a 14-8 heel. As the shoe is made 
exclusively on order, we suggest you write for 
~ : samples and prices now. It’s an advantage to 
“PRISCILLA” ——l show Fall Fashions Early. 
Model No. 0199 — 


The Preston B. Keith Shoe Co. (%z2".) Brockton, Mass. 




















ane tine arian taal dale daca a 
; The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 


new Repco Shoe Stretcher are : " he 
soni of cl ail meek Oenks aa is packed in an individual 


are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 








For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY COMPANY - - - BOSTON 
San Francisco Branch, 859 Mission Street 


J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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hve oclock fa~ 
tigue brings a 
longing kor a 


shoe of com~ 


fort 


gL 
3 _ DAY on the feet in the home, the store, the 


ohansen's 3 
feetureArch office or shopping, and five o’clock finds feet 
(a ay of torture. 





Absolutely It is then that the longing comes for a shoe that 
Rigid will carry the feet in comfort through the days. 
And it is then that women make up their minds to 

hunt and find this shoe. 


If your store is the store that makes this five 
o’clock fatigue only a memory, then it is your store 
that will get the business. 








Yet Completely Dealers handling Johansen’s Feeture Arch Shoes 
Flexible know that this five o’clock fatigue is a wonderful business 
builder. For they know, too, that this wonderful new 
patented arch, absolutely rigid, yet completely flexible: 
does banish day-end foot weariness. And more than that; 

the modish lasts delight the feminine love of style. 


THERE may not be a Feeture Arch store in your 
locality. It would certainly pay to write and find out. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 

































—. = ANCHOR HAROWARE 
. BRAND PROOUCTS 


A SHORT CUT 
TO ECONOMY 


RIVETING MAKES EVEN 
THE STITCH IN TIME” 
UNNECESSARY 











1379 
Composition 
Size 10 line (33 Inch) 
STANDARD FINISHES 















LAKE PATTERN 
Patent Pending 
Composition or Iron Cast 
Sizes 44—¥ Inch 
STANDARD FINISHES 

























In their search for a short cut to economy 
many manufacturers of footwear are 
using buckles like those illustrated above 
which can be riveted to the straps quickly 
and firmly. The demand for these buckles 
speaks for itself. 


Nos. 1379 and 1419 are furnished in all 
the popular standard finishes and can be 
had promptly from all the leading jobbers. 


The “Anchor Brand” line includes every- 
thing desirable in buckles for use on foot- 
wear. It is complete in every respect, 
sizes, finishes, variety of designs etc. 


Bulletin 135 is just off the press. 
It shows at a glance what we make 
and is yours for the asking. 


SAMPLES SENT FREE 
ON REQUEST OF MANUFACTURERS OR JOBBERS 


a 





NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 


BRANCH SALES OFFICES 
NEW YORK 
127 DUANE STREET 


CHICAGO 
326 W. MADISON 8T. 


ST. LOUIS 
608 VICTORIA BLDG. 


SAN FRANCISCO 
POSTAL TEL. BLDG. 
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TETSON SHOES 
are so well known 

for both style and super- 
ior quality that to speak 
of either seems superflu- 
ous. Every shoe mer- 
chant knows that every 
Stetson possesses both 
qualifications ina marked 
degree. 















What some merchants 
may not know, however, 
is that the Stetson plan 
of selling makes it pos- 
sible for the shoe mer- 
chant in the small town 
to do a sizable business 
with a small investment 
for stock. 





If you, Mr. Merchant, are 
located in a small town 
or city you will be inter- 
ested in our plan which 
we will be glad to outline 
for you if you write. 





THE STETSON SHOE 
COMPANY, Inc. 


SOUTH WEYMOUTH, MASS. 










































































| SHEE! 
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|BEEBE 





























YZON M « 


FIFTY YEARS PRODUCING HONEST LEATHERS 












‘Ohere is only. 
ome VICT KID 


COhere mever 


has bee 
ay other 




























DATENT 
COLT 

ROOD 

SOIDES 




















































R TANNING CO. 
CALF-KIP AND SIDES 
ALL COLORS AND FINISHES 
; SMOKED ELK~ SPLITS 














CALF LININGS 
















SHEEP SKINS CHROME SOLE COTTON FINDINGS 
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STYLE-FULL OVER-SIZE ! 


Trade Mark 











We’re illustrating here a 
shoe that is out of the 
ordinary. It’s especially 
designed for OVER-SIZE 
feet. It will fit to perfec- 
tion the BIG ONES— 
“clinching”’ their 
business. 

Made top grade 
thruout. 

Let us send you a 
few pair on ap- 
proval. 





LYNN, MASS. 











IN STOCK NOW 


600 Black Kid .Oxford 
$4.00 

605 Brown Kid Oxford 
$4.50 


ANDERSON-OWENS'SHOE CO. 

















DISCOVERED 


A NEW METHOD OF LAST REMODELING 


We will announce, shortly, an entirely 
new patented process of remodeling and 
preserving, for future use, all old lasts. 


Shoe manufacturers everywhere are de- 
claring this process a most marvelous inven- 
tion for saving money. 


“Jt will save millions.” 


GET IN TOUCH WITH US EARLY 


She Gincin ali jjast G 


SND DESIGNERS 


717 MAIN ST. , CINCINNA. 0. | 
ce Ee 









Aug 


FS et 

















1D 
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William and Mary 
Design Pictured here. 
Completely described in 
Catalog 1. Yours for 
the asking. 








The question has been asked: 
Are your mute salesmen doing 


their best? 
Bin tr TIME anyone passes 


in front of your windows 
they gain a distinct. im- 
pression. 


The first thing they should 
see in your windows is shoes, and 
the shoes they have in mind and 
are looking for. Here, at your 
windows, is the first chance you 
have at your customer and like- 
wise, the first chance or oppor- 
tunity he has to view and decide 
whether or not he will come into 
your store. - 


Rapid strides have been made 
in the development of character 
window displays, and actual 
test proves their tremendous 
influence in creating more sales. 

The ideal window, when com- 
pleted, will attract attention, 
arouse interest, create desire and 
cause action—in short, make a 
sale. 


Carry out these ideas of 
creating display, the medium of 
the display window is the best 
possible place for EXPRESSIVE 
SALESMANSHIP. 


For the merchant, they are the 
cheapest advertising space with- 
in his grasp. Unlike newspapers 
they do not call for large expendi- 
tures of money each year, and 
they offer the biggest possibili- 
ties for returns at a minimum of 
cost. Here it is that people 
actually see the merchandise, 
and acting upon the impression 
so gained, they are stimulated to 
purchase. 


87 per cent of people are eye- 
minded, as has been proven by 
actual facts. If the eye is 
distracted from the merchandise 
by conspicuous display fixtures, 
—the value of the display is lost. 


To this end we have carefully 
designed and executed our product, 
so that 


It is beautiful to the eye, 
Inconspicuous in its place, 


Setting forth only the mer- 
chandise you are selling—and form- 
ing a favorable background for the 
impression you wish it to create. 


With our fixtures,—correct in their 
period designs—you can never go 
wrong on the completion of your 
display. 


The best advertisement your store 
possesses—and the quickest medium 
to the heart of the buying public. 


The show window gives the im- 
pression to the public “There’s a fine 
store!” 


Once in your store your Mute Sales- 
men have accomplished their work— 
the sale is in your hands. 








Hugh Lyons & Company 
707 South Street 
Lansing, Michigan 


New York Office 
35 West 32d Street 


Chicago Office 
232 S. Franklin Street 


Boston Office 
52 Chauncy Street 


Baltimore Office 
328-330 W. Baltimore St. 
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WAR DEPARTMENT 












SELLING PROGRAM 






SEPTEMBER 


Sept. '6—O RDNANCE SUP.- 
PLIES—Rochester N. 





AUGUST 
SUPPLIES— 






Aug. 9—Q. M. 












Brooklyn, N. Y., Auc- A Auction. For cata- 
tion. For catalog write hairman, 
Q.M.S.0., Ist Ave. and boat = ae Salvage 
50th St., Brooklyn. N. Y. Sept. 12—Q._ M._ SUPPLIES — 

a oM McOlellan. Ala. 





Aug. 11—Q. M. SUPPLIES— 
Camp Meade, Md., Auc- 
tion. For catalog write 
Q.M.8.0., Ist Ave. and 
59th St., Brooklyn, N. Y. 

Aug. 15—Q. M. SUPPLIES— 
Norfolk, Va., Auction. 
For catalog write Q.M. 
8.0., lst Ave. and 59th 
St., Brooklyn, N. Y. 

Aug. 18—-Q. M. SUPPLIES— 


Avction. For catalog 
write Q.M.S O., Candler 
ea ae Atlanta, Ga. 
Sept.” 15— &. SUPPLIES - 
amp ys Md., Auc- 
ao For catalog writ* 
Q.M.8.0., Ist Ave. and 
59th = Brooklyn, Ve 
Sept.119— g: M. a - - 

[ ==>) amp Lewis, Wash.. 
tion. For catal cae 
Q M.S.O., Ft. ason, 

S.in Francisco, Cal. 
Sept. 19—-O R DN ANCE SUP- 








Routgh 













Charleston, S. C., Auc- 
tion. For catalog write 


Th. 








SEND FOR CATALOG 








PLIES—tErie, Pa., Auc- 
— For catalog write 


*Sales dates indicated by the aster- 
isk are as yet only tentative 




























































. b hairman, Phila. Dist. 
Q.M.38.0., Candler Ware Ord. Salvage E i" 
house, Atlanta, Ga. Phila. Pa. HAT 
Aug. 22—Q. M. SUPPLIES— Sept. 21 M SUPPLIES— 
y . 4 “eatin Neb., Auction. pape! 
New Orleans, La., Auc Ser entaien wie MM 
tion. For catalog write 3.0., is19 WwW. Pershing has 
Q.M.8.0., Candler Ware- Rd., Chicago, Ill. It s] 
house, Atlanta, Ga. *Sept. 22—AIR SERVICE = 
Aug. 24—AIR SERVICE SsUP- —— Hor, catalog ble-cher 
PLIES—Park Field. write ‘ Aviation nities. 
Tenn., Auction. For —_ supply Depot, 
catalog write Command- Houston 
, Sep.. 26— SUPPLIES— bur pul 
ing Officer, Park Field, . 2 Orleans, La., Auc- 1 
Millington, Tenn. tion. g ror cm talog write values 
Aug. 20—AIR SERVICE sUP- ny ne Atay s. You 
PLIES—Americus, Ga., Sept.{28—0. M. SUPPLIES— bs and 
Auction. For catalog a Rgvens. Rare 
»} uction. For catalo 
write C.O., Air Intermed. — yoy HAY A is in sI 
Depot, Americus, Ga. Interm Depot, Bos- knowl 
Aug. 31—Q. M. SUPPLIES— ton, - suevese “ ie will claple 
} c Sept. —29Q. 3} pa ter you ve no 
Camp Funston, Kans., ep Norfolk, Va. Auction. er Department oder Pp 
Auction. For catalog For catalog write GM tisements, see that your Depart 
write Q.M.S.0., 1819 W. Ss O. Ave. oad 9th speneenger uts — ugh int 
" i } St., Brooklyn, N . t where they 
Pershing Rd., Chicago, as che ce 







struct him to watch for blishme 
the route sheet and gin 
pu blications bearing it 


‘Rush”’ deliveries. 



















SEND FOR CATALOG. 















The Government reserves the right to reject any or all bids. 








appear, 
ved to lo 





AR DEI! 
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HAT little piece of 
paper under the clip 
has a message for 
It shows a simple 
ble-check on profit op- 
unities. 


our purchasing agent knows 
values in War Department 
Your men in charge of 
bs and stocks know their 
is in supplies. Co-ordinate 
knowledge to your gain by 
simple expedient of routing 
Department advertisements 
ugh interested hands in your 
blishment. 


VS / 












8s, either at aution or by sealed bid, are con- 
bd virtually every day. Extensive notice of those 
is given in busine s papers, the daily press, and 
bmmerce Reports, a weekly survey of foreign 
issued by the Department of Commerce. 


eck the publications in which the advertise- 
8 appear, and make sure they reach the eyes 
yed to look out for your interests. Then you 
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are prepared to take full advantage of the profit 
opportunities in War Department offerings. 


The final step is easy—participate in the sales. 
Then the benefits are yours. 


Be represented at the next War Department sale. 
For detailed information regarding all offerings 
write: 


CHIEF, SALES PROMOTION SECTION 
Room 2515, Munitions Bldg., Washington, D. C. 
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LENDER FOO TYLISH STOU\ 


ARCH FITTER OuT SIZES 
TRADE MARK TRADE <n lD 


Reg. U.S. Pat. Office Reg. U. S. Pat. Office 











“Fit the Narrow Heel’’ “Style Shoes for Stout Women’”’ 


Built over special measure- Designed to meet the require- 
ment lasts, they meet the ments of women who, because 
requirements of the many of stout feet or ankles, cannot 
women who are unable to be fitted properly in foot- 


secure a comfortable fitting 
fore-part without any annoy- wear made over standard lasts 
and patterns. 


ingly loose fitting heel. 


With a representative showing of either or both lines:— 





| “Smith’s Boot Shop” | 





becomes 








| “Smith’s Specialty Boot Shop” 





and 





| “Bill Jones” | 
| Shoe Dealer | 





becomes 





“Bill Jones” 
“Specialist in Special Measurement Footwear’’ 








Both lines are made with built-in steel arch supporting shanks 
and are stocked. 


Catalog H is ready 


Widths Sizes 


AAAA to EEEEE Wi? Cm G 216 to 12 
a ROCHESTER, N. Y. 


: 506 Security Building 
Chicago Office: 189 W. Madison Street 











COUUUAAAUUUUNANAUUUNGAAUUUNOAUUUUUNE 
Wi UU Re ee Mmmm mT 
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Girard. Ohio 


Boston 


F 
Ohio Leather (oyporation 
353 South St. 


Philadelphia 


Ohio Leather @mpany 
325 Arch St. 


St.Louis 
Arthur $. Patton Lather(. 
1602 Socust St. 


New York. 
Oscar SchereYve Bro. 
29 Spruce St. 
































Sia Scene ae ee ee ee 








Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at a time when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tircty new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 


turers of the world. na »7 > oo VO UO 
Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance comfort and wear. ~ 
Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. > ~~ 
Originated and manufactured exclusively by 


The Ohio Leather Co. 
Girard ,Ohio 
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DO. 


Correct 





for all occasions 





Style No. 698X—Crystal Cloth vamp, silver bro. 
caded quarter Eleanor. Thetis, 17-8 Louis heel, 

last, nickel toe, widths AA-C, at once delivery hom 
Newburyport, Se rember 1 delivery from San 
Francisco, code * "Price $6.25 





oat No. 734X—Patent —_- > Behri, 14-8 mili- 
tary heel, 41 last, quarter toe, wid idths AA-C, August 
| livery from New York, code *‘ "Snaperacker-” 

Style No. 680X— — Kid Behri, 14-8 cuban 
heel, 41 last, quarter toe, widths he AAC, at once 
delivery from New York, code “‘Ber! i 





Sesto No. 721X—Black Satin Sally, beaded o 
and vene with blue Iris beads, 14-8 Lous 
heel, i0 last, dime toe, widths AA-D. September 20 
delivery Lg er ton, code “Ritz . $5.75 
m— yo No. 721X, widths AA-C, 


NATHAN D. DODG 





IN STOCK 


For women who must have 
proper footwear for every 
occasion. For women 
whose footdress must reflect 
personality and charm. 


Dodge shoes are designed 
and manufactured for them. 
Serving such women season 
in and season out means in- 
creasing the ratio of pairs 
per person. The immediate 
influences on turnover are 
perceptible in weekly sales 
records. 


IN STOCK DEPARTMENT 


Boston, Mass.—179 Lincoln St., 416 
Albany mY. 

New York, N —108-110 Duane St. 

San Francisco, Calif.—770 Mission 
St., Keil Bldg. 

Kansas City, Mo.—Ninth G Main 
Sts., 215 Sheidley Bldg. 

Cane. Ill.—19 So. Wells St., 310 
Lees Bldg. 

Montgomery, Ala.—105 Bibb St., 
Cotton Exchange Bldg. 

Denver, Colo.—Corner Arapahoe & 

15th Sts., Room 414-415, Mercan- 
tile Bldg. 

Newburyport, Mass. 


OTHER OFFICES 


Philadelphia, Pa., 929 Chest- 
nut St. 
Toronto, Canada, 115 Brown- 


ing Ave. 
Seattle, Wash., 2716 Warren 
Ave. . 


E SHOE COMPANY 


Newburyport, Mass. 


UD GE 


Style No. 717X—Dull Kid Behrl, patent front: 

owap and collar, 14-8 Spanish Louis heel, 38 last» 

dim August 20 delivery from Kansas City, 

widths AA-C, code “Toto Price 

Style No. é7eX"Black ® Satin Behrl, = Spanish 
uis heel, 56 last, quarter toe, widths AA-D, 

ones delivery A, ‘Boston, code “Buddi re 


Dy ee eee c ese cescosescececessscescese 


ice. 5 
Style No. et X—Black Satin Behr, og § Spanish 
Louis heel, 41 last, quarter toe, widt ths A A-C, at 
ones delivery from New York, code “Bombo.” 
Style No. 677X—Black Kid peat. es 8 Spanish 
Louis heel, 38 last, dime toe, widths AA-C, at once 
delivery from Chicago and Denver, oa Newbury- 
port code ‘Colonel.’ ice -25 

tyle No. 673X—Black Satin Behri, button, 14-8 
Spanish Louis heel, 38 last, dime toe, widths AA-C, 
at once delivery from Denver, August 10 from 
Newburyport, code ‘“‘London.” Price...... $4.75 





Stzte No. 695X—Crystal Silver vamp, silver bro- 
ci quarter, Eleanor Thetis, 14-8 Louis heel, 
38 last, dime toe, widths AA-C, at once delivery 
from Boston and New York, code “Judith. 

Dias 6eceensdhennsde< ian ane eee $6.25 
Style No. 726X—Patent Leather vamp, black 
satin brocaded quarter Eleanor Thetis, 1 -8 Louis 
heel, 38 last, dime toe, widths AA-C, August 10 
delivery from Serene code —_——, 

—_ Ore Pr ree 

Style No. 699X—Black Satin vamp, black satin 
brocaded quarter Eleanor Thetis, 14-8 Louis heel, 
50 last, quarter toe, widths AA-D, at once delivery 
— Serene, August 10 from a 








Style No. 706X—Patent Leather Margaret, 4-8 
cuban heel, 41 last, quarter toe, widths AA-C, at 
once delivery from New York and Kansas City 


Style No. 705X—Patent Leather Margaret, one 
12-8,cuban heel, 50 last, quarter toe, widths 
a, at a delivery from Denver, code “Con- 
Style No. {710X— Black ‘Satin’ Margaret, rgaret, 12-8 
cuban heel 46 last, dime toe, widths AA-C, at once 
outvery from Sfchtgumery, code “Stag.” $4.50 
Style No. 478——Biack Satin Margaret, 14-8 Louis 
heel, 38 last, dime toe, widths AA-C, at once deliv- 


m Newb , code “Dale. .. $4. 
= le "No. 578X—Biack Satin M 13-8 

heel, 50 last, quarter toe, ths AA-C, 
‘August 10 delivery from m San Franciseo_and Denver, 
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No. 501—KID OXFORD, gray leather No. 201I—KID STOCK TIP, WIDE 
quarter and sock lining, 12-8 rubber heel, ANKLE OXFORD, gray leather quarter 


AtoE 


Gardiner hand - turned 
footwear, modeled pri- 
marily for absolute com- 
fort, is a sparkling exam- 
ple of Lynn high-grade 


TOU ee “HOT OTOCO Oo n 


.$3.00 and sock a 5 12-8 rubber heel, EEE 
only.. ‘ . .83.00 

The sales proposition we 

put up to you is imme- 

diate shipments, and 

real service to your cus- 

tomer. Twenty - eight 

















craftsmanship. Kid styles, all supplied with 
leathers of dependable rubber heels, are carried 
tannage go into every in stock ready to fill your 


pair of uppers we cut. No. 203 — KID ONE STRAP SAN- needs. Try Gardiner 


The soles and heels are DAL, medium narrow toe, press vamp Service today. A trial 
elected a » I and quarter, gray quarter and sock d ill b ‘ h 
selected to insure long lining, 12-8 rubber heel, A,B,C,D and E, aes Ve e wort 


wear. $2.65 while. 








No. 208—PLAIN TOE KID 7 INCH 
POLISH, 12-8 rubber heel, B,C,D,E, No. 404—KID Ee? er 


No. 463— KID BAL, Rens 7 $3.06 16-8 rebber heal, C te 


toe, 7-8 rubber heel. . rer 
PTTL DILL Le RRR 


The latest developments in comfort fitting are embodied in Gardiner Quality Comforts. Each 
style is an approved and seasonable model. Our last men and designers are at all times awake 
tofopportunities that may make for better fitting, and more satisfactory service to the wearer. 


The above numbers are in Stock for Instant Delivery. The same degree of care is exercised 
in filling each order, great or small. Let us be of service to you. Complete catalog and price 


quotations mailed gladly. 


H. K. GARDINER COMPANY 


680 WASHINGTON STREET, LYNN, MASS. 
BOSTON SAMPLE ROOM, 134 LINCOLN STREET 








HOUHMNOUNONNOUNE 


TMQ OUT On 
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“Vulco-Un 


A strong, durable box toe in heavy. hoes s is of the ut- - 
most importance. Wat . Took, per spiration- proof 
and capable of wane ing the ha “service, the 

Piss Unit Bo: Toe heavy shoes is nequailed , 





ee ee a 
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Immediate 
Delivery 


ON THESE MODELS 











THE SENATOR 
No. 034 Black Kaffor-Kid Bal. Oxford 
No. 024 Brown Kaffor-Kid Bal. Oxford 
AA to E $4.60 5 to 12 


THE UNIVERSITY 

No. 03 Brown Calf Bal. Oxford 

No. 013 Black Calf Bal. Oxford 
$4.60 


THE BROKER 
No. 02 Brown Calf Blu. No. 012 Black Calf Blu. 
AA to E $4.60 5 to 12 








E prepared to supply the demand 

for low shoes far into the cold 
weather season. Vogue has decreed that 
low shoes are never out of season. Check 
over your stock today and order any or 
all of the “FOOT-FITTERS”’ on this 
page. All are in stock for immediate 
delivery. Include the Senator Model, 
cut from the newest leather creation, 


Kaffor-Kid. 


The complete “FOOT-FITTER” line now 
comprises 19 models—9 in Kaffor-Kid. Every 
man’s particular style is represented. Dealers 


can now handle “‘FOOT-FITTERS” ex- 


clusively. 


If you are not familiar with the Saw-Test and 
the unique construction features of “FOOT- 
FITTER” Shoes, write us for full information. 
And now, follow this timely suggestion— 
order your low shoes from the styles shown 


here. DELIVERY AT ONCE. 


Edmonds Shoe Company 


Milwaukee, Wis. 
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The Muriel 


A two strap Lestton number — 
made with Patent Colt vam 
and quarter, with Grey Calf 
AX collarand straps. A welt wit 
NEP white stitch carrying a Sa 
“mi itary eel drawn over our 
new and populox #15 ae last. 


Can be mese on woleraitbiin 


50 days. 
Price ®4.85 - 3 %o 350 days. 


( 
) 


&%, ) ~MOORE-AIAFED 
Sy *JHOE ° MFG °CO’ 
«| \got/ ~— BROCKDONT. N.Y. U.£A. 


(MEW WORK OFFICE: 645 $47-544- MARBRIOSE B19G.. BROADWAY AT 34° ST 
satu EvVESTER MOR, 
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In Stock 


SPECIAL ON WHITES 


READY TO SHIP 


WHITE OSTEND CLOTH WELT OXFORD 


12-8 Military Heel, Popular Last No. 206. In Stock: 
AAA to D, up to Size 9. 


No. 5310X Special Price $2.75 


WHITE OSTEND CLOTH ONE-STRAP WELT 


11-8 Military Heel, Last No. 209, Cloth Strap with 
Slide Buckle. In Stock: AAA to D, up to Size 9. 


No. 5311X Special Price $2.75 


HAVANA BROWN KID OXFORD 


Imitation Welt Sole, 12-8 Wingfoot Heel, Last No. 2056. 
In Stock: AA to D, up to Size 9. 


No. 3467X Price $3.35 


HAVANA BROWN KID ONE STRAP 


Imitation Welt Sole, 8-8 Heel, Last No. 305. In Stock: 
AA to D, up to Size 9. 


No. 3469X Price $3.25 


BLACK KID TWO-STRAP SLIPPER 


McKay Sole, 13-8 Military Heel, Last No. 206. In 
Stock: C to E, up to Size 9. 


No. 3385X Price $2.65 


THE IRVING DREW CO. 
PORTSMOUTH, OHIO. 
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MOCK WELTS 


TRY A CASE AND BE CONVINCED 
IN STOCK 


IN STOCK 
$2.60 


No. 311-—(Coe 


) Wor s Brown R 
‘An s Brown Kid Ox- oxford 12 Rubber ‘Heel. BCD Widths, 
ford, 12-8 Ri "bbe 5 Hee el. Be D Wi dths. .. .$2.60 
No. 313—(Code “Be ) Wo s Bla ck Ki id Ox- No. 289—(Code “De 
ford, 12-8 Rubbe + Hee aL B-C “‘D Wi dths $2.60 


2.60 
Mahog 
Russia Oxford, 12 -8 Re ubber Heal BCD Walthe 


IN STOCK 
$2.60 


288— 


» $2.60 


: omen's Brown Russia 
Oxford, 10-8 Rubber Heel. B-C-D Width $2.60 


No. 759—(Code “Fra Women’s Mahog: 
Russia Oxford, 8-8 Ru bber eel. BCD Wiathe 
Terms 5%-10, 4%-30 Case Lots 7°%-10 Prox. 








fiarrishurg Shor Sanifartarenn Company 


Shoes for Women and Children 





Harrisburg, Pa. 


Sane Styles and Sound Values 
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LARKIDE 


A SUCCESS 


At the 
Boston Show 





Manufactured by the 
Lewis A. Crossett Co. 
with Larkide Sole and Heel 


the great Boston Show, expressed complete surprise upon inspecting the 

footwear made with Larkide Soles and Heels. The finely burnished edge 
with its neat groove; the clean channeling; the velvety bottom finish—all proved 
conclusively that Larkide is the first composition sole ever to be burnished, chan- 
neled and bottom-finished successfully. ‘These remarkable achievements mark 
mighty steps forward in shoe craftsmanship. 


UNDREDS of manufacturers and buyers, visiting the Larkide Booth at 


So the indisputable facts stand: Larkide edges may be burnished and set with the 
utmost exactitude. Larkide Soles may be channeled and bottom-finished by the 
same methods applied to fine sole leather and will present an appearance fully as 
attractive as that of a selected full grain sole. Actual tests, moreover, show that 
Larkide will wear three times as long as the choicest. sole stock procurable. In 
addition to these accomplishments, we present the following features: 


Absolutely Waterproof Will not burn Feet 


Will Not Depress Feet Non-Cracking 
Non-Slipping Non-Checking 


Can be stitched with any thread 
or awl adapted to sole leather. 


THE LARKIDE COMPANY 


201 DEVONSHIRE STREET .. BOSTON, MASS. 
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NU-LIFE 
Rubber Heels 


ALL' SIZES 


in 
3-8 Inch 
and 
1-2 Inch 
from 000 Cubans 
lo 


[12-13 Mens 





In}, the {Universally Adopted 


STANDARD SIZE SHAPE AND 
NAILING 











The Heel That Makes Friends 





...0f absolutely A-1 Stock and at a new low scale 
of prices that will surely appeal to your sense of 
practical manufacturing economy and good business. 


Prompt Deliveries 


HANOVER RuBBER COMPANY 


West Hanover, Mass. 


Boston Office: 10 High Street 
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IN STOCK NOW 


No. B782 
$3.75 


No. B782—Black Satin, one strap, Genuine 

Steel Hand Beaded Vamp and Strap. 16-8 Full 

Louis Heel, leather lined. Code “Becky”. A 
$3. 


Why Beaded Shoes Are Scarce 


Shoes are still beaded by the methods 
that were used by our grandfathers. 
Modern machinery has not yet been 
invented which will take the place of 
a woman’s nimble fingers. 

The shoes to be beaded are given to 
the women of the vicinity who take 
them home and sew on the beads in 
their spare moments. ‘This beading 
has to be done before the soles are at- 
tached and it usually takes a woman 
about a week to bead 36 pair. 





Why Hannahsons Have Them 


You can easily see from the above brief des- 
cription the difficulties that confront the 
manufacturer when he makes beaded shoes. 
Hannahsons, however, has surmounted the 
difficulties and is able to carry beaded shoes 
in stock because they have established their 
own beading department. This obviously 
speeds up the work as it does away with the 
beading jobber and standardizes production. 
In spite of our large organization there is a 
very definite limit to the amount of beading 
which can be accomplished and we would ad- 
vise you to send us your order at once. 





No. B769 
$3.00 


No. B769—Black Satin, Imitation Turn, one 
strap. Genuine Steel Hand Beaded Vamp. 16-8 
Full Louis Heel, leather lined. Code wee 

' 3.00 


Sizes and Widths A 4-8, B 3-9, C and D 214-8 


ANNAHSON( 


HAVERHILL, MASS. 


Pere 7 
pe se a oe a os oe a ae ae oe a on ae ae 4 








SEER ey 5, 


RHE HORM Meteo tatate Heaton Mattteate Meatatatatate MeatateMotetetonenene Rone MRM RON MMOLE OSORNO 


OO 
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ARE IN STOCK 


Style 315 Style 340 Style 320 


315—Black Kid Strap, Cov. Cuban a. Satin’ S ar k Satin Stra wy x | Quarter, 
ap, 340— ry atin’ Strap, Steel Bead 5-8 Junior Heel. Korn, A_D.-. $4.00 


Turn, A-D $3. 
303 —Same intPate s3.75 ce ey ey Turn, A-D. 321--Black Satin Strap. Cov. Fuli Louis 
300— 341— Same ‘Style Jur r Heel. ‘ A-D "00 
317 Same in Blac ‘k Sati $3. 337 “Same Style with Pr ont Stra ap. = Ly = aes tis ae 
= —Same in Blac ok ki d with Bea de nd 339— Same Style Black, Kid. et 323—Same in Brown Satin. 
—— Strap 34.00 160—Black Satin Strap, Cov. Full Louis 
316 me in Black Satin with Beaded Heel $3.50 
Vi teow & ap ; ; $4.00 Similar Styles Junior Heel. 


Send for Catalog of High and Low Shoes in Stock 


The Boardman Shoe Company 


564 Atlantic Avenue " - a Boston 9, Massachusetts 


NuFaee or“ | Wealtwiln ati nkratrakr attr atr at 
Mis +L UMMM 


‘Best Shoe Jor The Least Money _ 


~~ | PROMPT SHIPMENTS 


Patent effects still reign supreme, and 
we are developing the new ones rapidly. 


The number, shown is one that we can 
put through in quick time for jobbers 
seeking a shoe with rapid turn-over 
possibilities. 











Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 
M is & Ms Ka y S FACTORY rey ae 


Lynn, Mass. 


| RODA | 
| LAST | 
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Don’t condemn this sole too severe- 
ly. It held up as long as any leather 
sole would be expected to do. 




















This USKIDE Sole has 

seen exactly the same service 

as the leather sole above, but it has 
ly begun to wear. It will yet 
outwear at least one or two more of 
the best oak-tanned leather soles. 








2 = aS ee 


ae ey nee ink a 





If You Were Your Customer— 


If you were your customer in this case, 

which of the two shoes shown above would 

you want sold to you—the one with the 

leather sole or the one with the USKIDE 
? 


. 


Suppose for a moment you are one of 
your customers. 

You come into your store. And you say— 
“I want a pair of shoes that will wear. 

“I want the uppers to have good stuff in 
them, and I want them to have soles that I 
cau wear in mud and water without their 
getting spongy or damp clear through. 

“I want them to have soles that will wear 
a long time without having to be replaced, 
for I find that even before my soles wear 
clear through, when they get thin my shoes 
begin to lose their shape. 

“And I want these shoes to have soles that 
won’t separate from the welt before their 
time because the threads have given way.” 


Uskide Soles, from the standpoint of appear- 
ance on the wearer’s shoe, from the stand- 
point of comfort and feel are satisfactory in 
every way. They are superior to the usual 
other-than-leather sole. 

They contain none of the thread-rotiing acid some- 
times found in leather soles, which causes the outsole 
to separate from the welt. 

They are waterproof and non-slipping. And they are 
vastly superior in wearing quality to any shoe bottom- 
ing material we know of. 

Try Uskide Soles on one or two of your sturdiest 
lines this year and ask us to show you how to turn 
them into leaders. 


United States Rubber Company 


USKIDE 


Soles 
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ONCE AGAIN! 














‘Dates’ 
LINE 
Of Shoe Ornaments 


has proved its superiority 


Evidence of their popularity was shown at the recent 
Shoe and Leather Exposition in Boston. 


Unless you have the latest Dalco literature, you 


haven't the last word in Shoe Ornaments. Send a 
THI 
card today. col 


very 
Sanc 


DALRYMPLE-PULSIFER CO. in 


HAVERHILL, MASS. . 


Manufacturers of Shoe Ornaments for thirty-five years 





























McKAY BOOTS “Mother Hager” 


_ STITCHDOWN 
INCLUDING BOOTS 


E 
RUBBER HEELS Byron Process Soles FIRI 
814-11 114-2 io 3 
320 —Tan Lotus Button ° $1.60 . 
320H—Tan Lotus Button, Hee! $1.90 parte 
5-8 ‘- 4-2 2h indoo 
410—Gun Ra Polish, , High Cut, 385 —Smoke Putton » 1.60 fitti 
of 385H—Smoke Button, Heel.............. 1.90 tin 
Rubber Heel 5 _ B - fittin; 
. . 330 therry Lotus Button J . 
1400—Gun Metal Polish, High Cut, eri 
Eng glish Toe, Rubber tool : . ; 330H—Cherry Lotus Button, Heel 1.90 cas 
412—Patent Polis igh Cut, 1.50 . 
—P > 302 —Patent Button e 1.60 
102 2 — High Cut, Rub- 302H—Patent Button, Heel 1.90 sure 
1402—Patent Polish, High Cut, ‘Eng- ease 
lish Toe, Rubber Heel. | J 300 —Black Kid Button . 1.60 
ain ~ ~y Polish, High ‘Cut, 300H—Black Kid Button, Heel 1.90 


re Polish, High Cut, 301 —Gun Metal Button - 1.60 
Rubber Heel J J 301H—Gun Metal Button, Heel 1.90 
1404 — Mgheqney,,. Polish, “Hi b Cut, 
nglish Toe, Rubber - 2.20 235 —Tan Lotus Blucher - 1.60 
#16—Black, Kid Polish, iligh” s : 235H—Tan Lotus Blucher, heel 1.9 
245 —Black Calf Blucher . 1.60 
Rubber Hee 3 2.40 245H—Black Calf Blucher, Heel 1.90 
11406 a ~ Ly Be Polisi, “High Cut, 


Bra , Rubber Heel. J 2.40 285 —Smoke Blucher e 1.60 
418—Nut _ Polish, High Cut, . 285H—Smoke Blucher, Heel 1.90 


265 —enoomny Elk Blucher o 1.60 
Hee 2.00 2.40 265H—Mahogany Elk Blucher, Heel.. 
1408—Nut Brown Polish, High Cut, 
English Toe, Rubber Heel. 2.00 2.40 237 —Tan Lotus Polish ° 1.60 
704— Mghes. Wave Fox Polish, Wide ass aon 237H—Tan Lotus Polish, Heel 


1.75 2.10 


enema Shoe & Legging Co., oe eeu Maryland, U.S.A. 


ee 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 


1.60 
































August 5, 1922 


BOOT AND SHOE RECORDER 


The Perfect Insole 


Here are four important reasons why 
KENDEX INSOLES ARE standard equip- 
ment with the biggest and best makers of 
outing and gymnasium footwear. 


I They are moisture-proof, and there- 
* fore will not curl, crack, shrink or 
swell. 


2 They are fast color and will not stain 
* hose. 


3 They conform readily to the feet and 
* thereby eliminate callouses. 


4 They are non-conductors of heat, 
* thereby keeping feet warm in winter 
and coolin summer. They absolutely 
eliminate burning and stinging of the 
feet. 


These facts make Kendex just as ideal for winter 


as for summer wear. 


THE HOOD RUBBER PRODUCTS 


COMPANY use Kendex Insoles in their 
Cross-strap 
No burning or 


very popular Fenway 


Sandal for children. 


stinging can come to little feet which 
are protected by Kendex Insoles. 


FIRESTONE-APSLEY RUBBER COMPANY 
use Kendex Insoles in their ARENA Bal developed 


particularly for sport wear—both outdoor and 


indoor. The snug- 
fitting top, the foot- 
fitting last, the sure- 
grip sole, and the 
Kendex Insoles in- 
sure the utmost 
ease and comfort. 


Try a sample dozen Slip Insoles packed in 
assorted sizes. They will please your trade. 


Kenworthy Brothers Co. 


STOUGHTON, MASS. 


Kenworthy Brothers 
of Canada, Lid. 


ST. JOHNS, P.Q. 


CONVERSE RUBBER SHOE COMPANY use 
‘Kendex Insoles in their DELEVAN models from their 
first quality line. The DELEVAN is one of the most 


popular all round 
light Summer shoes 
t h i s Company 
makes and Kendex 
Insoles add to the 
satisfaction and 
comfort this shoe 
gives the customer. 








Remember: ‘“‘The Feeling of the Feet 


Reflected in the Face’? — Wear KENDEX 
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Skinner's 
Shoe Satin 














IN-WEARING QUALITY 
I 


FOR 74 YEARS > LEADER 





















Immediate Deliveries on 
Skinner’s Shoe Satin 


(THE fact that shoe manufacturers 

can get Skinner’s Shoe Satin, in all 
grades, whenever they want it, is im- 
portant. It saves loss of time at the 
factory. 


Skinner’s Shoe Satin is made especi- 
ally for use in shoes and is extra strong. 


Shoe merchants who specify it for 
their satin shoes will be repaid by the 
extra satisfaction it gives. 





“Look for the Name in the Selvage’’ 


~ 


8 











WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Who buys the product of 


ITH an instinct for Value as true as the com- 

pass needle—the Woman We All Know buys 

the fruits of Lynn’s industry. In your store this 

very day she is the Great Majority—thriftily seek- 
ing to make her dollar deliver a 100-cent power. 





In advance style, quality and durability the fac- 
tories which create Lynn-Made footwear have 
found the path to the admiration and purse of this 
Woman We All Know. They specialize on the 
shoes she is proud to wear and eager to buy—and 
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Lynn's great Factories ? 


yet she may never realize where her shoes are 
made. 


A line of Lynn-Made Shoes is ‘‘The Line of Least 
Resistance.’’ Wise dealers are following it to its 
easy conclusion of quick turn-over and steady 
profits. 


Stock the Shoes of Lynn—for they are the wide- ; 
swing door of a ready-made market, including the F 
great percentage of your women customers. 


See List of representative Lynn 
Manufacturers on the following page. 


err tir tie Te 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Waiking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Wemen’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO... 
Women’s Novelty Flexible McKays and Welts 


MACLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


J. I. MELANSON & BRO. 
Children’s Shoes 


MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


MURPHY, GORMAN & WATERHOUSE 
Women’s Flexible McKay Footwear 


RIALTO SHOE CO. 
Women’s McKay and Welt Footwear 


WATSON SHOE CO. 


Women’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 
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Where. Does All The "Money Go?......... 57 


Are we allowing too much of the public’s 
dollar to be diverted into channels other 
than the purchase of those articles sold in 
retail shoe stores? If so, what's the 
solution ? 


The Style Tendency in Men’s Outer Ap- 


Certain well defined features will charac- 
lerize new clothing styles for men and 
will be re flected also in footwear models. 


What Do You Know About Feet? 


The fourteenth in the series of articles 
prepared by Dr. Herman W. Marshall. 


Fall and Winter Styles in Hosiery.......65 


A good question to ask yourself right now 
is what hose goes with the shoes you are 
buying for Fall. Here's the answer. 


pad beiedbhianee ake ee 


Making A Profit 


The retail shoe merchant today is like a 
man balancing on a tight-rope. He must 
watch not only his step but must skill- 
fully manipulate a pole with sales at one 
end and overhead expense at the other. 


9 





The following letter, showing “how far 
this little candle throws its beams’’—is 
its own reason for appearing in this space. 
Any publisher would be proud to print it. 


Mr. E. B. Terhune, 

Publisher of Boot and Shoe Recorder, 
Boston, Massachusetts. 

Dear Sir :— 

Our advertising of women’s novelty 
turns in the Boot and Shoe Recorder has 
brought us substantial results. Hundreds 
of inquiries for samples, also orders for 
goods, have been received from merchants 
in almost every state in the Union. 

One of our recent Recorder Advertise- 
ments cleaned up our available stock in 
three days’ time. The widespread circula- 
tion of the Recorder has been brought to 
our especial attention through an order 
received from a firm in Tokyo, Japan. 
Several of our Recorder advertisements 
were enclosed in this letter to indicate the 
styles of shoes desired. Letter also con- 
tained bank draft covering amount of the 
order. 

We consider Recorder publicity neces- 
sary to the conduct of our business, not 
only as general trade publicity but for 
direct returns to our factory in-stock 
department. 

Wishing you continued prosperity, we 
are 

Very truly yours, 
HOPKINS & ELLIS 
Haverhill, Mass. 
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KEEN MERCHANDISING 


A Retail Organization, Highly Respected and Successful in its com- 
munity, and an Established and Popular line of Nationally Advertised 


Shoes, plus a weekly window feature, regular newspaper advertising 
and intelligent, aggressive mail appeal,— 


Result:—Profit, Confidence, Loyalty and 
Appreciation for Retailer and Manufacturer 


RICE & HUTCHINS, Inc. 


BOSTON Fou iaaniaiae U.S.A. 
UCATO 
SHOE® . 
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Where Does All The Money Go? 


” HERE does all the money come from that 
W\ we take away from them,” is the way one 
youthful economist questioned his father, 
and the same query might be made by men in many 
lines of business enjoying an excess popularity. To 
what extent does the increase demand for automobiles 
cut into the normal purchases of the average family? 
The shipping ‘clerk who owns a car of the standard 
possessed by the banker a number of years ago, con- 
stitutes an example of the topsy-turvy condition of 
our standard of living. 

We hear of the “full social value for labor” as being 
the last grievance of Labor. Does this now embrace 
more than the great primary items of food, clothing, 
rent, fuel and advancement? Is the possession of an 
automobile to be an item in the minimum wage scale? 

The clothing expert points out that the auto vogue 
has affected the men’s clothing industry to the extent 
that three suits are now being purchased where four 
suits formerly were needed. Man, says this expert, has 
become automobilist and dress-careless at the same time. 

A mid-Western banker withheld credit on a farm 
loan even though house, barn and tools were pledged. 
The banker said to the farmer: 

“Nothing doing, Hiram, but if you will put up the 
two rear wheels of your pleasure automobile as col- 
lateral I will double your loan.” 

The banker wanted WORK and BRAINS—the 
best collateral in the world for men, merchants and 
for nations. With 1,260,000 persons on strike, the 
loss of 63,000,000 man hours per week is a great factor 
in every business. When the money doesn’t come in, 
the goods do not move. Estimated at 50 cents per 


hour, the wage loss alone for July was not less than . 


$125,000,000 and is proceeding at the rate of more 
than $5,000,000 per day. 

Despite all this, and even despite the possibility of 
involuntary idleness due to lack of supplies and trans- 
portation, the national volume of production of manu- 
iacturers has reached a point within 10 per cent of 
levels estimated as normal for the present year. The 


crop outlook is remarkably good in both volume and 
price. This broadening of the business revival is not 
limited to one industry alone for its extends right across 
the boards of merchandise in national demand. 

Balancing the two elements—work and strike— 
with demand and supply, we come to the big problem 
underlying a rather optimistic Fall season. To carry 
strikes on further, to set a premium on few hours of 
work and to drag down into idleness thousands of 
people whose only handicap is that they work in allied 
or secondary industries, is further to reduce the demand 
for merchandise as well as for the necessities of life. 

To encourage work, to stimulate the desire for 
good shoes and good apparel, to serve at a fair price 
and profit—these are the things every merchant can 
do to keep the dollar active in its transfer from one 
pocket to another. 

Merchants are beginning to realize that competition 
for the public’s dollar is divided into several classifica- 
tions. The auto and amusements take their share out 
of it, and if too greedy, limit the money which would 
otherwise go to the shoe merchant and haberdasher. 
The cosmetic shop gets its increasing proportion, and 
every new fashion desire comes dipping into the 
dollar. When so many former luxuries become the 
necessities of civilization, it is time to look at the stand- 
ing of the simpler items which are utilities. The 
dollar is coaxed by many a trade. The fight is like a 
“battle royal,” each merchant fighting for his share. 
The shoe dollar is not an easy dollar to roll out of the 
public purse. Some of the favored items, above men- 
tioned, have the nimble right of way. 

What is being done by you to make the extra dollar 
come your way? Are you eager to serve and interested 
to tell a story of style in shoes, or utility or health— 
and do you tell it in concert with your fellow shoe 
merchant? A week in the early Fall with a unified 
front of service on the part of shoe stores, backed up 
with publicity and store style shows will do more to 
keep the dollars rolling into shoe storecash registers than 
any amount of window polish or fitting stick exercise. 
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The Style Tendency In Men’s 
Outer Apparel 


In our issue of July 29, we summarized the style trend in 
women’s costumes to give to the shoe merchant authentic information 
as to the elements of attire which he needed to know to make possible 
blending of footwear with correct styles in dress. 

It is therefore necessary for us to cover the men’s costume fashions 
as well. Inasmuch as most of the business for Fall is already 
outlined by shoe merchants it is possible for us to give a survey for 
Spring 1923. The cutting trades are able to anticipate in men’s 
attire and the suggestion is made to try to anticipate in men’s foot- 
wear as far ahead as possible. The winter outlook is for more 
orfords than ever before and the sport costume comes into earlier 
vogue. February is Springtime in many states. Be ready for the 
stimulus in the men’s trade. , 


HE joint Style Committee of the National Asso- 
ciation of Retail Clothiers and the International 
Association of Clothing Designers at the 

twenty-fifth semi-annual convention of the Inter- 
national Association of Clothing Designers, held in 
Philadelphia, Pa., declared that male attire for the 
Summer season 1923, will be distinctively of the sport 
nature with the Norfolk type predominating. 

Novelty effects will also have a call due to the 
desire to use this type of garment for street wear. 
The Norfolk coat will be cut on fuller lines with low 
belt. low pockets. Sack coat lines for young men will 
be of the high waisted order with shoulder. and lapel 
of more width, gorges on higher lines and a decided 
peak lapel on the two-button coats. Backs will be of 
the deep vented effect. For the conservative man, 
the tendency will be toward a coat cut along graceful 
lines with medium body tracing effect. 

The double breasted coat for young men will be of 
two button type with one button to button. 


New Type of Two Trouser Suit 


To break the monotony of sameness of the two- 
trouser suits, it is recommended that fabrics of plain 
colors be used, with the extra trousers of the same 
coloring of background and with pencil stripe, giving 
sufficient variety to make it almost distinctively two 
different outfits. 

The demand for topcoats is growing and the popular 
model for motoring will be of the raglan shoulder type, 
with full body and belt all around. The material used 


in this coat should be of whipcord and gabardine. 
For street wear the box-back coat with natural 
shoulders will have the call. This coat will have well 
draped lines. 

Trousers for young men will call for more generous 
size in seat, legs and bottoms than in the past few 
seasons. “4 

Vests will be cut single breasted, short, sharp bottom 
corner openings of moderate length, closing with five 
buttons. 

Business and Street Suits 


The style forecast report of the American Clothing 
Designers’ Association reads in part as follows: % 

“This report is an effort on the part of the com- 
mittee to interpret by the light of its knowledge the 
styles desired by the American men and young men 
for the coming Spring and Summer season so that the 
members and the clothing trade at large may have as 
nearly as possible a safe guide in making their models 
and samples for the coming season. 

“Mien’s sack coats, young men’s sack coats, vests, 
trousers, overcoats, sport coats and dress coats have 
all been given due consideration. In taking up the 
question of sport coats it is the opinion of the com- 
mittee that this style is not adapted for general 
wear. The innovation of a sport coat as a universal 
style is extravagant in every way, inasmuch as there 
is a great deal of unnecessary material and labor used. 
It is, therefore, the opinion of the committee that the 
use of sport coats for general] wear should be dis- 
couraged. Trying to put the nation in pleats is not 
in accordance with the ethics of the designing profes- 
sion. Knickers, golf pants and bloomers are in good 
keeping with outdoor sports but are not for business. 


Longer Sack Coats Predicted 


“Men’s Sack Coats.—The general tendency is for 
longer sack coats, 3014 inches, medium width lapels, 
a slight flare at the skirt, center vent about 11 inches 
long, waist length 16 inches to a size 38, open vent on 
sleeve. 
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“Young Men’s Sack Coats.—The opinion of the 
committee is that young men’s sack coats should be 
311% inches long, medium lapel, slight flare, waist 
length 15% to 16 inches, pockets optional. The com- 
mittee also favors novelty sack coats, semi-jazz gar- 
ments made in one and two button, single and double- 
breasted styles. Fancy pockets are favored on these 
garments. 

“Vests.—Low-cut vests are favored three and four 
button single and double breasted style, pockets 
optional, front length 211% inches to a size 36. 

‘“Trousers.—Cuff buttoms are favored for young 
men’s and plain bottoms for men’s.” 


Automobiles in the Way 


The President of the International Association of 
Clothing Designers’, Charles F. Manning, in his annual 
message gives facts of interest to the retail shoe mer- 
chant as revealing the problem of his fellow merchant, 
the clothiers. Mr. Manning said: 

“The industry is confronted with an economic situa- 
tion that is the cause of grave ‘concern, and that is 
the tendency towards the lowering of the standards of 
dress, due in a large measure to the use of the auto- 
mobile. It has been estimated that three suits of 
clothes are being purchased where five were purchased 
before by owners of motor cars. A party traveling in 
this manner is accorded a species of exoneration for 
appearances because it is “an auto party.” 

“A little education along the lines of personal ap- 
pearance and proper dress for such occasions will do 
the business no harm. If through the use. of the auto 
the clothing business is losing out, it is up to the 
industry to create new things in the line of proper 
and useful dress for that purpose and then educate 
the people to adopt them. Sport clothes have helped 
a little, but there was a mistake made in advocating 
their use for business and pleasure combined. What 
is needed is more classes of clothing to be used rather 
than more uses for those that one has. This feature 
of the situation is up to the retailer and his advertis- 
ing. If retailers fail in their task of meeting demand, 
studying demand, stimulating demand, they will retard 
progress instead of bringing business to where we want 
it. The retailer must also create a desire for better 
standards of dress and furnish the motivity for achiev- 
ing those better standards. 


Up to the Retail Merchant 


“The interests of the whole country are identical in 
inducing the public to buy more and better clothing. 


In the struggle for the consumer’s dollar they are ° 


arrayed against every other industry. If the retailer 
cannot convince the consumer that he should spend 
$35 to $40 for a new suit to be well dressed, the radio 
dealer or the motor car man or some one else is going 
to get that consumer’s money. 

“One thing that is already noticed in the trade is 
that the sale of so much sport clothes in the past few 
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months, most of which was made from heavy tweeds, 
has helped the sale of heavy mohairs, etc. The more 
general use of Summer clothing is going to call for the 
best efforts of the designer to produce it in a manner 
that will please the average customer, particularly the 
man who is buying it for the first time, and expects 
it to fit just as well as a suit of heavier material such 
as he-is used to wearing; and he wants all this for the 
low price at which much of such clothing is being sold. 


What Chesterfield Said 

“Lord Chesterfield, addressing his son on matters 
of dress, said: 

“Take care always to be dressed like the reasonable 
people of your age in the place where you are, whose 
dress is never spoken of one way or another as either 
too negligent or too studded.’ 

“T think that advice would do some clothing men 
a lot of good, as well as some of the public, and then 
perhaps we would have less bad colors, impossible 
patterns, queerly cut clothing like some of the awful 
fashion plates in magazines. 

“This sort of clothing is made by people who don’t 
know their business. They go ahead with the making 
of the stuff and-some one sells it, and some one buys it. 
Good style does not parade its virtues with a brass 
band. It is conspicuous for its simplicity and refine- 
ment.” 





A. M. Creighton Back from Europe 


Albert M. Creighton, Lynn shoe manufacturer, just 
home from ten weeks in Europe, repeats the story 
that revival of export trade in shoes and leather is 
dependent upon the political and financial reconstruc- 


tion of Europe. It'was, by the way, his third trip to 
Europe since the close of the war. 

He brought with him a Russian note for 5,000,000 
roubles. In this country, it is not worth enough to 
buy a pair of shoes. 


Bolich Now With Barke-Gibbon 


John Bolich, retail shoe man of wide experience, 
having been located in Mt. Carmel, Pa. for many 
years past, has acquired an interest in the firm and 
is now in charge of the distribution and sales for the 
Barke-Gibbon Company of Philadelphia. This house 
has in the past several years made a very prominent 
place for itself in the Philadelphia shoe manufacturing 
industry as producers of women’s style shoes of excel- 
lent grade and at a reasonable price. 








Fit skating boots over woolen stockings, because 
people usually wear woolen stockings when they go 
skating. Ifthe customer has on silk or cotton stockings, 
slip onto his foot a woolen sock, which is kept just for 
fitting purposes. Fit skating boots so as to provide 
plenty of toe room. A skater uses his toes even more 
freely than does a walker. ' 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


LIGAMENTS, JOINTS, BONES 


ONES make feet long and slender, or short and 
broad, or of intermediate types, as experienced 
shoe fitters know better in a general way than 

most persons do. Bones have been studied so exhaus- 
tively that there is little need in the present connec- 
tion of reviewing familiar facts about them. Normal 
arrangements of foot bones are indicated sufficiently 
well in the illustrations used for ligaments and joints. 


Figure 43—View of bones and ligaments from behind the ankle, 
showing heel bone below, a groove for the fleror tendon of the 
greal toe al 2, and various ligaments about the inner side of the 
ankle and foot at 1. The ouler prominence of the ankle is at O. 
After Toldt’s Anatomical Atlas. Republished by special 
permission of Rebman Company, New York. 








Figure 44—A sectional view through the ankle joint. Compare 
with figure 43. Ligaments at the inner side of the foot are shown 
at 1. The ankle joint is represented at A, and its cartilaginous 
lining is indicated by the white lines. Notice how the outer bone 
of the lower leg extends down at its outer side, while the inner 
bone of the lower leg projects downward at the inner side of the 
joint. The astragalus is the bone which is wedged in between 
these two leg bones to form the ankle joint. Below the ankle 
joint, between the astragalus and the heel bone, is another joint 
shown at B.—Afler Toldt's Anatomical Atlas. Republished by 
special permission of Rebman Company, New York. 


Diseases of bones and joints should be discussed for 
completeness, but such matters are of less practical 
interest to shoe men than points which relate to 
normal shapes and functions of feet, and therefore 
bone diseases will be omitted. 

Ligaments are flexible, strong, inelastic, fibrous 
structures, and they bind all foot bones into a single 
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mass. They per- 
mit limited 
changes of posi- 
tions among 
bones while 
simul taneously 
they prevent ab- 
normal bony dis- 
placements. 
Values of joint 
motions even of 
slight degrees 
can be appre- 
ciated best 


when joints be- [oO Mae.” Saat OR 


come rigid and Figure 45—A sectional view longitudinally through the foot, showing the ankle joint at A, 


efficient if they 
consisted of 
single rigid 
masses. Some in- 
dications of num- 
bers, locations, 
and pecularities 
of joint surfaces 
can be obtained 
from the cuts. 
Increasing 
strains are put 
on ligaments as 
muscles relax, 
and if muscular 
weakness or 


2 


sore orrigid and and the joint between the astragalus and heel bone at B. Other small joints are indicated by stretching be- 


other similar white lines —Afler Toldt’s Anatomical Allas. 


painless, ‘esi } ‘ 
I less, for feet mission of Rebman Company, New York. 


would be far less 


Figure 46—L ateral view of foot and ankle, showing numerous small 

ligaments which bind small bones together, also the heel bone to 

lower end of outer bone of the leg, the fibula-—After Toldt’s Anatom- 

ical Atlas. Republished by special permission of Rebman 
Company, New York. 


i ES rae eae eerden’ 

Figure 47—Lateral view of foot and ankle, showin7 stron7 liga- 

ments at the inner side of the foot, and the heel bone attached to 

the lower end of the inner bone of the leg, the tibia-—After 

Toldt’s Anatomical Atlas. Republished by special permission 
of Rebman Company, New York. 





Republished by special per- 


comes _ suffi- 
ciently great or 


is prolonged, there may be weakening and stretching 
of ligaments very slowly. In mild cases of foot strain 
presumably ligaments retain their normal integrity, and 


muscles alone are 


extent. 
Physiological pe- 
culiarities of liga- 
ments are recogniz- 
able in their variable 
strengths from time 
to time. They 
strengthen or 
weaken, as far as can 
be told, with use or 
disuse respectively, 
as muscles or bones 
do under similar cir- 
cumstances. They 
will deteriorate very 
slowly under con- 
tinued unfavorable 
circulatory condi- 
tions in a manner 
comparable to ways 
that muscles deterio- 
rate. Ligaments are 
able to repair them- 
selves after injuries 
like all living tissues, 
and. in time they 
may contract slowly 
to take up laxities 
that previously de- 


* ‘veloped. Some liga- 


ments of the spine 
appear to be under 
continuous tension 
similarly as muscles 
are held normally 
under slight continu- 
ous tension. 


involved to an _ appreciable 


i : ee | 








Figure 48—View of bones and liga- 
ments on the bottom of the foot. The 
strong plantar ligament al 1. The 
fibrous tendon beds at 2’. Fibers of the 
anterior transverse ligament at A. A 
sesamoid bone al S. Bony grooves for 
the fleror tendon of the great toe and 
other toes al 2 and 4 respectively. Ten- 
dons of the tibialis anticus muscle and 
libialis posticus muscle at 5 and 3 re- 
spectively —After Toldt’s Anatomical 
Atlas. Republished by special permis- 
sion of Rebman Company, New York. 
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Strengths of ligaments 
may be restored completely 
apparently at times, but 
with laxities persisting, as 
in certain types of symp- 
tomless flat feet. Certain 
ligaments are extremely 
strong, thick, _ inelastic 
bands, and these will tear 
loose from their bony at- 
tachments or pull off small 
bits of bone instead of tear- 
ing across through masses 
of strong fibers. Other 
ligaments are thinner ex- 
pansions that may begin 
to pull apart evenly with- 
out actual open rupture, 
and thus become relaxed 
and stretched. 

Studious readers are ad- 
vised to get, if possible, 
the large new American 
edition of Toldt’s Allas 
that has been published by 
the Rebman Company of 

. New York. In it are given 
names of the different struc- 
tures that are purposely 
omitted from illustrations 
here. In the present con- 
nection the aim must be to 
give shoe men accurate 
general impressions with 
minimum amount of reading, and perhaps stimulate 
some to search for further knowledge from reliable 
original sources. 


Figure 49—A sectional view of 
the fool as seen from above, 
showing the distribution of 
joint surfaces among the small 
bones. — After Toldt’'s An- 
atomical Allas. Republished 
by special permission of Reb- 
man Company, New York 


Soft Shades of Brown For Fall 


New York, August 1—With the opening of the Fall 
season in retail stores only a few short weeks away, 
women Of fashion are preparing for the departure of 
Summer and the advent of cool weather. Manu- 
facturers of footwear are already featuring window 
tryouts in the form of brown slippers with a view to 
popularizing stock coming along from shoe factory. 
Soft shades of nut brown are certain to develop for 
Fall. With all their enterprise, dress makers failed to 
sense the vogue for brown and were caught napping. 
| Milliners on the avenue are putting in windows of 
velvet hats dyed in soft nut brown and to show their 
confidence in the selling qualities of browns are offer- 
ing brown veils, so that the color effect of the head 
dressing may be uniform. 

Coincident with the featuring of browns by milliners 
comes similar activity of manufacturers who are mak- 
ing a plentiful showing of brown silks and velvets in 
both dress and millinery qualities. Thus there is to 
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be a united effort on the part of all American manu- 
facturers in featuring browns for the coming Fall and 
Winter seasons. 











Colonials and 
Ornaments 


A footwear mode 

apparently coming 

again into favor. 

The cut steel buckle illustrated 
was selected from the line of 
W. K. Chandler, Inc., Boston 























Of interest at this time is a similar development in 
the French Capital, where dressmakers have revived 
good old African brown in both dress and coating 
fabrics of the most expensive qualities. With shades 
of brown in high favor it naturally follows that the 
lighter tones are drawn into the current for combina- 
tion purposes. Thus biscuit, beige and cafe-au-lail 
are in favor for trimming purposes. 

Colonials effects as advocated some time ago by the 
Recorder, especially in the form of fancy tongues are 
coming along in a way that bespeaks success for the 
movement. 


Michigan Convention Plans Abandoned 


Chicago, Aug. 3—Word has been received here from 
Thomas J. Jackson, president of the Michigan Retail 
Shoe Dealers’ Association, to the effect that the associa- 
tion convention, which was to have been held early in 
September, has been “called off.” The decision not to 
hold a convention was made at a meeting of the associa- 
tion’s board of directors, held Aug. 1, at the Statler 
Hotel in Detroit. 

Reasons assigned are the railroad strike, lack of co- 
operation on the part of the hotel in which it had been 
planned to hold the convention, and the lack of interest 
displayed by the local organization, having convention 
arrangements in charge. 


“The outstanding feature of the greater part of 
July has been the continuance of business and indus- 
trial activity at the relatively high rate recently at- 
tained,”’ says a statement issued by the Federal Reserve 
Board. “In fact, production has shown further in- 
creases in some lines, while in those which normally 
would be noticeably affected by seasonal influences 
decreases on the whole have been relatively slight.” 
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Men’s Fancy Sport Wool Half Hose 


3320-1—Men’s *‘Onyx’’ Seamless Drop-Stitch Wool Half Hose. Brown 
Gray and Green Mixtures. Sizes 914-1114; 4 doz. boxes. Per Doz. $6.00 


110KA—Men’s ‘*Onyx’’ 3 x 1 Ribbed Wool Half Hose; three mixtures. 
Sizes 9144-1114; \% doz. boxes. Per Doz 6.00 


3306-1—Men’s ‘*Onyx”’ Full -Fashioned Silk-and-Wool Plated Half Hose 
in Tan, Green and Cordovan Mixtures. Sizes 8 A 1743 ‘on doz. boxes. 
Per Doz.. as 11.00 
602-3— Men’s “Onyx” | Full-Fashioned Wool Half Hose; three assorted 
grounds. ‘Two-colored Jacquard verticals. Sizes 914-1114; “2 + 
boxes. Per Doz 1.50 
606-3—Men’s ‘‘Onyx’’ Full-Fashioned Wool-and-Fibre Half ata 
assorted ground colors with —* and embroidered clocks. Sizes 
9144-114; \% doz. boxes. Per Doz.. a? ee . 12.00 
607-3—Men’s ‘‘Onyx’’ Full-Fashioned Fibre-and-Wool Half "Hose; 
assorted ground colors with Jacquard and embroidered clocks. Sizes 
916-114; \% doz. boxes. Per Doz 


631-3—Men’s ‘*Onyx’’ Silk-and-Wool Hose; three ground colors with 
verticals. Sizes 9144-1144; \% doz. boxes. Per Doz 12.00 


715RB—Men’s ‘‘Onyx’’ 3 x 1 Rib Fibre-Plated Wool half Hose. Black 
rounds with colors. 716 RB same, but Cordovan en with colors. 


Sizes 9144-1114; \% doz. boxes. Per ‘Doz.. ae 13.50 


3307-1—Men’s “‘Onyx‘* Full-Fashioned Silk-and-Wool Half Hose. 
Clocked in Tan, Green and Cordovan Mixtures. Sizes 944-114; “a Meo 
boxes. Per Doz 6.00 


DEPARTMENT P 


Emery 6 Beers Company, inc 


1107 BROADWAY 3 NEW YORK 


earn err nny coe nye nen wrapper aren eggs ggener “sony gp anor ~snoeer~ummaammaaaeammenaaa 
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Sand colored silk 
full fashioned 
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Marshall, Fie!d § Co., 
Chicago 





Fall and Winter Styles in Hosiery 


Based on Recently Issued 
Footwear Styles Report 


HE admitted and proven place of hosiery in the 
retail shoe store makes it imperative that the 
merchant shou'd study hosiery styles and 

the best methods of merchandising his stock with as 
much diligence as he now studies footwear styles and 
footwear merchandising. 

With this thought in mind, the Recorder has had a 
hosiery authority go through the recent footwear 
styles report issued by the N. S. R. A. Styles Commit- 
tees, working with silmilar committees representing 
manufacturers and tanners, and make various hosiery 
style recommendations. The 
footwear styles report covers 
the retail selling season begin- 
ning October 1 and ending De- 
cember 31. The hosiery style 
recommendations are applicable 
to the same three months. 


Measure Every Pair 


It should be noted that the 
realization of the necessity of 
paying more attention to the fit- 
ting of footwear finds its counter- 
part in the fitting of hosiery. 
Hosiery salespeople should meas- 
ure every pair and should caution 
customers to buy one-half size 
longer on glove silk hosiery, 
made wool and made silk. It 
may also be laid down as a safe 
rule to follow that lace front 
hosiery should not be sold for 
wear with strap effects as the 


* 
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Silk hosiery with broad, flat tailored seam 
the line of Allen Hosiery Co., of Philade 


strap detracts from the lace pattern, spoiling the 
effect, and is also apt to cut the lace. 

In the following report, words in italics are quoted 
from the footwear style report while the matter im- 
mediately following the italics refers to the hosiery 
deemed most suitable for wear with the footwear 
specified : 

“ In strap welt patterns, with uppers of solid colors, 
the following leathers are recommended in the order 


named: First, patents; Second, brown kid or calf; 
third, black kid or calf; fourth, medium brown calf. 


Patents—With plain patent 
leather straps, the one best 
bet is perfectly plain silk 
hosiery and for the distinction 
there is the contrast of S. ooze 
hose. When the insert or panel 
is a lighter shade, match silk 
hose to the insert. 


Brown kid or calf—For brown 
kid or calf shoes with low heels, 
heavy weight silk with barber 
pole or Japanese clocking. 


Black kid or calf—Light 
weight cashmeres or silk and 
wool have their place with black 
kid or calf, with silk running a 
close second. 


Medium tan calf—Heavy silks 
with clocks to harmonize with 
the tan shade. Some of your 
customers may prefer a solid 

rom 
Drie tan to match the shoe. 
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“That’s the best value for the 
money in the whole U. S.!” 


... The very words of 
a retailer after stock- 
ing Everwear No. 24X 








Some Other 
Successful 
Sellers 


Style No. 270—Women’s 22 
inch silk boot, 240 needle, fine 
gauge, 12 thread silk. Colors 
Black, White, Beige, Zinc, 
Cordovan, Mahogany, Rus- 
sian Calf, Suede, Navy, Silver 
and Nude. Price, per dozen. 
| re 
Style No. 55—Men’s 11 Nowhere else can you find a hosiery value like this— 
thread silk hose, 240 needle. Everwear Style No. 24X—Women’s 18-inch silk boot, 
Colors—Black, Navy, Smoke, 240 needle, fine gauge, 11-thread silk. Colors—Black, 
White, Cordovan, Mahogany, White, Beige, Zinc, Cordovan, Mahogany, Russian 
Champagne. Price, per dozen Calf, Suede, Navy, Silver and Nude. 
SOND: sn vniep A580g eee A silk stocking of the highest grade—and the price is 
— £og is a $9.50 a Dozen 


In hosiery counters all over the country, this unusual 
Everwear value has leaped to the top in sales. It’s a 
real bargain. 


Style No. 5—Men’s 220 fine 
mercerized lisle. Colors— 
Black, Navy, Smoke, Pearl, 
White, Cordovan, Mahogany, 
Champagne. Price, per dozen Send a trial order, see how quickly they sell. Try 
pairs... 6... +... ++... $3.25 some of the other leaders listed here. 











And, if you’re interested in making your store “Hosiery Head- 
quarters,” ask for the book of selling suggestions—‘Passing 
Along a Business Building Idea”’—it’s free. 


EVERWEAR HOSIERY CO. 


Bde sSeate and Adaens Ses MILWAUKEE, WISCONSIN Sen Francleco, Office and 
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“In combinations the following order of popularity is 
recommended: First, darl or medium beige ooze or 
flesh finish leathers with combinations or trimmings 
of medium tan calf and brown kid or calf; second, 
medium gray ooze with combinations or trimmings 
of patent or gun metal; third, otter ooze with combina- 
tions or trimmings of patent or gun metal; fourth, 
black ooze with patent or gun metal.” 


Combinations—Dark beige ooze—It is almost al- 
ways, better to match footwear to the trimming, fol- 














Silk hose with lace insertions for dress wear from the line 
of the Everwear Hosiery Company, Milwaukee 


lowing the principle that the lighter the color in the hose 
the greater the attraction. For that reason, we believe 
beige ooze, having a medium tan trimming should call 
for hosiery to match the tan trim. Where the trim- 
ming is darker follow the body of the show, always 
keeping in mind that the hosiery should be of the 
lighter color. 

Where the body of the shoe is principally gray, 
match your hose to that color, for the principle out- 
lined above holds true here—that you stick to the 
lighter shades in matching. 

S. Ooze—This soft shade of brown has been happily 
achieved by hosiery manufacturers and hose should 
match the body of the shoe. 

Black silk, with or without clocking, goes best with 
black ooze. Here is a place for a lighter weight hose 
to contrast and tone up the jet blackness of the ooze. 

“‘Women’s oxfords— Heel height in calf leather, 10-3 
to 12-8 to 14-8. In ooze or flesh finish leathers, 12-8 
to 14-8. In patent and kid leathers, 12-8 to 14-8. 
The following leathers are recommended in the order 
named: First, brown kid and calf; second, black kid 
and calf; third, patent; fourth, medium tan calf; fifth, 


some paneled and insert effects will be sold in the 
higher grades in a limited way. 
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The height of the heel has considerable to do with the 
type of the hose. For the calf leather oxfords with 
10-8, 12-8 and 14-8 heels, choose heavy lisle as a 
leader, and fancy effects in two and three tones, par- 
ticularly if they are worn with sports and knickers. 

Keep to the tone color of ooze or flesh finished leather 
and use silk, wool and lisle. 

In the previous classifications where shoes are built 
with the heavy bottoms, perforations and doggy pat- 
terns, the wool hose leads. Plain silks are good, as 
well as silk and wool, with a touch of novelty in the 
clocking or two-tone effect or what is termed “ oat- 
meal ” which is a mixture of two colors with a leaning 
toward black and white. 

A silk hose to match is the best bet with brown kid, 
as good taste designates lisle, silk and wool and wool 
with calf leathers. 

In black kid and calf, the best combinations are plain 
black hose, medium or heavy weight with self tone 
clocks preferably with the broad open work, and here 
is where you can wear broad open work for dressy 
occasions. 





White silk hose with bor clock effect in colors. From 


the line of the Propper Silk Hosiery Mills, 
New York City 


In black patent oxfords, good taste holds to the plain 
black hose. 

Medium tan calf oxfords call for lisle, silk and wool, 
with always the alternative of silk to match the tan 
calf. 

In selling hosiery ¢ to go with paneled patterns, the 
principle of holding your hose color to the panel in 
a lighter shade is good, provided the shoe has large and 
conspicuous panels and inserts. If the trimming is 
simply a binding either black or the matching color can 
be worn.’* ob ws 
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PROPPER SILK HOSIERY: MILLS INC. 


276 FIFTH AVE.,NEW P (HOLLAND BLDG.) 
M anufacturers of Sediee" Full Fashioned Silke Hosiery 
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Silk with a striped net effect is in line with the 
vogue of sheer hosiery. From the line of the Van 
Raalte Co., New York City 


In sport footwear, which is a classification not sep- 
arately treated in the national footwear style report, 
and which is bound to be a mighty big item in hosiery 
this Fall, we see the widest scope for novelties and 
specialties, with opportunity given to the merchant to 
harmonize with the costume or shoe, according to his 
purchase. The sport movement has been so exten- 
sive that there is no rule to follow, for the Scandinavian 
designs in sweaters and coats permit the matching of 
colors in hosiery. Here is a place for the new polo and 
camel hair color to be worn with heavy wool suits and 
knickers, and this holds good for straight full length 
hose as well as for cuff top hose. 

“In turn effects for street and afternoon wear, straps 
will predominate, with an interspersing of tongue ef- 
fects; a continuation of the present type lasts or toes, 
heels of boxrwood and the regular Louis types. Height 
of boxwood heels, 12-8 to 14-8. Height of Louis and 
Spanish heels, 13-8 to 16-8. The following materials 
are recommended in the order named: First, patent; 
sexond, satin; third, black kid or calf; fourth, brown 
kid; fifth, fawn, gray, otter and black ooze with har- 
monizing combinations or trimmings; sixth, brown 
satin and bronze kid and combinations; seventh, bro- 
cades in combinations.” 

In general, hose to be worn with turns should be of 
lighter weights in plain black, or with lace clocks and 
self clocks. 

In general, also, the lower the heel, the heavier the 
hose. 

To go with patent leather in turns, the chiffon hose 
leads. 

Most stores find that with satin footwear, the chiffon 


hose predominates. 
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Ribbed chiffon hose is also good. Comes in all 
colors. From the line of the Robischon Corporation, 
of New York City 


Plain hose is best for black kid and calf and, where 
the skirt is short, clock effects are still good. 

A light weight hose with either plain or clocks for 
brown kid. 

Try the lighter weight silk hose and chiffons in 
matching colors, for the fifth choice given above, 
carrying out the principle, as outlined, to harmonize 
with the lighter color in the shoe if it is two tone. 

Brown satin and bronze kids in combinations. The 
lighter weight silk and chiffon hose to harmonize with 
the brown satin. A bronze hose can be obtained to 
match bronze slippers. 

Where the combination is black and gold, pick black 
hose of the thinnest chiffon silk. Plain black brocades 
and satins in combinations and plain satins call for the 
plain black hose. 


“Women’s evening obo es pers will have Loius heels 13-8 


to 17-8 and ls 12-8 to 14-8. Strap pat- 
terns will her sengpee and materials are recommended 
in the following order—first, black and white and 
colored satin; second, silver bullion cloth and brocades; 
third, . = bullion ‘cloth and brocades; fourth silk 


broc 


If the evening slipper has a strap or is highly orna- 
mented, the plainer the hose the better, but if it is the 
colonial with buckle, the opportunity is given for the 
fishnet lace, lace insertions and even beaded hosiery. 

In the wearing of box wood heels by girls in the 
younger set, the plain hose is usually selected. In 
selling hosiery to go with black and white and colored 
satins, if there is more black than white, pick black 
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FAMILY TAILORED HOSIERY 


Make It A Point To Visit 


BOOTH 209 
NATIONAL MERCHANDISE FAIR 


August 7th to 25th 


GRAND CENTRAL PALACE 
NEW YORK CITY 


Several New Features, also Several New Styles will be 
shown which will once again demonstrate WELDREST 


as America’s Pioneer Circular, Spring Needle, 


Feature Stocking of Quality. 


ALLEN HOSIERY COMPANY 


23RD STREET AND ALLEGHEN Y AVENUE 
PHILADELPHIA 


Au 
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There‘s a good opportunity 
for the sale of sport hose 
this fall and winter 


hose, and if there is more white than black stick to the 
white. 

Silver bullion cloth and brodaces. When the even- 
ing slipper is a decided silver, the S. coze hose with its 
grayish tone blends splendidly, but on the real white 
silver pick the silver hose. 


7 2% Bie a s 
RR 
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Ribbed hose_in tan and lavender for Sport wear from the line 
of Emery § Beers, Inc.,. New York City. Other combinations 
also available ue 


BOOT AND SHOE RECORDER 





This wool hose with clock 

in contrasting color from 

the line of Carson, Pirie, 
Scott ¢ Co., Chicago 





Gold hose either plain.or embroidered according to 
the selection of the wearer, goes, of course, with gold 
cloth and brocades. 

If you have a pink gown to deal with and pink bro- 
cade slippers, the hose matches. Where the trimmings 
are of silver in the gown, pick the silver hose. 


eehiad 
at eet: 


Dull English lisle with diamond pattern woven of black silk. 
From the line of Krueger-Tobin, ‘Inc.,, New York City 
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is greatly enhanced 
by the high pointed 
splicing of the new 


Radmoor 


Pyramid Heel Hose 


Style 1700—Pure Silk, 17 strands. 
Price, $15. 50 Dozen. 


Style 1200—Pure Silk, 12 strands. 
Price, $12.00 Dozen. 


Style 1251—Best quality two-ply, long staple, 


ayes S interpretation of the modern 
con lady’s desire for trim, graceful 
ankles. The legis FASHIONED to insure 

ideal fitting, and has the fashioning marks and 
seam up the back. The foot is the comfortable 
SEAMLESS. Its golden selling feature is of 
course, the patented “Pyramid Heel” splicing. 
The same fine wearing qualities are embodied 
as were woven into Radmoor’s first manufac- 


tures in 1792. 


mercerized cotton. 


Price, $5.00 Dozen. 


Colors, 1200 and 1700—Black, White, Seal, 
Navy, Lark, Polo, Nude, Crane, Silver, Mocca- 
sin. 1251—Black, White, Seal, Crane. 


Delivery at once. Order your Samples 


Radmoor Mills 


2ist and Lippincott Streets .. .. 


Glen Knitting Company 


NEW YORK 


Room 800, Burton Building 
267 Fifth Avenue, at 29th Street 


SAN FRANCISCO 


Room 653, Pacific Building 
Fourth and Market Streets 453 


Philadelphia 
Brown-Phelps Hosiery Co. 


BOSTON 
Room 1106, Dexter 
p Building 





The Beot and Shoe R der will appreciate your mentioning the publication in replies te advertisements. 








August 5, 1922 


August 5, 1922 


In the brown family. cafe-au-lait seems to have the 
preference. While not new, it is very beautiful. 


Two-tone silk hose for sport wear. This number, 
in brown and while, from the line of the Holyoke 
Silk: Hosiery Co., Holyoke, Mass. 


If tongues and buckles are worn on the street, plain 
hosiery is selected, whereas in evening wear there is no 
limit to the possibilities. 

“In men’s styles, colored leathers will constitute 50 
per cent of the sales. Prevailing colors will be cherry 
red shades (cordovan type), medium brown and tan 
Russia in both plain and boarded. Second will come 
black calf, smooth and boarded, approzimately 20 
per cent; third, black kid and kangaroo, approzimately 
15 per cent; fourth, patent, approriamately 10 per cent; 
fifth. brown kid and kangaroo, approzimately 5 per 
cent.” 


In men’s hosiery select cotton, lisle, silk, silk and 
wool, and wool, the best bet being to harmonize the 
shoe and the hose. There is opportunity for heather 
mixtures. 

In oxfords of black calf, there is a big opportunity 
for the use of clocks, self toned or in colors. Some 
fancy dresses wear tie and hose to match. Patent is an 
evening proposition and means, in all probability, 
plain black silk or black hose with self clockings. 
Silk and wool and heather mixtures, and always silk, 
cotton and lisle in the same color, for brown kid and 
kangaroo. 

There is no particular separation of sport footwear 
from regular footwear given by the style committee, 
but we in our classification emphasize sport wear, and 
owing to the adoption of the golfing knicker, the wilder 
the color the better it is. There is no limit to the fan- 
cies in men’s hose. 

Usually the brogue effect and fancy patterns of shoes 
with perforations or stitchings go with this style of 
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costume. There is still a demand for the apron pattern 
in two tone effect which gives an opportunity for the 
Polor color. 

“In juvenile shoes (for misses and children) tan calf 

gun metal calf and patent will be used in school shoes. 

For dress occasions, leathers or materials in the follow- 

ing orders—first, patent leather, second, patent leather 

combined with colored fabrics or ooze; third. medium 

tan calf and combinations with harmonizing colors.” 

Tan calf—Keep to the self color in what is termed the 
% length having a cuff top permitting ‘* freedom of the 
knees.” 

Gun metal—The same classification goes in the 
smarter dressed children, with black and white and 
heavy ribbed stockings. 

Cotton lisle, silk ribbed and flat ribbing for school 
patents. For the medium grades of shoes, tan black 
and whites continue. 


OE st: cere” 
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Plain silk hose is always good and can be had in a variety of 
solid colors. This number selected from the line of the Rad- 
moor Mills, Inc., Philadelphia 


Silk, plain or ribbed, for dress shoes of patents and 
colored hose as per example for tan calf. White trim- 
mings on black shoes mean white hose. If the shoe 
is dark brown with tan trimmings, match the hose with 
the trimmings. 


Sheer Hosiery Popular 


The popularity of the fine, sheer stocking is increas- 
ing. It will be worn with black slippers in all the lighter 
. Shades from silver and nude through the range of gray 
and beige, to the darker steel gray and gunmetal, which 
is just a shade off black. 


There are major indications that sport types in cos- 
tume and footwear are here not for a season alone, but 
over the long swing of a number of years. 














BOOT AND SHOE RECORDER 




















Greasy plates now fill the sink. 
Kitchen’s in a mess. 

Pan-cake batter drapes the stove, 
Pantry’s in distress. 

Beds look like a six-day race, 
Silling-room’s a sea 

Of papers, ashes, bottles, butts— 

OH, WIFE! COME HOME TO ME! 


To us free and independent citizens— 
watching the settlement of the coal and 
rail strikes, is like witnessing the firemen 
throw our best china dinner-set out of the 
window and carry the mattress out of 
the front door. 


“All the tariff will bear” right now seems 
to be a bumper crop of mud-slinging. 


The days grow shorter as the skirts 
lengthen. 


Little Golden Bantam corn has got to 
put up a game fight this year against 
Jupiter Pluvius. 

Speaking of house parties—a woman 
down in Maine was invited to visit an- 
other for three weeks and stayed 27 years 
—dying without remembering her hostess 
in her will. That’s the hospitality 


record. 


Remember the old fashioned man who 
went to the ball game to root for a bird 
named Ruth? 


How do you feel after your vacation? 
Same here. 
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Big In-Stock Department 
Planned by Douglas 


Brockton, Aug. 2—The establishment of a gigantic 
in-stock department, in which one million dollars’ 
worth of shoes will be kept constantly in reserve, has 
been announced by the W. L. Douglas Shoe Company 
of Brockton. 

The departure eliminates the old plan of booking 
orders semi-annually for future delivery of large lots of 
shoes, and in its stead the new Douglas retail reserve 
system is put into effect and will be in full swing Sep- 
tember 1. It means a constantly maintained reserve 
stock of a million dollars’ worth of the style shoes for 
men, women and boys to be at the call of at-once deli- 
very orders, with shipments guaranteed 24 hours from 
receipt of requisitions. Its aim is to enable a speeding 
up of turn-over of the retail merchants’ capital, bracing 
up of profits, and looks toward the continuous all-the- 
year-round operation of the Douglas factories. 

Seasonal selling in spring and fall is to be abandoned. 
The present force of salesmen will always be on the 
move and will eventually be augmented for a never- 
ending combing of the retail trade in every state from 
ocean to ocean. 

Personal letters from Mr. Douglas to retail merchants 
carrying his line conveyed the news. In one of these 
letters, he explains the advantages of the in-stock 
department, as follows: 

“Instead of ordering from a salesman, say 1200 pairs 
of shoes, to be manufactured for you the next season, 
as you would under the old method of buying and sell- 
ing those 1200 pairs once during the season, with one 
profit, you will order, say 300 pairs, to start with. You 
sell them—one turn-over. You re-order 300 pairs and 
sell them—a second turn-over. And you keep on selling 
and re-ordering in 300 pair lots, the W. L. Douglas 
Shoe Company taking the risk and always having in 
stock what you re-order. You get at least four turn- 
overs a season. Instead of guessing at what you think 
you may sell six months hence, you order a minimum 
of what you are sure to sell and re-order the styles and 
sizes as you need them. This keeps your stock clean 
and eliminates the cut-price, shop-worn and out-of- 
style sales. Because you get 24-shipments your stock 
is practically the duplicate of the complete W. L. Doug- 
las line. You tie up very little capital in stocks, you 
order the minimum and keep on re-ordering what you 
actually sell.” 





William Youldon Dead 


St. Stephens, N. B.—William Youldon, a former 
shoe manufacturer of Brockton, Mass., died suddenly 
from heart disease on Aug. 2, at this place, his native 
city, where he was spending his annual vacation. He is 
survived by a sister, Mrs. Florence Shaal of Brookline, 
Mass. 
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Your Problem As It Looks 
To the Other Fellow 


the shape and style are about what I am looking 
for, but it seems to me the price is a little high.” 

“Well, that is as cheap as we can sell them and make 
a living.”” And the customer walked out of the store. 
The customer was not interested in the merchant mak- 
ing aliving. That was his problem. She was interested 
in getting what she wanted at a price she could afford 
to pay. That was her problem. 

Had the merchant given her a satisfactory reason for 
the price he undoubtedly would have made the sale. 
He was looking at the matter from his view-point alone 
and not considering her interest. 

The customer did not care what the merchant paid 
for that pair of shoes; she did not concern herself with 
what it cost him to do business; it was not her business 
to solve his problems for him. 

This same mistake is made day after day in some 
stores, and never a thought given to the reason why 
sales are missed. 

Do you remember when one of your salesmen came 
to you and said: “I want a raise in salary. I cannot 
live on what I am getting.”” That was his problem. 

You probably said to him: “I have been checking 
up on your sales and on the work you are doing. I 
would be glad to pay you more if you would only earn 
more.” 

Your problem was to make a profit on what you 
were paying him. 

If he was a wise boy he took himself off in the corner 
and began to figure how he could become more valuable 


I LIKE this pair. They feel good on my feet and 


to the store; how he could increase his sales through | 


his own efforts both inside and outside of the store; how 
he could make the stock under his care look better; 
how he could “‘sell’’ himself to you and make you know 
that he was a valuable asset. 

When he had accomplished these things he could 


come to you with a reason rather than an excuse. He 
would have solved his problem. 

How often has a candidate for public office come to 
you and asked you to vote for him because he was poor 
“and needed the office to make a living?” That was 
his problem. It was not your fault if he was poor. It 
was not your business to make a living for him. 

It was your problem to seek out the best man for the 
office among the candidates that were on the ticket. 
You did not owe him your vote unless he could convince 
you that he had the initiative, the ability, the integrity 
and other qualifications that would fit him for the 
position which he sought. 

Very frequently each of us fails to “put something 
over’; to accomplish a certain thing we think should 
be done: It may be to make a sale, it may be to get a 
raise in compensation, it may be to win the votes of 
other people, it may be to win a strike, and we wonder 
why. In nine cases out of ten, if we make a careful 
analysis we will find that we have used what seemed to 
the other fellow a flimsy excuse instead of a plausible 
reason. 

The union local miners laid down their picks be- 
cause they were given what seemed to them an excuse 
instead of a reason for a reduction in pay and a change 
in working conditions. The operators closed the mines 
because the miners gave what the operators considered 
an excuse instead of a reason why the miners would 
not accept the proposed reduction. 

The same is practically true in the case of the shop 
men employed on the railroads. It is true in every 
shoe manufacturing center where strikes have occurred. 

Excuses instead of plausible reasons. Looking at 
the problem only from your view point and not con- 
sidering how the other fellow looks at it, Therein lies 
the “how” of many lost sales. Many needless disputes 
and many serious interruptions to industrial progress. 








BOOT AND SH 


Making 


Emphasizing The Importance of Maintaining a Proper Balance 


Between Sales 
By E. C. 


FEW short years ago, a lot of merchants at 
A about this time of year were walking along the 

beach at Atlantic City smoking fat cigars and 
twirling walking sticks, who are now doing circus 
stunts in their own offices. 

The other night I saw a circus performer walking a 
tight wire. He carried a long pole with a weighted 
knob on each end. He had an awful time keeping 
that pole balanced. For a time he went along all 
right, but when he got out about the middle of the 
wire one end of the pole seemed to get heavy. It 
seemed as though he never was going to get balanced 
again. He was weaving back and forth on the wire 
and for a time it looked as though he was in for a fall, 
but finally he shifted the pole in his hands and came 
through all right. 

I said to myself, ““That’s the stunt the average shoe 
merchant is trying to perform. He is in a precarious 
position trying to balance himself on a tight wire with 
a weighted pole on one end of which is Sales and on 
the other end of which is Overhead expense. His only 
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a Profit 


and Overhead 


LOGAN 


salvation lies in keeping the pole balanced. Overhead 
going up, sales going down. He is swaying. Looks 
like the wire is going out from under him. Will he— 
can he—shift the pole quickly enough to regain his 
poise and reach the other end of the wire in safety?” 


Overhead Percentage Depends On Volume of Sales 


Back when business was coming in big batches and 
prices were rising, a little increase in overhead expense 
was not alarming. Rents went up, salesmen’s com- 
pensation went up, taxes went up, transportation went 
up—all expenses went up. But what did it matter? 
Prices and volume went up with them. A balance 
was maintained. 

Then when prices began to go down and volume 
began to shrink, a great many merchants became 
panic stricken because there seemed to be small 
chance of lowering overhead in proportion to sales. 
A few wise ones got busy, unloaded surplus stock, 
paid off the banks and made a strenuous fight for 
increased volume. 
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A live wire merchant in an Ohio city found himself 
face to face with the problem of high overhead and 
decreased sales but he did not get panicky. 


What Expense Analysis Shows 


He went to his records and made an analysis of his 
expenses. He couldn’t change his rent or his rate of 
taxation, or his rate of insurance, or rate of freight 
and express. He did not think it advisable to ask his 
salespeople to work for less unless they earned less. 
Fortunately he was paying them on a commission 
basis with a fixed drawing account. 

During the days of high living he had put a man 
in livery at the door. He now felt his trade would 
rather have a little saving in price than this extra 
service, so he let the door man go. When stocks were 
big and profits fat he had hired a watchman. He got 
in touch with the N. S. R. A. insurance department 
and found that it would be less expensive to carry 
extra fire and burglary insurance, so he let the watch- 
man go. 


Cutting Down Bit by Bit 


When expenses had not been so much of a question 
and the buyers in the men’s and women’s departments 
were so busy, a floorman had been put on. Now these 
buyers were not so busy and by being a little more 
active and alert they could take care of the floor and 
so the floorman was dispensed with. 

Strange as it may seem, the proprietor found that a 
lot of the things with which he had been occupying 
his time were non-essential and that he could devote 
several hours a day to helping on the floor. When he 
got on the floor he began to find out where he could 
make other savings. 

His own drawing account had been based on the 
peak business. It was only fair to reduce it in pro- 
portion to the reduced earnings of the store and he 
reduced it. He cut down his advertising space but 
said more in the space he used, made his ads more 
human and more interesting. All these savings 
amounted to about a thousand dollars a month, equi- 
valent to an increase in net profit of twelve thousand 
dollars. 


Talked It Over With the Employes 


These changes accomplished, the merchant called all 
the help together—salespeople, office people, every- 
body on the payroll. He laid his cards on the table, 
showed them the inventory, the cost of doing business, 
explained in detail just where they were at, explained 
that he was not going to ask anybody to work for less 
but that it was imperative that everybody work more: 
Did they do it? They did. They wrote letters, they 
made personal calls on their friends, they reached out 
in every direction for customers and they worked 
harder to please customers when they came in the 
store. They all pulled together. Special prices were 
vut on all broken lines and slow moving stock. P.M.’s 
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were liberal. The stock was reduced, turnover was 
increased and overhead was lowered more than 2 per 
cent, and the salespeople made about their accustomed 
compensation. 

That merchant shifted the balance pole, kept on 
the wire and has been prosperous. His stock is clean 
and his salespeople are satisfied. 


Every Merchant Can Eliminate Some Waste 


Not every merchant can eliminate a doorman, a 
watchman and a floor walker, because they do not 
have them to eliminate, but everyone can effect some 
savings. Mighty few stores but what have dead 
merchandise that is absorbing the profit on what is 
selling. Any merchant who is keeping his own draw- 
ing account where it was when business was at the 
peak, is not playing fair with the store unless his sales 
are still at the peak. Mighty few salespeople who can- 
not round up a few extra sales every week among 
their friends if they make up their minds to do it. 
Each additional sale helps to minimize overhead. 

A lot of advertising space is wasted by not boiling 
down the message before it is put into type. What 
is the use of making a profit and then wasting it on 
non-essentials? 

What the business world needs today is more workers 
and fewer wasters. It needs head workers and hand 
workers. If a man is not willing to work hard, harder 
than he ever worked before, he has no place in a shoe 
store no matter whether he is proprietor, manager, 
clerk or shoe shiner. 


Waste Caused by Carelessness and Lack of Knowledge 


The waste in business is tremendous and appalling. 
In the basement departments and in many regular 
stores, shoes are selling for a dollar a pair that cost 
all the way up to ten dollars a pair. Declines in ma- 
terial and labor account for only a small part of the 
diminished price. The great big part of the appalling 
waste of materials, time and profits, represented in 
this slaughter of prices is chargeable to carelessness 
and lack of knowledge. 


Profits in Turnovers; Losses in Leftovers 


I know several merchants who did not go broke on 
Louis heel boots. In every instance they were mer- 
chants who had a simple, but comprehensive system 
of records and they used them. In the first place they 
did not try to buy all the boots on earth. They were 
more interested in seeing stock move and turn than 
in seeing it pile up, even though prices were advancing. 
They were satisfied to count small cash money profits 
rather than large paper profits. 

No man ever made a nickel on a pair of shoes so 
long as they remained on the shelves. 

The minute you “sing the song of sizes’”’ to the 
salesman, expense begins to pile up. The minute the 
shoes reach your store they are worth less than when 
they were shipped. The minute the first pair is sold 








78 BOOT AND 








they take another drop. As the lot grows smaller the 
value of each pair left becomes less, the chances of 
selling it at a profit become fewer and its cost becomes 





greater. 

No price advance was ever rapid enough to over- 
come the depreciation due to change of style, to cost 
of carrying and to broken sizes. The merchant who 
inventories shoes at cost, if they have been on the 
shelves for sixty days, is only fooling himself. While 
they stand him more than the figures shown on the 
factory invoice, they are actually worth less. 

Prices may advance and a merchant may feel 
justified in showing a profit on paper, but paper profits 
will not pay bills or buy more merchandise. 

Profit, if made at all, is made on sales and no actual 
profit can be counted until the sale is completed, the 
money collected and in the cash drawer. 














The Last End of the Lot Spells Profit or Loss 





Many a merchant has failed because his profits 
were tied up on his shelves in leftovers. One day 
when I went into a store the merchant had two sales- 
men taking shoes from the shelves in the front end 
of the store and putting them in the back end. He 
explained that they were putting some new ones in 
front and were taking the old ones to the rear “‘so they 
would be out of the way.” It didn’t take long to see 
that that process had been repeated until the odds 
and ends occupied a very large portion of the shelving. 
The merchant said, ““When you go into the shoe busi- 
ness you can make up your mind that the longer you 
are in business the more odds and ends you will accu- 
mulate.” That merchant is now out of business and 
he went out at the back door. 

One of the good, prosperous shoe merchants of the 
country says he has demonstrated to his own satis- 
faction that the disposition of the last ten per cent of 
a given lot of shoes spells profit or loss on the whole 
lot. It takes about all of the money received for the 
first 90 per cent to pay for the shoes and overhead 
expenses. 

Figure it out yourself. Suppose you buy a hundred 
pairs at $5 a pair, sell 90 pairs at $7.50 per pair and 
your overhead is 25 per cent. Where do you stand? 


















Receipts—90 pairs at $7.50.............. $675.00 
Expenditures 100 pairs at $5_.$500.00 
Overhead expenses 675 by .25. 168.75 












6.25 


You have ten pairs of shoes and $6.25. If the ten 
pairs are still good style and good selling sizes you 
yet have a chance to make a fair net profit but if they 
are small sizes, narrow widths and questionable style, 
which usually happens, you are most likely to show a 
nil profit on the whole lot. 

Sure—there are some shoes that will bear a little 
more than 33 1-3 per cent mark up, the selling price, 
but in the average family shoe store there are many 
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items that will not stand that much and show a reason- 
able turnover. 

As a rule, stores that take larger mark ups have 
correspondingly larger overhead; while stores that get 
a rapid turnover and have a low percentage of over- 
head take a lower percentage of mark up. 

Recently a high class midwestern store was con- 
ducting its mid-year sale. All the salesmen were busy, 
the store was pretty well filled with customers but 
about 75 per cent of them, it seemed, were going out 
without buying. 

“We have cleaned up better than usual this season,” 
said the floor walker, “but we are missing a lot of 
sales.” 

“What's the matter, prices too high?” 

“No, prices are all right and styles are all right. 
but we are short of middle sizes and large sizes. We 
do not buy as many small sizes as formerly but we 
still have too many small ones and not enough large 
ones. 


Revising Your Buying Schedule on Sizes 


A year ago I was in the shoe department of one of 
New York’s largest department stores during their 
Summer clearance sale. The place was filled with 
tables piled high with shoes marked at ridiculously low 
prices. I said to the buyer, “Do your accumulations 
come from picking wrong styles or buying sizes wrong.” 

Without hesitation he said, “picking wrong styles.” 
But when we went over a few of the tables and tabu- 
lated the sizes it developed that there were very few 
fives, fives and a half sizes and sixes and a half and 
comparatively few larger sizes, but oodles of twos 
and a half, threes, and threes and a half, and plenty 
of fours. 

The buyer decided his buying schedule should be 
revised because clearly wrong sizes were more of a 
menace than wrong styles. The styles may not have 
been the most desirable but even at that, the good 
selling sizes were gone. 


Shoes are made to wear on the feet, not to sit on 


the mantle for an ormanent. If the sizes are desirable, 
somebody will buy them at some price but why should 
any woman buy an article of apparel that she cannot 
use. There has been a lot of improvement in size 
schedules within the past few years, but there is room 
for a lot more. 

From my observation of stores as I go up and down 
the country, I am convinced that there are enough 
sizes below four in B width and narrower, now on 
shoe-store shelves and in wholesale houses to last the 
country for two or three years if not another pair 
were made. 


Look to Your P.M. Section for Information 


If you are in doubt about your buying schedule, 
the best place to look for information is your P.M. 
section. If your P.M.s run right as to selling sizes, 


then your trouble is overbuying in quantity—buying 
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more pairs than you have an outlet for, or it is due 
to picking “lemons” in place of “peaches.” 

But if the P.M. section shows a preponderance of 
small sizes then the trouble is clearly traceable to 
wrong-size schedules in buying, “singing the song of 
sizes’ out of tune with your customers. If you do 
not have a P.M. section take a composite sizing once 
a month for at least six consecutive months. 

Take a big sheet of wrapping paper, rule it off into 
a size sheet, sizes across the top, widths down left 
hand margin. On one sheet list all women’s dress 
shoes regardless of style, color or price. On another 
sheet list all comfort shoes using separate sheets for 
high shoes and low shoes in each instance. Do like- 
wise with men’s shoes, separating them as to work 
shoes and dress shoes. Total these up both as to sizes 
and widths. Monthly comparison will soon show you 
just where you stand on the size question. 

To get a still better line on what you are selling, 
take another set of size sheets as described above and 
each day by tally marks keep account of pairs sold in 
sizes and widths, total these sheets monthly, compare 
them with what the other sheets show and you will 
soon find yourself clearing up your stock. 


Classify Shoe in Families 
A few years ago a prominent and prosperous mer- 
chant solved this problem by classifying his shoes in 
what he called “families.” On the women’s side of 
the house, for instance, all black kid shoes within a 
range of five to seven dol- 
lars at retail are classified 
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Only Active Stock is Valuable 


No matter how large a stock may be only the active 


part of it is profitable. The inactive part is a hind- 
rance. An accumulation of odds and ends and dead 
merchandise increases overhead, slows up turnover, 
creates loss, converts net profit into nif profit. 


Merchants of Six States May Form 
Association 


Fort Worth, Texas, August 2—It is expected that 
more than two thousand delegates and visitors will 
attend the convention of shoe dealers of the Southwest, 
which is to be held in Fort Worth in January, 1923. At 
this meeting the consolidation of the Texas Shoe Re- 
tailers’ Association, the Oklahoma Shoe Retailers’ Asso- 
ciation and the Tri-States Shoe Retailers’ Association 
will be finally accomplished and ratified. Dealers of 
other states will also be brought into the new organiza- 
tion. The proposed consolidation is the result of six 
months of campaigning by L. E. Langston of Fort 
Worth, president of the Texas organization, who has 
made this move his goal since the close of the State 
convention here in February, when this was selected as 
the convention city for the next three years. 

Correspondence between Mr. Langston and officials 
of the Oklahoma association has for some time indicated 
the willingness of that body to come into an organiza- 
tion to be known as the Texas and Southwestern Shoe 
Retailers’ Association, and 
Mr. Langston is now in 
receipt of a letter from 
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brought in, a black kid ox- 
ford, for instance, the rec- 
ord of the black kid family 
is looked up, sizes care- 
fully taken and new shoes 
bought only to fill in where 
sizes are short. 

This merchant goes on 
the theory that less money 
is lost by missing an occas- 
ional sale on end sizes than 
by losing the whole pair of 
shoes or having to put it 
on the bargain counter at 
$1 a pair, or even half price. 

By keeping his shoes 
classified in families, fewer 
sales are lost and at the end 
of the season his leftovers 
are salable because he has 
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Retail Slump Continues 


Marked Down Footwear Selling But Little Else; Some 
Demand for Satin Straps With Ornaments 


ONDITIONS in the retail skoe busi- 
} ness remained unchanged during 
the past week. The volume was slightly 
lower if anything. A canvas, of a majority 
of down-town stores shows little business 
activity, with most pairs being disposed 
of in the marked-down lines. 

The big purpose to which most of the 
retail shoe merchants have been bending 
their efforts is the final house cleaning of 
undesirable merchandise. Reports from 
the stores indicate that the pressure 
placed on this particular end of the busi- 
ness has not been without reward and a 
good majority report their clearing and 
clean-up sales have been a success. 

None of the stores have announced any 
advance Fall styles. The majority are 
working on the theory that the coming 
season will take care of itself when the 
time comes, but the shoes now on hand 
must be moved before another Summer 
season rolls around. So far as St. Louis 
retail shoe merchants are concerned there 
will be very few paics of undesirable 
merchandise carried until next 
season. Tan calf oxfords are the only 
shoes of which there was a greater supply 
than demand. These oxfords some predict 
will be sold as the Autumn season ap- 
proaches, but some of the wise style men 
shake their head. However, the carrying 
over of oxfords involves less risk, per- 
haps, than any other one style. 

Strapped Pumps of Satin Good 

One-strap satins with full Louis heels 
are becoming more popular each week. 
There has been some pressure on bro- 
cades, but this bas been slight when 
compaved with plain satin. Another type 
of satin for which stores are having in- 
quiries, is a plain pump with a full Louis 
heel. Very few pairs of this pattern are 
sold without rhinestone buckles or orna- 
ments of some character. 

Sandals of various types have started 
to slump, but this was not unexpected. 
There is much activity in the Fall buying 
of shoes by retail shoe merchants. Mer- 
chants for the most part have their ad- 
vance styles selected and only await the 
opportunity to make a final selection 
after having felt the buying pulse of the 
public on the most popular styles. Quite 
a few of the merchants have been East 
for the Fall selection while others con- 
template making their buying trip shortly. 


over 


Weil’s to Feature 
I. Miller Shoes 


The Senac Shoe Company of St. Louis 


which conducts a number of stores 


throughout this territory, has announced 
the opening of a shoe department in the 
store of Henry Weil, Inc., at 916 Olive 
Street. Weil’s is one of the rather exclu- 
sive women’s ready to wear shops in the 
Olive Street shopping district. On Sep- 
tember 1 alterations will start at 918 
Olive Street, an addition which will be 
occupied by the store and in which the 
shoe department will be located. The 
line of shoes to be featured in the store 
will be that of I. Miller & Sons, Inc. 
Tne department will open about Sep- 
tember 15 and will be managed by L. Bell 
formerly of Chicago. 


Ames Shoe Company 
Shows Increase 


Frank Ames, president of the Ames 
Shoe Company stated that business for 
the year up to the present, had shown 
an increase not only in pairs but in 
dollars and cents as well. He called 
attention to the fact that a great many 
more pairs had to be disposed of in order 
to show the dollar increase. 


Royal Shoe Company 
Close 6th Street Store 


The Royal Shoe Company at 310 North 
Sixth Street, have sub-leased their store 
to another concern and will close this 
store August 1. They will continue to 
operate their other two stores at 207 
North Sixth Street and 405-407 North 
Seventh Street. 


Swope Officials Away On 
Vacation 


Mr. and Mrs. Meier Swope will spend 
their vacetion this Summer in Alaska. 
They left July 20 and expect to be away 
until the early part of Sep tember. 

Mr. and Mrs. Arthur Ebbs left July 19 
on a motor trip to Chicago, which will 
later include some of the Northern lake 
resorts. 


Weiss and Crasilneck Return 
From. East 


M. Weiss and S. Crasilneck of the 
Vogue Boot Shop have just returned 
from New York where they have been 
on their Fall buying trip. Their store 
features short vamp shoes -and enjoys 
much prestige in this particular field. 
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Many pairs are disposed of in this store 
due to the fact that practically a'l stores 
unable to fit a particular case send the 
customer to this store. Crasilneck stated 
that some extremely new novelties were 
bought on the trip. 


Swopes Hold Annual 
Picnic 


The S. E. A. of the Swope Shoe Com- 
pany held their annual picnic Saturday, 
July 17, at Romona Park. The picnic as 
usual was a basket lunch affair and in- 
cluded a baseball game between the 
married and single men. The contest 
was won by the single men. Paul Allen 
Ebbs, advertising manager won the 100- 
yard dash. The picnic started at 2.30. 
There was dancing in the evening until 
10.30. 


Manufacturers to Exhibit 
In Style Show 


Eighteen manufacturers will exhibit 
the very latest creations of their de- 
signers during the St. Louis Pageant of 
Fashion, which will be held in the Muni- 
cipal Open-Air Theatre, Forest Park, 
August 3 to 16 inclusive. Each manu- 
facturer will be permitted eight showings 
each evening. This applies from the 
smallest to the largest. The manufac- 
turers who will exhibit are as follows: 
Brown Shoe Company, Hamilton-Brown 
Shoe Company, Peters Shoe Company, 
Roberts, Johnson and Rand Shoe Com- 
pany, Central Shoe Company, Vinson- 
haler Shoe Company, Friedman-Shelby 
Shoe Company, McElroy-Sloan Shoe 
Company, Boyd-Welsh Shoe Company, 
Johnson, Stephens-Shinkle Shoe Com- 
pany, Johansen Bros. Shoe Company, 
Pedigo-Weber Shoe Company, Shoe 
Specialty Manufacturing Company, 
United Shoe Manufacturing Company, 
Brauer Bros. Shoe Company, F. C. 
Church Shoe Company, Tweedie Boot- 
Top Company and David P. Wohl Shoe 
Company. Brown Shoe Company, 
McElroy-Sloan Shoe and International 
Shoe Company will be the three manu- 
facturers who will exhibit childrens’ shoes 
in the show. The committeemen handling 
the shoe interest in the show are: Charles 
Strayer, of Johansen Bros. Shoe Com- 
pany, Chairman; Al. White, Brown Shoe 
Company, Beverly Jones, Roberts, John- 
son and Rand Shoe Company and C. A. 
West of the Shoe Speciality Manufactur- 
ing Company, a branch of the Inter- 
national Shoe Company. The St. Louis 
Shoe Manufacturers and Wholesalers 
Association, of which all the exhibitors 
are members, raised a large sum of money 
which was contributed to the Pageant as 
their share in supporting this annual 
affair. 
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MILWAUKEE 


Tongue Pumps the Feature 


Prominent Merchant Believes That They Will Give 
20 Per Cent of His Business This Fall 


ILWAUKEE shoe merchants, back 

from Esstern markets and the 
Boston Style Show, are making predic- 
tions on the trend of the demand for fall. 
One merchant, who has given a great deal 
of study to the subject bas predicted that 
the fall business will be divided akout as 
follows: Forty per cent of the demand will 
be for strap effects; twenty per cent for 
tongue pumps; and forty per cent for ox- 
fords. As a result of observations in the 
East, this merchant expects the popular 
taste this fall will favor the junior Louis, 
military, Cuban, and Spanish heels, about 
in the order given. The feature of the 
present styles, according to the local 
merchants is the drift toward the colonial 
and tongue pumps. Shoe men look for a 
strong demand for buckles by next 
spring, perhaps sooner. In the materials, 
it is expected that satin will be first, 
patents second, and suede and kid follow- 
ing closely behind the two leaders. The 
new shade of brown, “otter” will lead in 
the color demand. 

Such are the indications for the coming 
season’s retailing as seen by local mer- 
chants. Although strap effects are allowed 
40 per cent of the volume for fall, mer- 
chants look for a gradual falling off in 
straps, and concurrently, the gradual re- 
turn of the colonial types. 


Shoe Factories Busy 


Shoe manufacturing plants here share 
in the general industrial revival which has 
resulted in an 80 per cent of normal em- 
ployment situation. Many of the shoe 
manufacturers throughout the state are 
taking on men weekly, and although their 
number is not great, yet it serves to make 
the shoe industry stand out as one which 
is nearing normalcy. 

Little price talk is heard among manu- 
facturers, who seem chary about discuss- 
ing future prices at this time when the fall 
buying is in full swing. However, dealers 
are safe in assuming that there will be no 
decline in prices, according to one manu- 
facturer, and that should the market vary 
greatly from its present level, the variance 
will be toward the side of higher prices. 


Plan Booster Trip 


The jobbers’ and manufacturers’ divi- 
sion of the Milwaukee Association of Com- 
merce will make a two-day trip across 
Lake Michigan with visits at Muskegon 
and Grand Rapids. Invitations bave 
been sent out by the committee in charge 
to all jobbers and manufacturers who are 
members of the A. of C. The trip is being 


made at the invitation of the Chambers 
of Commerce of the two cities. The party 
will leave Milwaukee on August 8, return- 
ing on the evening of the 10th. 


Box Factory for Madison 


Plans bave been completed by the 
J. Feldman Paper Box Co., for a new box 
factory, to be erected in that city. The 
building will be a one-story structure, 
with a base, 60 x 182, and built of brick. 
Bids will be let soon, and the building 
erected at an early date, according to 
Jacob Feldman. 





ohana atc 
Pied 
Piper 


The attractive cover in colors of the delightful little 

booklei—**The Pied Piper,” which is gwen the 

Marathon Shoe ey ad to retail shoe merchants 

carrying the *‘Pied Piper” line as a selling help. 

The merchant's name and address are printed on t 
back cover page. 





Prominent Tanner Dies 


Charles Elkert, 73 years old, president 
of the Elkert Brothers tannery died of 
heart disease at his Lake Nagawicka 
summer home. Mr. Elkert was born in 
Germany in 1849, and came to Mil- 
waukee with his parents two years later. 
He founded the Elkert Brothers’ tannery 
early in life and retained his active interest 
in that organization at the time of his 
death. He was a member of Kilbourn 


Lodge, Masons, and Calumet Chapter, * 


Royal Arch Masons. Mr. Elkert was 
prominent in political, social, and religious 
circles in Milwaukee for many years. 
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Shoe Man Endows Library 


The will of the late George Copeland. 
head of the Copeland-Ryder Co., Jeffer- 
son, Wis., bequeaths to the city of Jeffer- 
son, $10,000 to be handled as a trust fund 
for the benefit of the public library. Mr. 
Copeland also left approximately $8,000 
to local religious and charitable insti- 
tutions. 


One-Cent Shoe Sale 


A one-cent shoe sale staged by “Kin- 
ney’s” shoe stores in Milwaukee, was one 
of the most novel retailing schemes pro- 
moted by a local shoe merchant last week. 
“Buy one pair at the sale price, and the 
second pair for one cent,”’ was the way 
the sale was advertised. Many of the 
shoes offered were “whites” although a 
large number of black and brown oxfords 
and patents, for both men and women 
were featured in the selling. 


Completes Practipedic Course 


Harry Petasbnick, of the firm of Petash- 
nick Brothers, shoe merchan:s, 967 Third 
Street, Milwaukee, has just completed a 
course in practipedics offered by a Chicago 
school. Mr. Petashnick will act as head 
of the foot trouble department of the 
Third Street store. 


Shoe Credit Men’s Outing 


Boat rides, bathing, and fishing consti- 
tuted the program of the shoe division, 
Milwaukee Association of Credit Men, 
at their annual picnic at Pewaukee Lake. 
The trip to the lake was made via auto- 
mobile. Officers of the division in charge 
of arrangements were: D. L. Sawyer, 
Mayer Boot & Shoe Co., president, and 
Al. Schoenecker, V. Schoenecker, Boot 
& Shoe Co., secretary. 


Menzies Adds Equipment 


Business is booming at both plants of 
the Menzies Shoe Company of Fond du 
Lac, according to reports from that city. 
Another carload of machinery for the new 
plant on Macy Street has arrived, mak- 
ing a total of 17 machines shipped to the 
factory in one week. Day and night 
shifts are working at both factories in an 
effort to clean up private orders before 
starting on government contracts. The 
Macy Street plant is engaged chiefly in 
making nail work shoes, under the super- 
intendency of Roy Crabtree. Men’s and 
boys’ dress shoes constitute the greatest 
part of the main plant output. 


Shoe Men Build Homes 


George E. Musebeck, vice-president of 
the Edmonds Shoe Co., and Claude 
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Caspari, of Caspari & Virmond, are two 
of the well-known figures in local shoe 
manufacturing and merchandising circles, 
who are erecting new residence. Mr. 
Musebeck is building on Humboldt 
Avenue, near Concordia, while Mr. Cas- 
pari, is erecting a home at 1453 Farwell 
Avenue, in the Shorewood residential 
district. 


Shoe Repairman Fails 


Sam Feldman, Waupaca, shoe repairer, 
filed a voluntary petition in federal court 
here, stating that he was bankrupt. 
Liabilities are listed as $3,901, of which 
unsecured claims total $1,857. Assets are 
reported as $3,275, of which property 
claimed exempt is valued at $265. 





CHICAGO 


Fall Styles Already on Display 


Show Windows, However, Not All Devoted to New Models; 
Factories Maintain Good Production 


HOW windows of Chicago's down- 
town stores present a rather mixed 
appearance. 

In some stores the windows are entirely 
devoted to sale shoes while in others 
window space is divided between clear- 
ance sale stuff aad shiny new models of 
advance fall style showings. One store 
is devoting one entire window to the new 
models in women’s footwear. Most of the 
models are of the strap variety in patents 
and satins. Patterns are cut higher on 
the side, most of them entirely eliminat- 
ing the D’Orsey shaped vamp. Practi- 
cally all of them are walled up high in 
the back and fastened in front well up 
to the bead of the ankle. Quite a sprink- 
ling of tongue effects and criss-cross strap 
patterns are among the lot. 

Heels range all the way from 12-8 box- 
wood to 16-8 Louis in the turn effects. 

In welt sole effects 12-8 heels are shown, 
but most of the heels are 13-8 and 14-8. 


Sales Still On in Outlying Districts 


In the outlying districts, special sales, 
summer clearances, and other forms of 
clean-ups still prevail. Merchants, as a 
rule, report stocks bought for summer sell- 
ing to be fairly well cleaned up, but some 
stores say that they have had much diffi- 
culty in interesting people in summer 
clean-up sales. 

All through the hot weather, beginning 
the first Saturday in July, the big depart- 
ment stores and the more exclusive 
specialty stores in the loop district 
adopted their usual custom of closing at 
noon on Saturdays. 

Other stores catering to a medium 
high class of trade set the closing hour at 
six o'clock on Saturday, the same as 
other days in the week, while another 
class of stores catering more particularly 
to transient and floater trade remain open 
until nine or ten o'clock. 

The closing hour has been a topic of dis- 
cussion and dispute among outlying stores 


and no final solution has been determined .- 


upon. In each of the principal districts 
outside of the Loop it has been customary 
among the better class of stores to close at 
six o'clock on Mondays, Wednesdays, and 


Fridays, and remain open later on Tues” 
days, Thu.sdays, and Saturdays. With 
loop stores closing early some of the stores 
in these outlying districts have thought it 
advisable to keep open late every night 
in the week and consequently consider- 
able strife has arisen in several of the 
trading sections of the city. 

Merchants’ associations in most of these- 
outlying trading sections have been un- 
able to get the matter settled satisfactorily 
to all and there 1s an indication in some 
of these sections that stores will have to 
remain open late every night in the week 
throughout the year. 


Pavlovo Boots Displayed 


Taking advantage of the Pageant of 
Progress Parade in Englewood on Thurs- 
day, July 27, the B. F. Goodrich Com- 
pany displayed Pavlovo boots on living 
models in front of the leading shoe stores 
in this busy section of Chicago. 


Y 


Shop 

Chicago’s first Queen Quality Boot 
Shop, located at 4610 and 4612 Sheridan 
Road, opened its doors for business 
August 2. This location has been a shoe 
store for a number of years, the room 
formerly being occupied by the Sheridan 
Road Boot Shop. The store has been re- 
fitted and refurnished, newly decorated, 
and presents a most handsome and invit- 
ing appearance. 

I. J. Qwass, who for a rumber of years 
was assistant manager of the Pocock- 
Wolfram Company at Cleveland, Ohio, 
has assumed the management of the new 
Queen Quality store. Mr. Quass is an 
experienced shoe man of pleasing per- 
sonality and well acquainted with Queen 
Quality shoes. The new store is selling 
both women’s and children’s shoes and 
has a thoroughly well equipped Osteo- 
tarsal department. 


New Queen Quality Boot 
Sh 


Chicago Shoe Factories Busy 


Practically all of the shoe factories in 
Chicago continue to operate on a very 
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satisfactory basis of output. In the 
women’s factories orders continue to be 
on at-once delivery basis or not later than 
September 15 at the farthest. 

Women’s factories have each put in 
some new, attractive patterns. Part of 
them have their men already on the road 
with new samples, booking orders for 
shipment around October 1. 

In the men’s factories production to a 
great extent is on orders to be shipped as 
soon as made, but a larger proportion for 
later shipment ace shown in men’s fac- 
tories than in women’s factories. 

In women’s factories production is 
centered upon patents, satins, black kid 
in about the order named, with sprinklings 
of orders for black calf and tan calf and 
tan kid and some black calf in welted sole 
strap effects. Black kid or black calf 
with delicate patent trimmings in com- 
binations of patent and ooze are being 
ordered with some freedom. 


Leather Follows Hides 
Upward 


For several months the hide market has 
shown a decided upward tendency, and 
within the past few weeks sharp advances 
have been made in practically all kinds 
and grades of raw hides and skins. A 
comparative table of hide prices shows 
that raw hides and skins are now selling 
at about the same figures which they 
brought at this time of year in 1913. In 
response to the advance in hide prices 
there has been a considerable stiffening in 
prices of almost all kinds of finished 
leathers. Sole leather tanners point to the 
fact that sole leather is yet cheaper than 
it was in 1913 when the accumulation of 
off: 1 now on the market is considered. 

Upper leather tanners for the last two 
or three months have been asking more 
for leather, and the market has now been 
sufficiently cleaned up so that they are 
able to actually get fairly stiff advances 
on good calfskin leathers as well as certain 
grades of kips and side leathers. 

Most shoe manufacturers have been 
averse to raising shoe prices and have en- 
deavored to increase production in order 
to reduce -overtime and prevent the 
necessity of tacking an advance price onto 
the shoes they are producing. 

Practically all of them state, however, 
that if leather and other materials con- 
tinue to advance that shoe prices must 
necessarily go higher. 


New Wholesale House 


Kahn-Rubins Shoe Company is the 
style of a new corporation formed a few 
months ago and which begen operations 
about July 15 at 19 South Wells Street. 
The new firm is specializing on women’s 
novelty footwear in stock. 

The active members of the new cor- 
poration are S. Kahn, formerly with the 
Dave Saiffer Shoe Company and well 
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known to the trade throughout Illinois 
and surrounding territory. 

Mr. Rubin was in the retail business at 
79th and Halstead for ten years, where 
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he was quite successful, and gained a 
knowledge of footwear that will be ex- 
ceedingly valuable to him in his new 
connection. 





SAN FRANCISCO 


Bright Outlook for Fall 


Agricultural Conditions Particularly Good—Set-Back, Due to 
Strike, Expected to be Temporary 


NUMBER of the San Francisco 

shoe stores are holding semi-annual 
sales, preparatory to putting in their 
early Fall stock, and most of them report 
a satisfactory business. There is a per- 
sistant belief everywhere that Fall busi- 
ness will be good. The fact that very 
few people are out of work and that many 
new industries are locating in the Bay 
region of California, more than offsets 
anxiety caused by rail and coal strikes. 
Speaking of the outlook for the Fall, 
H. L. Bilsborough, of Bilsborough’s Shoe 
Store, 961 Market Street, said: 

“We always cater to the country trade, 
and when people come in here and tell us, 
as they are doing, that the cherzy crop 
was large and brought better prices than 
last year, that their apricots are bringing 
in more than double the price of last 
year’s crop and that their prunes etc. are 
yielding more than for some years past, 
their optimism spells a satisfactory fall, 
to me. One may say that the export 
trade is not what it has been, and that 
the railroad strike is likely to have a 
harmful effect on certain lines of business, 
but, to my mind, if there is prosperity on 
the farm, the rest of the country is not 
going to lag far behind in having good 
times, and this year, as far as I can see, 
the farmers and fruit growers of Cali- 
fornia are doing well with their crops. 
Prosperity in the farming centers will put 
money into circulation.” Mr. Bils- 
borough added that his opinion was 
merely one personal contribution toward 
the wide-spread conviction here that the 
Fall business in footwear will be good. 


New Retail Stores Planned 


Several firms ace showing their faith in 


future good business by preparing to 
launch out into new boot and shoe enter- 
prises. They are the Philadelphia Shoe 
Company, of which B. Katschinski is 
President; Hamilton, Inc. from Los 
Angeles and Roos Bros., acting in con- 
junction with the A. E. Nettleton Com- 
pany. 

According to Al. Katschinski, construc- 
tion work will begin on October 15, upon 
the new two-story and basement building 
which the Philadelphia Shoe Company is 
to erect at Twenty Second and Mission 
Streets. This is in the heart of the Mission 


district shopping center. Large advertis- 
ing campaigns, added to a solid popula- 
tion, have made the Mission one of the 
city’s favorite shopping districts. The 
new Philadelphia shoe store will be of 
concrete and will carry all the lines in 
boots and shoes now carried by the 
Market Street and the Oakland stores of 
the firm. In addition there will be an 
extensive line of women’s hosiery. The 
lot is 40 by 120 and the entire building 
will be occupied by the firm. It will be 
built with special fitness for the purpose 
for which it is designed, namely as an 
up-to-date establishment for the sale of 
men’s, women’s and children’s footwear. 
The Philadelphia Shoe Company will cele- 
brate its forty-second anniversary next 
December. It was founded by B. Kat- 
schinski who is still active in the business. 
His son, Al. Katschinski manages the San 
Francisco store and another son, Harold 
Katschinski is manager of the Oakland 
store. The name of the manager of the 
Mission Street store has not yet been 
announced. 


Los Angeles Firm to Invade Frisco 


Hamilton Inc., a_ well-known Los 
Angeles firm, has taken the premises at 
826 Market Street, and the store is in 
process of being remodelled. This block 
is already rich in shoe stores. Sommer & 
Kaufman are two doors west of 826 
Market Street. Peters Bros. and the 
Frank Werner Company are in the same 
block. Across the street are the Phila- 
delphia Shoe Company, the Emporium 
and the H. C. Baker Shoe Company. It 
is understood that Hamilton Inc. will 
have the exclusive agency for the Stecy- 
Adams line which it handles also in Los 
Angeles. 

Roos Bros. Inc. one of the best-known 
outfitting firms in the city, is to install a 
men’s shoe department in its store on 
Montgomery. Street, about September 1. 
This establishment, a branch of the 
Market Street store’ of Roos Bros. was 
opened on June 13 last, as a men’s out- 
fitting house, E. S. Coffelt being the 
manager. The Nettleton Shoe Company, 
acting in conjunction with Roos Bros., 
will install an exclusive mén’s shoe de- 
partment there, with William S. Keig ¢s 
Manager. In order to accept the posi- 
tion, Mr. Keig will have to sever his 
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present connection with Sommer & Kauf- 
man where he has been for the past ten 
years. He is very well known to the 
trade here, having brought the Walk- 
Over to San Francisco twenty-one years 
ago. “Business” the official organ of the 
San Francisco Chamber of Commerce, 
recently stated that Montgomery Street 
is now the busiest thoroughfare in the 
city. The new Roos Bros. store is in the 
financial district, the Wall Street of the 
West. 


Store Changes Hands 


Peters Bros. have sold their Stockton 
store, lease and fixtures to Harry Tobias 
who was formerly with the Royal Shoe 
Company’s Oakland store. The shoe 
stock is now being sold at a special sale, 
by the Oakland and San Francisco stores 
of Peters Bros. The Oakland store has 
put in a full line of women’s shoes, which 
it did not formerly carry. Speaking of 
the trend in styles, H. J. Peters said: 

“The trend toward brogans is very 
strong and French toes are becoming 
more and more popular, in men’s shoes. 
In women’s shoes, we have a lot of calls 
for black satin and the tendency seems 
to be toward shorter vamps and fuller 
toes.” 


Good Men’s Business Reported 


Tbe Frank Werner Shoe Company re- 
ports having had a very successful semi- 
annual sale. “The men’s business has 
been particularly large, although the 
women’s has been better than usual,” 
stated H. Russell Werner. “Our annual 
Fall opening will be on August 7, when 
the San Francisco schools reopen. We 
expect that the Fall displays, both of 
men’s and women’s shoes, will be the 
best eyer. Regarding styles, it is my 
personal opinion that this will be the 
biggest oxford season for men that San 
Francisco bas ever known. Something 
new may come out in women’s shoes soon, 
but meanwhile strap effects continue to 
be generally worn. In men’s shoes, I pre- 
dict that the style will be 50-50 blacks 
and tans. In medium and high-priced 
shoes, a good many light tans will be 
worn, and some yellows. Patent leather 
is still the favorite material for women’s 
shoes with black satin a good second. 
Combination shees are good now, but 
they seem to me to be pretty near the 
end of their run.” 

The Bootery is holding a successful 
semi-annual sale. _G. O. ‘Allen, said: 
“Business is coming along nicely here. 
I think it will be good this Fall. The 
Los Angeles store is enjoying excellent 
business.” 

The two Walk-Over stores in San 
Francisco and the one in Oakland are all 
three holding very successful sales, of 
which H. J. Brisbin, Manager, said: ‘““We 
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are making room for an extra fine showing 
of Fall merchandise.” 


San Francisco Notes 


J. E. Fleming, Maneger of the Em- 
porium Shoe Department who lef. on the 
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10th of last month for a buying trip East, 
is expected back about August 10. He 
is visiting most of the Eastern shoe- 
buying centers. 

Carol S. Wills, proprietor of the City 
of Paris Shoe Department, returned late 
in July from a trip East. 





CINCINNATI 


Shoe Manufacturers To Leave Cincinnati 


Val Duttenhofer Sons Co. Makes Definite Arrangements 
to Open Two New Plants in Communities Where 
Labor Conditions Are More Satisfactory 


ay DUTTENHOFER, president of 
the Val Duttenhofer Sons Company, 
announced last week that he has made 
arrangements for the opening of two 
out-of-town factories in order that his 
concern can take care of this season’s 
business. This action came as a result 
of the Cincinnati shoeworkers’ strike, 
which is now of ten weeks duration. Mr. 
Duttenhofer withheld the names of the 
towns in which he will manufacture shoes. 
However, he stated that he had definitely 
completed arrangements for factories in 
two other Ohio towns. He also an- 
nounced that he would be producing shoes 
within the next few weeks, that practically 
all preparation in the way of installation 
‘ of machinery, has been completed. It is 
the purpose of the Duttenhofer Company 
to continue making a high-grade shoe. 
When the announcement: “This fac- 
tory closed; all applications taken at 
office for work at our out-of-town factory.” 
appeared in the window of the Dutten- 
hofer factory early last week, local union 
officials intimated that they believed Mr. 
Duttenhofer’s action to be only a threat, 
and that he did not mean to go through 
with it. To this Mr. Duttenhofer replied: 
“The union leaders will change their 
views as to whether this is merely a 
threat, when we start operating our 
factories.” 


Two Other Firms May Move 


W. H. Tateman, secretary of the Cin- 
cinnati Shoe Manufacturers’ Association, 
stated last week that three Cincinnati 
factories are planning to move their 
plants to other towns where they can 
enjoy better labor conditions. He said 
the Val Duttenhofer Sons Company was 
one of these; the names of the other two 
could not be divulged. 

William G. Liller, member of the Divi- 
sion of Conciliation of the United States 
Department of Labor spent last week in 
Cincinnati in a third attempt to bring 
about a joint conference between the 
manufacturers and union officials. After 
conferences with representatives of both 


the manufacturers and the unions, Mr 
Liller sent a formal invitation to both 
sides to confer on the situation. Mr. 
Liller’s letter reed: 


Federal Official Seeks Conference 


“With a view of being helpful if pos- 
sible, in bringing about a satisfactory 
adjustment of tke present controversy, 
and believing that a joint conference of 
both sides might be conducive towards 
determining some course of procedure, I 
am addressing this communication to you 
jointly. I respectfully request that a 
joint conference be keld at the earliest 
possible moment, for the purpose of dis- 
cussing the points at issue. This request 
is made by me in my official capacity, 
and not at solicitation of either side in the 
controversy.” 

Mr. Lilter stated that the theory guid- 
ing the depertment of labor in its attempts 
at conciliation of industriel disputes, is 
based upon tFe fact that the best settle- 
ment between employer and employee .is 
that settlement reached around a council 
table. 

Up to the end of the week no definite 
developments had taken place as a result 
of Mr. Liller’s letter. 
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1200 Pair Production In 
Open Shop 


The Vollman Lawrence Company an- 
nounced last week that they have suc- 
ceeded in getting their daily production 
up to 1200 pairs under the open shop con- 
ditions. Following considerable annoy- 
ance of their employees by the union 
strikers last week, the Vollman Lawrence 
Company was granted a temporary in- 
junction in the Common Pleas Court. 
The union is restrained from allowing 
more than ten pickets about the Vollman 
Lawrence plant at any one time. 


Ed. Altman of the Altman & Minces 
Co. returned last week from the East, 
where he spent a few weeks studying 
the outlook for Fall. Mr. Altman is very 
optimistic and looks for a very healthy 
Fall business. At present he reports that 
he is having a very strong run on one- 
strap pumps in black kid. 


Dickerson Reports Good 
Business 


W. T. Dickerson, vice-president of the 
P. Sullivan Company, reports a splendid 
business for Fall. He says he finds there 
is a growing demand for high-grade foot- 
wear. He states that the merchant who 
does not operate his business more or less 
on the basis of style, quality and quick 
turnover, with a healthy profit, will be 
no better off in the end than he was when 
he started. 

G. W. Higbee of W. A. McNaughton 
Company, Muncie, Indiana, was visitor 
at the P. Sullivan factory last week. 


Columbus Firm Opens 
Chicago Office 


W. H. Kennedy, general manager of 
the Riley Shoe Company, Columbus, 
Ohio, bas announced that they have 
acquired a Chicago office. It was opened 
August 1. J. F. Drufke is in charge. 





LOS ANGELES 


Whites Continue Strong 


Patent Sandals and Combinations Running Second; 
Boxwood and Spanish Heels on New Styles 


HE closing of the principal depart- 

ment and shoe stores all day and 
half day on Saturdays during July and 
August, and the exodus of so many people 
to the various beaches for the week-ends, 
has resulted in comparatively dull busi- 
ness in all lines on Saturdays. Monday 
sees the stores thronged with shoppers 
again and by some shoe merchants is re- 
ported as being their biggest day of the 
week in point of sales for the present. 
The neighborhood merchants profit by 


the Saturday closing, however, as it 
brings them customers who otherwise 
would shop down town, and promotes a 
mutual acquaintanceship which often is 
the means of bringing the customer back 
later on in preference to traversing the 
crowded city streets on a shopping tour. 


Whites and Novelties Going Big 


Whites continue to form the bulk of 
sales in women’s footwear, with the patent 
sandal and combination effects a close 
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second. White sport shoes are also very 
strong with the men. Novelties are if 
possible, more in demand than ever and 
the newer color combinations are selling 
well. Fry’s have a very attractive window 
showing of the sandal combinations of 
periwinkle blue and sand, canary and 
sand, red and patent, and other similar 
combinations. The ivory two-tone com- 
binations and pastel shades are much in 
favor. Black satin brocade is selling well 
also. Box heels and Spanish heels appear 
on the newer echoes. 


Wetherby-Kayser’s to Open 
in Pasedena 


Wetherby-Kayser’s expect to open a 
new shoe store in Pasadena about October 
lst, and the new building is now in course 
of construction diagonally across from 
the Hotel Maryland, which houses the 
Pasadena branch of The Bootery. Mr. 
Kleps, present manager of the Ambassador 
Hotel shop, will be in charge, while Mr. 
Leighton succeeds Mr. Kleps at the Am- 
bassador shop. This will make the fourth 
Wetherby-Kayser shoe store here, there 
in the city of Los Angeles. Mr. Bush has 
recently returned from the East, where 
he made purchases of new shoes for the 
various stores. Last Saturday the 
Wetherby-Kayser organization enjoyed 
their annual picnic ait Santa Monica 
beach. The stores were closed all day 
and big sightseeing motor buses conveyed 
the large crowd to the beach where sports 
and games were the order of the day. 


Star Shoe Company 
Branching Out 


The Star Shoe Company, has just 
opened another store in the 400 block,on 
Broadway. This store is oa the street 
floor and has a seating capacity of 150 
people. The interior is aot completely 
finished yet but work is being rushed and 
customers served just the same. This 
organization makes a specialty of shoes 
at $5 and $7.50 and do a wonderful busi- 
Mr. Wollenberg, manager of the 
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newest store, states that they have a big 
call for satin straps on a short vamp, 
can’t get enough of them, in satins only. 
Combinations of patent and suede or 
buck are also a big number with them. 
Another Star Shoe Store will be opened 
in the near futuze in the 500 block, up- 
stairs, while it is rumored still another is 
being contemplated for West 7th Street. 
Mr. Schoen, at the head of these various 
stores, is usually found at the store in 
Loew’s Theater Building, which was 
opened only a few months ago and which 
serves hosts of people every day. This is 
one of the best locations in the city and 
only a few steps up lead to this light airy 
store in the corner of the second story. 


Mr. Heartt Corrects 
False Rumor 


Mr. Heartt is back from his vacation 
in the North and wishes to correct the 
rumor that he has left Robinson’s and 
gone over to the Hanan store. He is still 
at Robinson’s and does not contemplate 
any change at this time. Mr. Heartt 
reports that the more conservative styles 
in shoes have the biggest call at his store, 
and that the instep cut is losing favor. 
Kid leathers and satins are selling well 
and of course, white shoes. For evening 
wear, silver cloth and brocade are most 
in demand. 


Colonial Effects Moving 


Barony’s find the colonial effect is fre- 
quently called for in their French pattern 
shoes. A good looking black satin pump 
at a West 7th Street store has a black 
brocade tongue piece and a broacde heel. 


Van Degrift Building Leased 


Van Degrift’s have just leased their 
entire building at 8th and Broadway for a 
long term of years to a drug firm. How- 
ever, this will not interfere with the con- 


duct of the shoe store in its present loca- . 


tion in the building, at least for the 
present. 





FORT WORTH 


Spotlight Still on Whites 


Summer Footwear Still in Big Demand and End of Rush 
Which Began in June Not Yet Here 


HITES continue to hold their popu- 

larity during these days when the 
temperature continues to soar above 100. 
According to the leading retail merchants, 
June and the early part of July were 
marked by an almost unprecedented sale 
of all types,of whites. The present hot 
season and the number of clearance sales 
have stimulated the sale of white goods 
and particularly sport models. Demand 


for colors, except in combinations of white 
and red, and of white and tan seem to 
have dwindled during the last few weeks. 
The opening of the Automobile Club, 
which is located on the shore of Lake 
Worth and the festivities of the summer 
colony at Lake Worth seem to have 
stimulated the sale of the attractive sport 
models in white and color. Window dis- 
plays still feature whites, although a few 
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merchants have begun to display a few 
fall models. 


Sales Announced by Many Merchants 


Good window displays, many and 
varied placards and lots of advertising 
space feature the many sales announced at 
this time. A corcerted effort to clear out 
all summer footwear before the advent of 
fall shipments, is being made. All pos- 
sible inducements are being made to en- 
tice women away from their electric fans. 
At the Meacham Store the slogan, “It’s 
never too hot for the thrifty to shop,”’ is 
in evidence. Special reductions are being 
made at the same time new goods are be- 
ing featured. One new model that is being 
offered at the shoe department of the 
Meacham Dry Goods store, is a black 
brocaded satin with patent leather trim- 
mings and covered Spanish heel. This 
bids fair to be one of the best early fall 
sellers that is in stock. The W. C. Strip- 
ling shoe department had a sweeping sale, 
20 per cent discount on all models. A 
pre-inventory sale at The Fair in women 
and girls’ strap pumps and oxfords is the 
big event of the week at that store. The 
special advertised price is $4.95. At 
Sangers’ 49 styles are on sale, the selec- 
tion ranging from the medium priced to 
the best models in the store. 


Re-Modelling Florsheim Shoe 


Extensive repairs which will affect both 
the exterior and the interior of the Flor- 
sheim store will be completed about the 
middle of August. The local store always 
noted because of its attractive window 
displays, will be rendered even more 
attractive because of the changes. A 
sweeping reduction of men’s shoes is be- 
ing advertised, at the present time. 


New Beacon Store for Dallas 


The “‘one-price shoe store”’ is the slogan 
featured by the Beacon store, where every 
model of men’s and women’s shoes is $6. 
L. E. Langston, manager of the Fort 
Worth store reports sales very gratifying 
since the innovation which has been in 
vogue only a short time. Mr. Langston, 
division manager of the Beacon Company, 
announces the opening of a new Beacon 
Store in Dallas about the first of August. 
This adds another Beacon Store to the- 
number in the South which are under the 
supervision of Mr. Langston. 


Hosiery Sale at Newkirk 
Offutt Store 


Mrs. Nora Wilson, head of the Hosiery 
Department at the Newkirk Offutt Shoe 
Store has been very busy since the be- 
ginning of the Dollar Sale at her depart- 
ment. This sale of white hose in all sizes 
and out-sizes at $1.25 has made sales in 
her department unusually brisk. Mrs. 
Wilson believes in keeping things moving, 
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especially hose. She is expecting to have 
a sale of hose priced at 65c to feature 
the last weeks of July. She reports that 
the demand at the present time is for 
good plain hose to be worn during the 
remainder of the white season. 


Garrett in East 
Virgil Garrett, head of the shoe depart- 
ment of the W. C. Striplin Store, is in the 
East selecting his new fall models. He 


expects to visit a number of the manu- 
facturers before returning to Fort Worth. 


Mrs. Olds on Vacation 


Mrs. Fannie Olds of the children’s de- 
partment of the Sanger Store is away at 
present on her vacation. Miss Scott of 
the same department expects to leave to 
be out of the city for several weeks, when 
Mrs. Olds returns. Miss Scott reports 
that the story about her work, which was 
featured in the Boot and Shoe Recorder, 
along with her picture, brought her a 
number of interesting communications; 
very good offer of a job, several letters 
of congratulatio.:;, and a letter from a 
childhood friend. 





CLEVELAND 


More Men’s Shoes Being Sold 


Browns, Blacks and Whites All Moving More Freely; 
Special Sales the Rule Just Now 


ETAIL business in Cleveland shoe 

stores remained rather quiet the 
third week in July. There was no such 
slump, however, as was experienced in the 
same month a year ago. Special sales 
are being put on in practically all of the 
stores and these have been a help to 
merchants. 

There has been a noticeable improve- 
ment in sales of men’s shoes in the last 
two weeks. Brown and black oxfords 
and white shoes have moved better. 

The white season has not been such a 
success as was anticipated according to a 
general survey that has been made of the 
stores in the down-town section. While 
July has been a hot month, yet May and 
June were rather cool, and this of course 
deterred many from buying the white 
goods. 

Another more potent factor has 
operated against the white models. It 
is the patent leather low shoe. This 
shoe has made a great hit, in fact it has 
gone considerably better than dealers 
anticipated. With black the popular 
color, the mind seems to have been turned 
further away from white. 

Of course, there has been considerable 
business done in white goods, but the 
average merchant here will tell you that 
whites to date have followed the pace 
set in former years. 


New Store Planned By 
Stone 


The Stone Shoe Company, one of the 
largest and most successful retail shoe 
establishments in the Middle West. will 
on September 1, open its first store in 
outer district of Cleveland. The com- 
pany already operates two shoe stores in 
the down-town district, one nearer the 
Public Square in Euclid Avenue, and the 
other on Euclid Avenue in Play House 
Square, which is in the vicinity of Euclid 


Avenue and Huron Road and Twelfth 
Street. 

The new store to be opened in the 
neighborhood district will be the largest 
shoe store in the outer district in Cleve- 
land. The company certainly picked 
out one of the best locations in the city 
for such a store. The site is on the 
corner of Euclid Avenue and E. 105th 
Street, which is about four miles from 
the Public Square. 

This vicinity is one of the busiest in the 
city, next to the so-called down town dis- 
trict. Euclid Avenue for several blocks 
east and west of E. 105th Street is filled 
with stores and the same is true of E. 
105th Street, extending north and south 
from Euclid Avenue. 

The store room will have a frontage of 
25 feet on Euclid Avenue and depth of 
105 feet. Also a frontage of 20 feet on 
E. 105th Street and a depth of 50 feet. 

The company will carry a full line of 
men’s, women’s and children’s shoes in 
the new store, which is to be furnished 
in the usual distinct Stone manner. The 
prices will be the same as those in the 
down-town stores and the lines of shoes 
will be the same. 


E. A. Clark, president of the Stone 
Shoe Company, stated that the new 
store is being opened to meet the demand 
of East side people for Stone shoes, and 
who are inconvenienced by the long trip 
down town. 

This decision of the company is in line 
with a general development in the so- 
called neighborhood store. Dealers who 
have engaged in business in sections re- 
moved from the down-town district have, 
where sound policy has been carried out, 
been uniformly successful. The rents are 
not so high, the cost of doing business 
has not been so great and the consumer 
has found it a real convenience to shop 
near home. 
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Merchants Resume Meetings 


The Cleveland Shoe merchants organi- 
zation, which has not been active for 
some time, will stage a come-back next 
season if plans under way materialize. 

The dealers have felt keenly the benefits 
that come with frequent association and 
they are anxious to bring men in the 
trade together. Social functions are 
relied on to get the crowds, and discus- 
sions of trade conditions and style tend- 
encies will be sandwiched in for educa- 
tional features. 


Higbee Store to be Enlarged 


The Higbee store, one of the leading 
department stores in the Middle West, is 
to be greatly enlarged with additions 
that are now under construction. 

While bricklayers, stone masons and 
carpenters are busy doing their part on 
the store, clerks on all floors are carrying 
on business as usual. 

The enlarged store means that a much 
largec stock of shoes will be carried in 
this department, and that considerable 
more space will be devoted to the sales 
of footweer. 

Six months ago, store executives began 
a consideration of plans devised for the 
enlargement of the store to meet the 
pressing demands of the trade. They 
examined plans of the leading retail 
establishments in the country and the 
best ideas were incorporated into plans 
for the new Higbee store. 

Abraham Garfield, son of the martyred 
president, James A. Garfield, is the archi- 
tect who put the plans in workable form 
and he is supervising the work. 

An army of workmen today is busy 
adding another full story to the present 
structure on Euclid Avenue, while a five 
story addition also is being added. 

These changes involve an investment 
of approximately $1,300,000, and they 
will double the present floor space of the 
establishment. The walls and _ steel 
girders are being so placed that an addi- 
tional four stories may be added when 
business conditions warrant. 

The investment that is being made by 
this company indicates a high tide in 
business conditions in the sixth city, and 
the Higbee Company executives state 
that 1922 will be the most prosperous 
one in the history of the company, which 
dates back to 1860 when the house of 
Higbee was launched in cramped quarters 
on W. Superior Avenue. 


New Endicott-Johnson 
Sample Room 


The Endicott-Johnson Company, on 
July 15 opened a new sample room at 
335, the Ohio Building, with W. W. Dosser 
in charge. Mr. Dosser has been with the 
company for some time, and is well 
known to the trade in Northwestern Ohio. 
He has been stationed at Lima some time. 
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Activity Continues in Leather Market 


Fairly Good Sales of Side, Calf, Kid and Patent Reported in Upper Leather 
Division; Sole Leather Market Firm 


HE increased activity shown in the 
leather market the past few weeks 
is continuing with fairly good sales of 
upper leather in side, calf, kid, and patent. 
The firmness of prices at the advances,is 
also maintained. Some good sized orders 
were placed for patent leather during the 
fair week for early delivery. There is also 
a tendency on the part of shoe manu- 
facturers to buy the better grades of patent 
chrome sides and kips. The leading tan- 
ners of patent leather are behind in their 
deliveries. 

The sole leather market continues firm 
and tanners complain that prices of leather 
are below a parity when costs are con- 
sidered. They maintain that the hide 
merket is from a cent and a half to two 
cents ahead of the finished sole leather 
market. There has been a movement on 
foot of late for amalgamation of certain 
sole leather companies. No deal yet, 
however, has been consummated. 


Markets More Stable 


A pleasing feature of the leather situa- 
tion is the fact that the bargaining and 
liquidation of bank stocks are apparently 
over. This places the market on a more 
stable basis and should also have the 
effect of further stabilizing the shoe 
market. 


Good Demand for Calf Leathers 


In the upper leather market calf leather 
is enjoying a very fair sale. Tanners are 
holding firmer to their prices and top 
quotations in colored full grain calf are 
43c to 48c. These prices range downward 
on the medium and lower grades to 35c 
and 25c per foot according to quality and 
selection. Choice selection of black calf 
are quoted at 38c to 42c and 43c per foot. 
The best grades of ooze finished calf in 
colors bring from 65c to 70c. The next 
«rades are offered from 50c to 62c and the 
medium grades from 40c to 50c. Further 
advances are talked of. Colored kips are 
bringing from 28c to 40c per foot. 


Side Leathers Active ’ 


Side upper leathers are showing more 
activity and prices have been advanced on 
both colors and blacks. Prices now range 
from 26c to 30c per foot for the top grades 
of chrome colored sides. Good leather is 
also available from 20c to 25c on most 
weights. Other side leathers are quoted 
as low ar 15c to 19c and some jobs are 
available for less money. There is a fair 


call for kips, veals, and elk for heavy 


shoes. 


Active Demand for Patent Keeps Up 


Patent leather continues one of the best 
features of the market, with leading tan- 
ners ‘behind in deliveries and prices held 
firmly. The top grades of patent kips are 
held at 45c, 48c, and 50c per foot. Chrome 
patent sides are quoted at 42c to 45c per 
foot for the top grades, with medium selec- 
tions from 35c to 40c. There is also a 
good call for colored patent from 40c to 
48¢, mostly for export trade. Some of this, 
however, is now selling in the domestic 
market. The top grades of patent kid are 
quoted at 60c to 75c. 


Glazed Kid in Good Call 


The glazed kid market is active with 
good sales on the top and medium grades. 
Lower grade leather is also moving well. 


Although the kid market is stronger in 
tone, leather buyers are demanding \a 
good medium grade at a low price to make 
a fixed-price shoe. There is virtually’ no 
change in kid leather prices of last week 
as quoted below, although advances pre- 
vail over the market prior to July 1. 


Dalton Company Introduces 
“Johnnie Walker” 


Among the new styles which the Dalton 
Company will show for men this coming 
season, is the “Johnnie Walker” last. The 
response from the trade on this last indi- 
cates how well it is received by their cus- 
tomers. It is an oxford made up of No. A 
Viking Calf and also of Black Viking Calf. 
Carries a heavy single sole and Wingfoot 
rubber heel. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 

Calf, suede top grade. . - 32@$0. = $1.40@$1.50 $0.50 @$0.70 

alf, smooth, colored, top grade. .28@ 1.40@ 1.50 45 @ 48 
Calf, smooth, black, top grade... .26@ 38 1.30@ 1.40 40 @ 45 
Side leathers, colors, top grade... soo. ne ae 75@ 1.00 20 @ .30 
Side leather, black, top grade...... 16@ .20 65@ .90 20 @ .28 
ON Pe eee | eae 45@ «50 1.40@ 1.60 60 @ .70 
White buck, top grade nine lea. as .28@ .30 90@ 1.00 35 @ .38 
Elk, heavy side... .24@ .26 65@ .70 18 @ .24 
Kids, colors, best fancy.. ... 235@ .40 1.40@ 1.65 70 @ 4.85 
Kid, colors, top grade............ .28@ .30 1.35@ 1.60 60 @ .75 
Kid. black, top grade............. .28@ .30 1.35@ 1.50 60 @ .65 
Kid, medium, colors............:. -20@ .24 70@ 1.10 35 @ .50 
Kid, medium, black. . ccoscs (oD aan 60@ 1.00 30 @ .40 
Kid, cheap. Sere 20@_ .36 . @& IS 

chrome, patent ‘sides. . ceveee 2259Q@ 30 85@ 1.05 40 @ 48 
RRS ES Seng 40@ 1.40@ 1.60 60 @ .75 


Sole Leather (price per pound) 


CE TN ise scores cpeniced $0.32@$0.33 $0. — 58 $0.28 @$0.30 
CALS scintnhn gia nnendesa odie ..@ .36 90@ 45 @ .50 
A Og hn ek ae wie 38@ .39 :92@ 95 A7 @ 52 
No. 1 oak bends, shoe mfrs.’ use... .46@ .47 -98@ 1.05 60 @ .65 
No. 1 oak bends, finders’ use...... ..@ .48 1.15@ 1.25 .70 @ .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole leath- 
er, harness,etc.............. . .@$0.1834 $0.52@$0.55 @$0.20 
Heavy Texas steers, for soleleather ..@ .18 --@ .50 @ .18 
Light native cows, for side upper 
PN skins. sean o dates a8 55 .-@ 17% --@ .62 .. @ 18% 
Branded cows, for light soleleather ..@ .17% -@ 15%@ .16 
No. 1 buffs, for heavy upper and 
side leather. . ..@ .15 45@ .50 13 @ .14 
No. 1 4 City ‘calfskins for 
fine calf leather............. vw a 80@ 1.02% 17 @ .23 
wi for upper leather .-@ .16% 65@ .80 16 @ .22 
A. hides, for hemlock soleleather .. @ @ 17% 
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Keds 


Trade Mark Reg. U. S. Pat. Off. 





Revised Prices |]. 














UR revised prices of Keds became 
effective on August Ist. , 

A broadside listing the entire Keds line | 1 
with the new styles and prices has been ; 
mailed to every shoe retailer in the 7 
country. If you have not received your ; 
copy please notify the branch or whole- | 2 
sale distributor with whom you place , 
your order. 2 
United States Rubber Company 2 
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(Revised Augus 1, 1922—Subject to change without notice) 


According to Custom, the Recorder Publishes About This Time Each Year the 
New Price Lists of the United States Rubber Company as a 
Measuring Stick for the Industry 


Regent Keds for Men 
White Canvas Oxford. Plain. Sizes 5-11. 
No. Widths Description Last 
130% B,C, D Tip 10 Recede $2.85 


White Canvas Oxford. Leather Saddle and Trim. Brown 
Sole. White Welt. Sizes 5-11. 


No. Widths Description Last 

135 B, C, D Brown Calf 10 Recede $4.00 
Tip and Trim. Black Sole. White Welt. 

137 B,C, D Black Calf 10 Recede $3.60 


Regent Keds for Women 


White Canvas Oxford. Plain. Sizes 2144-8. 27 Recede Last. 
Low Heel. 
No. Widths 
250% A, B,C, D 


Description 
Imitation Tip $2.50 


25 Brogue Last. Inch Heel. 
221 A,B,C,D Tip $2.60 


White Canvas Oxford. Plain. Sizes 244-8. Miltary Wood 
Heel. 


No. Widths Description Last 
230% B, C, D Imitation Tip 400 Opera $2.75 


White Canvas Oxford. Leather Tip Strap and Trim. Sizes 
2%-8. Inch Heel. 
No. Widths 
210% B,C, D 


Description Last 
White Buck 18 Medium $2.75 


White Canvas Oxford. Leather Tip Strap and Trim. Sizes 
21-8. Low Heel. 


No. Widths Description Last 
260% A, B,C, D White Buck 27 Recede $2.75 
262 A, B, C, D Black. Calf 27 Recede 2.75 


White Canvas Oxford. Full Leather Tip and Trim. Sizes 


2\%-8. Inch Heel. 

No. Widths Description Last 

225 A, B, C, D White Buck 25 Brogue $3.15 
White Canvas Oxford. Full Leather Tip and Trim. Sizes 

2\%-8. Low Heel. 

No. Widths Description Last 

261 A, B, C, D Black Calf 27 Recede $3. 

262% A, B, C, D Brown Calf 27 Recede 3 


White Canvas Oxford. Leather Saddle and Heel Stay. Witb- 
wl Sizes 244-8. Bevel Breasted Heel. Black Sole. White 
elt. 


No. Widths Description Last 

211 An. C.D White Buck 27 Recede $3.25 

236 A, B, C, D Black Calf 27 Recede 3.25 
Brown Sole. White Welt. 

238 A, B,C, D Brown Calf 27 Recede $3.25 


White Canvas Sandal. Leather Saddle. Shield Tip. Heel 
Stay. One Strap. Sizes 214-8. Inch Heel. Brown Sole. 


White Welt. 

No. Widths Description Last 

289 A, B, Cc, D Brown Calf 25 Brogue $3.15 
Black Sole. White Welt. 

290 A,B, C, D Black Calf 25 Brogue $3.15 


White Canvas Sandal. Leather Tip Strap. Heel Foxing 
virap. Sizes 244-8. Inch Heel. 
No. Widths Description Last 
280 A, B,C, D Brown Calf 25 Brogue $2.60 


White Canvas Bal. White Buck Tip Strap and Trim. 8-Inch 
Pattern. Inch Heel. Sizes 244-8. 
No. Widths Description Last 
210 B, C, D White Buck 18 Medium $3.60 


PRICES OF KEDS 


**“Comet”’ 


A canvas basketball shoe with non-slipping sole. Laminated 
sole 14-inch thick from toe to heel. Extra black ebony foxing 
extending around the toe and reaching to the shank on the inside 
of the foot. Brown athletic trimmings with ankle patch, double 
foxing. Strongly reinforced, made with ventilating eyelets when 
so ordered. 


“Feltex’’ Insole 24 pairs to the case 
id \. 


ths Sizes 
Men’s M, F 5 -12 $2.75 
**Meteor”’ 


A lower-priced laced-to-toe shoe for basketball, handball, 
tennis, and squash, made with an outsole having extraordinary 
floor grip, extra black ebony toe strip, double foxing, nickel 
eyelets. ‘“‘Feltex’’ Insole. Made with ventilating eyelets when 
so ordered. 

24 pairs to the case. 


Widths Sizes 
Men’s M, F 6 -12 $2.35 
Boys’ M,F 244- 6 2.10 


“Driver”? and ‘‘All-Sport”’ 


For boys’ general athletic use. Carries heavy corrugated sole 
of extra quality pure gum compound. Made in white or brown 
duck with black cowhide trimming, double foxing of gum and 
frictioned fabric, ankle patch and back stay. Special web 
tread soling, toe cap. ‘hen wanted in laced-to-toe pattern, 
order “All-Sport.” 

““Feltex”’ Insole. Loose Lining. 
24:pairs to the case. 


idths Sizes 
Men’s M, F 6 -12 $2.25. 
Boys’ M,F 2\- 6 2.10 
Youzhs’ M,F ll -2 1.90 
Little Gents’ M, 8 -10% 1.75 
**Fielday”’ 


A new style made on laced-to-toe pattern. Extra flexible 
strong duck and black athletic trimming, toe cap, back stay 
and ankle patch. Double foxing of gum and frictioned fabric. 
a eyelets. Gray suction sole. Made in white or brown 
duck. 


“Feltex”’ Insole 24 pairs to case 


Widths Sizes 
Men’s . M, F 6 -12 $2.00 
Boys’ M, F 24- 6 1.75 
Youths’ M.F 11-2 1.60 
Little Gents’ M, F 8 -10% 1.45 


**Holdfast”’ and **Roamer”’ 


With sturdy gray rubber suction outsole. Made from heavy 
white or brown duck. Brown leather trimmings and ankle- 
patch. Double foxing of gum and frictioned fabric. Red rubber 
toe cap. “‘Feltex” Insole. When wanted with gray corrugated 
sole order “Roamer.” 

24 pairs to the case. 
idths 


Sizes 
Men’s M, F 6 -12 $2.00 
Boys’ M, F 2%- 6 1.75 
Youths’ M,F ll -2 1.60 
Little Gents’ M, F 8 -10% 1.45 


reer : 


Tee ieee 
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= No. 478R—High Grade Black Kid Oxford, 11-8 


No. 78—High Grade BlackJKid Oxford, 13.g | Ne. 87R—Black!Kid Two-Strap Sandal, 12-8 Soe Ge, Gay Ses Sg, See 

Wingfoot Heel, Gray Ooze Lining. in’ Pow Heel. D, in Stock A, B, C, D. 

No. 77—Same Style i in | Pinte Toe. ~?_ Meseccccccseseses ees No. 4778 ame Style in Plain Toe. 

Both In Stock A, B, . 48R—Same ate in One-Strap. In Stock A, B, C, D, E $3.25 
Ie PURE SG ces cusenevecceées ae. ee eee ene ss 


“CONSTANT COMFORT” 
**AMERICA’S BEST COMFORT SHOE” 

Why not speed up your Comfort business! 
The discomfort arising from hot, sticky weather puts many women in 
the frame of mind where foot comfort is very attractive. A little extra 
sales effort in pushing “Constant Comfort” shoes will bring extra busi- 
ness and add many satisfied customers. You'll get the permanent 
results that quality merchandise always brings. 

. J . 
Ault-Williamson Shoe Co., Manufacturers 


No. 81R—Black Kid One-Strap Sand I 3 LOS ANGELES OFFICE, 109 E. 8th STREET : 
Get's Pow ieel, Gray Oese Liniee...... Auburn poston OFFICE, 139 LINCOLN STREET Maine 


~ = Si G 
.. ze amfoet™ Hee. . Drill Line Kansas City, Mo., Office—Suite “C,” Mass. Bldg. 
Bath en ee Oh, Gh, Bk a cc cvncccecccs $2.00 Minneapolis Office— Room 10, “Loeb Arcade Shoe SA No. 7 So. Fifth St. 





Dress Up Shoes For 
Summer Wear 


Patent Leather—Panel Strap IN STOCK 


White Sheep Quarter Lined 
Turn 
Fairy 139—Wedge Heel, C-D 3-8 $1.60 
Fairy 239—Spring Heel, C-D 84-11 These little shoes for children and misses fit the need and 
ge the occasion. They are good for immediate business or 
for the coming season. Your present stocks are probably 


broken—and we could not suggest a safer buy or prettier 
shoes than these. 

Of course they are ready for immediate delivery and, bear- 
ing our brands, are of our own manufacture with all that 
it implies. 

Grieb Shoe Manufacturing Co. 


Patent Leather—Barefoot Sandal 

7 309 Arch Street Philadelphia, Pa. 

Goblin 3—No Heel. D 2-5...$1.25 

Goblin 103—Wedge Heel. D 3-8.. 1.55 
Goblin 203—Spring Heel. D 84-11. 

$2.00 


Fairy 339—Low Heel, C-D 11%-2 2.45 


Factories: Palmyra, Pa., and Vineland, N. J. 
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45. **Merit’’ 
Built for boys’ wear. Made of extra flexible, strong white or 
brown duck; sturdy, long-wearing athletic trimmings; 
patch; double foxing of r ber and frictioned fabric; red vebber 
toe cap; “Feltex” Insole; tough, resilient red suction soles. 

24 =— to the case. 


Widths Sizes 
Men’s M,F 6 -12 $1.75 
Boys’ M,F 246-6 1.60 
Youths’ M, F ll -2 1.45 
Little Gents’ M, F 8 -10% 1.30 
‘““Nugget”’ 


Constructed with the lace-to-toe pattern and ten eyelets 
White or brown duck. Brown athletic trimming and ankle 
patch. Red corrugated suction soles of excellent quality. Red 
rubber toe cap. 


Comfort Insole. 24 pairs to the case. 


Widths Sizes 
Men’s M,F 6 -12 $1.50 
Boys’ M, F 21% 6 1.35 
Youths’ M,F ll -2 1.25 
Little Gents’ M, F 8 -10% 1.15 
**Flyer”’ 


Another athletic trimmed Bal built on the same general lines 
as the high-grade shoes, but designed to oe where price is a 
controlling factor. White or brown duck ‘own athletic trim- 
ming and ankle patch. Red corrugated soles of excellent quality. 
Red rubber toe cap. 


Comfort Insole. 24 pairs to the case. 
Widt 


Sizes 
Men’s M,F 6 -12 $1.50 
Boys’ M,F 24%— 6 1.35 
Youths’ M,F 3 = 8 1.25 
Little Gents’ M,F 8 -10% 1.15 
Women’s M,F 2% 8 1.35 
Misses’ M,F ll -2 1.25 
Children’s M,F 4 -10% 1.10 
**Hiker”’ 


A trimmed style with heel. Suitable for hiking ont other out- 
door vacational use. Also serviceable as a work shoe, for which 
its steel] and fibre shank provides the required arch support. 
Made with the heavy Campfire sole and flush heel. White or 
brown duck, red rubber foxing. Athletic trim and ankle patch. 

Comfort Insole. 24 pairs to the case. 


Sizes 
Men’s 6 -12 $1.75 
Boys’ 2%- 6 1.60 
Youths’ ll -2 1.50 
**“Combat”’ 


A shoe for farmers, gardeners, factory workers, carpenters, 
and men in hundreds of other trades. The steel and fibre shank 
gives an arch support. Made of heavy brown duck. Loose lined 
with heavy drill. High red rubber fo and toe cap, red heavy 
sole and heel. Men's made Blachon Bove’ and Youths’ Bal 


pattern. 
“Comfort” Insole. 12 pairs to the case. 
‘oes Sizes 
Men’s British, one width 6 -12 $1.75 
Boys’—Regular or British, one width 2 6 1.65 
Youths’—Regular or British, one width 11 - 2 1.50 


**Universal”’ 


A cool shoe with a heel. White or brown duck with white 
corrugated soles. Made in both bal and oxford from the same 
material as the Champion line with the Champion trade-mark. 
Combination steel and fibre shank which firmly supports the 
arch of the foot. 

24 pairs to the case 


Widths Sizes Bal Ozford 
Men’s Regular M, F 6 -ll $1.40 $1.30 
Boys’ Regular F 2% 6 1.30 b.20 
Youths’ Regular F ll -2 1.20 1.10 
Women’s Regular’ M, F 214- 8 : 30 1.20 
Misses’ Nature M, F 11 2 1.20 1.10 


Brown “Universal” will be furnished with red soles when so 
ordered. 





**Yachting”’ 


The highest grade of flat heeled tennis Keds. A serviceable 
shoe for indoor and outdoor wear. Made on snug, well-fitting 
lasts. Neat in appearance. White or brownarmy duck. White 
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corrugated 1 ber sole. Foxing goes up well over the toe. 
‘Feltex’’ Insole. 24 pairs to the case. 
idths Sizes Bal Ozford 
Men’s Ss, eg F 6 -12 $1.60 $1.45 
Boys’ M, F 2%- 6 1.45 1.30 
Youths’ M,F ll -2 1.30 1.15 
Little Gents’ M,F 8 -10% 1.20 1.05 
Women’s S, M, F 214- 8 1.45 1.30 
Misses’ M,F 11 2 1.30 1.15 
Children’s M, F -10 % 1.15 1.00 
“Yachting” will be furnished with smooth “Navy” sole when 
so ordered. 
**Glenwood”’ 


Serviceable and cool shoe. Made with a smooth white navy 
sole. White or brown duck, loose lining which assures ventila- 
tion. 


“Feltex’”’ Insole. 24 pairs to the case. 

Widths Sizes Bal Oxford 

Men’s M,F 6 -12 $1.45 $1.30 
Boys’ M,F 244- 6 1.35 1.20 
Youths’ M,F 1-2 1.15 1.05 
Little Gents’ M, F 8 -10% 1.05 .95 
Women’ s M,F 2% 8 1.35 1.20 
isses’ M,F . - x. 1.15 1.05 
Children’ 8 M,F 10% 1.00 .90 


Brown “Glenwood” will be furnished with red sole when so 
ordered. 
*“Champion”’ Bal 
A flat-heeled Ked in white, black, or brown duck. White and 
ap made with white corrugated sole. Black made with black 
sole. 
24 pairs to the case. 


idths Be Bal 

Men’s M,F Sh $1.05 
Boys’ M,F 4 24- 6 .95 
Youths’ M,F ll -2 .90 
Little Gents’ M, F 8 -10% 85 
Women’ s M,F 2% 8 .95 
isses’ M,F ll -2 .90 
Children’s M,F -10% .80 


4 
Brown “Champion” will be furnished with red sole when so 
ordered. 


“Champion” Oxford 
Built on the same general lines as the Champion Bal and re- 
geome the qualities of that shoe. White, black, or brown duck. 
hite and brown made with white corrugated sole. Black made 
with black sole. 


Widths Sizes Oxford 

Men’s M,F 6 -12 ‘ $0.95 
Boys’ M,F 2% 6 ’ 85 
Youths’ M,F ll -2 80 
Little Gents’ M,F 8 -10% 75 
Women’ 8 M,F 24-8 85 
isses’ M,F ll -2 .80 
Children’s M, F -10 1 .70 


4 0% 
Brown “Champion” will be furnished with red sole when so 
ordered. 


**Pastime”’ 
A new sport Bal which has been designed particularly for 
women. ade from heavy white or brown duck tri immed with 


black leather. Heavy red corrugated soles. Double foxing of 
gum and friction fabric. Black rubber toe cap. 
“Feltex” -— 24 pairs to the case. 


ths Sizes 
Women’s M,F 24 8 $1.85 
Misses’ M,F ll -2 1.65 
Children’s M,F 4 -10% 1.50 


*“Vesta”’ Oxford 
Made from white three-ply duck. White laminated sole. 
Military heel with aluminum heel plate. Special indestructible 
box toe. Steel and fibre shank which firmly supports the arch. 
24 to the case. 
idths Sizes 
Women’s B,C, D 1-8 $2.15 


“Vesta”? Pump 
A cool, comfortable pump with a military heel. Made from 
three-ply duck. White laminated sole. Military heel with 
aluminum heel plate. Special indestructible box toe. Steel and 
fibre shank which —_ supports the arch. 


Women’s Pump B, C, 4 1-8 $2.00 
Women’s Strap Pump B, c,D 1-8 2.10 


(Continued on page 113) 
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Rueping’s 


Seminole Calf 


o. 34 Brown 
Will Rare the Call this Fall 


A very fine grained 
smooth Chrome Russia of 
exceptionally mellow feel 


do dbo> 


The lasting popularity of brown Russia calf is 
well assured. But in ordering shoes for Fall, re- 
member that there is a wide difference in Russia 
calf leathers. Be sure to specify Rueping’s Semi- 
nole ---a special tannage of very carefully selected 
skins --- the finest grained, smoothest finished and 
most uniformly colored calf obtainable. 


If the makers of your better shoes 
don’t sample it, write us for swatches 


Fred Rueping Leather 


Company 
MARK FOND DU LAC, WISCONSIN 
Established 1854 


TRADE 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis 


ED |RUEPING New York Chicago San Francisco Montreal 
FR FOND DU LAC, NG LEATHERCR Northampton, England 







et:Cs Kir <] 
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BOSTON 


Clearance Sales in Full Sway 


New Styles Arriving Indicate ‘‘Dressier” Models for Fall; 
Openings Will Be Held About September 1 


HE big feature of the past two weeks 
has been clearance sales. These 
started in the majority of the high grade, 
exclusive, shoe stores on July 24 and will 
continue for the most part throughout the 
month of August. There is truly no need 
for anyone in or around Boston to go 
without shoes, for some lines, mostly 
with long vamps, Cuban or Louis heels, 
sold as low as $1—there were other very 
desirable styles at $3.85, $5, $7, $9 and 
$9.75 in both men’s and women’s mer- 
chandise that formerly sold well at from 
$8.50 to $18. Children’s shoes have also 
been reduced, some white oxfords and 
pumps selling at $1; another lot of high- 
grade, discontinued styles at $1.95. The 
All America Shoe Store, 66 Summer 
Street, is selling children’s golf oxfords— 
sizes 5-8 at $2.35; 8% to 11, $2.65; 114% 
to 2, $2.85, and on the window card an- 
nouncing these prices, the statement is 
made: “Two pairs at this price are a real 
saving.” 
Big White Shoe Season 

As was predicted early this year, the 
late Spring and Summer of 1922 has 
been a big white season, with all white 
canvas, kid, and buck, especially in 
Cuban heels, selling fast and furiously. 
All white canvas oxfords did not sell in 
quite the degree that was anticipated by 
all stores, but as one clever merchandiser 
sums up the situation, “All of us I believe, 
doubled our orders for this season over 
last season; and last season we doubled 
our orders over the previous season— 
with the result that while we have sold 
a great many plain white canvas oxfords, 
we anticipated in too large numbers. The 
probability is that next year, the majority 
will get ‘cold feet’ on white oxfords, and 
will not order enough, then the wise 
fellow who has ordered heavily will get 
the business.’”’ The story in a nut shell 
on white shoes has been that any shoe 
which hes been right in white has sold, 
and it is a fact that certain New York 
buyers not so many weeks ago, came over 
to Boston looking for all-white canvas 
and kid pumps in 12-8 heel to 14-8 heel, 
without much success in the finding 
thereof. 

Charles H. Peterson of Jones, Peterson 
& Newhall reports that all-white staple 
oxfords with them have sold very well, 
as also straps, in those styles with a 
walking heel, as well as those with a 
French heel. This store sells many con- 
servative and orthopedic styles. Their 
sales on black and white shoes, which are 
really a speculative proposition, as in all 


other stores, have been second to the 
all white demand; with white and tans 
only fair. 

The New Fall Lines 


It is the consensus of opinion, that the 
new Fall shoes will not savor as much of 
sport as have the Spring models, as 
longer skirts are surely here—they have 
already begun to appear in noticeable 
number on the streets of this city. Said 
the head of a big shoe department of 
this city: ““This should be a mighty good 
Fall season for the retail shoe merchant, 
for it is going to be a real ‘dress-up’ time. 
No longer can sport clothes answer for 
every occasion except evening functions. 
While sport clothes were ‘smart,’ and 
demanded sport shoes, yet they were not 
really ‘dressy’ for all occasions except the 
dance. So, to my mind, more kinds of 
shoes will be necessary this season. 
Some of the women folks will cling to 
the short skirts for business and sport, 
but for dress, it will be long skirts and 
‘dressy’ shoes. The two-toned tans will 
not be particularly good, to my mind, 
but the plain patent Colonial, with and 
without buckle will be good; also one 
strap in patents and kids and certain 
types of two straps. Merchants should 
be careful not to eliminate the medium 
heels, as I believe that people like them, 
and in fact, I noticed a number at a 
fashionable mountain resort full dress ball 
recently. The 7-8 and 8-8 mannish heels 
are passing out of popular favor, but the 
medium heels are still with us strong! y.”’ 


Spats or Wool Stockings 


There is much difference of opinion at 
the present time as to just what the 
women folks will do about spats and 
woolen stockings this Fall. Some mer- 
chants contend that the longer skirt will 
make spats more popular, especially with 
a lighter weight soled shoe, others con- 
tend that there will be no increase in the 
popularity of spats, and that woolen 
stockings will be stronger than ever this 
year, but all opinions boiled down seem 
to indicate that there will be more spats 
than ever worn, especially with a plain 
Colonial of medium or light weight 
sole, and with silk or light weight silk 
and wool hosiery and that with the heavy 
oxfords, the women folks—the young fry 
especially,—will don woolen stockings, or 
heavy silk and wool weights. Moreover, 
no one has any need to worry about the 
situation—merchants will need all the 
wool hosiery and all the spats they have 
bought or intend to buy. 
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A Style Talk 


At Jones, Peterson & Newhalls, a new 
gaiter top boot top, made by S: Rauh & 
Co., called “Brads” is being shown in 
brown and black. Mr. Peterson believes 
that he will sell more nine-button than 
twelve-button spats. He believes that 
brown is going to be a good color this 
Fall, in a medium shade, both in straps 
and oxfords. His estimate is, as follows: 
30 per cent brown, 50 per cent black, 20 
per cent novelties in colors. 

One of the real new shoes for Fall at 
this store is in a very light shade of tan, 
Rueping’s No. 6 stock, the strap is 
broad, with a nickle buckle, medium heel; 
another new style was in a patent leather 
one strap—of one inch in width, buckle, 
with perforated toe, rubber sole and heel, 
designed mainly for the college girl. Mr. 
Peterson believes this Fall will see many 
novelties sold in brocaded silks, black 
satins, and silver brocades; patents, he 
says will hold strong. As to heels, there 
will be the low heels, the medium high, 
but not the extremely high heels. As to 
straps and oxfords, he believes that the 
demand will be 50-50 between straps and 
oxfords. He believes that the Fall trade 
will start early; if the weather remains 
warm, the straps will be the heavier 
sellers; if the weather becomes cold, then 
oxfords will be the popular numbers. 


Black Patent and Gray 


A new Fall shoe noted at Thayer 
McNeil Company was a Colonial with 
black patent vamp, rounded toe, gray 
suede collar and quarter, a three pointed 
and shapeable patent leather tongue, with 
elastic, goring underneath Spanish heel. 
This looked very “‘swagger’’ when trimmed 
with a large cut steel buckle; another 
dainty model was of black satin, Colonial 
pattern, Cuban heel. This was also 
adorned with a cut steel buckle and was 
displayed beside a black silk stocking 
with white clocking in Egyptian pattern 
design. 


Business Is Booming 


All the stores are moving lively this 
week. Their big clearance sales are on; 
some of the store forces are on vacations, 
and the people, with confidence well re- 
stored, are buying. The managers, and 
salesmen and women hardly find time 
to think of any of their personal affairs, 
even after business hours. July business 
has been good, but on the whole, while 
there have been exceptions in some cases, 
not quite up to last year in volume. 
Business has been transacted on a very 
close margin of profit; while there has 
been no losses through the price reduc- 
tions, yet the total in dollars and cents 
does not equal that of July, 1921. The 
stores are really getting back to normal 
and they are not in the least discouraged, 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
—. 147-153 Waverly Place 
EW YORK CITY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 











COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
No. 160—14/8 Junior Louis 
Heel. No. 165— 16/8 Full 
Louis Heel. Price $4.00, 
leas 5 per cent 10 days. 
418 Phoenix Row 
Haverhill, Mass. 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








FELT SLIPPERS 


BLUM SHOE MFG. Co. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 
Satin Boudoir 
Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Mina. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 RiverSt_,Haverhdl, Mase, 
Besten (fice 
207 Essex Street 


lal in Medium and+ fey) 
10H GRADE a 
Imported Satin Brocadevand Metal Cloth 
$2.10 per pair and up 
west MGUSTIN CO newvorn. 











for they know that conditions are all in 
the wave of general business readjust- 
ment which is now taking place and 
they are now beginning to see normalcy 
and also where they can make a little 
money. 


A New Shoeman 

A new shoeman has arrived at the 
home of Charles E. Holt, manager of the 
women’s department, first floor; Thayer 
McNeil Company, in the person of 
Charles Edward Holt, Jr. This young 
gentleman is now about three weeks old 
and his proud father reports that he can 
already pronounce distinctly the word 
“Shoes.” 


Wools Are Comfortable 


Charles E. Holt, Sr., also reports that 
he believes that a 10-8 heel will be a 
strong seller this Fall; and that there 
will also be many high French heels sold 
in one straps. He does not believe that 
two straps will be so good, unless per- 
haps in a cross-strap pattern. “Spats 
will be good,” said Mr. Holt, and there 
will be more oxfords sold this Fall with 
woolen stockings than last year. Wools 
are increasing in demand for both men 
and women. And a woolen stocking, to 
my mind, is really much more comfort- 
able than any other—even in Summer. 
In the Service, I found out the beauty 
of wools and found them much more 
“comfy”’ than the light weight stockings, 
either in silk, cotton, lisle or silk and 
wool, especially for people who have to 
stand on their feet all day long. 

’ We have had a very good July—plenty 
of business—did a big business on all of 
our white shoes, we are also doing a big 
business now on this clearance sale, sell- 
ing odds and ends, and getting ready for 
Fall opening the first of September.” 


Hurst Reports Much 
Activity 

L. W. Hurst, salesman in the women’s 
shoe department of William Filene’s Sons 
Company, reports that so well have their 
white one straps in canvas and kid with 
Cuban heels sold that they have recently 
ordered more to fill the big demand 
thereon. ‘Bathing shoes in various colors 
have also been good sellers in this depart- 
ment,”’ said Mr. Hurst. 


Salisbury Back To 
Business 


H. F. Salisbury, who has made a big 
success of his orthopedic shoe shop in the 
Little Building, has recently been “‘wed- 
ding-tripping’’ through New England 
and Canadian Summer resorts. Mr. and 
Mrs. Salisbury were married about six 
weeks ago and commenced their honey- 
moon at Bar Harbor; thence to Moose- 
head Lake, Auburn, The Forks (Jack- 
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man, Maine), Quebec, and the White 
Mountains. They returned to the Hub, 
July 24. 
Regal Sale Big Success 

The $4.80 sale of men’s and women’s 
$6.80 Regal shoes (“$2 from the regular 
$6.80 price’’), closed on Monday, July 31. 
This was a big success. Manager J. J. 


Buckley, of the Summer Street store, re- 
ported business as “Fine.” 


Consular Visitors From 
Guayaquil and Berlin 


On August 1-3, Consul-General Fred- 
erick A. Goding from Guayaquil, Ecuador, 
and Consul Theodore B. Hogg, from 
Berlin, Germany, gave first-hand infor- 
mation about existing business conditions 
in their markets. While in Boston, they 
made their headquarters at the local 
office of the Bureau of Foreign and 
Domestic Commerce, where appointments 
were kept with New England business 
men. On Wednesday, August 2, the 
Boston Chamber of Commerce gave a 
luncheon for the visiting consular officers. 

The new manager of the Bureau for 
New England, Lynn W. Meekins, who 
succeeded Leonard B. Gary, made arrange- 
ments for the Boston visit of the two 
above-named Consuls. 


Thayer McNeil Associates 
Make Merry 


Today is the day of days for the 
Thayer McNeil Associates, who set forth 
by autos at 9 A.M. for Norumbega Park 
to enjoy their first annual outing. With 
gaily trimmed caps, the motor procession 
had the right of way through the streets 
to the Park. On arrival there, the boys 


‘and girls at once commenced on an 


elaborate program of sports and at noon, 
a basket lunch was enjoyed. In the after- 
noon and evening, dancing took place, 
and the base ball fans watched with 
much interest a base ball game between 
the Associates and the Norumbega Park 
nine. Percy E. Thayer, President of the 
Associates, was the cheer leader for the 
merry party and was also the participant 
in many of the games. As he is an all- 
round athlete, with a record of walking 
each morning from his home in Somer- 
ville to the Boston store, all the other 
men in the store, especially the young 
ones, were out in force to wrest away 
some of Percy’s laurels. 


Vacations Are On 


C. W. Pollock, Manager of Thayer 
McNeil Company’s Temple Place and 
West Street store, will leave on August 12 
for a two weeks’ vacation at Peak’s 
Island, Maine. Mr. Pollock likes to fish 
and knows a “spog” on the sea side of 
the Island by the big reefs where the 
haul is sure to be abundant. 
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J. F. McNeil, head of the Thayer 
McNeil house is spending the month of 
August on a vacation in Portsmouth and 
other points East. 


Holder An Outside Salesman 


F. H. Holder, who for many years has 
been a salesman in the women’s shoe 


department of William Filene’s Sons 
Company, has recently become an out- 
side salesman for this house. His terri- 
tory is New England and he is just now 
busy calling at the various Summer hotels 
and camps in this section with the full 
line of the house. Besides Mr. Holder, 
two young women, Misses Weinburg and 
Simmons, are outside salespeople. 





ROCHESTER 


Mid-Summer Sales Successful 


Public Buying Freely and Retail Shelves will be Fairly Clean 
Soon and Ready for Fall Merchandise 


IDSUMMER sales at department 
\ stores, specialty shops and shoe 
stores still hold the center of the stage and 
a survey of the stores indicates that the 
public is buying freely. Indications point 
to summer stocks being thoroughly cleaned 
up before the advent of early fall and mer- 
chants feel that the bulk of the remaining 
summer styles will find their way into 
customer’s hands before the end of August. 
Prices at all leading stores in Rochester 
have been sharply reduced. 
Wm. Eastwood & Son Co. are featuring 
a final mark-down sale of men’s oxfords, in 
tan calfskin for $5.85. McCurdy’s are 
holding a ““Trade Extension Sale,” which 
has filled the store from early morning 
until closing time. The E. H. Bringley 
Boot Shop is featuring two-tone combina- 
tion oxfords of white calf or linen for 
$3.85, $4.85 and $6.85. 


Shoe Foremen Hold Picnic 


Members of the Rochéster Shoe Super- 
intendent’s and Foremen’s Association 
held their annual outing on Saturday, at 
Newport. The entertainmext started at 
1.30 p. m., and with a ball game between 
the East and West Side factories. An in- 
teresting program of sports was arranged 
and a band furnished music. Dinner was 
served at the Newport House. 

Austin Cox was chairman of the com- 
mittee which made arrangements for the 
affair; James Watterson was chairman of 
the press committee Morgan Deer headed 
the sports committee and Paul Stangorr 
was in charge of the entertainment. Chris 
Demer is president of the association. 


Finds Small Ads Pay Big 


Carl Lowenguth, proprietor of the Low- 
enguth Shoe Store is a great believer in ad- 
Vertising and spends a great deal of time 
planning his advertising and like everyone 
who spends money for advertising, he is 
interested in checking up returns from his 
advertising. For some time, Mr. Lowen- 
guth has kept accurate records on his ad- 
Vertising and in his opinion, the advertis- 


ing which pays the best are reader adver- 
tisements which are run ia the regular 
news columns or in a special section of the 
local newspapers, devoted to women’s 
apparel news. 

The following advertisement which ap- 
peared in a local newspaper is one of a 
series of similar advertisements run by the 
Lowerguth Boot Shop. 

“The new ‘Modease’ shoe made by the 
famous J. and T. Cousins Company, just 
in at the Lowenguth Shoe Snop, 10 Gibbs 
Street, a few doors from East Avenue, are 
very graceful and modish looking, and 
moreover, they have the great advantage 
of releasing their wearers from arch trouble 
caused by ill-made badly fitted footwear. 
A specialty at Lowenguth’s is corrective 
fitting. And late arrivals are smart white 
buckskin sandals for feminine feet. 

“‘Mothers are delighted with the sturdy 
elkskin oxfords and sport shoes which the 
shop furnishes for boys and girls. All the 
season’s novelty shoes are at cut ‘prices 
at Lowenguth’s—” 


Re-Open Shoe Store 


With the completion of extensive altera- 
tions in the building occupied by the F. G. 
Collins Shoe Company at 155 East Main 
Street, the store has again opened for 
business last week. 


Business Good at Boston 
Show 


George Wilson, of the Wilson Turn Shoe 
Company, reports that buyers were out in 
force at the Boston Show and that instead 
of looking for shoes at a price as has been 
their practice for some time, they were 
lookingfor better children’s footwear. 


Improvement In Manufactur- 
ing Situation 

A survey of the Rochester shoe factories, 

shows a marked improvement in the con- 


ditions during the last few weeks. All of 
the women’s factories are cutting shoes in 


large quantities and with labor conditions- 
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WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models. 
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A Sample Order for 


a Pair or a Dozen 
Will Start You Right 
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rapidly approaching normal the outlook 
for fall is very encouraging. 

Salesmen who have returned from time 
road trips report that me-chants in all 
parts of the country are rapidly clearing up 
their stocks and as a result, are placing 
sizable orders for fall delivery. 


Increased Employment Noted 


Unemployment in Rochester has de- 
creased slowly during the past three 
months. There was an increase of 2,624 
in the number of employed in the interval 
from April 1 to July 1, according to the 
quarterly unemployment survey of the 
Manufacturers’ Council of the Chamber of 
Commerce. This is a gain of 48 per cent 
over the April figures. Questionnaires were 
sent out to 335 employes, and Dr. Eliot 
Frost, secretary of the council, announced 
that of these 131 reported an increase. 
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Moore-Shafer Having Busy 
Season 


Stanley E. Geerer, sales manager of the 
Moore-Shafer Shoe Manufacturing Com- 
pany of Brockport, N. Y., reports that the 
factory is operating on full time with 
orders booked up to October 1. Salesmen 
now on the road are enjoying good busi- 
ness and Mr. Geerer feels that the last six 
months of 1922 will be very satisfactory. 


Hold First Anniversary Sale 


Burkes Shoe Stores celebrated their 
first anniversary with a shoe sale in which 
women’s pumps and oxfords were offered 
at $3.70 $4.70 and $5.70. Men’s oxfords 
sold at $3.70, $4.70 and $5.00. For Dol- 
lar Day, the Burke Stores offered white 
pumps at $1.00 and also featured Dollar 
Day hosiery specials. 





LYNN 


Something New in September 
Lynn Designers Think Labor Day Will See New Style; 


UGUST business starts in a season- 

able way. Salesmen ere on the road, 
showing new styles, as well as observing 
how merchants succeed in the plan for 
bracing up sales during August. 

That something new is coming after 
Labor Day is a common expectation. But 
what that new thing will be is a question. 
Some Lynners think they have the answer 
to it, and are passing the word along to 
their customers. 

More talk of boots is heard, and more 
samples of boots are being made. But 
orders for boots have yet to show volume. 

“Skirts, for walking, eight inches from 
the sidewalk, and, for dress, five inches 
from the floor.” So reads one style bul- 
letin had by Lynners. If skirts are to be 
but eight inches from the sidewalk, the-e 
is a chance for boots of eight and one half 
inches, or thereabouts, for street wear. 
That leaves pumps and oxfords for dress 
wear. 


Straps Stitl Best Sellers 


However, strap styles continue best sel- 
sellers. Cross straps are favorites of the 
moment. Oxfords are staple. The devel- 
opment of tongue style pumps goes on. 
Vamps and toes show only slight changes. 
Heels continue high. 

Black shoes are gaining, being encour- 
aged by a vogue of black apparel in 
women’s wear. Patent, kid, cali, suede 
and satin all of deep blaek are used. Black 
kid has gained new popularity. 

Some say that light, flexible bottoms 
will hold their popularity until the snow 
flies. Others say that heavier bottoms 


August Business Starts Off Well 












will come with the fall. A sole cutter 
observes that the strength of the new de- 
mand is for light soles, such as No.5 %4,No. 
6 and No. 6% ironsoles for McKays and 
welts, and for heavy soles, such as No. 9 
and No. 9 and even Now. 10 iron soles for 
turns. Edges of most heavy sole shoes 
are feathered, to make the bottoms look 
thin. So it seems as if light bottoms are 
the favorites. However, there is a good 
sale of shoes with “meaty” bottoms, that 
is, shoes with both in-soles and out-soles 
of heavy leather. 

Staple styles are being urged by a num- 
ber of manufacturers, who believe that 
Lynn will be able to make staple style 
shoes to better advantage than for many 
a day, by reason of the new and lower 
price lists for labor. Increase in business 
of comfort shoes and health shoes, too, 
may be one consequence of this urge to- 
wards staple styles. 


A New Style Bool 


A sample of a boot has the merit of 
presenting something new and different to 
talk about, be its sale what it may. 

This boot has a patent leather vamp, 
3% inches long, a trifle longer than the 
popular vamp. But it looks short, because 
its line of length is broken by a square 
shield tip, imitation stitched with white 
thread. A diamond shaped centre piece 
of very fine perforations is on the tip. The 
top.is of gray kid. .A narrow border, be- 
tween the patent quarter and the top, is 
made by a double row of white stitching, 
and a very fine line of perforations be- 
ween the stitches. The seams are united 
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and are carried across the throat as one 
seam. The eyelets are white, and so are 
the lacings and the top facings. The heel 
is but 10-8 high. 


All-Leather Comfort Shoes 


H. K. Gardiner Co. is making comfort 
shoes 100 per cent leather, excepting the 
heels. which are 100 per cent rubber. The 
Company started three years ago to put 
rubber heels on every pair of shoes that it 
made, and it has kept up the record ever 
since. 

Since it took over the business of the 
Lyman Berry Company it has doubled the 
factory output. Also, it has built up a 
large stock department, with a long run 
of widths and sizes of shoes. Mr Gardi- 
ner, by the way, has a hobby of shoes to 
fit right. He used to be a last maker. 

These Gardiner shoes, being built for 
out-of-door wear as well as in-door wear, 
have extra quality soles and uppers, and 
sole leather counters, and are sewn with 
the strongest threads, in a good and work- 
manlike manner. 

“We do not try to make novelty styles,” 
says Mr. Gardiner, “and what we save on 
style we add to service.” 


Solving the Lighting Problem 


How quickly can a clerk see a shoe? 
How clearly can a customer see the details 
of a shoe in a store window? These two 
questions come out of a study of lighting, 
which is being made by Archibald Samp- 
son, Lynn light expert. He is working 
chiefly on problems of shop lighting. But 
some of the points that he brings out apply 
to merchandising, as well as to manu- 
facturing. 

For instance, he says that quick sight 
is a major problem these days. The normal 
eye takes in eight visions or pictures a 
second. A defective eye may take in but 
12, or 16 or 24. In brief, does a clerk see 
the quality of the shoe, and the shape of 
the foot, at first glance? Or does he have 
to squint his eyes and study, to tell exactly 
what he sees? Attention has been given 
to all manner of time saving, excepting 
the time saving which is had through 
quick sight. 


Direction More Important Than Volume 


Incidentally, Mr. Sampson is not 
recommending more glasses, or anything 
like that. Just good light is all that he 
recommends. And he adds that it is the 
direction of the light, and not the volume 
of light, that makes for quick sight. 

More goods are sold under electric light 
than under sun light. That is another 
point which Mr. Sampson makes. That 
is true of every big city store. Sun light 
is stopped by big city blocks, and shoes 
are sold under the electric light. Also, 
more fine apparel is worn under electric 
lights than in sun light. 

Mr. Sampson has no advice to offer 
on store lighting. He is working on 
factory lighting. And store lighting is 
another matter. Some of his observa- 
tions deal with circumstances that are 
common enough. But has anybody 
pointed them out before. 


Strap Shoes In Stock 


Smith Shoe Company, Lynr, is taking 
more floor space, and is increasing its 
stock department. It is putting into this 
enlarged stock department new shoes for 
August and September delivery. Chief 
among them are one strap pumps, and 
oxfords, of pateat leather, black kid and 
tan calf. The one strap shoes hafe heels 
14-8 high, and the oxfords have heels 
either 9-8 or 14-8 high. 

Also, the firm is stocking some boots. 


A Black Strap Style 


A strap pump, made by the Travers 
Company, has a patent vamp and straps 


of dull black calf leather, fastening with’ 


buttons. The heel is of wood, with a cel- 
luloid finish. The style sells well, ard 
illustrates the new vogue of black. 


Attachable Tongue the Latest 


A new pattern provides for a strap 
pump, to which a fan shape tongue may be 
attached, either in the factory or the repair 
department of the retail store. There are 
two slots in the back of the tongue, and 
the strap is passed through them to hold 
the tongue securely in place. Of course, 
the tongue is also stitched in to the throat 
of the shoe. 





BROCKTON 


Business Trend Is Upward 


Increase in Manufacturing Activity is Reflected in Increased 
Production in Plant of Treeing Company 


HE O. A. Miller Treeing Machine 
Company, of this city, reports busy 
times in the treeing department of their 
factory. The making of trees and tree 
feet is a business that is good or bad, as 


the orders for footwear in the various fac- 
tories throughout the country rise and fall. 
It is a sort of key to the whole situation. 
A. P. Baxendale, sales manager for the 
company, says: 
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Wood Heels 


























Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mase 








“Our large orders for tree feet indicate 
the improved condition of the trade. Our 
business is one of great detail. Records 
must be very accurate for the requirements 
of customers vary greatly and upon our 
records the efficiency of our service de- 
pends. Considering the great variety to 
lasts, and remembering that every last 
must have its corresponding tree foot, it 
is easy to see the confusion that might 
occur if it were not for accurate records. 
We have a reputation for doing things 
right for which any one might be proud.” 


Take Home A Smile 
By ALBERT DOYLE 
oO Wall, Doyle § Daly 
Take home a smile with you tonight, 
When you are through with your work; 
A good wide-spreading, foolish smile, 
No mean and stingy smirk. 
And when you reach your garden gate, 
The goal you love so well, 


You look for ma, and for the boy, 
And little Baby Belle! 
And then the boy and Baby Belle 
Will smother you with love; 
Ma can’t come out to see you smile, 
Your supper’s on the stove, 
Inside she stands, red faced and hot, 
Thank God, not pale and white; 
And all you ever bring to her 
“Ts just an appetite.” 
That’s what she says, but still you know 
She’s teasing all the while, 
As she sends back a look of love 
In payment for your smile. 
And when you catch the transitory, sym- 
pathetic gleam 
You know that all that’s best in life 
Is measured in this dream. 


Take home a smile with you tonight, 
As heretofore was said. 

If you can’t smile for those you love 
*T were better you were dead! 





ATLANTA 


Early Fall Openings Planned 


Some Atlanta Merchants to Show New Styles This Month; 
Few Cut-Price Sales Held 


The retail shoe trade in the Atlanta ter- 
ritory was quiet during July as expected, 
and while money volume was generally 
somewhat less than the July of 1921, asa 
whole, the dealers state the trade was 
better due to the fact that the cut-price 
sales were not in evidence this season on 
nearly as extensive a scale as ordinarily 
during the slack July period. In thus 
eliminating the cut-price sales the shoe 
dealers of Atlanta accepted the advice 
given them at the recent convention held 
at Jacksonville, and which was to the 
effect that elimination of such sales during 
slack periods would reflect to the welfare 
of the shoe business as a whole and make 
toward greater stability. There were, of 
course, a few sales held at reduced prices, 
but they largely included left-overs and 
odd lots. 

In most of the other Southeastern cities, 
however, an inspection of newspapers 
shows that cut-price sales were generally 
in vogue on as extensive a scale as ever. 


Early Fall Openings 

In Atlanta, some of the sboe dealers are 
expecting to begin their fall advertising 
the first few days of August in an effort 
to get the public to start its fall buying at 
an earlier date than usual, and indications 
are that this attempt will prove successful, 
most of the dealers state. To get the pub- 
lic started on its fall buying three or four 
weeks earlier than usual will prove a con- 
siderable aid to better business, and by a 
combined effort on the part of the mer- 


chants it can be done. Usually the fall 
season does not open in this section until 
about September 1, and the buying does 
pot get well under way until the weather 
begins to turn slightly colder. 

The present outlook is for the best fall 
season the retail trade has experienced in 
the Southeast since the days of inflated 
prosperity immediately following the close 
of the war. “It is going to be just like old 
times this fall,’’ one of the larger dealers 
stated, expressing the opinion that seems 
to be shared by all of the merchants in 
Atlanta. 


Merchants Buying Steadily 


The wholesalers and shoe manufacturers 
of Atlanta advise that the retail merchants 
over the entire Southeast are continuing 
their steady buying, and that every day 
improves the outlook. The shoe market 
is firmer than it has been in years, and 
while some people seem to think prices are 
coming down, the wholesalers and manu- 
facturers state that if anything the ten- 
dency will be upward, and they are trying 
to show their dealers where declines can 
hardly be looked for, hoping that the 
dealers will pass it on to the buying public. 
Future buying on the part of the South- 
eastern shoe retailers is such as to indicate 
that all of them have every confidence a 
big tall season is in prospect. 


General Business Improvement 


In an agricultural and industrial way 
the territory has been improving rapidly 
the past two months, and while industry is 
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beginning to slightly feel the pinch of the 
railroad strike, manufacturers and whole- 
salers generally believe a settlement will be 
reached before the situation becomes 
serious. Farm prices are holding at good 
levels and there is a greater confidence 
among the farmers, and a steadily increas- 
ing buying power that is helping all lines 
of business. The crop outlook is good and 
with fair prices prevailing the farmers are 
rapidly discontinuing the hand-to-mouth 
buying policy they have now practised for 
more than two years. Banks advise im- 
provement in the financial situation and 
easier money, while collections of all kinds 
have improved so rapidly that normalcy 
in this regard now prevails. 


Alabama Merchants To Meet 


For the first time since 1916, retail mer- 
chants of Alabama will hold a state-wide 
convention, the date of the event being 
scheduled for August 29 to 31. It will be 
held under the auspices of the Wholesale 
Merchants’ and Manufacturers’ Associa- 
tion of the Birmingham Chamber of Com- 
merce, and during its three days of prog- 
ress there will also be numerous special 
displays at the various Birmingham fac- 
tories and jobbing houses that the retail 
merchants present may do whatever buy- 
ing they desire while in the city for the 
convention. 


To Handle Retail Advertising 


Walker T. Lee, secretary for some years 
to Mayor James L. Key, of Atlanta, upon 
the expiration of the mayor’s present term 
of office this fall, will enter the newspaper 
advertising field, specializing in the band- 
ling of retail advertising and its prepara- 
tion for the retail merchanis of Atlanta. 
Mr. Lee has had several years retail ad- 
vertising experience. 


New Salesman Added 


The Haynes-Henson Shoe Company of 
Knoxville, Tenn., wholesalers in the 
Southeastern territory, announce the addi- 
tion recently, to the sales forces of W. F. 
Casteel, of Knoxville, who is a shoe sales- 
man of some years’ experience in the 
Southeastern field and well known to the 
retail merchants. 


South Carolina Convention 
Held 


The first annual convention of the South 
Carolina Retail Merchants’ Association 
was held at Columbia, S. C., July 26 and 
27, hundreds of retailers present from all 
sections of the state. Considerable dis- 
cussion was devoted to plans and methods 
for increasing efficiency of retail sales- 
people. 





NEW ORLEANS 


Sales Holding Up Well 


July Not a Banner Month But Volume Satisfactory; 
Country Merchants More Optimistic 


HE shoe business here is runnii.g 

along at a generally satisfactory 
pace, the merchants say. The trade in 
both men’s and women’s lines is gratif ying 
—not enormous, but substantial. The 
women’s white shoe lines are holing up 
much better than in previous years with 
prices at a more reasonable level. 

The Boston Sample Shoe Shop is doing 
well with a special line of odd lots at $3.69; 
Holmes offers 900 pairs of kid, canvas and 
novelty white shoes for women at reduced 
prices—$7.95 for marvella slippers and 
hand-made white kid slippers, $5.45 for 
linen canvas sport oxfords and white kid 
sport sandalettes; and $4.95 for white 
linen kid trimmed oxfords, and white linen 
strap slippers—and sold a large part of 
them in four hours Thursday, July 20. 

Kaufman’s is making a: big: feature of 
cheap shoes—women’s white canvas sport 
strap slippers at $2.39; patent strap slip- 
pers at $1.79; novelty strap slippers in 
canvas, $1.95; girls’ white canvas strap 
slippers, $1.79; and misses’ and children’s 
oxfords at 98 cents. 


In the men’s end of the business, God- 
chaux is offering a general high class line 
of oxfords at $4.95; and boys’ high top 
shoes at $3.85, in tan Russia calf and 
black gun metal; while Porter Clothing 
Company is selling $12.50 to $15 Boyden 
oxfords at $10.75; and $10 Slater oxfords 
at $8.75. 


Big Convention in August 


The country trade, according to New 
Orleans wholesalers, is showing promise of 
encouraging development. The jobbers 
believe that lines to be shown during the 
fall buyers’ convention here August 14 to 
19, will bring business that will compare 
favorably with past*records. A total of 
28,000 retail merchants in the Gulf States 
have been invited to come to New Orleans 
during the buyer’s week and to take ad- 
vantage of the fare refunds. 

Conditions in those sections of the New 
Orleans trade territory which were hurt by 
flood‘ waters from the Mississippi "have 
materially improved, it is declared, and 
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Where to Buy 


Children’s Shoes 

















‘Bonita, Shoes Baby 











The Be P FOOTWEAR CO. 
INFANTS TURAS=<S0Ot 1 
nd HAND MADI 


LC TORY 





Soft Soles and Moccasins 


ah yom os gy’ for our 
DO NOT sell 
> retail bell tuadin. 
ewco erson oe e 
N mb-And Shoe Co 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM — co. 


Rochester, N 
Boston Office, 18] Ad S:c5cet 








Baby Soft-Sole 

Moccasin-Style Shoes 
Made of best smoked, tan 
——— elk. Some 
with patent vam 
cut and pnw = octyl 
Soft cushion innersoles— 
fine for baby feet. A high 
grade shoe at a low price. 


125 Market St., LYNN, MASS. 





Lynn Moccasin Co., 








* 


INFORMATION fi: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
cane Sypeee ugh theee pages may’ read 

















Where to Buy 


Shoe Illustrations 
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Where to Buy 


Shoe Ornaments 




















THE NEWEST IN SHOE 


ORNAMENTATION 
seme 


PERL FAS aa 


SHOE BUCKLES | 

\ACHABLE STRAPS| 

SHO = BEADING | 

v 4/hicM BUCKLES 
ASH'ON Ci'N MEN 


~~ 








D. W. COULTAS CO. 
Manofacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 


ose 








For All the Latest 


CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 


Write to 


Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. Y. 



















4™& WALNUT STS., PHILADELPHIA 








“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 














Where to Buy 


Boudoir Slippers 
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new business is developing in these areas 
which for a long time were dormant. 


New Hanover Store To Open 
Soon 
The third store of the Hanover Shoe 
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Company will be opened in New Orlean 
on St. Charles Street, near Commercia! 
Place, October 1, a ten-year lease involv- 
ing around $30,000 having been signed. 
The original store is operating on Canal 
Street, and the second store will be opened 
in Rampart Street shortly. 





SYRACUSE 


Big Fall Business Expected 


But Merchants Are Still Delaying Fall Purchases Until 
Style Trend is More Clearly Defined 


HOUGH anticipating a big season 

this Fall, local shoe dealers are 
delaying putting in full orders, pending 
developments on style. Most of the 
local shoe men feel that Colonials will be 
in big demand during the Fall and conse- 
quently are buying conservatively, await- 
ing the development of the trend. Shoe 
dealers here also believe that blacks will 
be the ruling color favorite. 

Predictions of a big season ahead are 
being made by most of the local dealers, 
who are encouraged by the Summer busi- 
ness so far. The wet June rather held up 
the sale of whites, and of course, the usual 
Summer lull has started and business, 
while good, is not up to the mark of two 
years ago. Many of the local stores are 
advertising heavily to draw trade, but 
the complaint is general that advertising 
now is not as effective as at other seasons. 

Thomas Fiarbairn, president of the 
Syracuse Retail Shoe Dealers’ Associa- 
tion, was one of the first to question the 
advisability of heavy advertising during 
the Summer. 

“None of us are able to understand 
why sales advertised do not have a last- 
ing effect on the public,”’ says Mr. Fair- 
bairn. “The psychology of the buying 
public seems to have changed. A few 
years ago we could advertise a sale and 
people would be coming into tbe stores 
for a week or more asking for the offer- 
ings. Now, advertising seems to be a one- 
day affair, and we have found that we 
have few calls in response to advertise- 
ments after the first day.” 


Annual Outing Postponed 


Arrangements for the annual outing of 
the local shoe men have been temporarily 
postponed owing to the vacation season. 
It is not likely that the outing which 
will be held at Three Rivers vill take 
place until September. 


Mangan To Go With 
Bedell 
Barney Mangan, formerly with the 


D. M. Edwards Company, and the 
Gould, Lee & Webster store here, will 


have charge of a women’s sboe depart- 
ment which will be opened in the Bedell 
store, September 1. 


Kinney Men Hold 
Convention 


The Empire League, composed of 
managers of the G. R. Kinney Company 
boot and shoe stores in this State, held a 
three-day convention here recently at 
the company’s store at 544 South Salina 
Street. L. L. Mason, manager of the 
Syracuse district presided. Fall samples 
and Winter styles were discussed. 


Nettleton Outing, August 12 


Employes of the A. E. Nettleton Com- 
pany will hold their annual outing at 
Owasco Lake, August 12. Arthur Waidele 
is chairman of the committee of the 
Nettleton Mutual Benefit Association 
which is directing the affair. 


Parking Rules Unpopular 


Syracuse shoe dealers will probably 
make a formal protest against the present 
parking regulations in this city at the 
meeting in September. The local ordi- 
nance permits only 30 minutes parking in 
the down-town section, and dealers claim 
that many shoe customers are incon- 
venienced by the ordinance. The shoe 
men will ask that the limit be extended 
to 45 minutes. The effect of tbe ordi- 
nance is to drive shoe customers outside 
of the down-town business section, the 
local retailers claim. 





D.-M. Association Formed 


The D.-M. Association of the Dunn & 
McCarthy factory at Auburn has been 
organized and had charge of the first 
social event of the season for employees 
at Koenig’s Point, July 22. Practically 
every one of the 500 employes in the 
plant is a member of the club. 


H. W. Cook Predicts Good 
Business 


Henry W. Cook, president of the A. E. 
Nettleton Company says the outlook for 
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Fall business at the plant is very promis- 
ing. The plant is operating at about 


75 per cent capacity. Production at 
present is largely for immediate delivery- 





PROVIDENCE 


Unemployment Still a Barrier 


Sales Pick Up Some But Normal Not Yet Reached; 
Men’s Business Apparently in Healthy Condition 


URING the latter part of July a 

considerable quantity of shoes, due 
to the many sales being held, and the 
more favorable weather, moved into the 
hands of consumers. Shoes are in de- 
mand, merchants say, but the unemploy- 
ment situation is still a barrier to the 
free movement of merchandise into the 
hands of the public. 

There has been a fairly brisk demand 
the past week for plain whites in women’s 
models, which has worked down stock 
considerably, while in the men’s depart- 
ment whites are not so active, and most 
merchants are making desperate efforts 
to clean up the remainder of these styles. 


Low Heels Going 


The demand for low heels has fallen 
off, and from the consumer demand of 
late as registered, it is probable that few 
retail merchants will stock heels much 
lower than an inch and a quarter for 
Fall selling. This is the opinion of several 
high-grade merchants. 

Although prices on women’s footwear 
have been cut fairly deeply, the prices on 
men’s shoes in the better grade continue 
to hold up. Some of the exclusive men’s 
shops have not yet put on their regular 
Summer clearance sales, and on the sales 
that have been made, prices have been 
cut but slightly in many cases. All in 
all, the men’s trade appears to be in a 
much healthier condition than for some 
time past, and this development has 


given the retail merchants more con- 
fidence and encouragement for the Fall 
season. 

Merchants say that their advance pur- 
chases of men’s shoes for Fall will be 
made soon and that their orders will be 
larger in most cases, than they were a 
year ago. 


§. d. Long Returns From 
Abroad 


J. J. Long, preisdent of the J. J. Long 
retail shoe store of Woonsocket, returned 
last week from a six weeks’ European 
trip. Mr. Long reported ideal weather 
conditions during his journey, which was 
made principally for recreation and foot- 
wear inspection. 


Quinn A Benedict 


John Quinn, the genial business mana- 
ger at the Thomas F. Pierce & Son shoe 
emporium, recently returned to his duties 
after a wedding tour spent in New York 
and Atlantic City. “Jack” hails from 
Boston. a 


Merchants Outing Held 


The R. I. S. R. D. A., held its sixth 
annual outing at the Warwick Club, 
Wednesday, August 2, with the biggest 
attendance in the history of the associa- 
tion. Full details will appear in our 
issue of August 12. 





DES MOINES 


Record Spring Business 


First Six Months Developed Enormous Volume Compared 
with Same Period in Other Years 


Store in New Home 


The Heggen and Facobson Shoe Com- 
pany which began business three years 
ago just outside of the main shoe retail 
district have this week moved into larger 
quarters at Seventh and Locust Streets. 
The policy of the partners has been to give 
the best possible value at the single low 
standard price of $5.85. The business has 
prospered trom the beginning. The new 
site will bring a greater sales volume as 
the store is now located in a much busier 
section of the city. 


Fire Destroys Shoe Store 


The Kinney Shoe Store, whose loss .in 
the New Arcade fire of several weeks ago 
exceeded $20,000, is now situated at 211 
Sixth Avenue, which is one block east of 
their former location. The stock which 
was slightly damaged by smoke and water 
is being rapidly sold at very low prices. 


Part of the stock was completely con- « 


sumed. A new store, office and newspaper 
building is to be erected on the site of the 
old News Arcade. 
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Where to Buy 


Standard Shoe Materials 






































The One 
Waterproof 

. Leather That 
Takesand Re 
tains a Polish:} 


Creese & Cook Co. $503!" Yet 
Tanneries at Danvereport : 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. Jones, Treas. 


F. E. JONES COMPANY 


corors MAT KID 





95 South Street, Boston 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
, Rubber and Leather 
Dry Feet Welting 
Sheet Rubber Seling 
B. F. CHAMBERLIN 
184 St. 


Fermerty Walpole Shoe Supply Co 





Colored 
Chrome, 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








Cut from the best 
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Where to Buy 


Engraving and Printing 




















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 





DESIGNING | 








UNIVERSITY 

















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Sestem, Mass. 
Telephone 4960-496 











Where to Buy 


Miscellaneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











Pr R WINDOW SALES 
sees TOM TDL 


Capacity over a:Jbs, 
Special Price by Mail oS 


Biectric Cost -about 3 cents a day 
Five Year tron Clad Guarantee 
ome” ELECTRIC WINDOW SALESMAN CO. 2.7m 








Perfection Pneumatic 
Arch Cushion 


to Prevent 
‘alien Arches 


ELASTIC TIP COMPANY : 
Boston, Maas., U.S.A. «, 








BOOT AND SHOE RECORDER 


JOHN C. MEYER, 


Founder and President of the John C. 

Meyer Thread Company, who started his 

business in 1872—the year of the great 
Boston fire 


August 5, 1922 


HAROLD F. MEYER, 


Son and Assistant to John C. Meyer, Presi- 
dent of John C. Meyer Thread C ‘ompany 


Thread Maker For Fifty Years 


John C. Meyer Started Business in the Year of the 
Great Boston Fire 


This year marks the fiftieth mile stone 
in the business career of John C. Meyer, 
pioneer thread manufacturer. It was in 
1872, the year of the great Boston fire, 
that he started in Boston a thread manu- 
facturing business, which was destined to 
expand until its product was known and 
used the world over. 

In the early days there was a Boston 
sales office at 87 Milk Street, nearby 
where the fire stopped which wiped out 
the commercial center of Boston. After 
thirty-six years of business development, 
he moved his industry to Lowell, Mass., 
where the business is now carried on in 
one of the best equipped thread mills. 


A Half Century at the Helm 


It is a source of gratification to Mr. 
Meyer that he has been able to hold the 
reins of his large organization throughout 
half a century. In looking back over 
intervening years when others started 
thread manufacturing, he finds only him- 
self living, of those he knew as pioneers. 
Other hands and brains now conduct 
other thread concerns, but the John C. 
Meyer Thread Company enjoys the 
counsel, advice and supervision of its 
founder. 

It is an accomplishment to look back 
upon with justifiable pride, and it is a 
source of gratification in anticipating the 
future, to know that in Harold F. Meyer 
there is a son qualified to maintain the 
momentum of the business at high 
efficiency. 

A Big Business 


Some idea of the scope of the business 
which has been built up can be imagined 


experts. 


when one realizes that there is no trade 
requiring thread but what is served. 
The shoe trade is one of hundreds. The 
slogan, “Threads you will eventually use” 
signifies: much to the users of thread for 
hand or machine stitching. Special 
methods of manufacture have produced 
a tensile strength and fineness of finish 
which give to the products of Meyer's 
mills features of individuality. The raw 
materials pass the most exacting tests 
and are dyed under direct supervision of 
For use the thread is wound on 
cones, spools and tubes. In_ shoe 
manufacturing, use of the thread wound 
on tubes is recommended as most prac- 
A large stock, ‘of alf* kinds and 
colors, is carried at the factory. Mr. 
Timmins, superintendent of the stock 
room, has been with the company for 
more than twenty-five years. 


tical. 


The business policy has been a liberal 
one. The customer is always right. If a 
spool of thread does not satisfy return 
it and get a new one. There will be no 
argument, no expense to the customer. 
On this foundation a monument has been 


erected to industry and integrity. 


New Shoe Stores 


Roos Bros., Inc., Montgomery Street, 
San Francisco, Calif., will open about 
September 1. (William S. Keig, Manager) 

Samuel Morgenstern, 3904 Lorain 
Avenue, Cleveland, Ohio, to open about 
September 1. 
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Styles of To-Morrow 
IN STOCK TO-DAY 


For Immediate Delivery 


























Stock No. 3735—High Grade Black Satin One-Strap 
“Hiawatha” Pump. Steel-Beaded Vamp and Front Strap. 
All Silk French Corded, 17-8 Full-Breasted Covered Heel. 
Hand Turn Sole. A very attractive number. In stock, 
ready to ship. A, B, C widths, 3 to 8 


Stock No. 3737—Exactly the same style as above in high- 
grade Black Kid $4.75 


Tober-Saifer Shoe Co. 


Manufacturers New 
NOVELTY SHOES IN STOCK 


1312 Washington Avenue, Saint Louis P atent Leather 


Model 


The above illustration 
shows one of our latest 
styles. It will prove an 
important factor in your 
laches Pale With Without season’s sales. We cannot 
32767/24 24 10 $1.50 $1.00 too strongly advise its pur- 
32767/5 30 5 1.00 .75 i 
32767/7 42 7 200 1:50 chase without delay. 


32767/10 48 10 250 2.00 ‘ 
My ILLUSTRATED CATALOGUE No. 32, containing illustra- “4 
tions in colors of Artificial Flowers, Plants, Vines, etc., MAILED 1t eve 
FREE ON REQUEST. Bs URN ~ 


FRANK NETSCHERT, 61 Barclay St., New York, N. Y. Haverhill 


grade one constuction 








No. 32767/10 Palm Plant, 
natural prepared, everlast- 
ing in green. 








The Bee{that pats*the Buzz in Business are Samer a gain 
Wonderful Increase in Sales steady business for you at 


hoe D’ most favorable prices. An 
‘ order will prove the satis- 
faction with which our 
turns can be sold. 





E. A. & M.C. Witherell Co. 


Factory: Boston Office: 


teed 
45.00 crated wt. 1 
t { Haverhill, Mass. Rice Bldg , Room 406 
ering until tomorrow— 
ou’ business every day. 
Pay for themselves in a jiffy - ll GEORGE RULE | 


Success Manufacturing Co., Inc. Pacific Coast Representative 
Spokane, Wash. San Francisco, Calif. 
Formerly Good Grader Co., Ine. . — 


ar 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Auburn, Me. 
87 Main 


93 Centre 


Brockton, Mass. 


Milwaukee 
258 Fourth 


New Orleans 
216 Chartres 


New York 





Cincinnati 
708 Broadway 


Chicago 
18 South Market 
Haverhill, Mass. 
145 Essex 
Johnson City, N. Y. 
124 Main 
Lynn, Mass. 
306 Broad 


Mariboro, Mass. 
11 Florence 


United Shoe Machinery 
Corporation 


Boston, Massachusetts 








Nothing in the Shoe 


But the Foot 


The Boot and Shoe Recorder will appreciat 





37 Warren 


J. K. » N. Y¥. 


Philadelphia 
221 North 13th 

Rochester, N. Y. 
130 Mill 

St. Louis 


1423 Olive 


San Francisco 
859 Mission 











) your mentioning the publication in replies te advertisements. 





(This Department is conducted by Helen M. Haney, Associate Editor) 


T. E. CG. Johnson in Ring 


A Sunshine Distributor, Past President of B. S. T. A. 
and S. 8S. T. A.—An Active Association Man 


There are many people in business who 


have the happy faculty of getting all the ¢ 


pleasure there may be in it out of it, while 
others go grinding along obsessed with the 
idea that in business there is no sunshine. 

To the first class belongs Thomas E. C. 
Johnson, who undoubtedly knows more 
about the joy of business than any other 
man in it, always ready with a pleasant 
word, a hearty salutation, a witty story, 
or a seasonable joke. “Old Man Gloom” 
fadesinto therealm of innocuous desuetude 
when “Tommy” comes around. “Tom- 
my”’ is always as popular wherever he goes 
—as is an extra run of sizes to a disconso- 
late salesman. 

He is at his best in a sample room jot- 
ting down orders, but is “‘some”’ artist as 
an entertainer at banquets and outings, 
sharp at repartee as a Parisian dualist, 
effervescent as carbonated water, and as 
brilliant as the noon-day sun. 

“Tommy” never would take a blue 
ribbon for gigantic stature, not being in 
the six-foot class, but in the happy medium 
He is slight in build, ruddy in complexion, 
slightly gray tinged hair, and always 
“natty” in dress. We can picture the 
wholesome reception he received when he 
made his debut into the shoe selling pro- 
fession. 


In the “ Unerplored’’ Northwest 


Having been properly introduced, to 
the official heads of the Packard & Field 
Co., then makers of men’s fine shoes, 
Brockton, Mass., ““Tommy”’ spoke of- his 
ambitions and so candid was his talk that 
he was signed up as a salesman after a 
14-minute conversation. He was assigned 
to the then unexplored lands of the North- 
west, which were then about as well known 
to shoe travelers as was the North Pole to 


the ordinary navigator. Leaving Brock- 
ton, Massachusetts, he started in at Chi- 











HOUSE No. 676 
Bill accompanying the petition of 
Thomas E. C. Johnson and others 
for legislation relative to the carry- 
ing of baggage by railroad corpora- 
tions. Railroads. January 24. 
THE COMMONWEALTH OF 
MASSACHUSETTS 
In the Year One Thousand Nine 
Hundred and Ten 
AN ACT 

Relative to the Carriage of Bag- 
gage by Railroad Corporations. 

Be it enacted by the Senate and 

House of Representatives in General 
Court assembled, and by the author- 
ity of the same as follows: 
. Section 1. Every railroad 
. corporation shall, upon re- 
quest, give checks to passen- 
. gers for their baggage when 
. delivered for transportation, 
. and shall redeliver the baggage 
. to the passengers upon the sur- 
. render of such checks, and said 
. baggage shall not be charged 
. for if it be not in excess of two 
. hundred and fifty pounds in 
. weight in one piece. A cor- 
. poration which violates the 
. provisions of this act shall 
. forfeit ten dollars for each 
. offense. 











CeOnNantwn 


. Section 2. So much of any act 
. as is inconsistent herewith, is 
. hereby repealed. 

(Given privilege to withdraw.) 











cago and circled around St. Paul, Minne- 
apolis on to Denver, then south to St. 
Louis and home—this trip taking up fully 
14 weeks of real genuine solid work and 
time. That he was a pronounced success 
as a salesman one has but to mention his 
name to the buyers of that time to receive 
the confirmation of his popularity. 

Serving for years with this house made 
for him a reputation with otber high class 
houses and his services were secured by the 
J. E. French Company, Rockland, Mass., 
makers of men’s fine shoes, which firm, 
convinced that he could make good in any 
territory, transferred him to that south 
of the Mason and Dixon line. And he of 
the perpetual sunshine disposition covered 
every large city, and called upon every 
buyer of the larger trade from Boston to 
’Frisco; in fact, there were few cities in 
that section who did not put in a stock of 
Tommy Johnson’s shoes. 


A Men’s Style Authority 


Having built up a very flattering clien- 
tele on the J. E. French shoes during his 
six years’ stay, he still hankered for other 
high grade lines in men’s wear, and be- 
came affiliated with the Stacy-Adams Co., 
of Brockton, Mass., makers of men’s 
ultra fine shoes. With the Stacy-Adams 
Co.’s line we follow him through the Mid- 
dlewest, or to be more exact, making the 
leading cities from Boston, Massachusetts, 
to Chicago, and thence to St. Louis, Mo. 
To those now traveling this section, 
many pleasantries are related of the time 
when “Tommy” Johnson traveled with 
Stacy-Adams shoes. Seven years of 
pleasure and profit—pleasure to all who 
met him and profit to all with whom he 
did business—was his term of service with 
this house. ; 


With A. E. Nettleton Co. 
His.next.connection was and is now with 


A.E. Nettleton Co., of Syracuse, N. Y., his 


territory embracing the South from Ala- 
bama to Texas and St. Louis to the Gulf 
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of Mexico. At this writing, and in follow- 
ing along his career we find him always 
with men’s fine shoes. He is considered 
among keen and technical buyers one of 
the premiers in, and authority on fine foot- 
wear for gentlemen, and is credited with 
having brought about many of the com- 
binations in sizes and widths, essentials to 
an exacting trade. 

The most critical buyers in men’s foot- 
wear consider Mr. Johnson’s judgment on 
men’s fittings worthy of much value—this 
being evidenced from the number of buyers 
from all parts of the United States who 
pay him a call at his Boston office, ostensi- 
bly as purely social, but in reality to talk 
fittings and measurements. 

The other side of “Tommy” Johnson’s 
shows that he can get away from business 


the B.S. T. A., can testify. ““Tommy” as 
a pitcher for the salesmen’s team had the 
reputation of putting four balls out of 
the thirteen pitched over the plate and 
striking out nine buyers in five innings. 


House Bill 676 Not Dead 


That he was always an energetic worker 
for salesmen’s welfare, one has but to 
recall his activities on House Bill No. 676, 
which was sponsored by the then Rep- 
resentative Riley, now the world’s much 
talked of Judge Riley of Malden, Massa- 
chusetts. The object of this bill was to 
obtain for traveling men, a 250 pounds of 
excess baggage in one piece without cost. 
At the hearing on this bill held in the 
State House, Boston, in 1910, President 
Johnson was publicly commended for the 


dive for pearls. They are not found on 
shore. The hillsides most unpromising 
and bleak do sometimes hide the ore.” 
“There is Tommy all the while,” says 
T. A. D., “Sees sunshine in life and joy in 
friends. May he live long to spread more 
of it and we live to enjoy it is the wish all 
shoemen extend to T. E. C. Johnson!” 


Charles F. Kalish is Dead 


One of the veterans of the road is dead, 
and for him mourn a wide circle of friends 
in the trade. This beloved shoe traveller 
was Charles F. Kalish, who for eight years 
covered the Rocky Mountain States for 
the Emerson Shoe Company, Rockland, 
Mass. Mr. Kalish died suddenly on 
Friday, July 28, at the store of one of his 








F. L. KERN 
Who maintains sample rooms in Denver for 
Rice ¢ Hutchins’ Chicago Co. 








at least long enough to help his fellow-man 

as also for exercise to fortify himself for 
his road work. On Saturday afternoons 
in the summer time he can be found tramp- 
ing the greens of the Commonwealth 
Country Club at Chestnut Hill, Mass., 
with others, in the tempting game of golf— 
and here again is where his jolly good 
humor comes into play. The man in the 
hazard gets in a merry little joke and for- 
gets his trouble. 

In association work he has held the 
position of president of the Southern Shoe 
Travelers’ Association, president of the 
Boston Shoe Travellers’ Association, char- 
ter member of the N.S. T. A., and member 
of the Boston Shoe Trades Club. 


““Some”’ Baseball Player 


In his youth, he was some base ball 
player and carried some of his atbletic 
powers into his mature years, as many 
shoe buyers who attended the outings of 


J. W. McGEE 
“The Chicken” Shoe Salesman, who formerly 
represented the Boyd-Welsh Shoe Company of St. 
Louis on the southeastern coast, is now traveling 
in New York and Pennsylvania for the same 
firm, with headquarters in Pitisburgh, Pa., Hotel 


Henry. 








many substantial arguments produced, 
all tending to prove the benefit to be 
derived from the passage of this bill. How- 
ever, arguments did not prevail as the bill 
was given leave to withdraw. 

That it is not just dead, nor hope aban- 
doned, is verified by the activities still 
being put forth by the proposer and will 
not be, Tommy says, as long as he has 
backers to help him out. Tom’s slogan is 
—‘‘Stand behind me, boys, and we will 
soon get it. The Commonwealth of 
Massachusetts needs business and the 
salesmen are the ones who bring it to her. 
Some day soon she will awake from her 
sleep and realize it too.” 


Tommy’s Viewpoint and a Toast 


When any one ventures to discourage 
him, he quotes the words of the poet, ““We 
know not what lies in us ‘til we seek. Men 


DAVID E. DAVID 
Who travels out of the Rice § Hutchins St. Louis 
Shoe Co. 








customers in Calexico, Mexico. He was 
just finishing a most successful trip. 

“Charlie” as he was affectionately called 
by brother travelers and the trade was one 
of the best business getters on the Emer- 
son Shoe Co.’s salesforce and he died talk- 
ing shoes. His death was caused by the 
extreme heat. He was fifty-three years 
old and leaves a brother Henry, who is 
connected with the United States Rubber 
Company, and a sister. His body has 
been sent to his former home in Winthrop, 
Mass., and the burial will probably take 
place on Monday, August 7. 


T. Gaines Takes Another Line 


Towns Gaines, a popular salesman for 
Krippendorf-Dittman Company has added 
the line of men’s shoes made by Doyle, 
Mullins Shoe Company, of Brockton, in 
the Carolinas and Virginia, which territory 
he has traveled for 40 years. 
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Fred Stanton With 
H. E. Guptill 


F. W. Stanton, past president of the 
Southern Shoe Travelers’ Association, one 
of the founders of the N. S. T. A., and the 
first secretary of the National, has made a 
new connection—namely the beautiful 
line of women’s shoes made by Hervey E. 
Guptill of Haverhill, Massachusetts. Mr. 
Stanton will still sell his men’s line— 
namely that of Keith & Pratt of Middle- 
boro, Mass. His new connection was made 
just prior to the big Boston Style Show 
of July 10-13 and during the style show, he 
spent the major portion of his time at the 
H. E. Guptill booth, assisting Mr. Guptill 
in exhibiting the many exquisite new 
models. 








H. H. REED 
One of the steady ogpure of the Rice § Hutchins 
Chi ( 


icago Co. 








In Beauty’s Realm 

For instance, in one straps and cross 
straps, with heels. mostly from 12-8 to 
16-8, there were some baby Louis, some 
junior Louis heels and some of the full 
Louis. A dainty strap pattern with bronze 
beaded ornaments, carried a two-inch heel; 
one shoe carried a hand-painted daisy pat- 
tern, another was of pale yellow suede, 
with gold kid cut outs in leaf effect over 
vamp and quarter, and two-inch covered 
hee!. A Colonial pattern came in beige 
suede with a large shield tongue, and in- 
lays of patent leather; the strap of this 
shoe was fastened on either side of the 
ankle with buttons, perforated tip and 
rounded toe, inlays of patent leather. A 
gray suede was laced at the side with rib- 
bon: red kid pointed tip and heel of red 
kid, heel foxing, and a 16-8 heel. Some 
very attractive carriage boots trimmed 
with ostrich were shown. A pink satin 
one strap had a vamp embroidered in pink 
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and green taffeta ribbon, in floral effect 
with little gold tinsel centers, which Mr. 
Stanton said took some time to get to- 
gether as Boston and New York were 
scoured to get ribbon of the required nar- 
row width. 

A $50. Shoe 


But the marvel of all was a white 
washable kid pump, with insets all 
around the vamp and quarter of Batten- 
berg lace. This lace was of fine linen 
thread made by a convent educated girl, 
and was of expert workmanship. The 
length of time taken to make a pair of 
these shoes was ten days and their cost 
to make about $45.00 A woman came to 
the booth when Mr. Stanton was exhibit- 
ing them and wished to know their cost— 
on being told that she could have a pair 
for $50, she said that she would consider 


F. W. STANTON 


Who represents H. E. Gupltill of Haverhill, Mass., 
and Keith ¢ Pratt of Middleboro, Mass., in the 
South and Southwest. 


it. “This particular shoe,” said Mr. Stan- 
ton, “was merely for show purposes, to 
demonstrate what is possible in the way of 
fine custom shoemaking.’”” There were 
other more practical styles. For instance, 
a one strap patent with two-inch heel, 
imitation wing tip, which carried a little 
rhinestone buckle and pendant. A bronze 
beaded Colonial had its tongue and vamp 
beaded; this carried a 15-8 Louis heel. 


Southern Business Improving 


Mr. Stanton covers the entire South and 
Southwest, including Texas and Arkansas, 
with the exception of Florida. He reported 
that the general tone of business through 
his section was much better; that there 
seemed to be a feeling of increased con- 
fidence on the part of the people, and that 
conditions are getting better all the time. 
He believes. that there is every reason to 
look for a fair business this coming season. 
“From the last reports I had,” said Mr. 
Stanton, “the crops are favorable, which 
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is the all important thing, because the 
South being very largely an agricultural 
country, good crops stiimulate business 
tremendously. 

“However, the weather man certainly 
gave us plenty of rain—more than I ever 
remember before down South—nine inches 
in fourteen hours.” 

After a short vacation, Mr. Stanton 
again starts South on his long trip. 


Fahey Travels for Outing 
Shoe Company 
George Fahey covers Ohio and Indiana 


for the Outing Shoe Company. Mr. Fahey 
made connections with this house the first 








JOHN ALLEN 
Who represents the Juvenile Shoe Corporation of 
America in Iowa. Mr. Allen has done exception- 
ally well with the Juvenile line since the company 
has been selling direct to the retail trade. He is 
well known to the trade and very popular with 
retail shoe merchants and brother salesmen, having 
covered Iowa for some twenty years. 








of January. Although a young man, Mr. 
Fahey has traveled everything East of 
Denver and enjoys taking an occasional 
barometer of business conditions. He 
reports business as 200 per cent better 
than last season. 

“My white canvas, felts and satins have 
sold splendidly, and I believe that the 
improvement has set in to stay,” said 
Mr. Fahey. During the war, Mr. Fahey 
served in the U.S. Navy. 


Spicer’ with Rice & Hutchins 


The Rice & Hutchins Atlanta Company 
has added to its staff, Frank W. Spicer, 
who will cover one of the important ter- 


ritories of that organization. Mr. Spicer 
has handled a number of well known 
women’s lines out of Haverhill, where he 
has been favorably known. 
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Wiskochil Takes More 
Territory 

The Thumb district of Michigan has 
been added to the territory of A. L. Wis- 
kochil, who has covered the city of Detroit 
for the Edmonds Shoe Company. 

Mr. Wiskochil has achieved the remark- 
able record of 206 per cent of the quota 
assigned to him for the last season. His 
ambition is to sell as many Foot-Fitters 
in this district as there are flivvers in 
Detroit and he says that the policy of 
standardization pursued by his house is 
thoroughly appreciated by the merchants 
in that district who have seen the remark- 
able success that bas followed the same 
plan in the automobile industry. 

He says that a salesman’s duty to his 
house and customer doesn’t end with the 








Deeside 





Cc. J. DAVIS 
One of the Rice ¢ Hutchins Chicago Company's 


bigger producers in ‘the windy cily on the lake.” 








sale of his product, but that it must be 
carried on to means by which the retail 
merchant is enabled to sell the shoe and 
order more. 

The plan is evidently successful and Mr. 
Wiskochil is one salesman who has done 
so much business that his house has found 
need to give him more territory in order to 
keep him busy. 





Nighswonger Travels for 
United States Rubber Co. 


L. R. Nighswonger, formerly manager 
of the Wisconsin Hotel, Nunn-Bush Shoe 
Store in Milwaukee is now affiliated with 
the Milwaukee Branch of the United 
States Rubber Company. He is to cover 
that part of Wisconsin within a radius 
of one hundred miles of La Crosse. 

Mr. Nighswonger is a young man who 
is thoroughly familiar with the retail mer- 
chants’ side of the footwear business. 
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C. H. Young Big Business 
Getter 


There’s always plenty of business for 
the fellow who leaves behind him the ordi- 
nary methods of doing business and gives 
his customers something to look forward 
to.” This was the statement of C. H. 
Young who covers New York State for the 
Edmonds Shoe Company of Milwaukee. 

Mr. Young’s territory has become so 
hard to manage in the past year that he 
has been forced to bring his brother, E. Y. 
Young, into the field to help him. 

Mr. Young’s mail order business in the 
last year was three times greater than that 
of any other member of the Edmonds 
staff, beside the fact that he sold 128 per 
cent of the sales quota assigned him for the 
past season. 


Increases Customers’ Sales 


When asked, point blank, to what he 
attributed his hold on the section, Mr. 
Young was modest, and replied: “I always 
make it a point after I have talked to my 
merchant to take his clerks into my con- 
fidence. I show them the merchandise, 
explain its manufacture, the materials— 
in fact sell the store salesmen just as 
thoroughly as I can on the shoes so that 
they in turn may pass along this enthusi- 
asm to their customers. 

“I have found my customers appreciate 
it. It is something that they would like to 
do, but often haven't the time to look after 
and then, too, they feel that a factory 
man will impress the salesmen more and be 
able to give them more points for their 
advantage. 

“In other words—I help my customers 
to sell more shoes and as a result—my own 
business is bettered. It takes up time, but 
it adds to the sales total.” 


Ambrose Gaines With 
Conrad Shoe Company 


Ambrose Gaines of Knoxville, Tenn., 
one of the best known shoe men of the 
south, bas arranged to cover southern 
territory for the Conrad Shoe Company 
of this city. He has been spending some 
time at the factory in Brockton and is 
taking his vacation with his family at 
Onset. During the late war, Mr. Gaines 
was a captain overseas in a six-inch trench 
mortar artillery, serving at Argonne and at 
St. Mihiel. He is the fifth successive Am- 
brose Gaines to have acquired a captaincy 
and his son is the sixth ““Am’”’ Gaines. 

Captain Gaines is president of the East 
Tennessee Poultry Association, and it is 
largely through his efforts that the Ameri- 
can Poultry Association will hold its 
annual meeting in the South in August. 
He is a breeder of fancy poultry, owns 40 
or 50 dogs, and is judge of field track trials 
for dogs in the circuit which starts in at 
Manitoba. 
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Sam Merican an Optimist 


Sam Merican, who covers Texas for the 
Baltimore Shoe House, returned from his 
territory very optimistic as to future busi- 
ness from this state. “Sam’’ has been 
covering this field for the past eight years 
and according to him, great business wil] 
come out of the Lone Star State in the 
future. At present he is making three 
trips a year and if he becomes more en- 
thusiastic about Texas, we will expect 
him to buy a ranch out there. Mr. Meri- 
can has been in the shoe game for the 
past thirty years and grew up in the above 
concern. He is now one of the vice-presi- 
dents and is very instrumental in the suc- 
cess of the corporation. Many and varied 
are his traveling experiences, among which 
he tells of being carried into Mexico on a 
joy ride with a Spanish salesman and meet- 
ing with the Carranza soldiers. After they 
































SAM MERICAN 
Who travels Texas for the Baltimore Shoe House 







had made satisfactory explanation to the 
commanding officer, they were permitted 
to return to the States. Since this in- 
stance, Mr. Merican has given the Mexi- 
can border a wide berth and has stayed 
well on the American side. 










Irving Drew Salesmen Confer 


The twenty salesmen of the Irving Drew 
Company, Portsmouth, Ohio, were at the 
factory recently attending a general con- 
ference. Lasts, styles and patterns for the 
fall selling season were determined. The 
men expect to be in their territories Sep- 
tember 1. The Irving Drew Co. at present 
is sold up to October 1. 













New Shoe Stores 


Hamilton, Inc., 826 Market Street, San 
Francisco, Calif. 

Albert Nashelsky, Woodward, Okla. 
shoe department. 

A. Flatow (Brockton Shoe Store) 
(121 E. 2nd Street), Jamestown, N. Y. 

Euclide Drolet & Co., Montreal, P. Q. 
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: Where [es J 
Quality and Style 

Are Combined 

DEGEN-LIPP, Inc. 


607 MARBRIDGE BUILDING Wiesnmate fies Tn Beaters BROOKLYN, N. Y. 
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} As a sturdy support, for oR of 
| Ein ace, tbe Ventilated Foot 
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surgeons yh its thy 
Make your stock of 
WENTULAMORS children's shoes 
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7. Tae Brockton on iss 
for immediate 
SURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass- 


*All Patent Leather - » - $6.25 
*All Black Satin ‘ 6.25 
*Black Satin Vamp, with brocaded 

satin straps and quarter - 0 


OT 


. Kistler, Lesh & Co., Inc. 








SOT 


Brown Kid, with brown suede straps 00 
ai Delivery in Three to Four Weeks 

*In Stock after Sept. Ist. = 
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‘i! || FINE OAK SOLE LEATHER GOLDSTEIN SONS & TORIO Inc. 

BELTING BUTTS zl 199 | & afayette Street 2 

nfer 332 Summer St. | BOSTON, MASS. |] - ‘gaaely . 
Drew 








te BLOODED-STOCK THE | MARTINIQUE 


, Sep- Broadway, 32nd and 33rd Streets, New York City 


esent If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity * 
for speed and endurance. 

It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
Ykla., pinch of salt. 


Situated in Centre of Shopping District — 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct communi- 
ication with the tye and Grand 
Sa Central Stations, also general Post Office and 
}, San Railroad Stations at Jersey City. 

The Restaurants offer a truly ete Pave 

ice—with Club Breakfasts, Special Lunch 
~~and- Dinners;-also” a ta Carte Service 
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P Q From $2.50 Up 600 oomis Resident Manager 
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NEW FALL OXFORDS NOW READY 


THE 





CORRECT COLLEGE STYLES 







SHOE 








Brae Burn 





617 603 
Tan Norwegian Phila Lace Black Norwegian Phila Lace 
Oxford, Overweight Oxford, Overweight Single 





——_ 
Sole. A. B, 7-11. C, D, 6-11. Sole. A, B, 7-11. C, D, 6-11. 





Aberdeen 


F 521 
Black Boarded Calf Foxed 
Oxford, Overweight Single 
Sole. B, 7-11. C, D, 6-11. 
No. 604 same in high shoe. 


F 520 
Boarded Russia Foxed Oxford, 
Overweight§ Single Sole. B, 
7-11. C, D*6-11 
No. 606 same in high shoe. 


BE PREPARED FOR BUSINESS — DON’T LOSE SALES 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 




















REPCO 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 
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(Concluded from Page 93) 


**Parade”” Pump 
A neat pump of specially woven duck. Smooth white rubber 


sole. Flush heel. w foxing. Special combination steel and 
fibre shank that supports the arch of the foot firmly. Made 
with or without instep strap. White enamel'ornament. 
“Feltex”’ Insole. 24 pairs to the case. 
Toe Widths Sizes 
Pelham (Pointed) M,F 244-8 
Dorset (Round) M,F 2%-8 
Women’s Parade $1.60 
Women’s Parade Strap 1.70 
**Veranda” 


A serviceable pump with special heel lift. Made from white 


duck. Smooth white rubber sole. Low foxing. Made with or 


oe instep strap. White ornament at throat. “Feltex’”’ 
nsole. 
24 pairs to the case. 
Toe Widths Sizes 

Pelham (Pointed) M,F 24%-8 

Dorset (Round) M,F 2%-8 

Women’s Veranda Pump $1.35 
Women’s Veranda Strap Pump 1.45 

“Leda” 


A pump that will serve the same purposes as the Veranda at 
less price. Made from white duck with or without strap. White 
corrugated rubber sole. Flat heel. White bow. Same material 
as Champion line with Champion trade-mark. 

24 pairs to the case. 


; Toe Widths Sizes 
Women’s Leda Dorset M,F 24-8 $0.85 
Women’s Leda Strap Dorset M, F 214-8 .90 


**Lotos”’ 

A heeled pump serving the same purpose as the Parade at less 
price. Made from white duck with or without strap. Same ma- 
terial as the Champion line with Champion trade-mark. White 
corrugated rubber sole. Flush heel. Combination steel and 


fibre shank. 
24 pairs to the case. 
Toe Widths Sizes 


Women’s Lotos Dorset M,F 244-8 $1.10 
Women’s Lotos Strap Dorset M,F 24-8 1.15 
Misses’ Lotos Dorset M,F ll -2 1.00 
Misses’ Lotos Strap Dorset M,F ll -2 1.05 
**Home-Slipper”’ . 


For house wear. Made of black duck with instep strap, lined 
with white drill. Black rubber foxing with a lightweight black 
rubber sole and heel. One principal feature of this shoe is the 
combination steel and fibre shank which firmly supports the 
arch of the foot and gives comfort during long hours ot standing. 
“Comfort” Insole. 24 pairs to the case. 

Sizes 
214-8 


Women’s $1.15 
**Mayfield”’ Sandal 
\ bathing sandal. Made in white, black, blue, and red tico 
sateen with white trimming and white sole. 
24 pairs to the case. 
Sizes 


2144-8 $0.85 


Women’s 
**Bathing”’ Oxford 
A bathing shoe at a lower price than the “Mayfield’’ Sandal. 
Made only in all white. 
24 pairs to the case. 
Sizes 


Women’s 2% 8 $0.70 
Misses’ ll -2 65 
Children’s 4 -10% .60 


“Bathing” Bal 


Same construction and neat op ance as the “Bathing” 
Oxford; made in one style only: White Duck with Black Trim- 


mings. 
Sizes 
W omen’s 24%-8 $0.90 
“Emmy Lou”’ 


A pump made on Nature last. White duck with smooth 
white rubber sole and special white “‘Feltex’’ Insole perforated 
for ventilation. New instep strap. White buckle. 

24 pairs to the case. 


“on yay 


Toes Widths Sizes 
Women’s Nature M, F 2% 8. $1.45 
Misses’ Nature M, F ll -2 1.35 
Children’s Nature M,F 4 -10% 1.20 


“Polly Ann” 


A pump designed on the same pattern as the Emmy Lou, but 
made to sell at a lower price. White duck with instep strap. 
White bow and white corrugated sole. Champion ‘euleaaah. 

24 pairs to the case. 


Toes Widths Sizes 
Women’s Nature M, F 2i%- 8 $0.95 
Misses’ Nature M, F ll -2 85 
Children’s Nature M, F 4 -10% RB . ° 


‘Sister Sue”’ 
White duck pump with ankle strap. White bow and white 
corrugated rubber sole. Same material as Champion line with 


Champion trade-mark. 
24 pairs to the case. 


Toes Widths Sizes 
Women’s Nature M, F 2% 8 $0.90 
Misses’ Nature M, F ll -2 80 
Children’s Nature M,F 4 -10% .70 
*“*Betty”’ 


Built on a special Nature last for children’s feet. Corrugated 
sole. White duck. 


“Comfort” Insole. 24 pairs to the case. 


Sizes 
Misses’ Betty 1l- 2 $0.75 
Children’s Betty 4-10% 65 





Call Is Beacon Falls Credit Man 


William M. Call, with McElwain, Hutchinson & Winch for 
the past fifteen years, has recently been appointed credit manager 
of the Beacon Falls Rubber Shoe Company, to fill the position 
made vacant by the death of the late Henry W. Perry. Mr. 
Call, known to his many old customers as “Bill,” is all that a 
credit man should be. He is active and alert, and at the same 


’ time sympathetic with customer conditions. His past experience 


of a decade and a half of years with McElwain, Hutchinson & 
Winch has been his one and only job up to the time of his present 
affiliation, and during that time he formed many worth-while 
friendships. He has been kept busy since he made his new con- 
nection greeting his former friends among the trade, as Well as 
making new friendships with those-Beacon Falls Rubber Shoe 
Company's customers whom he had not previously met. 





Picnic Season Has Begun 


The season of picnics has arrived and the shoe merchants are 
giving their employees outings. 

The Miller ees. Shoe Company, which operates a chain of 
14 stores in Northern Ohio cities, including Cleveland, Akron, 
Canton, Massilon, and others, gave a picnic for their employees, 
officers and families at Willough Beach on Sunday, July 

There were 150 present, including the families of employees 
and officers, and every one voted that it should be an annual 
affair. Miller employees came to the outing from half a dozen 
cities. Those who.did not have automobiles came in machines 
that were provided. 

Ww ell-filled baskets were brought to the beach by each family 
and at the noon hour the edibles were spread upon a long table 
and all dined as one family. Many pleasant acquaintances were 
made. A program of games and contests was carried out and all 
obtained much pleasure from the sport. Prizes were given win- 
ners of the contests. 

May Company employees of the shoe department picnicked 

July 9, at the Summer home of the May Company, 
along the lake front. A fine dinner was served and a specially 
arranged program was given. 

The May Company, some years ago bought a handsome 
estate on the lake Front near Euclid Beach Park, and has since 
used it for Summer outings for its employees. Groups go there 
for picnics and periods of rest. 

he estate is available only to employees of the company, 
and the privilege is so prized that it has played a big part in re- 
ducing labor turnover for the company. 
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UMS CYS School Shoes 


(PATENTED ) 


Made with the very best bend oak outsoles which cannot loosen up or rip as they 
are TRIPLE STITCHED. When the soles wear out they can be repaired by any 
cobbler, anywhere, as no staples are used in their make up. 


BAL LACE SCHOOL SHOES—Best Bend Soles 
i Spring Outside 
eels Heels 

5400—Cherry Chrome Bal.... icinbtee aes vendseessebaaeeee t $ 
5401—Black Chrome Bal... .... 35 
NE ETS Ee See ee, 
5406—Cherry Ooze Bal 
5407—Cherry Full Grain Upper Stock Bal.....................+.. 
5412—Cherry Elk Bal 
en cece renee heh witeae ean Weed es 
5414—Cherry Crystal Bal.... 
5415—Brown Lotus Bal 
5416—Mahogany Chrome and Smoked Elk Combination Bal 
5463—Smoked Elk Bal, best bend chrome tanned outsoles.......... 1 
5466— Mahogany Chrome and Smoked Elk Combination Bal 


BAL LACE SCHOOL SHOES—Neolin Soles 


“Guaranteed to Wear” 


5440— Mah Chi » Bal, Neolin Sole.................. 
BAL LACE SCHOOL SHOES Sab Se eepTI. ..00..-<ccsseecccs. 


BUTTON SCHOOL SHOES—Best Bend Oak Outsole 


5600—Cherry Chrome Button.... 

5601—Black Chrome Button.... . ingswineds Oaeennreeedaeenns 
5604—Black Ooze Button.......... 

5606—Cherry Ooze Button 


- 
NN 
wv 


PAAAAAAAHC a 


- 
ee ee 

$= 00 = 00 00 00.00 ot ee 
CSLCSSSS Owwaem, 


Quan annaAKe 
eococecoum 


err $1.35 
1.35 


al el kal 





5607—Cherry Full Grain Upper Stock Button....... . 

5614—Cherry Crystal Button 

5615—Brown Lotus Button. . 
5663—Smoked Elk Button, best bend chrome tanned outsoles ..... . 


SSS cwwoen 
AARAAAAA 


BUTTON SCHOOL SHOES—Neolin Soles ait 


“Guaranteed to Wear” 


5640— Mahogany Chrome Button, Neolin Sole $1.25 $1.35 fi er 
5641—Black Chrome Button 1.25 1.35 i ,> 
Sno 

map fo 

ences @ 


BUTTON SCHOOL SHOE care B 
Bosto. 


CALE 


. sii 
tions to 

sion. * 

ae first. le 

Record 

ALE 
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have e 

Referer 

ee J. Ralp 
SALE 

gan 

tucky ¢ 

Harwo 


“‘ THE ONLY COMPLETED STITCHDOWN™ = 


TRIPLE Ww’ WELT we 
Onn | RoW or STITCHING HOLDING UPPER, TO INSOLE awn UPPER. THAT IS | and Sh 


TWO ROWS OF GOODYEAR STITCHING SHOWING ON BOTTOM oF oursoLns {| RAMSEYS ws 


Sissiqyy>i 
New 0 


Ibery'l 


967 Atlantic Ave. FE. J. RAMSEY CO. Brooklyn, N. Y. Ti 


The Boot and Shoe Recorder will appreciate your megtioning the publication in replies to advertisements. 
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MANAGER WANTED 


TO RENT 





—_—_— 








N ANAGER WANTED—For a busy 
IVE shoe store in the Berkshire Hill 
region, capable of getting more shoes 
sold right. Store now doing over $50,000 





yearly. Address D-381, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 





HOE department for rent in a large ready-to- 

wear store in the busiest block on Market 
Street, Philadelphia, Pa. Good window display. 
Only responsible party will be considered. Address 
D-307, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


T° LET—Space in large, fully-furnished samovle 
rvom, 207 Essex St., Boston, Mass. Women's 
welts, McKays or children’s line preferred. Ellis 
Eddy Co., Room 318, 207 Essex St., Boston, Mass. 














Factory 
Superintendent 
Wanted 


SPLENDID opening for a real 

executive. New capital is to 
increase the output of a well- 
known line of Women’s Popu- 
lar-Priced Welts. References 
must show record of handling 
entire plant. Cutting and Fit- 
ting room experience necessary, 
as we want a man to take the 
whole factory, and not from 
fitting room down. If your ref- 
erences show that you are a real 
builder, who can contribute 
constructively to factory organ- 
ization, to quality and produc- 
tion, reply at once. Address 
D-382, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 


























SALESMEN WANTED 


V TANTED—Live wire salesman for New Jersey 

with following to sell line of women’s and 
children’s in-stock. Address K-630, care Boot and 
Shoe Recorder, 127 Duane St., New York. 








BROCKTON manufacturer men’s and boys’ 
shoes desires the services of a first-class sales- 
map for State of Ohio. Established trade. Refer- 
ences and experience in first letter. Address D-376, 
care Boot and Shoe Recorder, 207 South St., 
Bosto.», Mass. 





GALESMAN with established trade to carry line 
\ of boys’ fine welts Brockton-made. o objec- 
tions to be cartied as side line. 6 pet cent commis- 
sion. Territory, liae now cartied and experience in 
first letter. Address D-375, care Boot and Shoe 
Recorder, Boston, Mass. 





SALESMAN wanted, choice territory, lar 
priced short line 12 samples men's welts. ust 
have established trade. 6 p2r cent commission. 
References and past expe.ience in first ietter. 
J. Ralph Baker Co., Bridgewater, Mass. 





SALESMAN WANTED—For New York, Michi- 

gan, Pennsylvania, Virginia, Tennessee, Ken- 
tucky and Texas. Liberal commissions. Chipman 
Harwood & Co., 564 Atlantic Ave., Boston, Mass. 








LINE WANTED 


WANTED—Medium-grade woman's line for 

" Southern territory by experienced salesman, 
thirty-five, employed, but desires change. Can 
give good reference. Address D-350, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








W \ NTED—Reputable lines ladies’, men’s, 
"Y boys’, children’s shoes for Louisiana and Mis- 
sissippi. Establiehed trade, 
New Orleans. Best references. 
Iberville St., New Orleans. 


erate showroom 
Dryfuse, 609 





T' KN SIDE LINF—Can sell a medium-price 
line of turns in the South. Straight commis- 
Now carrying Rochester shoes. Address 
care Boot and Shoe Recorder, 207 South 

St., Boston, Mass. 








FOR SALE 


FOR SALE—Only exclusive shoe store in city of 
7000 inhabitants in one of the Rocky Mountain 
States. Stock around $8000—store prettily fur- 
nished and well-established business. Address 
D-385, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








MISCELLANEOUS 





ry 
z 


Shown in Catalog G.F. 
Wood Fixtures 


Catalog No. 1-A z 


Artificial Flowers Catalog No. 19 


. I — 
Window Valances Me ee Samples 


WINDOW RUGS AND PLUSH 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 


Chicago 
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CUSHION 
STORE LADDERS 




















CHAIRS 
SETTEES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 











Milbradt Rolling 
Step Ladders 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


CASH PAID 
te 
Prompt attention given. 

CHAS. BLACHER 


166 Pulaski St. Eiestiga, N. Y. 
Phone Williamsburg 341 














WANTED TO PURCHASE 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of chase 


Leases having a short term to run taken over. 
tablished 25 years. 


Es 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 


CASH PAID 


for shoe stores or surplus stocks of shoes or 

for other merchandise. Leases m over. 

We will send a representative to investigate 

and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
* 59) 


1 Broadway, New York Ci 
Phone Spring 5160-5161-51 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 


WILL(SLOW SELLERS )FOR 
BUY (Ntine stocks )CASH 
Bargains in shoes always on hand for special sales and bargain b ny 














We bu ick and pay highest cash price 
for sutall’ cad whebecle ctecke of cham or 
ape aia © em ity no object. 

‘or 30 years our specialty. 

Basak and le ref 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Brooklyn 
Phone Stags 1757, 
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issue: 


$4.00 $3.50 

8.00 7.00 
12.00 10.50 
16.00 14.00 


Payment in advance is required, 





Space 1 time 7 times 13 times 26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ANTED—Salesman for Hi Grade Men's 
Welts. Le ang the States 
Ohio, Kentucky the Southern States. Ad- 
Pobre Font Hilker Shoe Co., Racine, 
Wisconsin. 
HOE SALESMEN WANTED.—Two good ter- 
ritories open for live wires with established 
trade to carry a jobber's full line. Commission 
basis and drawing account. Address K-627, care 
Boot and Shoe R 





, 127 Duane St., New York. 





E want live wire business getters for New York, New 
Jersey and Brooklyn. This is a big proposition for real 
big salesmen. Under-priced seasonable merchandise.”’ 
ADDRESS D-378, BOOT AND SHOE RECORDER, 
127 DUANE STREET, NEW YORK CITY 








ANTED—We have openings for live-wire side- 
line salesmen in New York, Pennsylvania, 
Ohio, Kentucky and Tennessee, Texas, Oklahoma, 
Arkansas and other Southern and South-western 
states to handle Rochester's leading advertised line 
of infants’ soft soles and infants’ and children’s 
turns, in ion with pr 
highest commission and want a 
— hustlers nn ~ tra 
t territory Give Present connection, 
references dell we Particulars i in first letter. J. J. 
MacMaster, Rochester, N. 








SALESMAN | WANTED—A Pildedeiphia manu- 
‘acturer of high grade Welt and Turn Children’s 

phn ny oy) - and Michigan and 

several large cities open. A man well inted 

with the trade pose. Address D care 

pet ane and Shoe Recorder, 207 South St., Boston, 
ass. 


GALAN WANTED to carry line of Infants’ 
and Misses’ Turn shoes, on commussion 

territory, Ohio and Indiana. Apply with references: 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 


WaT line salesmen who are at present 
ted with a first-class house and have an 
established trade m.” Stock propenttion. ‘State the 
and men's C proposition State the 
territory ire. Replies to be considered 1 
strict con’ arene. Address D 361, caso Hest ent 
Shoe Recorder, 207 South St., Boston, Mass. 











P and in- 
fants’ turns, on a pad. basis, by a manufac- 
turer of 16 years. We pay a liberal commission. 
— territory is open: Ohio, Indiana, Illi- 

nois, Missouri, Minnesota, Wisconsin, Michi n, 
the Central and Mountain States, and New Eng- 
— wy om aa~ and other line 


an Footwear Co., Inc., 
y a—mety | NY, Factory 2. 


ANTED—Salesmen tosell a medium priced line 

of Men's Dress Welts, on a straight commission 
basis, in the following territories: i 
Wisconsin and Minnesota; Michigan and ry 
Illinois; Missouri and Nebraska. Address D-337 
care Boot and Shoe Recorder, 207 South Street, 


GALESMEN W WANTED—To car conay Save line of Indian 
t soles 











ANTED—Two experienced salesmen with 

established trade in the middle West, to sell 
a special factory line of Three Women's Boudoir 
Slippers. Black Vici Turns at $1.00, $1.25, $1. 35, 
less 5%. Case lots only. Commission 6 + Un- 
usual opportunity. Address D 370, care and 
Shoe Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesmen to handle The Dollar Arch 
as a side line. Liberal commission. When 
writing state terr‘tory and frequency of of covesns- 
Homer-Alden Company, North Att Mass. 





ALESMEN to sell as a side line, Minnesota, 
Michigan aid Illinois, gymnasium oxfords and 
a 5 samples. 5 per cent commission. Good 
ie for live wire. Address Milwaukee 

ic Shoe Co., 486 11th Ave., Milwaukee, Wis. 





E XPERIENCED A-1 shoe salesmen wanted for 
4 general retail trade in several states. Commis- 
- basis. paawegets required. Address P-15 

are Boot and Shoe Recorder, 1420 Widener Bldg., 
Philadelphia. Pa. 





ALESMEN WANTED on commission 

basis for Colorado, New Mexico, 
Wyoming, and States east of the Rock- 
ies, to se i our factory specialty shoes. 
Salesmen with well-established Le 
in non-competing - ae 
Good mal and trade ref: 

ui BUCKINGHAM & : HECHT, 

n Francisco, Cal. 








Ogden Dress Shoe 


The following territories are 
open for our Ogden Men’s Calf- 
skin Dress shoes to retail at $7 
in conjunction with our Fox 
Kip shoes to retail at $5— 
Idaho, Utah and Nevada, Mon- 
tana and Wyoming, No. and 
So. Dakota, Illinois, New York 
State, West Virginia. 


Address OGDEN SHOE. CO. 
MILWAUKEE 


Salesmen Wanted 


Brooklyn concern with New York In- 
Stock Department carrying a live line 
of branded infants’ and children’s 
shoes, requires salesmen in the follow- 
ing territories: Middle Western States, 
New York State, Greater New York. 
Good commission basis. Aggressive 
House. Give full information in appli- 
cation, stating experience and exact 
territory you have covered. All replies 
strictly confidential. Address D-372, 
care Boot and Shoe Recorder, Boston, 
Mass. 

















‘Here's Something”’ 


A well-known manufacturer of 
Women’s ‘“Wide-Width Foot- 
Wear” and “‘Fat Ankle’’ special- 
ties has increased its capacity, 
permitting of the taking on of 
new accounts, and will place 
men with records of achieve- 
ment in several territories now 
available. 

A short line of “‘wide width” 
Goodyear welt specialties car- 
ried on the floor in quantity. 

An arrangement might 
made whereby a “real sales- 
man” could carry our ‘“In- 
Stock”? numbers in conjunction 
with a non-conflicting line. 
Tell the story in the first letter. 
Correspondence confidential. 
Address D 374, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


Salesmen Wanted 


For. The 


Wholesale Trade 


Old established firm making infants’ 
childrens,’ misses’, and growing girls’ 
medium grade Turn Shoes is looking 
= one or more Salesmen for the Job- 
trade. Must have acquaintance 
good ———- Splendid oppor- 
cmiay for the right men. References 
required. Address—D 388, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. 














SALESMEN 
WANTED 


““We have open at this time, West Vir- 
South Carolina, Kentucky, 
jiana, a —- and South Texas 
territory. Our floor stock of all styles 
and a line of eye Outin 
known to possess the well-known Mil- 
waukee market solid leather, service 
shoe quality, should permit any one of 
sales ability to secure attractive re- 
turns. Only ss of experience and a 
pm record apply. te 
ication, with full ~~ , to 
+ Portage Shoe Mfg. of Portage, 
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THE RECORDER CREED: Getting M Shoes Sold Right it only “ ” but “right”’; sold for th ht purpose, to th: 

right wearer, in -t t at the right por ~f hy a SProbhemy ot te ayy 

merchants. The chief Shoe Recorder” is to to aap © solve it; for th this’ is ec basic 

which d ds the the entire allied industries relating to shoes an ; their p 

Annual Subscription in the United States, $5.00 Per copy, 25 cents = nar a $6.00 
No Subscription Accepted for Less Than One Year 
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SALESMEN WANTED 


SALESMEN WANTED 














CHILDREN’S 
LINE WANTED 


Well-known salesman, covering retail 
trade in New England and New York 
State is desirous of securing a strong 
line of Children’s, Misses’, & Growing 
Girls Welts for the present season. 
Has established trade and can make 
good with the right line. Address, with 
particulars, D 387, care Boot & Shoe 
Recorder, 207 South Street, Boston, 
Mass. 


NEY eg ele ay with a line of 
men’s high-grade dress and every- 
day shoes, has openings for live-wire, 
high-grade salesmen. Straight com- 
mission basis. Write at once, stating 
experience and territory desired. Coble 
. A caeaaemaad P.O. Box 602, Milwau- 
2e, e 











SALESMAN WANTED 
Capable of selling large volume in New 
Jersey. To such a man we offer entire 
State, with trade already established. 
Write, giving a ged and previous 
record. All replies treated confiden- 

Address D-386, care Boot and 
hoe Recorder, 127 Duane St., New 
York, N. Y. 








SALESMEN WANTED 


All territories. To carry as side line 
Sheep skin, leather, plush, and felt 
slippers. Straight commission basis. 
State experience and territory desired. 
Midwest Manufacturing de 
600 Blue Island Ave., Chicago, Il 











GALESMEN WANTED to carry infants’ and 
childien’s high-grade turn shoes for each of the 
following territories: —- , Buffalo, Chicago 
and Detroit. The E. F. Wylie Shoe Company, 
Fleetwood, Pa. 


IGH-CLASS SALESMAN—Thoroughly ex- 
perienced selling the jobbing trade only. with 
followirg in Kentucky, Tennessee, Missouri, 
ansas, Oklahoma, Arkansas and Texas, to carry 
an established Brooklyn line of women’s high-grade 
turns and welts. te * tunity for a con- 
scientious worker. references required. 
Addiess K-629, care me and Shoe Recorder, 127 
Duane St., New York. 








SALESMEN 
WANTED 


New capital is to increase the sales of 
a well-known line of popular-priced 
women’s welts. High-grade, experi- 
enced commission men wanted for 
Pacific Coast, South, Middle West, 
and other territories. Send full partic- 
ulars to D-383, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














Shoe Department 
For Sale 


In a Spanos store doing over a 


million dollars a year business. County 
seat town in Indiana. Population 
33.000. Industrial and farming com- 
munity. Street entrance to store with 
modern front. Long lease at rental 
about a third less hom stores in same 
location. Includes light, heat, janitor 
and delivery service. This is a real o 
portunity and further details will 
given to interested party. Will not — 
very much cash. Address D-384, 

Boo: and Shoe Recorder, 207 South ‘St.. = 
Boston, Mass. 


—_——_ 








ALESMAN WANTED who has established 

trade with high-class dealers only, in Pacific 
Coast States, to carry high-grade ladies’ Brooklyn 
turns and welts on commission. A-l references 
required. Address K-631, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


WANTED~ Salesman by old-established Brook- 
lyn manufacturer of high-grade women’s turns 
and welts to cover a, Grorgia, Virginia, 
West Virginia, North Carolina, South’ Carolina, 
Florida, Mississippi and Louisiana. Only those 
coving establi and a trade con- 

Cor ictly mtial. 
Address K-635, care Boot onl | Shoe Recorder, 127 
Duane St., New York. 


HIGH-CLASS SALESMAN with follow- 

ing in New land States, including New 

Jersey and New Y: States, to a are, 

snappy line of ladies’ Brooklyn-made turns and 

welts ission basis. Will consider it as side 

line to right man. Address K-633, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED—Salesmen to carry our short line of 
men’s popular-priced Goodyear welts as a 
side, in Vermont, ie York, New Jersey, Mary- 
land, Virginia, West Virginia, Ohio, Indiana, IIli- 
nois, Wisconsin, Minnesota, North — South 
Dakota, Nebraska, a7 Kansas, Missour , Ken- 
by and Tennessee. Address D-379, ome Rng 
nd Shoe R Recorder. 207 South St., Boston, 


ANTED—A “live wire’ with 4% of a 
and “pep” and no others need app! 

sent our short specialty tine of pa a on chil. 
dren’s sho2s—leading styles in stock. Old-estab- 
lished factory line with a high reputation ii low 
prices and snappy styles. Our line works in nicely 
with a short line of women’s shoes. Lemay ee oper 
Southern Georgia, Mississippi, Alabama, Louisiana. 
Address with full parti Sales Manager, 
Shoe Factory, 46 Stone St., Rochester, N. Y. 

ee SALESMEN to carry as sida line on 

—_» > commission, well known in-stock line 

of hone cKay and aie welt shoes. P; 
Coast, Wisconsin, Middle West and South. Ad- 
dress D-380, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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Salesmen Wanted 


with established trade to sell: “‘Foot 
Prints” shoes ‘For Children,” in 
territories adjacent and including 
the following cities: 


PE tocdcdescenrede 


Huntington......... 
Richmond 
Jacksonville 
Knoxville 

Louisville 
Milwaukee 
Philadelphia........ 
Pittsburgh 


Our line of inf: and 
children’s turn shoes made in our vari- 
ous associated factories, located in the 
heart of the children’s shoe producing 
district. Many lines carried in stock 
for immediate delivery. We also make 
to order in case lots, giving the trade 
ten per cent discount. Will pay liberal 
commission to good salesmen. In your 
first letter, give us a number of refer- 
ences, stating whom you have sold 
shoes for; how long; your annual sales; 
territory which you have covered, and 
your AGE. 


. Pennsylvania 
Pennsylvania 





Address 
Consolidated Shoe Company, 
Inc. 


67 South St., Boston, Mass. 














INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Anderson-Owens Shoe Co., Lynn, Mass... . 
Ault-Williamson Shoe Co., Auburn, Me... 


B & P Footwear Co., Inc., Oswego, N.Y... 
Barry, T. D., Co., Brockton, Mass. 
Bartlett, Somers Co., Lynn, Mass. . 
Bender Shoe Co., Lynn, Mass........ 
Bleecker Shoe Co., New York City 

Blum Shoe Mfg. Co., Danwills, N. 
Boardman Shoe Co., Boston... . 

Burdett Shoe Co., Lynn, Mass... 
Brockton Co-operative Shoe Co 

Burkley Shoe Co., Brockton, Mass. 


Clapp, Edwin H., Co., E. Weymouth, Mass. . 
Collins & Staples, Haverhill, Mass. . . 

Coon, W. B., Co., Rochester, N. Y. 

Cotter Shoe Co., Lynn, Mass.......... 
Craig, Read & Emerson, Inc... .. 
Creighton, A. M., Co., Lynn, Mass 

Cushing Shoe Co., Lynn, Mass... .. 


Dalton Co., Brockton, Mass. . ; 
Degen-Lipp, Inc., Brooklyn, N. Y 
Dodge, N. D., 


Shoe Co., Newburyport, Mass. 


Doyle, Mullen, Brockton, Mass... 
Drew. Irving Co., The, Portsmouth, O. . . 41 
Duttenhofer, Val, Co., Cincinnati, Ohio. 16 


Edmonds Shoe Co., Milwaukee, Wis —— 
Edwards, J.. & Co., Philadelphia . 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y. 101 
Ensign Shoe Co., Belafst, Me ..100 


Felstiner-O’Connell Shoe Co., Inc 97 
Fern & Poor Co., Inc ; jiion . 7 
Fisher, A., & Son, Lynn, Mass... 23-54 
Fox, Chas. K., Co., Haverhill, Mass 
Freeman-Thompson Shoe Co., St. 
inn ‘ 
Gardiner, H. K., Co., Lynn, Mass. . . 
Gregory & Read Co., Lynn, Mass 
Goldstein Sons & Torio, Inc., New York City 
Gustin Co., M., New York City. ........96-99 


Paul, 


Hagerstown Shoe & Lessing Co.., agar 
ton, Md 
Hannahsons Shoe Co., Haverhill, Mass... .. 
Harney, Tracey & Crehan Co., Lynn, Mass. 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 
Hennessey, Maxwell & Hennessey Shoe Co.. -_ 
zynn, Mass én 

Hoag & Walden, Sas. Leua, Baw > 
Hopkins & Ellis Co., Haverhill, Mass. . 
Howard & Foster Co., Brockton, Mass . 


eens 


Jelly-Delaney Shoe Co., Lynn, Mass... . 
Johansen Bros. Shoe Co., St. Louis, Mo 
Johnston & Murphy, New York City 
Jones & Thomas, V. K., & A. sean aomm, 


ass 
Juvenile Shoe Corp., Carthage, Mo. detention 


~£ BR a TT 


Keith, Preston B., Shoe Co., Brockton, Mass. 24 
Kiely, T. J., Co., Lynn, Mass ... -.. & 


Lape & Alder Co., The, Columbus, 0... . 10-11 
Lippitt-Alfond Shoe Co., Lynn, Mass. 4 
Lilly, Henry, New York City. .... 100 
Lynn Moccasin Co., Lynn, Mass. . 101 


MacLaughlin-Conway Co., Lynn, Mass 54 
MacMaster, J. J., Co., Rochester, N. Y 12 
Marshall, C. S., Co., Brockton, Mass. os ae 
Maid-Rite Felt Slipper Co., Inc... .. 7 
Marion Shoe Co., Marion, Ind... . 5 
Marston & Tapley Co., Danvers, Mass . wo 
Martin, A. H., Rochester, N. Y.... 101 
Meier, John, Shoe Company, St. Louis, Mo. 21 
Mitchell-Caunt Co., Lynn, Mass. 46-54 
Bioete Shafer Shoe Mfg. Co., Brockport, 


& Bro., Lynn, Mass. . _ 
Lynn, 


Melanson, J. I., 
Murphy, Gorman & Waterhouse. 
Mass “e acne 


Nettleton, A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester. . . 101 


Olenick, I., New York City 


Oriental Boudoir Slipper Co., Haverhill, 


Packard, M. A., Co., Brockton, Mass. . .98-112 
Peck, Frederick S., Worcester, Mass 


Peters, Branch I. 8. C., St. Louis, Mo., 
3d Cover 


Phillips-Cram Corp., Haverhill, Mass 
Philmall, Inc., New York City 


Ramsey, E. J., Co., Brooklyn, N. Y 
Rialto Shoe Co., Lynn, Mass 
Rice & Hutchins, Inc., Boston 


Smith-Briscoe Shoe Co., Lynchburg, Va. . 
Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass. 26, 99 
Stockbridge Shoe Co., Haverhill, Mass..... 97 
Stone, K. M., Com., Inc., New York City.. 97 


Teeple Shoe Co., Waupun, Wis 

Tessier & Bowdin, Haverhill, Mass 

Thompson Bros. Shoe Co., Brockton, Mass. 100 
Thomson-Crooker Shoe Co., Boston 
Tober-Saifer Shoe Co., St. Louis, Mo 


Union Shoe Co., Brockton, Mass 
United States Rubber Co., New York City, 
47, 9 


Wall, Doyle & Daley, Inc., Brockton, Mass. .98 

Watson Shoe Co., Lynn, Mass 

Weber Bros. Shoe Co., No. Adams, Mass... . 

Westcott-Whitmore Co., Syracuse, N. Y.... 96 

Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
Front Cover 

Whitman & Keith, Brockton, Mass 

Williams, Clark Co., Lynn, Mass. . 

Witherell, E. A. & M. C., Co., Haverhill, 


FINDINGS AND SHOE STORE SUPPLIES 
Allen Hosiery Co., Philadelphia, Pa 
Bongiovanni Bros., New York City 
Coultas Co., D. W., Providence, R. I 
Dalrymple-Pulsifer Co., Haverhil), Mass. .. . 


Elastic Tip Co., Boston 

Electric Window Salesman Co., Boston 
Ellis, W. E., Co., Haverhill, Mass 

Emery & Beers Co., Inc.,New York City... . 
Everwear Hosiery Co., Milwaukee, Wis 
Fashion Ornament Co., Brooklyn, N. Y 
Hecht Fixture Co., Chicago 

Kahn, Edw. E., Co., Brooklyn, N. Y......... 
Lyons, Hugh & Co., Lansing, Mich 


Milbradt Mfg. Co., St Louis, Mo 
Myers, F. E., & Bro., Ashland, Ohio 


Netschert, Frank, New York City 
Onken, Oscar, Co., Cincinnati, Ohio 


Parisian Beading Works Co., Philadelphia. . 102 
Propper Silk Hosiery Co., New York City. .. 


Rauh, S., & Co., New York City 
Radmoor Mills, Philadelphia 


Success Mfg. Co., Spokane, Wash. . 
Vanity Novelty Works, Brooklyn, N. Y.....1 


Whitcher, Frank W., Boston 
Wizard Lightfoot Appliance Co., St Louie. 


MACHINERY, LASTS, MFRS. 
DRESSINGS, ETC. 


SUPPLIEs, 


Beckwith Mfg. Co., Boston... ... ........ 38 


Cincinnati Last Co., Cincinnati, Ohio. .28, 103 
Griffin Mfg. Co., New York City 


New England Wood Heel Co., Haverhill, 
Mass. . .100 

North & Judd Mfg. Co., New Britain, Cum, 26 

Tubular Rivet & Stud Co., Boston. . 

United Fast Color Eyelet Co., Boston 


United Shoe Machinery Corp., 
24, 106, 112 


Wiechman Pattern Co., Cincinnati, Ohio. . . 103 
Wind Insole & Counter Co., Inc., Campello, 


LEATHER AND OTHER MATERIALS 


Beebe, Lucius, Boston 
Beggs & Cobb Co., Inc., Boston 


Chamberlain, B. F., Boston 
Creese & Cook Co., Boston 


Foerderer, Robert H., Inc., Philadelphia. . 18-19 
Hanover Rubber Co., W. Hanover, Mass. .. 
Jones Co., F. E., Boston 


Kenworthy Bros., Stoughton, Mass......... 
Kistler, Lesh, Inc., Boston 


Larkide Co., The, Boston 
Ohio Leather Co., The, Girard, Ohio .. ..33-34 
Pfister & Vogel Leather Co., Milwaukee, Wis. 4 


Rueping, Fred, Leather Co., Fond du Lac, 
Wis.. 


Scherer. Oscar, & Bro., Inc., New York City 6 
Schmidt,Carl E., & Co., Inc., Detroit, Mich. 


Skinner, Wm., & Sons, New York City 


Vaughan, Geo. C., Peabody, Mass 


MISCELLANEOUS 


Atlantic Printing Co., Boston. . 
Blacher, Chas., New York City 
Brooklyn Purchasing Syndicate. - 
Brooklyn Slipper Co., Brooklyn, N. Y 
Calderwood & Preg, Inc., Boston 


Hooper Printing Co., Boston 
Hotel Martinique, New York City . 


Kalter Cerf. Co., Max., New York City 


New York Export Purchasing Corporation, 
New York City 


Root Co., F. S., Boston 
Tolman Print, Brockton, Mass 
University Electrotype Foundry 


War Dept., Surplus Property Div... 
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YOU will observe 

By even casual inspection 
That Shoe Lacing Hooks 
Have arrived, 

As the latest styles 

In Fall footwear 

For men, women and children 
Clearly show. 


v 


AND it’s only natural 
For they're quick to lace 
And ee to the shoe 


Easily adjusted 
Insuring perfect fit 
For any ankle. 


v 


BESIDES— 


You will note 
The fashion experts 


The shoe editors 


The i 
The shoe salesmen 


And all 

Who make “Styles” 
A certainty 

Say Shoe Hooks 
Are Here to Stay. 


vr 


ADVERTISING 
Did'nt do it all 

No! 

Not by a long shot! 
People just decided 
And insisted 

On having NOW 
What They Have 
Always Wanted— 
Lacing Hooks. 


Shoes with Lacing Hooks can be bought from 
dealers in Quality Footwear 
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DIAMOND BRAND 
FAST COLOR EYELETS 














United Fast Color Eyelet Company 


Boston, Massachusetts 
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THE FETCHING ANKLE IS NOT A THING APART. 
GREATLY IT DEPENDS ON THE DAINTY SHOE 


BENEATH. 


FOX FOOTERY WITH ITS MODISH LINES, ITS SLIM’ 
SWEEPING GRACE, MAKES FASCINATING WHAT 
OTHERWISE MIGHT BE—JUST AN ANKLE. 


SUCH IS THE CONSUMER’S VIEW, AND YOU MUST 
CONSIDER HER REQUIREMENTS—GIVE HER FOX 
SLIPPERS, PUMPS AND OXFORDS—IF YOU wWISH 
TO KEEP HER MAKING HER PURCHASES AGAIN 
AND AGAIN AT YOUR STORE. 


», Charles K. Fox, Inc., 
Haverhill, Mass., U.S.A. 


Boston: 54 Lincoln Street 
New York; Marbridge Bldg., Broadway and 34th Street 
Room 632 


Chicago: Great Northern Building 


. 


She! Ovy 
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“Follow the Creighton Line’ 


9 
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IN STOCK 





° 







STYLE NO. 421 





Russia Calf Blucher Oxford—Tony Red Calf 
Tip, Saddle and Backstay—Kid Lined. Solid 
leather construction—Goodyear Welt—8-8 Wing- 
foot Rubber Heel—Widths A to D. 


Price $4.00 


Send for new Fall stock catalog 








Boston Office—183 Essex Street 


A | A Gee ghton 
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D me STANDARD KID © 
BosTON 





Retailers of Quality Footwear at 
medium prices find that the lines 
made of STANDARD KID not 
only meet the style test but also 
stand up in Wear. 


---and the reason: STANDARD 


KID is always made from fine- 
grained raw stock. 


Specify STANDARD KID 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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HAVANA BROWN 


NEW CASTLE KID 


The Outstanding (olored Leather Surety 
On Which There Is NO Speculation 





OMEN in business are not easily deceived 

by mere SHOW of beauty. They are coming 
more and more to know that value in shoe leather is 
quite as well worth their insistence as quality in 
dress fabrics. 


That is why so many more women’s shoes for business 
wear are being made out of New Castle HAVANA 
BROWN Kid. 


—for few women who have once worn New Castle 
HAVANA BROWN will omit to ask for “that same 
leather that looked so well, wore so long, and was so 
comfortable,” when the time for a new pair comes 
along. 


In giving them the genuine New Castle HAVANA 
BROWN you are not indulging a mere whim. You 
are tying them more firmly to your store. 


NEW CASTLE LEATHER CoO., Inc. 
NEW YORK 





This street oxford of New Castle HAVANA BROWN 
Kid by the Stetson Shoe Company is one of their largest 
Sellers in Stetson shoes for women. 


The acknowledged excellence represented by the STETSON 
name has perfect outward expression in this style through 
the smartly “tailored” lines, quietly emphasized by the 
inimitable richness and texture of the leather. 





“Judge It By Its Users’’ 
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National k 
Hiking Oxfords 


—the ideal low shoe for the outdoor girl. They give 
the finishing style touch to the girl who wears wool 
hose and Knickers, or the one who prefers a sport 


suit, when she goes for a hike in the parks, or out into 
the country. 


Display these snappy oxfords to the girls in your town who 
hike, play golf or go camping and you will pull in that “extra 
pair” sale for boosting your summer trade. 


Each shoe is made of best selections of leather, solid flexible 
oak soles, soft toes, gusset tongues, drill lining under the vamps, 
all leather seamless quarter linings. 


They are companion LOW SHOES to our famous National 
Park Hiking Boots, and are equally popular sellers. 


WRITE FOR NATIONAL PARK 
HIKING OXFORD SALES AGENCY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, 2: 3 MISSOURI 


AN, @ forih 


Smooth and Comfortable Keeps Out Dirt Easy on Tender Feet 


DER 


No. 16302— Maho- 
any Elk, Moccasin 
‘oe, A-4/8: B-3/8; 

C and D-24%/8 

Price $3.85 


No. 16300—Maho- 
gany Elk, soft cap * 
tow, A-4/8, B-3/8: 
C and D-2%/8 

$5.00 


No. 16100—Maho- 
gany Elk, soft cap 
toe, A-4/8; B-3/8; 
C and D-24%/8. 
$3.60 


Reg. U. S. Pat. Off. 
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BUYING 


The Rule for Fall Business 


The coming Fall season will bring with it new opportunities 
and open new highways to increased sales. Right now you 
have the opportunity of stocking up liberally on the 3 W’s 
Lenox Turns for little folks. Glance over the prices listed on 


this page. Think what they will mean to you a month from 


now, when children return to school. 


Invest immediately in these snappy 3 W's 
Shoes. You will win because you will have 
bought wisely. Every number shown, at 
the low accompanying prices, is in stock 
for instant delivery. Wire or write and 


get yours now! 





No. 7856 


Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 
Foxed, Field Mouse Kid Top, Pony Cut Lace 


7856—1114 to 2. Rubber Heel. DandE......... $2.60 


7857— 84 toll. Rubber Heel. DandE......... 2.35 
7858— 84to ll, Spring Heel. DandE......... 2.35 
7859— 5 to 8. Spring Heel. DandE......... 2.10 


Child’s Patent Chrome, Mat Kid Top, 


Button, Turn, Plain Toe 


7504—3 to8. D and E....... es: Set $1.50 
- o> a 1.25 





WORT. BPO Clin ove sc cccscccccocsccects $1.60 
Wenn Ge PIG 5b ob bh hdc dk eoscckcs 1.35 





established trade. 
territory covered. 


We want additional experienced Salesmen with 


Write, giving details and 








35 S. Second St. 


Tannen naanenss. 


UAB) 
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WEIMER, WRIGHT & WATKIN COMPANY 


Manufacturers 


Philadelphia, Pa. 
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OR M anion MEN 


O BOY! WHAT A BEAUTY! 
Tony Red Calf 14 Iron Edge Wingfoot Heel 


Just cast your eyes over our new Whip 
last. Look at that broad recede toe. 
Marion’s new Lap-Over bluchers and 


Shield tips are going strong on fall and 
winter oxfords. 


MAIL YOUR ORDER TODAY 





321X 


IN STOCK 


A to D 


$5.35 











\_I I WESTERN OUALITV PEASTERN STYLE | 
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Lasts and Patterns 


are often “murdered”’ 
by combinations. 


No matter how attractive the pattern, 
it simply won’t go with, or fit every last. 


Solving such difficulties is a considerable 
part of United Last Company’s service. 
Most United Last Company experts 
have practical shoe-making experience. 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE pa psy — — ae — — —— 
10 Metropolitan Bids. = — 2 — 2 ee ee eee 
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TEN FACTORIES 


BROCKTON ROCHESTER 
HAVERHILL 
>HIC ST. LOUIS 
NEW YORK MILWAUKEE 
“bre” Compeay 
United Last Company, Ltd. 
he 
with Branch Office at Toronto 


QUARTERS BOSTON 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Dr. Lorenz told I. Miller 


“Your Truwauk Shoe is Anatomically Correct” 






In this brief sentence Dr. Lorenz sums up the reasons 
why the Truwauk shoe is, first, the most comfortable shoe 
made, and second, the most stylish of comfortable shoes. 


Made by I. Miller the Truwauk Shoe has the same fine 
quality and perfect fit that has made I. Miller Style Shoes 
so widely appreciated. 







For dealers who are interested in developing a high class 
walking shoe business we should be pleased to submit 
sample runs from stock. 


I. MILLER & SONS, Inc. 


_1 Carlton Avenue, Brooklyn, New York 


Member 










Black Kid Oxford . . $7.00 
Brown Kid Oxford *. . $7.50 


Widths AAA to E—Sizes 2% to 10 






BOOT AND SHOE RECORDER August 12, 1922 


tae omar f i —-— 


I 


im ¢e oe Oh & 


eh oe oe te ee Ee & 


: ” 
fol 
Sa ee ee oF OF ae Ft & 


Greater Seating (apacity 


With Interlocking Chairs 


Some of the advantages over settees 

and individual wooden legged chairs 

are— 

GREATER SEATING CAPACITY 
(Chairs interlock) 

GREATER COMFORT 


(Spring, stuffed or full roll plain 
seat) 


‘SUPERIOR DESIGNS 
ECONOMY 


(Plain wood or upholstered opera 
chairs cost about one-half price 
of corresponding wooden legged 


chairs), - 


UCTIBILITY 
(Opera 6: guaranteed a ~ 
Wooden le Sates 


| (Opera chairs have hea 
‘ae oe Fagor gare oe Th 
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Bates Fall ‘Shin alties 


for immediate shipment 
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Tan and Black 
Calf 


$4.75 


= fo 


No. 2185 
New Fall pattern. Gallun’s No. 3 Tan 
Norwegian Calf. Oak sole. Rubber heel 


oe, * ps c . 
BL Tihs di home anne 4 
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et Sti st 
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No. 2130 
Same, except made of Gallun’s Black Nor- 
wegian Calf. 


See also our advertisement of Styles No. 2175 and 2120 
in the July 29 RECORDER 
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HE tremendous demand for Men’s Ox- 
fords for Fall and Winter puts the Bates 
low-shoe service into the limelight. 
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These two stunning lace oxfords, with companion styles 
2175 and 2120 in blucher-cut, are heavy sellers for Autumn 


and Winter. 
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We have them in stock, in all sizes and widths. 
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This group of Bates Oxfords, featuring the new spade-shaped 
toe and smart tip and vamp treatments, has become 
one of the best business-building lines in today’s Metropolli- an oe 


re 
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A. J. BATES COMPANY Hy 
WEBSTER - MASSACHUSETTS i 
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ROM a $500.00 stock to a $60,000 in- 
ventory—From an annual business of 
$15,000.00 toa turnover of better than 
$200,000.00 
HAT, in brief, isthe achievement of Mr. 
W. A. Florence, President of the Flor- 
ence Dry Goods Company of Marietta, 
Georgia, in the past twenty years. 


ARLY attempts in the mercantile busi- 

iD ness proved mighty costly, due to 

several fires and other setbacks, but 

with his whole ambition centered on having the 

finest store in Marietta, these difficulties 

served only to fan the flame of determination. 

EALIZING that “selling” the clerks 

means selling more goods, Mr. Florence 

is a firm believer of daily selling talks 

and close association between an organization 
and its head. 

Eisacareful reader of the trade maga- 

H zines, and not only reads but puts 
into practice many of the real selling 

helps carried in the pages of the various 

journals. 

T is only natural that Mr. Florence should 
look up Kelly Service because of its repu- 
tation for making a poor business good, 

and a good business better. 

Pree investigation convinced him 
that the Kelly System offered the high- 
est type of merchandising plans that 

not only moved old unseasonable goods, the 

lines a merchant most wanted to sell, but 


ia 


is 


i oii 


. 


——t 


operated in such a manner as to create a most 
favorable impression both to his old customers 
as well as hundreds of new ones brought in. 


IS Kelly campaign just completed 

accomplished these results in an even 

greater proportion than he had hoped 
for. 


E will be glad to tell you of what we 
accomplished for him and— 


E will gladly submit our proposition 

as it will apply to your particular 

stock and situation. The size of your 
stock and what you desire to accomplish will . 
provide the necessary information and means 
no obligation. 





K-KELLY SALES SYS 


MINNEAPOLIS-MINNESOTA 
U.S.A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Volume Sellers Ready to Ship 


These Straps Meet 
the Popular Demand 


The Arch Support Oxford 

Has Proven Its Selling 

Value to Many of Our 
Trade 





No. 380—Price $4.00 7 No. St) ioe ose Sele 
rap, Single atent a trap, Single , 
Military Covered Wood Heel, 
Woo Tremont Last. AA toC. 





ARCH SUPPORT OXFORD ARCH SUPPORT OXFORD 


Widths AAA to E. Sizes 214 to 10. Bleck i Putoe 0689. esl. 


No. 470—Price $4.00 , 
ci \ No. 449—Price $4.50 

Black Kid, Tremont Last, 13-8 Heel. \ Brown Kid, Pri Let’ 11-8 Heel 
No. 471—Price $4 All with Rubber Heels. 


50 
Brown Kid, Tremont Last, 13-8 Heel. 





Our folder illustrates 
only the live ones. 
Send for it. 











No. 346—Price $4.40 No. 383—Price $4.25 
Patent Rita One Strap, Gray Suede Trim, Patent Rita One Strap, Beige Suede Trim, 
Single Sole, Full ish Covered Single Sole, Military Covered Wood 
—_* = Heel, Tremont Last. 


No. 347—Same, only Beige Suede Trim. 


THOMSON CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


No. 382—Same, only Gray Suede Trim. 
AA to C. 
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Make It a Habit in 
Shoe Selling 


If you only realized how easy it is to 
sell a pair of Comfys after a shoe sale 
by merely suggesting it, you would 
make it just as regular a part of the sale 
as making out the sales slip. 


Try the policy today, and you may be 
surprised at the degree of acceptance 
Comfy advertising has created. 


4 bigger 
paler, but it 
lar pocket in the 








ALF the fun of vacation is lost if & 

must always be dressed in the heig 

of formality. There’ are many ti 
even with intimate friends dropping in, w 
easy, comfortable clothing should be suited 
the restful mood cf the hour. 
No need, however, to tell the modern girl that 
informality must never mean untidiness. Her 
dainty sense of fitness will not allow her to 
wear ordinary shapeless house slippers that 
make her want to hide her feet when friends 
appear. 
That’s why Daniel Green Comfys mean so 
much more than merely rest for the feet. With 
them, you can enjoy a serene relief from any 
anxiety about your appearance. Their trim, 
custom-made appearance gives you the assur- 


mark in the 
be satisfied with 
quickly loses its shape, 


* lower cost to recomme 


Felt Shue Company, D 
York Offices: 116 East 13tn 2 


For Aten 
Women and 


(Children 
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— te [SPLENDID STYLES 


_ ~""_|ESPECIALLY DESIGNED 
more attractive styles FOR FALL’, WINTER TRADE 


been shown in “The 
E. & M. Line of Qual- 
ity’ than we are show- 
ing now. 











PA ae eee ee | MADAME 
ur styles have always LN BUTTERFLY 
made friends and held N 

them. 


Write us requesting a 
salesman tocall. They 
will be glad to show 
you ““The FE. & M. 
shoes of quality.”” We 
have the goods at the 
price which makes 
profitable turnovers 
possible. 











MADAME BUTTERFLY 1s a patent 
turn Colonial with gore strap. Made on 
our 83—X last. Carries 16-8 heel. 


T HE FOLLIES is a patent turn cross strap. 
Made on our 61 last. Carries 12-8 heel. 


THE 
FOLLIES 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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Mr. John C. McKeon is General Chairman of the 
National Boot & Shoe Manufacturers Association. 
a Mr. H. C. McLaughlin is General Chairman of the 
National Shoe Retailers Association. These gentlemen 
have issued a joint report of recommendation which 
is of vital interest to every retail shoe merchant in the 
country. 













HE report which is virtually a buying chart sets forth the styles and 
materials which are in pronounced vogue for the Fall and Winter 
season. 






Under the general heading of Turn Shoes there are nine materials listed in 
the order of their preference. Satin is second on the list. Under the heading 
of Evening Slippers there are four materials—and Satin Heads the List. 







We have urged repeatedly that shoe merchants place liberal orders for Satin 
Styles because we knew that they were sure to be in large demand. And now 
comes this official sanction which is certain to give an added impetus to the 
Satin Vogue. 


CEDAR CLIFF 


SXLQ <a <> 
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IClal Sanction / 


HE fact that Satin occupies this dominant market position is no mere 
happenstance. By sheer intrinsic merit Satin has come to be consid- 
ered a natural and logical material for footwear purposes. Manufac- 

turers have been providing and merchants have been demanding Satin of the 
Cedar Cliff quality. The result has been that Satin Shoes have given greater 
satisfaction both to dealer and to consumer. 


The only thing that can threaten the permanent vogue of Satin Shoes is the 
possibility of manufacturers using Satins of inferior grade. We know that 
they will not do this, for they are anxious to maintain the popularity of a 
material which makes up into such distinctively beautiful footwear and 
which has all the practical points of advantage found only in Cedar Cliff 


Satins— 
The Satin Made Especially for Fine Footwear. 


“Yhe CEDAR. CLIFF 
SILIL COMPANY 


251-255 FOURTH AVE. 
NEW YORI&H 


SHOE SATINS | 


>> <>-<>Oyx 
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Kauskolb 


HAMMER LEAF 
Lhe Lasting Value-Standard 


Since ancient times Gold has been 
used for permanent impression. 
Thousands of years ago, the Egyptians beat gold to inscribe 


eternally the history of reigning dynasties on the walls and 
tombs built for the Pharaohs and Rameses. Today, gold 
is beaten in the same manner to tell the buyers of a product 


the name of the manufacturer or seller. 





Nowadays, you can have your name or 
trademark neatly em bossed—permanent 
and untarnishing—in each shoe you sell, 
and your customer will always have be- 
fore him a bright shining reminder of 
you and your store. 





In our employ are two brothers who have beaten gold for us for fifty years. The first 
forty years of their labor were devoted to producing gold leaf for your door and window 
signs. The last ten years, however, have brought forth Patent Sized Gold Leaf, with 


which your manufacturer embosses your name or trademark in the quarter-lining or 
insole of the shoes he makes for 


At a slight cost per pair to 


you. 
FLW. RAUSKOLB CO. do this, the advertising-reminder 


16 FRANKLIN STREET value is far greater than that of- 
MEDFORD MASS fered by the sign over your door. 
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Style Flashes 


No. 3980—Women’s Tan Calf One-Strap Pump. Fawn 
Suede Collar and 3/4 inch Strap with Brass Buckle. Per- 
forated Vamp, Quarter, Collar and Tip as No. 3891. 13/8 
Military Heel with Rubber Toplift. Goodyear Welt. 
Width, Ato D. Sizes 2% to 8 Price, $3.50 


No. 3982—Women’s Tan Russia Calf Six Eyelet Oxford. 
Four Fawn Suede Diamond ~) Underlays in Quarter. 
Perforated Vamp, Quarter and Tin. 13/8 Military Heel 
with Rubber Toplift. Width, A to D. 
Size, 2% to 8 .... Price, $3.50 


Always Ready fo Serve 


2eors 
SP SMU AM Libel AZALI LLL LL LLL hile 


‘SL 
T EECK 


“ee 


iz spairrie ba 
th. 138-140 DUANE ST. 


Forest Building 
PHILADEDPHIA 


SAMPLE ROOMS 


ER SHOE C' 
Ww ( 


RIK? 


Style Flashes 


No. 3981—Women’s Patent Colt One-Strap Pump. Fawn 
Suede Collar and 3/4 inch Strap with Brass Buckle. Per- 
forated Vamp, Quarter, Collar and Tip as illustrated. ~_ 
Military Heel with Rubber Toplift. Goodyear Welt. 
Width, A to D. Size, 2% to 8 Pp 50 


No. 3983—W n’s Patent Colt Six Eyelet Oxford. Four 
io Suede Sheed Sha Underlays in Quarter. Per- 
forated Vamp, Quarter and Tip. 13/8 Military Heel with 


i i t. Width, Ato D. Size, 
Rubber Toplift. Goodyear Wel i Price, $3.50 


O. Inc.: 





*NEW YORK CITY 





214 Essex Street 
BOSTON, MASS. 





ALL 





LEE LEBL EE be 
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HE art of the finest shoe workers in the world 
is represented in the footwear of our modern 
woman. 


An appreciation of art is manifested by the shoe 
retailer who specifies that only Diamond Brand Fast 
Color Eyelets shall be in the shoes he orders for his 
super-critical feminine trade. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 




















N the top facing of every 
Brownti!t Shoe is a celluloid 
trademark of Buster Brown, 
Burton Brown or Barbara Brown 


—a pledge and guarantee 
of shoemaking at its best. 


WWW Vane Gounrganmny 


First Successful Shoe Manufacturer 
in Saint Louis Founded 1878 
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She Reward 


For keeping faith with our 
customers; for maintaining 
a policy that reflects the 
highest standards, material 
and workmanship in the 
making of Nunn- Bush 
shoes; for efficient service; 
the reward is another 25% 
increase in our output. 


Nunn-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 


5°99 CP rae ae 
Tt 
al 


ry \e in: 
UT eels 
i? MTA Se 


LT sey) 
Baler 


line ; 
Be RE 


Daylight Plant of the 
Nunn-Bush & Weldon Shoe Co. 
Milwaukee, Wis. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to edvertiooments. “a 
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“Faithful to the Last” 


NUNN-BUSH fine and superfine 
shoes for men are nationally 
known for their elegance, style, 
perfect fit, lasting shapeliness, 
good old-fashioned quality, 
and long-lived usefulness — 
all a combination of ideals 
guiding the master craftsmen. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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7 HE appeal of our styles 
creates the desire to possess. 
Whether it be the latest novelty 
or the accepted staple, it’s in our 


line. 





cAt Popular Prices----Always 


Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS BOSTON OFFICE 


FACTORIES 
407 BRIDGE STREET ; 195 ESSEX STREET 
Iwo Factories 


Capacity 5500 Pairs Daily 


N'7/ BY BY / BY BY (BY BY 7 B\ BV 7 BY BV BV BV OV BV BV. OV BY ON BVDV 0\ 18,7 0\' 70) 0\ 70) 10) 10). 70) /O\ BV BV 70 70 (0) 70\ 7 (\ /0\ 70\ VI 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Everything You (‘an Ash For In Patent Leather 





Donkey Colt 


FeNDURING brilliance—unusual pliability—tough- 
ness that withstands shoe making strains— 
and—-comfort extraordinary in a shiny leather. That 


is DONKEY COLT. 


Long a favorite with famous makers of style shoes—not 
alone for its beauty, but especially for the service it gives 
customers who demand quality at moderate price. 


TOLMAN, DOW & CO., Inc. 


174 Lincoln Street Boston, Mass. 


PROOF’”’ 

















Thomas G. Plant Company 
made this smart model of 
DONKEY COLT 


An. all patent, nifty, 2-strap button, 
Trig last, welt, 15-8 Astor heel. 


| 


| nanan «ER 
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SNUGLERS 


HERE smart appear- 

ance and genuine 

service are demanded, 

Snug-lers have no superior! 

You can build an all year 

women’s trade by featuring 
Snug-lers. 

Snug-lers include a com- 
plete line of felt footwear for 
men and children as well as 
appealing styles for women. 


United States Rubber Company 











~] 
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“Onyx” 


Women’s Mock Seam Silk Hose 


No. 2080—Women’s ‘‘Onyx’’ 18-inch Silk Hose with mer- 
cerized top and “‘semi-fashioned” gussets in leg. Black, White, 
Cordovan, Gray, Polo, Suede, Coating, Rose Beige and Navy. 
Sizes 8-101%; \% doz. boxes; per doz 


No. 1207—Women’s ‘‘Onyx”’ Fine Gauge 19-inch Silk Hose, 
“‘semi-fashioned” gussets in leg. Black, White, Cordovan, 
Gray, Polo, Tan, Suede, Coating, Rose —* and Navy. 
Sizes 8-1014; doz. boxes; per doz. me $11.50 


No. 666—Women’s ‘*‘Onyx’’ 19-inch Silk Hose with mer- 
cerized top, featuring the “Heeltex’”’ spliced heel, seam in leg, 
and “‘semi-fashioned” gussets in leg. Same colors as 1207 


noted above. Sizes 8-10%; 4% doz. boxes; per doz... .$12.50 
No: 264—Women’s ‘‘Onyx’’ “Sheresilk’”? Hose. An excep- 


tionally sheer chiffon hose made of pure Japan silk, with a 
mercerized top for added strength. It is a “‘semi-fashioned” 
-hose; is shaped at the ankle; and has a seam in back and mock 
gussets. Black, Cordovan, White, Gun Metal, Taupe, Suede, 
Gray, Polo and Rose Beige. Sizes 8-10%; 4% doz. boxes; 


Address Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx’’ Hosiery 


BROADWAY at 24th STREET, NEW YORK 





Bee ee ee TTT eee TTT ee MMe MMUUUMenmlniielliililiienniiiiuinenniiiineniiiiiuinenliiiiinrenliiniiuineniiiiiie ths 


MUCHO OOOO ORONO OO 
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Norwegian 
Calf and Veals 
and 
Viking 
Calf 





Are Always Standards of Excellence 


GALLUN leathers will, as usual, be prominently 
shown in the leading lines of footwear for the com- 
ing season. 


GALLUN colors are especially in demand, such as 
NORWEGIAN, Colors 3 and 4—also black; and 
VIKING CALF in five colors and black. 


The constantly increasing numbers of Retail Mer- 
chants who specify GALLUN’S leathers is best 
evidence of the GALLUN standard of excellence. . 





Buyers— Insist on getting GENUINE Gallun Leathers in Your Shoes! 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 
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No. Y-838 


Glazed Black, Aus- 
tralian Kangaroo 
Blucher, Famous 
O'Brien Last, First 
Grade, All Solid 
Leather, Wingfoot 
Rubber Heel, In 
Stock Widths, B, 
CDE 


Price $5.35 


€ Close fitting here 


Straight inside 
Liberal room or > € line to toe 


cuboid bone 


Shank hollowed 
* and arched 





Slight outside 
oulag > 


i i f last 
Medium wide toe. Cone o 

Plenty of bali > W swings toward 
room 


The O’Brien Last em- 
bodies all features which 
make for correct fit and 
comfort. 


Here’s a Sure Repeater! 
A Real O’Brien Last Shoe of 
Best Australian Kangaroo 


No. 838 is made over the original O’Brien last—the peer of all 
for giving the foot real support where needed and plenty of 
room in the right place. The Australian Kangaroo leather is 
soft, fine grained, mellow and 17 per cent stronger by test than 
any other leather. This skin is composed of interwoven fibres 
instead of layers; therefore does not readily peel or scuff. 
No. 838 is a shoe for substantial men—a shoe of dignity and 
ease. It is good for now as well as for later. 


The GODING SHOE Co. 


833 W. Chicago Avenue CHICAGO 
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| STYLE-FULL OVER-SIZES 











Trade Mark 








We’re illustrating here a 

shoe that is out of the 

ordinary. It’s especially 

designed for OVER-SIZE 

feet. It will fit to perfec- 

tion the BIG ONES— 

“‘clinching”’ their , IN STOCK NOW 
. ALL GOODYEAR WELTS 

business. M7 = 600 Black Kid Oxford 

Made top grade —_— y Sizes 214-10 C-EEE 


thruout. — Seitind 
id 
Let us send you a P er soe 


few pair on ap- $4.50 


proval. ANDERSON-OWENS SHOE CO. 
LYNN, MASS. 


CHROMOK 























aR 


ARARAN 


Aeneas 
SUZ ZS 
RARARZR 








Ler 
NASI 
St 
— 
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PATENT - DULL - COLORS 


Kh \ 


we 
se 


(RAR 





Sa7eeases 
Sbzishzis§ 
ARARA 


Made especially for 
medium priced shoes, 
therefore superior for 
Famous ; 
Oak Tenned such merchandise. 


Flexible Inner Soles 
Flexible Sides W. D. Byron & Sons Leather Co. 
and Sends Williamsport, Md. .. . +. ~~ Boston, Mass. 


7 


— 

\] 

ae 
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ABABA 





ea 
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Also makers of 


RUA 
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“Fit where others fail” 


from BOSTON, NEW YORK and CHICAGO 


(Order from nearest point) 


Style 10032 Price $5.80 
Chippendale Brown Kid Lace 
Whole Quarter Oxford 
14-8 Straight Heel 
Welt Sole St. Regis Toe 
AA to D 


Style 249 Price $5.65 


The same in 


Black SHOE-SOAP Kid 
Whole Quarter Lace Oxford 


IX €. €. €-€-€-€-€-C- CC € X CC € ¢ € € EXC: Xd? >>> -9'2-2 X22 2-3-9 -2->-9'> 3 > X'| 


~ 125 Duane Street 
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In 1921 we told 


our Salesmen 
and our Trade: 


a ueen Quality shoes, grade for grade, are 

measuring up to the highest standard ever 
set for women’s medium-priced footwear—the 
standard which through the years has built 
up a national preference and selling leadership 
for this line.” 





That promise was fulfilled in 1921. It continues 
to be fulfilled to the utmost degree. Never 
were Queen Quality shoes quite so good in them- 
selves—and never was the time so ripe for 
Queen Quality success in retail merchandising. 


Regardless of kind or price or origin, no trade- 
marked line of women's shoes in the world has 
the call, the salability, the success of Queen 
Quality shoes. That statement measures their 
value to you as a merchant. It warrants your 
interest on our agency plan. 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS. 


207 W. Monroe Street 


NEW YORK CHICAG O 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TONY BROWN 


Reg. U.S. Pat. Off. 


Is getting to be a very important 
member of the TONY FAMILY. 


In fact, it appears destined to soon 
overtake its famous brother TONY 
RED in point of sales. 


[i is very apparent that the best informed Ameri- 
can shoe men have learned the safety that lies in 
the TONY name—which is only a synonym for 
Creese and Cook Tanning Standards. 


You don’t have to guess at upper stock quality 
if you ask for any one of the TONY FAMILY in 


your orders. 


TONY RED 
TONY BROWN 
TONY TAN 
TONY BLACK 


CREESE and COOK COMPANY 


TANNERIES 


OOMS 
— DANVERSPORT, MASS. 


95 SOUTH STREET, BOSTON 
WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 








| MSM Me MM Mel Menem test et et Tt 
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The Crossett Shoe 


Nationally Known Men’s Quality 


Footwear In Stock and to Order 


ans <SETT 
ROS Shoe 


“MAKES “_- — tasy* 


Quality and Price! 


Unbeatable combination! Builds for future as well as present. Crossett Shoe dealers hold to 
quality and are weathering the storm. Crossett Shoe dealers are meeting price competition with 
low prices plus shoes that give lasting satisfaction—are holding their trade and gaining new. 


Now is the time for aggressive merchandising. 
Now is not the time to forget first principles in a mad scramble for sales regardless of consequences. 


Now is the time to think things through—for yourself as a merchant with a reputation to guard 
or make—for your customer who depends on your judgment for. getting full value in return for 
his money. If you fail him—your loss is greater than his. 











ber M21] Dark Brown Calf Bal, Waukenphast Dark Brown Calf Blucher, Wauken- 
Numbe Model, 8/8-% Rubber Heel. Made to Number M210 phast Model., 8/8-%4 Rubber Heel. 
order in case lots in three weeks, in Brown or Black Calr Made to order in case lots in three weeks, in Brown or Black 
at $5.90. Calf at $5.90. 











Number M600 Brown Calf Oxford, Harness Stitched Number M 683 Gallun’s No. 11 Medium Brown Calt 
Vamp and Tip, Perforated Centre, 12 Oxford, Perforated Vamp, Fox and Tip, 
Iron Sole, 8-8 1/2 Wingfoot Heel, Invisible Eyelets, Ultra Last. 15 Iron (Rawhide undersole), 1 inch “Goodyear” Wingfoot 
Made to order in case lots in three weeks, $5.75 Heel, Blind Eyelets, Parisian Last. Made to order in case 
lots in three weeks, $5.90 

This shoe In Stock is No. M 400, $6.00 This shoe In Stock is No. M 183, $6.15 


Lewis A. Crossett Co. see Riese Abington, Mass. 


9R CATAI UE SHOWIN THER STOCK STYLES 








Crossett Supple Tread 
Last No. 62 


Link up with the popular demand for corrective shoes 
for women. This demand has come to stay. 











Crossett Supple Tread shoes, Last 62, conforms to all 
the requirements of Women’s Health Organizations. 


Try one or more of these in-stock shoes—send your 
order in today. 





Stock No. M 259 Stock No. M 258 
Telegraph Code—Wallace. Black Kid Oxford, Telegraph Code—Merton. Brown Kid Oxford, 
9/8 Rubber Heel. All sizes. AA-D, $6.00 9/8 Rubber Heel. All sizes. AA-D. $6.25 





Stock No. M 255 


Telegraph Code—Nye. Medium Brown Calf 
Oxford, 9/8 Rubber Heel. All sizes. 
AA-D. $5.50 


Lewis A. Crossett Co. see North Abington, Mass. 


I'YLES 
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The Countersign of Satisfaction 


Leading manufacturers and merchants who are ever 
alert for improvements with economy have popular- 
ized the countersign. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





In the Roger’s product, they have found a Counter which meets every 
style variation, which is perfectly uniform in fit and quality and is, 
with all, more economical than any other. 


There is much more to Mousam economy than the saving in original 
cost, though that in itself is considerable. Real Mousam economy 
finds its real proof in the way Mousam Counters add quality to the 
shoe of which they are a part. 


There is every argument in their favor—we have never heard a rea- 
sonable argument against them. 


ROGERS FIBRE COMPANY 


Mousam Division 


121 BEACH STREET BOSTON, MASS 
Philadelphia Cincinnati St. Louis Milwaukee ‘ 
1024 Filbert St. . John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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ARMORTRED 


The Best of 
Everything 


RMORTRED Heels are made 

for those manufacturers and 
those retailers whose customers de- 
mand “‘the best of everything.”’ 















































ARMORTREDS 
add 
CHARACTER 
to the 
SHOE 








Quabaug Rubber Co., North Brookfield, Mass. 
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These Are Early Suggestions 


READY FOR DELIVERY 


he % 


966—Satin and Brocade Two-Strap, 
16-8 Spanish Heel. = One-Strap, 14-8 Spanish 


967—As above. 14-8 Spanish heel. 


PI ilashisnsstevinciciedehidsciatampeacinadlenicuces $4. 50 969—As above, with 16-8 Spanish ae 


BA WO Co ienceensecscorenessowenscmsecesscsoncsionl $4.2 


988—All Black Satin, 16-8 Spanish 
SS | |S eer: $4.00 


989—Satin Vamp Brocade Quarter, 
16-8 Spanish heel. AA to C........ $4.50 


2600 


2600—Patent One-Strap, 13-8 Cuban 
covered heel. 


2601—As above in Black Satin. AA 
na tintlinnaniesdianenbaaiods $4.50 


2602—Patent. 
2603—Satin, with 16-8 Spanish heel. 
$4.75 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 





DUT 
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“King of Jobs’”’ 


LADIES’ and MEN’S SLIPPERS | 


For at once shipment 


Sold 36 Pr. Case Lots Only 
Packed One Color to Case 


We have had wonderful success with these numbers as they 
are better slippers for less money 


Ladies’ Ribbon Trimmed Felt Mocca 


sin, Extra Ladies’ Felt Moccasin with Contrasting Collar, 


14.4 . 
Heavy Padded Chrome Sole, 2/4 _ Pompen Extra Heavy Padded Chrome Sole, 2!-inch 


In Two Tones ‘ Pompon. 
No. Colors as follows: 73 Order 


3-7, 3-8, 
300 Old Rose and Gray 47,48 : 
310 Baby Blue and Ecru f b 500 Old a os fellows: Ries 
320 Wisteria and Ecru ve y S18 China Blue 3738 
330 Brown and Ecru 67ic i ecaieen Renete 47 os 


340 Purple and Gray : Stock 530 Baby Blue 
Also Solid Colors ; 540 Wisteria 
Sizes: 550 Brown Price 


No. 
100 Old Rose 110 China BI 3-7, 3-8, 570 Oxford Gray 1 
- ne em 4-7, 4-8 Numbers 560 Purple 62>c 


130 Wisteria 120 American Beauty : 
140 Baby Blue 150 Purple oe 
160 Garnet 170 Brown 

No. 180 Navy Blue 672c 


ow 


No. 14 No. 16 
Men's Mahogany Cabretta Everett Men’s Mahogany Cabretta Romeo 


Sizes: 106-1. Price $1.05 See oR S)6=6 Price $1.05 


7-10, 7-11 


S. Rosenberg & Son 


144 Essex Street - - Boston, Mass. 
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POCKETBOOK BUILDERS 


FROM THE 


HOUSE OF HANNAHSONS 


In Stock In Style 





No. B 802, $2.85 


Black satin imitation turn one strap with bro- 
caded quarter, rhinestone button, Louis 16-8 
heel, leather lined. B to D 


A Genuine Turn 








No. B 775, $2.85 


Black satin wide one strap, 9-8 hez!, imitation 
turn slide buckle. B to D. 


SO ES ee ee 
Same except genuine turn, cut back vamp 


BtoD. 


No. B 783, $3.35 


Black satin one strap, 15-8 full Louis heel 
leather lined. A to D. 


ce on STE EET TET PETE, 
Same as above except 16-8 full Louis heel. 
AtoD. 


Sizes and Widths A 4-8, B 3-9, C and D 214-8 


ANNAHSON( 


HAVERHILL, MASS. 
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O Leathers 


You will remember Cinderella was an unap- 
preciated, neglected little lady who dwelt 
among the kitchen ashes and did the hard 
work well for a busy household. Then— 
along came the Prince and made her Princess 
Ella—most sought-after and admired woman 
of the Kingdom. 


The humble pig had been “‘out of luck” for 
generations before Mother Goose poured 
derision at him. But his hide—properly 
tanned—had been serving mankind long and 


faithfully. 


Then—Fashion flashed a dazzling smile of 


favor on the lowly pigskin and immediately 
it ranked with other leathers in the estima- 


A. C. LAWRENCE LEATHER CO. 


BOSTON, MASS. 


Branches: 
Philadelphia 


Cincinnati 


New York 
Rochester 


Chicago 


tion of those who buy for distinctive beauty 
plus true worth. 


Pigskin— “The Cinderella of Leathers’ —has 
come into its own as a society leader. How 
natural that people of culture and ‘refine- 
ment have hailed Pigskin and welcomed it 
for its clean, durable qualities. 


Hub Counters are made of selected pigskin 
of the best quality for footwear purposes. 
Durable, flexible pigskin holds the shape of a 
shoe without bulging or stretching. It is an 
asset to any shoe containing it. An asset, 
also, to any dealer handling shoes in which 
THE HIDDEN HUB HOLDS THE 
QUARTER. 


St. Louis 
Milwaukee 


Reg. U. 8. Pat. Of. 


PIGSKIN 











a\ COUNTERS 
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Tailor Shoes at Home. 
Keep them’ Ironed Out’ 
and Pressed Up by use 
of Miller Shoe Trees 








’ ‘ r 7 3 ~ 
THE “PACK FLAT” TREE - ; 
(Ventilated ) This thought put into the concious- 
This tree, as its name implies, can be packed ness of vour customers will create 
flat, making it convenient and desirable, espe- . ‘ “ ; 
cially for travelers. The adjustment is simple profits for you. Get your customer 
— to care for shoes as they care for 
clothes and you'll be doing business 


on easy street. 








Miller Shoe Trees, selling daily in 
thousands of stores, work wonders 
in keeping footwear at its best. They 
make more shoe sales for merchants 
by protecting shoes sold, from ignor- 
ance and neglect. 























Miller Shoe Trees placed in the shoes at 
night counteract the warping and destroy- 
ing influences of perspiration and moisture 


Send for Catalogue illustrating 
and pricing all styles of Shoe Trees 


THE BETE TREE 
SHOE TREE DIVISION (Ventilated ) 


This tree, while very simple in :its construction, 
‘ . - 4 most oo in its = ee 
T that it is possi e to exten it to any ee de- 

O . A + M iller reeling Meh. Co. sired after the heel piece has been —_ down, 
and the tree is in ne in the shoe, by simply 

turning the hand Turning the handie in the 


BROC KTC yN, _M: ASS. —_ ym the tree so that it 
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Finale Hopper Sandia 


IN STOCK AT ONCE SHIPMENT 
SMOKED ELK 


Pearl Elk Brown Lotus Patent Leather 
Cherry Chrome Cherry Full Grain Crystal 


Smoked Elk, the most desired of all the sandal styles, as well as the other numbers, 
will be shipped immediately on receipt of orders 


No. 109 


No. 113—Smoked Elk, Oak Sole, 214 to 7 ail 

No. 11!—Pearl or White Elk, Oak Sole, 21% to .: , 

No. 109—Patent Leather, Sheepskin Lined, Oak Sole, 214 to 7 

No. 115—Brown Lotus, Oak Sole, 2% to 7...00.00.000....... 

No. 160—Cherry Chrome, Oak Sole, 2% to 7.00.0.0...000000... 

No. 174—Cherry Full Grain Crystal, Oak Sole, 21% to 7 

No. 120—Patent Leather Only, Sheepskin Lined, One Strap, 214 to 7 


“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE’ WELT 
pA 4 a HOLDING wean. TO ry THAT Is, 


Soo shun oe GOODYEAR STITCHING SHOWING ON BOTTOM oF oursoLs | RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Vulco-Unit E 4 [oes for leave Shoes 
A strong, durable ee toe in heavy. shoes is of the ut- 
most importance. Water-proof, perspiration - proof 
and capable of withstanding the h hardest service, the 
Vulco-Unit Box Toe for heavy. shoes i is unequalled 

The Genuine “VULCO-UNIT ” BOX TOE is made and sold only by a 


(mol BECKWITH ee se ee | 


PRODUCTS 
PaATEnTeo 














6 SOT TE, NET EIT er ea 
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C.H.ALDEN CQ 


U.s.h 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





The above is one of the styles that can be delivered 
promptly 
Lot No. 220 
Men’s Black Glazed Calf Oxford 


806 Last 
Medium English Toe 


4 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 





/ 
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ADVANCED FALL STYLES—IN STOCK! 


Immediate deliveries—“Turn Shoes of Quality.” All heavy soles 
that will wear, All Gros-grain French Corded. 


No. 905—Skinner’s Black Satin Vamp. Black 
Silk Brocade Quarter and Heel, 14-8 Spanish 
Louis. Widths, AA, A, B, C. Price $3.85 
No. 892—Patent one strap with collar having 8 cut 
outs. Military Heel, Heavy Turn Sole. Widths, 
A. B,C, D Price $3.50 No. 892 
No. 907—Black Satin one strap. Stitching as 


illustrated. French corded. 14-8 Spanish Louis 
heel. Heavy turn sole. Widths, A, B, C 
Price $3.35 


No. 906—Black Satin two strap. Cut out quarter. 
Newport pattern. 14-8 Junior Louis heel. 
French corded. Heavy turn sole. Widths, AA, 
A, B, C SP Price $4.00 
No. 905 


No. 907 


ELLIS-EDDY CO. (SHOEMaKERs) ~[Lewiston, Maine 





PYTITIOUEIITOTOOITOTOOT ONT UNU ON OUI OCCOIN ICO OM UONNONOOOOOUOMONN NT cy 


ABSOLUTELY NEW 


CHAMOIS BOUDOIR SLIPPER 
A beautiful boudoir made entirely of soft, luxu- *All Patent Leather a5 so ee 
rious chamois leather, with soft hair filler from All Black Satin. 6.2 
6.6 
7 





ae ; * Satin V ith brocaded 
toe to heel and full length chamois insole, trimmed _— pan then agg 7 
with binding and pompom of red, black, brown, Brown Kid, with brown suede straps 
ae ag rose, copenhagen blue, baby blue or Delivery in Three to Four Weeks 

avender. 


Baltimore 
-00 Cleveland 
. *In Stock after Sept. Ist. 
$1.00 per pair 
Discount 5% ten days—30 days net 
Write for complete samples, and take your pick 


Keystone Overgaiter Co. 


MANUFACTURERS OF 2 afayette Street rx 
‘*Sago”’ Brand Felt Slippers . YEW YORK ¢ eC” 
° ° . ~ i] Th] yp 
237-41 North Sixth Street, Philadelphia, Pa. Wm) dd Oh 


The Boot and Shoe Recorder will appretiate your mentioning the publication in replies te advertisements. 


All our shoes are made on lasts of special measure- 
ments, designed to ut the high arch and narrow heel. 
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851 


rive sf WONDER STYLES 


edge, Goodyear rubber 
heels. B to D; 6 to 10. 


Aeon Bearded Black Cal FOR FALL OPENING 


No. 438. 
You will immediately recognize in these styles, novelty features that 
are usually left for specification in special orders. We have played 
them up big for stock so that you may start right even though you are 
buying at the last minute. 
Every experience at our command, and the expert opinions of our 
largest volume buying customers, have been thrown into the making 
of these shoes so that their style leadership may have the strongest 
foundation. 
In opening such a wide style programme, we aim to carry out the 
same policy which governs our low price-making schedule—nothing 
better in the field. 


POSITIVELY AT ONCE DELIVERY 








MOST IMPORTANT! 


We have figured, as an emergency measure under present competitive con- 
ditions, stock prices which will average a saving of approximately 15 cents a 
pair as compared with what our reguiar stock schedule shou:d be. Stock 
prices are now identical with factory prices. 


$5)-10 $5:25 


P. & V. 104 Tan Calf Taneric Calf Pershing (114) 


Turf (146) last; short wing, ast; gable edge; flange 
Goodyear rubber heels. heel, Good year rubber heels 
C, D; 6 to 10. B to D; 6 to 10. 


No. 484 No. 488 
Same in high shoe with 
gable edge. 


No. 448} $5.65 
B to D; 6 to 10 


Wire or Write for $5.00 
NEW 1922 STOCK CATALOG Victoria Brown, Calf Turf: 


b rolled edge, 
Over 100 Men’s and Women’s Styles Bub. —— heels ; 


No. 441 


ALSO ON DISPLAY AT BRANCH OFFICES 


Baltimore: Home Bank Bldg. Chicago; 708 Security Bldg. 
Philadelphia; 402 Central Trust Bldg. 
Cleveland; 244 Old Arcade Bldg. Pittsburgh; 503 Lyceum Bldg: 


Diamond Shwe: 


19% CHURCH ST., NEW YORK 
TWO FACTORIES: BROCKTON, MASS. 
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HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 








Auburn, Me. Milwaukee 
87 Main 258 Fourth 


Brockton, Mass. New Orleans 
93 Centre 216 Chartres 


O08 aw e o 
| United Shoe Machinery 
Haverhill, Mass. 


145 E Corpo ti 221 North 13th 
ssex ort t 
Johnson City, N. Y. ra on Rochester, N. Y. 
124 Main 130 Mill 

Lynn, Mass. Ss 
206 Broad Boston, Massachusetts 

Marlboro, Mass. San Francisco 
11 Florence ' 859 Mission 


it. Louis 
1423 Olive 




















Nothing in the Shoe 
Bat the Foot 
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A Dandy Little Patent Strap 


Classy, cool, and comfortable for summer wear with just a little higher 
heel. Stocked by us for immediate delivery to be of service to you. 


















































Built as follows: 





























Patent One Strap, 2 triangular cut outs in quarter and 3 
triangular cut outs in vamp. Neat binding at throat, black 
pearl button. Last No. 186 carrying 13-8 Cuban Heel, 9 


Iron Single Sole with wheeled edge. 
When telegraphing orders use code word “Ventilated”. 


SIZES AND WIDTHS CARRIED IN STOCK: 

















































































































Price $3.35 per pair 


meCg E Shoe Co. Columbus.-O 


HUKRAF] 
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IN STOCK _ me 
RIGHT NOW 


A new TONGUE PUMP, with one strap underneath 
the tongue. This strap helps both the fit of the shoe 
and holds the tongue in position. 





This is one of the most effective designs in fine TURN 
FOOTWEAR thus far put out. Practical in Design, it 
none the less reflects the highest style trend of the i 
. e. 8 C Style No. 501—All Pat., Satin Panel in Tongue 
Season. In back of it is the excellence of R. & D. and full Louis heel: Turn. B & C- “Varga hmtees 85-50 
Y Style No. 8—Same, t Pat. Vamp. Sate - 
Brooklyn Made Footwear. Price, $6.50 
r *. : . ° P Style No. 527—Alll Satin, fancy stitched tongue. 
We place it in stock, because we desire to give instant Price, $6.25 


service > tail Trade Nos. 501 and 5018—Also in combination Gray and 
service to the Retail Trade. Black Binding with Gray Stitching and also car- 


ried in Stage Last. 


No. 501 


Samples Submitted 


a ee AVIS 


MANUFACTURERS OF LADIES. EXCLUSIVE F 
1613 East New York Avenue BROOKLYN, N. Y. 





























Whitremore’s 


SHINES BRIGHTEST 


Look over your polish stock 4, our arty years 
and see how you stand on of Dusiness we 
T e . 
Whittemore’s fall and winter  Paration for black 
1 a hit. Thousands 
favorites. aan cae 
been put up and 
sold in attractive 
GILT EDGE—NOBBY BROWN—PATENT _ packageslike this. 
LEATHER POLISH—BOSTONIAN — oe 
The leader in paste preparations CREAM—GOLD AND SILVER DRESS- = ny pee 
for brown shoes. A black paste = [NG—NAPPY LEATHER CLEANERS— great for reoults. 
“candy” for the popular rough OIL PASTE. 


leather shoes. The black goes for 
patent leather, too. 


Your order placed today will pul your store stock in shape so you can supply all customers. 
Fall days mean big business 


WHITTEMORE BROS. — camsrincz, ass. 


Ask your jobber salesman or write us for complete catalog. 
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RIKQ 


SOME SHOES THAT 
YOU SHOULD KNOW 


ALL SOLID LEATHER 
FULL VAMP 

RUBBER HEELS 

NO CUT OFFS 








No. 757 
IN STOCK Gun Metal Blucher. 
McKay Sewed. Mat Top. 
i Round Toe. 

At Once Delivery Boys E 24-535 $2.25 
‘ouths’ . -2 10 
From All Branches Little Gents’ E10 -1314 1.85 

No. 753 

Tan, as above. 


No. 751 
Tan, English last, as above. 


DEAS WwaerCe. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON. MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 


kkk Onn RRR RRR RRR AQQQAQAQAQQAAAAA 
ERR kkk RRR RRR QR RAQAQQAQQAAQAQARAA 








a ee 
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The Doctor Says 


“If men would think 


enough of their feet to 
find the right kind of TOE IN—-WALK STRAIGHT 


shoes then they could THE 
forget their feet.”’ 


SHOE 


EN a man once acquires the habit of toeing-in and 
walking straight, then his feet do their work so 
efficiently that they never even remind the man For men who want 
that they are on the job. 
Selling foot comfort is selling something that a man can- step lively. 
not find at every shoe store and something that a man once 
having found is going to make him quit shopping around for 
shoes. The Doctor Shoe helps a man toe-in and walk 
straight—the way of comfort. 


JOHN MEIER 
SHOE COMPANY 


SAINT LOUIS 
Good Shoes for Men Since 1874 


to step along and 








Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal’’ for the growing lad. 
Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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Introducing 


ARCHLOBE 


An Arch Support Shoe of Character, Quality and Fit 
Solid Leather To Retail at §$ 6. 00 — 


Throughout 














he, _ SOLID 

ATHER COUNTER 
_ LEATHER 
HEEL LINING 





























ASY if 
RA -a- : 
at c 
me _ rurcAnel Ay 
RE-ENFORCED STEEL 
ARGNALUBE SHAN 


LID ONE PIECE — 
i oh tey Ai mie rdg ete &, SP AY 


LEATHER INNERSOLE 


RCHLOBE meets the nation-wide demand 
for a real ARCH SUPPORT Shoe of honest 


all leather construction, at an honest retail price 


—SIX DOLLARS—and in addition providing 
GOOD STYLE—QUALITY and FIT 


wanda ARCHLOBE means volume sales and 
1s picture shows 


the smart lines of the volume profits 
4 RCHLOBE 


mack ws Sample ARCHLOBE 
anaes from your WHOLESALER 


GLOBE SHOE COMPANY 


Women’s Goodyear Welt Shoes at Popular Prices 


Chelsea Mass. 
Boston Sales Office at 207 Essex Street 








BOOT AND SHOE RECORDER 














Styles of Tomorrow in 


Style 3735 


Style 3735—-High-Grade Black Satin One-Strap 
“Hiawather” Pump. Steel beaded vamp and 
All silk French corded, 17-8 Full- 


overed heel. Hand turn sole. One-piece 


Here are two of 
fifty new styles 
of various leath- 
ers and fabrics 
on the floor. 


For Immediate 


Delivery 


When you want 
something new 
in footwear you 


Stock 


Style 1025 


Style 1025—High- Grade Black Satin One-Strap 

adio” Pump Cut-steel beaded throat and strap 
Also cut-outs in quarter. All silk French corded. 
17-8 full-breasted covered heel. Hand-turned sole. 
One-piece leather counters and grain leather shank 


August 12, 1922 


Today 




















piece. A real nifty number. A, B, and C widths. 


can always get 
2% to , $4.75 
it at Style 1022—Same style as above, without cut- 


outs in quarter, but with jet and steel beaded vamp 
and strap wervrer, 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS 
NOVELTY SHOES IN STOCK 


1312 Washington Avenue 


yunters and grain leather shank piece 
ttractive number In stock need to ait 
‘8. Cc. widths 2% to8 
Style 3737—Exactly the, same style as above, s 
nigh-grade Black Ki 


St. Louis, Mo. 








To SEE is To BUY 
CHERRY BROWN 
WILO 


CHESTNUT BLACK 
C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, II. 


Ma tech each Ghow fteseninn elt annecdinty guue caantieninn @ho-outiiestion Genie 4p-4iivetinnnent 





Augu 
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The Season’s Best Bet— 
Russianette Boots 


The snappiest footwear fashion that has been brought out in many 
years. From all sections orders for these Russianette Boots are pour- 
ing in thick and fast. It will be a BIG Russian Boot season. 


Patent Leather Patent Leather 


Mat Tops. Patent Russian- Beaver Kid Top. Patent Rus- 
ette Collar. Top Grade Mc- sianette Collar. Rubber Heels. 
Kay. Rubber Heels. McKay. 


Foot-Form Last Foot-Form Last 


August 20th Delivery 


Better get your order in now. Later 
on the difficulty will be to get 
these Russian Boots — not to sell them. 


(o)} 
Builders of 19 Salesmen 
“ Faust Shoe Co, owe 
The Season’s 


Footwear CHICAGO, ILL. Latest Styles 
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SOF T ‘SHOES FOR TENDER FEET 


a 








Kid Seamless Bal. on No. 58 last. Medium toe. 
Plain box toe. Turn sole. 14-inch heel with 


rubber top. 
Price $4.35 


A to EEIN STOCK 


We are wholesale distributors to the 
shoe trade of 


Dr. Jensen’s 


Arch Cuff 


A useful device in cases of arch trouble 


J. J. Grover’s Sons Co. 
LYNN, MASS 


Boston Office, 80 Boylston St., Little Bldg. 
New York Office, 47 West 34th Street 
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GROVER 
g SOFT HOES } 


ORTeNDER Feet 
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never made to meet a price. 
They are always of the same 
reliable standard. 


$5 to $8 at retail 


New York Office, H. Harris, 1328 


Weber Union Made Shoes are 
Broadway, Marbridge Building 
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Goodyear Means Good Wear 


Goodyear W ingfoot Heels are more popular today than ever. 
Their quality is higher—no heel was ever better designed 
or better built. Their price is lower—lower today than ever 
before. Do not accept anything else. Goodyear Wingfoot 
Heels are resilient. They fit perfectly, close-seating, firm 
and well-balanced. They come in sizes for men’s, women’s 
and children’s shoes. Goodyear means good wear. There is 
no substitute for Goodyear Wingfoot Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 


The serviceable combination on any shoe bottoms is Goodyear Wingfoot Heels 
and Neolin Soles—durable, waterproof, comfortable. Representative models 
in men’s, women’s and children’s shoes are now made with this combination. 


WANGEOOT 
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ew color 


compinafloys 
in 
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Ask to see our No. 466 line. 


lyohe & 7 
Holes Sith Boriery Ce 


Manufacturers of the highest grade of full fashioned 
silk hosiery that can be made, 


Dexter Bldg. 
453 Washington St, 
Boston, Mass 


Columbia Trust Bldg. 
358 Fifth Ave, 
New York City 











A 
SMART 
FALL 
CREATION 





MADE FROM 
SELECTED KERSEY 











This novel spat, with Astrakhan Collar feature will 
boost sales this fall. Sell it with the low-cuts. 
Women are attracted by the collar immediately. 
There’s good workmanship, too—strong stitching, 
sturdy buttons. Made in just the shade;you want. 


We’ve got a sample pair ready to mail to you. Let 
us know you want it. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 





“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton”? Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth give 
satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 








IN 











BOUDOIRS 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 
These Boudoirs will bring business for you. 
They have the eye appeal and quality of 
workmanship that wins trade. Let us prove 
this by sen you samples and quoting 
prices, in a and W.- you desire. 


GREELEY 


at — , Haverhill, Mass. 
Factory, Newton. 2) per 
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SNAPPY SELLING 
STYLES 


On the Floor 
READY TO SHIP 


No. 2506—Black Satin New Gre- 
cian Strap, 16-8 full Louis heel, 
Silk Cord bound, Medium Short 
Vamp, Beaded Vamp and up 
center of strap of jet and steel. 


C and D Widths. 
$4.00 
ON THE FLOOR TODAY 


No. 655—Black Satin one strap, 
hand turn. Beaded Vamp and 
strap of jet and steel, 15-8 full 
junior Louis heel, French cord 


bound. A, B, C Widths. 


$4.50 
ON THE FLOOR TODAY 


No. 3504-—Black Satin one strap 
hand turn. Beaded Vamp and 
strap of jet and steel, 16-8 full 
Louis heel, French cord bound. 
C, D Widths. 


$4.25 





ON THE FLOOR TODAY 


No. 2709—Black Glazed Kid—Grecian, center strap, cut-out quarter. 
Silk cord bound. 13-8 Military heel. Rubber top lift. 


B width, 4 to 8 
C width, 3 to 8 


$3.35 
ON THE FLOOR TODAY 


Dave W. Saifer Shoe Co. 


37 S. WELLS STREET CHICAGO 
TERMS—3 PER CENT 10 DAYS, NET 30 


= 


eee 


1! IN STOCK =; 
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No. 600 


Women’s black one strap turn 
sole, rubber heel sizes 3-8, 4-8, 
5-8, 4-7, case lots only, terms 
30 net, F.O.B. Cincinnati. 


| ALTMAN &[MINCES 


CINCINNATI, OHIO 


— 


| TO THE FRONT— 
of your FINDINGS CASE | 


“OLD RELIABLE’? Brands of 
SHOE LACES 


*““RADCLIFFE”’ Narrow Flat Mercerized, 
‘*YALE,”” “DUDLEY” and “C’’ Round 
“THE QUALITY THAT SELLS” 
Your Jobber Can Supply You 
MANUFACTURERS 
Beeccans W. bebewabinaaness co. 


ee 


BOSTON 
CHICAGO 


U.S. A. 








—— 
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THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 


SHOE LININGS Sle Dis balors or 


H. S. & M. W. SNYDER 
INC. 


For uniform quality, for longer wear, for better appear- 
ance inside the shoe, use one of the KALLMAN Guaran- Maubadune 


CHROME KID 


Black, White, Havana, Gray, 
Champagne, Red, Golden 
and other demanded colors. 
Ebony Cabrettas 
in Black and Colors. 


In Twills, Drills, Ducks, each stamped with its weights. 
Also Flannels, Felt Sock Linings, Top Facings. 











Kallman-Newcomb Company 
61-65 SOUTH STREET BOSTON, MASS. 


KALLMAN-NEWCOMB CO. A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 








The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 


new Repco Shoe Stretcher are : - Baer sie 
nadie of aii dalied tial. “Uibiaitn orig ane is packed in an individual 


are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 


For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY COMPANY - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 


UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 
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R251—Welt Oxford, Tan Hickory Calf, 
Overweight Oak Bottoms, Stitched Heel 
Seats, Six Rows Silk Stitching. 


R261—Same as R251 in Black Hickory 
Calf. 





OUR “HE-MAN” LAST 


$6.00 


A Brand-New, Broad-Toe Brogue 
with Distinctive Character Lines, 
Wide Shank and Tread — Outflare 
Heel with Short Forepart. 


BUILT FOR BUSINESS 


Order the two'styles now so that we 
may anticipate your re-order require- 
ments. 


The J. P. Smith Shoe Co. 


671 North Sangamon Street Chicago 
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BRANDED OR UNBRANDED 


SEASONABLE STYLES OF MEN’S WELTS 


IN STOCK, READY TO SHIP 
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No. 538— Men's Patent Colt Dress and Dancing Oxford, Light Weight 


Construction, with Flexible Sole, Imitation Turn 
Edge, Hollow Heel, Peg Top Piece, Short End Box, .0 

i : Wi At ». Code—“Crystal.” . — +, , +, 
wanser Sant eee din _ iti No. 414—Men's Sport Oxford, Bogey Last, 102 Tan Vamp Top 


! . D 2 i Sol 
No. 548—Same as above in Dull Black | Calf om Anees — Wate ek we me 8 
Winsor Last Widths A to D Code ° “Century.” ° 


“Comet.” 


No. 415—Men’s Sport Oxford, Smoked Elk Vamp and Top. Gal- 
lun’s 4 Tan Apron and Heel Stay, Red “Du'‘tlex’ 

Ribbed Sole and Heel. No Box. Widths B to E. 0 
Last “Bogey.”” Code—*Climax.” ° 


No. 410—Men's Sport Oxford, Bogey Last, Tan Vamp and Top, 
Brown Cordovan Apron, Red “Duflex” Ribbed 
Sole and Heel. No Box. Widths B to E. Code 


“Carson.” e 


. 
= 
, 
. 
x 
' 
. 
x 
. 
2 
= 
: 
of 
x 
| 
5 
: 
: 
Ms 
Hf 
= 
1 
x 
: 
5 
. 
4 
= 
x 
. 
x 
= 
3 
~ 
; 
. 
Ly 
. 
. 
a 
. 
5 
x 
* 
x 
x 
3 
“ 
= 
. 
x 
x 
x 
- 
xd 
. 
x 
. 
! 
x 
- 
5 
K 
4 
x 
. 
: 
x 
= 


No. 540—Men's Oxford, Patent Colt, Perforated Throughout, 11 
Edge, —— Sole, Goodyear Wingfoot Heel. Am- 25 
* 


bassador Last. Crawford or Unbranded. Widths 
Ato D. Code—" Nick.” 


You will find our line of shoes excellent sellers. 





Their goodness is apparent at a glance. They 
are not one time sellers, but are made to give Heavy Single Sole, Braeburn Last. Widths oes. $6.00 
satisfaction and repeat. ant Die nc i 


CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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“THE ALGOLLA” 
Stock This Live Style Now! 


OUR stocks for fall. Now is the time to complete your 
quota of numbers that are timed to the minute in style. 

We can ship the very ones you want, snappy lines, quality 
built, and salable. Our factory, producing 4,000 pairs per 
day, can meet all needs fully. 
Let Allen, Goller shoemaking open the way to more pleased 
customers, and more sizable sales. Just let us know you are 
interested in getting in the front 
rank with the livest style leaders, 
and we’ll send samples and price 
quotations. 








r fac te ~ as the Boot 
on Shoe r in This is a 
practical guarantee “y your deliveries 
will be well > shew of, as all labor 
7 culties are adjusted by the State Board 

,* bitratio signed contract 


























ALLEN, GOLLER SHOE Co. 


Fa) 60 K STREET, SOUTH BOSTON, MASS. P 


ii AAT 





i 
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Mr. Retailer— Your Attention 


Do you want to increase your business 50 per cent this Fall? 
Would you be willing to pay a few pennies out of each dollar’s 
worth of NEW business you do, to get this increase? 


TITE-LOK STILTS 
for . 
BOYS AND GIRLS 
WILL GET THIS INCREASE FOR YOU 


The quickest result-getting premium ever offered the shoe trade as a business 
stimulant. A few pairs given out means that every youngster in your vicinity 
will urge and coax his or her parents to trade at your store in order to get this 
premium. 


Tite-Lok Stilts are strongly built, adjustable to three heights, painted bright 
red, and we print your advertising on both stilts (40 letters maximum). 


Secure the agency for Tite-Lok Stilts now, before your competitor beats you 
to it. 


Order a supply at once, for September delivery in order to stimulate your 
sale of boys’ and girls’ school shoes. Direct results in increased sales are as- 
tonishing. 


Write us for literature describing TITE-LOK STILTS. 


STERLING TOY WORKS 


106 Factory Ave. Sterling, LIl. 








REPCO 








makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 


ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Belter order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 
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7 You will improve your line of shoes 
by using 





ce Calf 














ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 


ACE 909 












































J. S. BARNET & SONS, Inc. 


“‘Maintains a Standard Reputation” Sennirtes Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS.., U.S. A. 





CABLE ADDRESS “TENRAB” 
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BLACK KID WELTS IN STOCK 


Staple Sellers That Have A Country 
Wide Reputation For Good Value 


ni. 


These five numbers ready to 
ship from stock. Sample 





pairs sent on approval. 


MAKERS OF GOOD 
SHOES SINCE 1883 


Goodyear Welts Exclusively 


OTOL LUOMeniiiiiiiieniiiiiiiiieniiiii: (4 


Stock No. 51. Price, $3.50 Net Stock{No. 50. Price, $4.00 Net 
Black Kid Blucher Oxford. Junior last Black Kid Lace Oxford. Combination last. 
11-8 Rubber heel Cushion Sole, Arch Support Counters, 11-8 

SIZES IN STOCK Rubber heel. 
¢ to 8; A—4 to 8; B—3% to 9; SIZES IN STOCK 
to 8; D—3% to 9; EF 3 to 8 AA—414 to 8; A—4 to 8; B—3% to 9; 
C- 3% to 8; D— 3% to 9; E—3 to 8. 


AK 


Stock No, 40. Price, $5.00 Net 
Stock No. 41. Price, $4.35 Net Black Kid, 8 inch Lace Boot. Combination 
Black Kid, 8 inch Lace Boot. Junior last Last. Cushion Sole. Arch Support Count- 
11-8 Rubber heel. ers. 11-8 Rubber heel. 


Stock No. 42. Price, $4.00 Net 
Black Kid, 7 inch Lace Boot. Hub last. 
11-8 Rubber heel 


so et a ee <5 ae SIZES IN STOCK SIZES IN STOCK 
I Tf oft I 486 to 8. : AA 44 to 8; A—4 to 8; B—3% to 9; AA—4% to 8; A—4 to 8; B—3% to 9; 
. an C—3% to 8; D—3% to 9; E—3 to 8. C—3% to 8; D—3% to 9; E—3 to 8. 


WISE & COOPER CO. 


AUBURN MAINE 
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Hides, Boots and Shoes All Placed On 
Free List 


Senate concurs in action taken by House 
of Representatives a year ago and shoe and 
leather industry wins a great victory. 


Homeward Bound, Their Footsteps 
Echo New Shoes 


Eight pages of practical ideas for the 
coming Fall season. 


What Do You Know About Feet?. . 


In this article Dr. Herman W. Marshall 
discusses flerible shoes, stiff shoes and the 
value of correctly fitted arch supports. 


How We Increased Our Men’s Business 83 


These two Chicago merchants didn’t know 
that men had = buying shoes. They 
kept right on selling them. Read how they 
did it. 





NE of the outstanding sigaposts of 

the age is the realization that _the 
interests of manufacturer and merchant 
are identical. 

The old formula of “buy cheap and 
sell dear,” with its assignment of con- 
flicting purposes to producer and dis- 
tributor, is passing away and its place is 
being taken by the belief that each is but 
a part of a great whole and that whatever 
reacts unfavorably on either, inevitably 
also reacts equally unfavorably on both. 

Following this line of thought to its 
ultimate conclusion we are forced to 
acknowledge that the retail merchant is, 
and should be, interested in the pros- 
perity of the manufacturer and that the 
manufacturer is and should be interested 
in the prosperity of the merchant. 

Neither branch{should knowingly com- 
mit any act harmful to the best interests 
of the other. 
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GEO. WATTS CARR. Peesiment - 
T. M. SRYANT, Wice-PrestoenT mage 
1. J. ORRIEN, Gacy « 


CARR-BRYANT 


106 AND 108 WEST Main STREET 


DURHAM.N.C. April 6th, 1922 











The Rice & Hutchins Baltimore Co., 
101 Hopkins Place, Baltimore, Md. 





Gentlemen: 
I want to tell you that I am more than pleased 
with my Children's Educators, and I am glad I 
took the exclusive agency for them. 
I have not advertised them yet, but I put them 
in the window last night with some of your 
window cards, and our business was exceptionally 
good today on Children's Educators. 
I am enclosing a fill-in order on some of the 
styles that I want you to ship by express, Monday 
if possible. 
After the April rush is over, I am going to run 
up to Baltimore to see you on this Educator 
business, as I see a big future in it for me, 
and some good business for youes 

Yours very truly, 


CARR-BRYANT 


——— 


Give ’Em An Inch 
And They Take a Mile 











\ window display, a chance to let customers know that you have them— 
that’s all Educators need 


Given an inch, they take a mile. They move fast. Educators bring 
quick profits right from the start. 


For they are well known—Everywhere. 
Ask for facts on Educator Merchandising. 


RICE & HUTCHINS, INc. 


BOSTON FouCcATO U. S. A. 
UCA 
SHOE® . 
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Let’s Make Haste Slowly 


Business Is On a Fair Road to Better Times, So Keep a 
Level Policy in Your Store 


SPURT in business is just ahead. This pre- 
diction is based on the fact that business has 
found its real rate of speed after running with 

caution for many months. Despite strikes and inter- 
national messes, the American public has resolved to 
plunge ahead with “good times” as the ambition of 
its people. The only other possible conclusion is that 
we are facing a harmful and impermanent period of 
prosperity—a speeding up of demand and production 
born of the fear of a shortage of coal and some other 
great supplies. 

There is no doubt that in all branches of merchan- 
dising, stocks are low, and that a sustained run of 
business over a few months would so deplete the stocks 
as to cause frantic buying. It is certain that specula- 
tion is being practiced in some commodities other than 
fuel and that this feverish condition is not healthy. 

Given the conditions as outlined, the question for 
the merchant is one of grave concern. Shall he “buy 
his head off’ so as to insure early deliveries, and shall 
he also buy from a number of plants so that if one 
delivers on time he can cancel the others if the start 
of good times is but a freakish flurry? Or shall he 
hold off, awaiting the settlement of the coal and other 
strikes, in hopes that a falling market will permit his 
buying as he pleases? 

Should he figure that any spurt in business will 
move staple footwear and that tempting styles are not 
needed when custom is brisk? i 

Should he say to his staff “‘let’s go”’ and thereupon 
give birth again to the follies of 1919 when trick adver- 
tising with its “high falutin’”’ phrases and meaning- 
less copy aided and abetted fancies and frills in win- 
dows, in selling methods and in so-called “high-toned 
service.” 

Let’s hope that insanity of merchandising as remem- 


bered by all is gone forever. Look to a clear under- 
standing of the actual needs of your own community. 
Be cautious with your dollars and render efficiently 
an economical service. Speculation is a bad way to 
inject “pep” into any business. Keep cool and sell 
shoes as before with a sound belief that every shoe 
you buy is saleable, and every dollar spent for adver- 
tising, selling service and new help, is an investment. 
The hazards of business are greater in times of brisk 
business, for caution is apt to be thrown away. 

There is a sense of individuality to business today 
that should encourage every merchant to get down to 
the single elements of his business, and keep himself 
chained to the principle of “Buy and sell for service 
and for profit.” The golf course has its charm and the 
diversions possible today for the business man are 
such as to make him constantly “tired” of work. The 
feeling is held not only by himself, but by every 
worker. If the head of the business doesn’t “stick to 
business” how can the rest of the staff be properly 
inspired to do the greater share. Indicate by your 
application that the pride of production is something 
you encourage by your own actions. 

There is something more than a sermon in the fore 
going as may be read between the lines. What has 
become of those tremendously involved businesses 
which were leaders in industry a few years ago? The 
leadership failed to create organizations capable of 
working efficiently and profitably in each and every 
port. The excuse given was that the sweep of the 
whole business carried the main profits by strength 
and by volume of production and distribution right 
over all competition, and that minor losses were to 
be expected. Look out for an involved business! 
Keep to a clean understanding of your own organiza- 

(Concluded on page 86) 
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Hides, Boots and Shoes All Placed 
On Free List 


Vote Follows Six-Hour Debate in Senate and Measure Advocated by 
Shoe and Leather Industry Wins 39 to 26 


IDES, boots and shoes and leather were 
H voted back to the tariff free list, Wed- 

nesday, August 9, by the Senate, which 
thus concurred in action taken by the House 
more than a year ago. 

There was only one roll call on hides and the result 
was 39 to 26 against the committee rates of two cents 
a pound on green or pickled and six cents on dried 
hides. 


How Senators Voled 


The Senate divided as follows: 

For duty on hides: Republicans—Bursum, Cameron, 
Capper, Curtis, Ernst, Gooding, Harreld, Ladd, 
McCormick, McNary, Nicholson, Norbeck, Oddie, 
Phipps, Shortridge, Smoot, Stanfield, Sterling and 
Warren—19. 

Democrats—<Ashurst, Broussard, Fletcher, Jones of 
New Mexico, Kendrick, Ransdell and Sheppard—7. 
Total—26. 

Against duty: Republicans—Ball, Borah, Brandegee, 
Calder, Colt, Cummins, Dillingham, Edge Freling- 
huysen, Hale, Keyes, Lenroot, Lodge, Moses, New, 
Newberry, Pepper, Rawson, Spencer, Sutherland, 
Townsend, Wadsworth and Willis—23. 

Democrats—Dial, Gerry, Glass, Harris, Heflin, 
Myers, Overman, Pomerene, Reed, Simmons, Smith, 
Stanley, Trammell, Underwood, Walsh of Massachu- 
setts, and Walsh of Montana—1l6. Total—39. 

Most of the more marked lines which have developed 
in the Senate during the tariff fight disappeared on 
this vote, but about the only surprise was that a 
majority of the Republicans voted against making 
hides dutiable. Not only was there a split among the 
majority leadership on the question, but also in the 
finance committee majority and even in the Repub- 
lican agricultural tariff bloc, which, through its chair- 
man, Senator Gooding of Idaho, had asked for two 
cents on green hides and six on dried hides. 


Duty on Glove Leather 


With hides sent back to the free list, Senator Smoot 
of Utah, for the committee, moved that the Senate 
disagree to the amendment proposing a rate of 12 
cents a pair ard 5 per cent ad valorem on boots and 
shoes and varying rates on band, rough and sole 
leather, belting and harness leather and various other 
kinds of this product. 


This motion prevailed without a roll call, and as a 
substitute the Senate approved the House provision 
proposing a duty of 20 per cent ad valorem on chamois 
skins, pianoforte, pianoforte action, player piano 
action leather, enameled upholstery leather and glove 
leather, finished in the white or in the crust. 


Vole Followed Siz- Hour Debate 


In the six-hours’ debate which preceded the vote, 
Senator Lodge, the Republican leader, and Senator 
Walsh, a Democratic member of the finance com- 
mittee, were found fighting side by side against the 
duties. Senators Lenroot, Republican, Wisconsin, 
and Pomerene, Democrat, Ohio, made extended argu- 
ments against removing hides from the free list, while 
Senators Bursum, Republican, New Mexico; Jones. 
Democrat, New Mexico; McCumber, Republican, 
Oregon, and ‘Gooding supported the committee’s 
recommendation. 

Senator Lenroot charged that the 5 per cent ad 
valorem protective duty proposed on boots and shoes 
was “a bait to get votes for the tariff on hides.” 

Every New England senator, with the exception of 
Fernald of Maine, who is absent, voted today to put 
hides on the free list. Senators Lodge and Walsh of 
Massachusetts, and Lenroot of Wisconsin were most 
conspicuous in their attack upon the committee amend- 
ments, At no time was the result in doubt. as the 
proponents of the hides duty were known to be in the 
minority. 


Attack Opened by Senator Walsh 


In a carefully prepared statement. Senator Walsh 
opened the attack, declaring that the duty would 
mean an annual increased cost to the consumer of 
the country of $55,504,755 on hides alone. Taking 
into consideration the duties on leathers, boots and 
shoes, the cost would be closer to $110,000,000. The 
duty, he said, would only mean an increase of 
$15,340,000 to the cattle raiser. 

“The absurdity of a protective tariff on boots and 
shoes based upon the theory of meeting the difference 
between the manufacturing costs in America as com- 
pared with foreign manufacturing costs can be fully 
appreciated when we realize that there is practically 
no importation of boots and shoes, made of cattle 
hides ” said Senator Walsh. 

(Concluded on page 86) 
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—And the Alert Merchant 
Prepares His Answer in 


Lively Fall Advertising 


Out the front door go the few remaining summer styles— 
an old season is marked off by their going—while in at the 
back door comes shiny cases packed with profit and pres- 
tige heralding the new Fall Season. 

The brightest time in a merchant’s career—a new sea- 
son. Its beginning is the signal to leave behind old ideas 
and merchandise, just as the customer is expected to throw 
aside the old shoes. 

New ideas—new merchandise—new spirit. 

Those are the elements upon which business prospers. 

While those cases are being unpacked plans for putting 
those very shoes into “action” should be assuming work- 








able form. 

The Recorder Fall Advertising Budget carried out in 
practical fashion on the following pages will provide a 
starting point on the new fall business. 

The exodus from seashore, mountain, and countryside 
presents a pleasing panorama to the merchant who is ready 
to greet the homecomers with new ideas—new mer- 
chandise—new spirit. 
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Open the Fall Season with a Plan for Creating Sales 


The best intentions oftentimes trail off into nothing- 
ness, forced by the multitudinous duties of each day, 
notwithstanding the firmness of earlier resolves. 


The turn of each season sees the birth of a determina- 
tion to carry out those too often laid aside plans. 


\ season's end will witness a triumph of method over 
matters of day-to-day importance if the enthusiasm of 
today reaches a tangible working state. 


The budget is merely a chrystallization of plans; a 
guarantee that a worthwhile plan will get an oppor- 
tunity to demonstrate its merit. 


The budget outlined here is based on a gross business 
of $35,000 and represents a tourth of 1.2 per cent as the 
quarterly advertising appropriation. 


1.2 per cent is the minimum for advertising and sub- 
ject to revisal to meet particular needs. For example, 
it might be considered possible to increase business 50 
per cent through advertising when it would be advis- 
able to double the advertising appropriation, this being 
the only increase in expense inasmuch as a doubling of 
advertising expenditure usually means a speeding up in 
business that results in more business being done with 
the same facilities and the advertising being paid for 
out of the increased profit with some to spare. 


The figures are based on a town of 5,000 population 
in which the newspaper has a circulation of nearly 2500. 


The rate per Jine for space in the newspaper is 2c. 


Some will say that this is not pretentious enough, 
that a closer approach to the ideal in the matter of ex- 
penditure, size of business, size of town, etc., would be 


DISTRIBUTION 


MEDIUM OF APPROPRIATION 


te tober 
Newspaper 

Window 

Direct Mail 

Miscellaneous 


Total 


better because it would allow more latitude in the por- 
traying of what ought to be done. 


But we have this time kept purposely within com- 
fortable bounds for the small-town merchant, basing 
our judgment on the fact that the majority in the 
United States live in towns of 5,000 population or under. 


We have put aside every idea in which there was a 
question of practicability, and have tried to outline a 
plan that any merchant might adapt easily to his 
business. 


In the matter of art work we have been sparing, 
knowing that only the big metropolitan merchants use 
designs, that the average merchant is too far away 
from sources of supply of this nature to be able to use 
ideas which necessitate the services of artists. We 
have taken whatever material that would prove access- 
ible to every merchant and worked out ads. 


Mail advertising is also given a place in the budget, 
inasmuch as the circulation of the home newspaper 
covers a little less than the total number who might 
become customers, and also because of the fact that old 
customers should be reckoned with in any plan of 
advertising. 


The problem of window displays is given a place, too, 
for there are signs to be written, and draping material 
to be purchased in order that the shoe merchant’s 
windows will compete with the others in the block. 


It is the aim in this section on fall advertising to 
demonstrate how far money may be stretched with 
effectiveness rather than to get effects at any cost. 
This ought to find favor with the merchant who sees 
the big adjacent towns taking a goodly portion of his 
home-town trade. 


November 


Gv 
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They’re Here!! 
The New Fall Favorites 


Patent has first place say women fashion 
leaders. Cherry Red and medium Browns 
lead in men’s styles. 

Our shop is taking on the appearance of the 


harvest season—rich browns, lighter tans, golds, and 
silvers, brocades as varied and colorful as autumn 


woods. 
BRE Straps and oxfords for women with slim heels and 
moderately pointed toes. Oxfords with wide toes 
Py for men—comfortable and nobby. 
Now is the time to see our new fall lines Stop in today 
Complete Line of Hosiery 
Men’s Prices Women’s Prices 


$6. to $8. 6.50 to $8.50 


Your Name Here 


Street jTown 
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In the opening ad a general talk 
about the new fall styles is advisable 
with culs showing men’s, women’s 
and children’s 


The ad at the left is composed en- 
tirely of type with the exception of 
the cut of shoes. 

In order to get just the effect that 
you desire it would be best to have 
plenty of time for the setting of your 
ad before it is to be run. Then it 
will be possible to make changes if 
necessary. 








A window showing the fashion- 
able choice of the various leathers is 
both educational and interesting. 


The price should be included on 
the tags giving the order of their 
importance. 
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—Seen the Latest? 


Patent! 


BEBE 


Following the general ad, con- 
centration on one style should be 
cB the rule with a little general copy 

——s at the bottom of each of these ads on 
Rene a ; es the general lines carried and also 


It’s a marvel of perfection— , 
slender heel, lustrous patent, and on hosiery. 
a sole of a fineness that is de- 
lightful. 

Of many bright fall models 
this one stands out in relief—it 
is the instant favorite of all who 


see it. RERE 


$6.50 


JE) SS) SS 


The size of this ad is the same 
as the foregoing one simply to 
“‘dominate”’ at the beginning of the 
season. 


The size as it would be run is as 
the other, two columns wide and 
It will give you a new pleasure these fall seven inches deep. 
days. It is a Goodyear welt—serviceable 
and stylish. Brings you the style of Paris 
with the excellence and fit of fine American 
shoemaking. 

Come in today to see the many other fall 
surprises. 


2 SS |= it jc 


See Our Hosiery 


Your Name Here 
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A window of this kind gives the men some- 
thing to think about. 

Every card carries a valid > ma for a new — 
pair of shoes. There is something novel about —y 
this window, too, which adds to its value. And HOW: 00 -'YOU ‘SHAPE -UPP 
it isn’t at all impossible to handle. TEM way ag ME RIZ 

First card would read: HELP WA NTED— for a pair of our 
Appearance wins jobs. Second, A RAISE— NEW FALL SHOES 
Good work follows good tasie. Third, SO- 
CIALL Y— Your pularity is at stake. 
Fourth, DISPOSITIO N—Shoes make many a 
grouch. Fiyth, ABILITY—Whatever your 
work good shoes will help you.  Sizth, 
STRE NGT H—A weak pair of feet makes you 
timid. Seventh, HEALTH—A good shoe 
keeps digestion and circulation sound. Eighth, 
PERSO NALIT Y—Who can radiate magnet- 
ism with sore feet? Ninth, WILL—A wrinkle 
in a shoe forestalls accomplishment. Tenth, 
S UCCESS—Impossible withoutja sound mind 
free f rom aches. 
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Blanks:-Shoe-Store 





MARKET STREET 

Somelimes you can get 
around an awkward situa- 
lion by being very frank. 
Most everyone likes those 
who are candid, too, which 
makes it easier. 


To Old Customers: 


dependable shoes and hosiery & 


When I started to count up I find that you are about 
evenly divided between men and women. 


----and Ive got to keep expenses down in order to keep 
prices low. I'm going to make one letter do, Some of you 
are married anyway and that means you're interested in both 


YOUR TOWN PENN 

Two other ideas aré 
given below as a basis for 
the writing of your letters 
to send out this fall. It 
may be that you can adopt 
them as they stand with 
the addition of something 


You’re trying to save on 
expenses, and the ones 
who buy of you are inter- 
ested in this if they can feel 
that they benefit through 
such savings. 


Of course, the mer- 
chant’s mistake who said 
he could afford to sell his 
goods cheaper because he 
didn’t advertise, must be 
avoided. If we remember 
rightly this statement was 


kinds of shoes -- men's and women's. 
So I've written two puregraphs. 


---- and marked them so if you're a man you won't lose 
any time getting the message. If you're & woman you may read 
it all and I hope you do. 


It seems that most every woman I've ever sold shoes to 
before is coming in this fall to buy. Word hus gotten around 
thet values ure better than ever, I guess. I haven't seen 
you though. You'd better come in early tomorrow just to con- 
vince yourself that pow is the time to buy full shoes. 


Patents - Dark Browns - Light Browns - Strups and oxfords. 


The latest thing in youthful men's shoes is Cherry Red 
with lots of perforating and wider toes <-- in the more dignified 
models plainer effects in Black. The min point I want to make 
however, is to have you come in now. Don't wiit until the last 
ainute. The old adage about @ man being run down ut the heel 
Still holds because shabby shoes can make the finest suit look 
ridiculous. 


I shall be looking forward to seeing you for our shoes for 
men, women and children are the best in the market for the prices 


specific aboul your shoes. 


Or they may help to 
bring a few of your own 
ideas into‘clearer form. 


Advertising by letter or 

* blotter through the mails is 
a very valuable method of 
advertising. You pay for 
nothing but what will 
work for you; every piece 
of mail advertising will 
get the undivided attention 


made on a handbill the asked. 
merchant was distributing. Thank you. 





of the one who receives it. 


Yours truly, 








Letter to Women 


The first signs of fall are seen not on the hillsides, but in our 
store. 

The fall colors in shoes, it might be said, have been taken 
from Nature’s palette on which she is mixing the new shades for 
tree and shrub. 

Mellow browns—golden and darker and brocades as skilfully 
patterned as an autumn landscape. 

Straps—fashionable Louis heels—sturdy oxfords. 

The sparkle and zest of fall mornings are part of every shoe in‘ 
our fall stock. 

You'll be delighted just to see them. 

Come in at the earliest possible moment for a treat in pretty 
shoes. 

Yours truly, 


Letter to Men 


Perhaps you said when you first saw this letter, “‘Well, 
here’s another fellow looking for my money.” 

You're right, we are, frankly. 

But that’s the way business is done—on an exchange of 
values. 

And this is strictly business. 

If anyone “put you next’? to something good, wouldn’t 
you appreciate it? 

That’s what I’m doing right now, trying to tell you that 
there’s a good many styles of shoes in this shop that you can make 
money on (A penny saved is a penny earned, you know.) 

You won’t have any trouble getting your size. There are 
light tans, dark tans, blacks, brogues—all kinds of snap and 
ginger, plenty of quality. 

You'll get your money’s worth here on fall shoes. 

Yours truly, 
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School Opens in 14 Days 
The new fall school shoes are here, 


In Our Men’s Department 








It’s in the blood—the tang of fall— | 
men are done with summer days’ |j 
languor. 

The up-and-coming fall oxford pic- 
tured is the choice for fall. It’s 
serviceable — comfortable — fine |} 
looking—and the price is right. 

IN LIGHT OR DARK TAN CALF 

Why don’t you, too, make a change, 

A new pair of shoes peps you up al 
over. 

Only 


trooping in for the sturdy new tans 
and blacks in lace and button. 
} The shoe pictured is one of many 
| styles that will please. 
} Plump Oak Soles 
Nature Shaped Toes 
Solid Leather Counters 
Well-tanned, Close-knit Uppers 


$3.50 


Why net come in teday with YOUR youngster. 
Hesiery for Children, too 
Your Name Here 


SS SS SS) 


— 


$6.50 
Your Name Here 


Street Town 


—-, 


[— 


Street Town 


SS SS SH 
Newspaper Size to be Newspaper Size to be 
1 column 6 inches 1 column 6 inches 


LL 








A opens 
m 

(4 days 

Prind, the youns, folk 
nm now 























Before school a window for children would be in order. As 
shown here the idea is to have the old worn shoes around on 
the floor of the window and the new ones on the pedestal in 
the center. A sign in the center focusing attention on the 
new shoes should give the number of shopping days left 
before the opening of school and the number should be 
changed daily. 


The old shoes can be taken from your repair department. 


They will certainly attract attention, and the impulse in 
the onlooker will be to consider how — their children’s 
shoes look and the desire for new shoes will follow naturally. 
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Rich Autumnal Browns 
for Women 7 (2 


ll Golden brown oxfords that match the 


s shades that will soon dot the woods. 

tanner surely knew nature in its most 

tacit mood to achieve such splendid re- 
ts. 


Their heels are well set te carry one far |} 
without trace of ae 


Roomy yet trim. Sage ever evidence 
of good shoemakii The absence of foot 
strain. es 
cee, you wi le 


of foot muscles, The 
velop is due to perfect 
Ht $6.00 He 


Hosiery in all the latest shades 


Your Name Here 
__ Town 


ae Size to be 
I column 6 inches 


a 


* | 
o& 


Trimmed with Patent 


Imagine how it would look with your 
prettiest gown. 

It fits your personality equally as well as 
your foot As much ie in its 
trimming as in the most stunning 

Rich gray ooze with patent to make it 
strikingly pretty. Louis heel—and the 
straps—you must see them on your own 
foot te really appreciate them. 


Our guarantee of quality is just as strongly 
p wong this dainty creation as any of our 
shoes. 


Priced at only 


$6.00 


Your Name Here 
Street Town 


SS ———j 


Newspaper Size to be 
1 column 6 inches 
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Patent is Seen Everywhere 


this Fall fe fe He | 
Through several seasons it has gained in | 
y until now it sparkles on the street, 

in office or factory. | 
l 


We have - the most popular model 
in our fall stocks 


Patent tiene eoze—smart Louis 
heel—and the latest in straps, 


The price is not the least attractive feature. 


a $6.00 
Come in te look over our Hosiery 
Your Name Here : 
Street Town 


S| > —| 


Newspaper Size to be 
1 column 6 inches 


i ol 


co New Styles and New 
Faces (7 (0 


| There is a style for every taste—a price for 


PAN 


every purse. 
The news is traveling. One of the most 


noticeable things in our fall business is the 
number of new faces we see wre daily. 


Leok elsewhere—look out own—look 
around town—THEN COME HERE. You'll 
appreciate the savings that comparisons will 
point out te you. . 
Straps—Louis Heel— Oxfords 
— Military Heels. 
| Your Name Here | | 
Hewes Town 


Newspaper Sine to be 
1 column 6 inches 
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Ideas For Windows 


Hallowe'en Window 


Hallowe'en provides an idea for a 


children’s window. 

The customary jack o’ lanterns, 
hobgoblins, witches, etc., may be pur- 
chased of the Dennison Mfg. Co. 

And the decorations must be linked 
up with the shoe display in some way. 

For instance, a witch riding a 

broom might be the central figure in the decoration 
with a placard announcing something like this: If they 
could get shoes like ours they’d do more walking. 

Or, if the window centered around black cats a card 
might read like this: These shoes have as many lives 
as a Hallowe’en cat. It takes a lot of wear to 
hurt them. 

Again, a mirror might be featured with lettering 
pasted on it reading thus: Hobgoblins’ mirror—gaze 
into it to see the shoes that will travel a long way 
into the future. Place the shoes with their heels 
toward the window pane so they will be reflected in the 
mirror. If possible, something can be pasted along the 
bottom of the window to hide the shoes themselves. 


A Little Remembrance for 


the Kiddies 


Announcement a day or two ahead 
might be made of a plan to give a 
couple of pencils away with every 
shoe purchase. 

The window might be dressed 
showing the entire stock of pencils 
that are to be given away with shoe 
purchases. It is something interesting 
to talk about and ought to liven up sales on some Satur- 
day for some will buy a little sooner than they expected 
to, others will buy of you rather than someone else, and 
there are those who will be tempted to buy in order to 
get something gratis. 

The giving of little gifts to children without ostenta- 
tion is a good plan to pursue consistently in the develop- 
ment of a popular children’s department. Children do 
not forget such kindnesses. Their influence in getting 
their parents to trade with you is unfailing if you have 
shown them some little attention. 


li 


er | 


Viol. 


Harvest Window 


A window showing sheaves of wheat 
and a goodly sprinkling of wheat 
‘§ stalks presents an opportunity for a 
im fresh-looking display. The grain 
dealer in town will be glad to furnish 
fq the material. 
3 <A big placard with wheat tied onto 
it in decorative fashion might read: 
Harvest time here as well as in the fields. It’s 
time to gather in some of these savings for 
yourself. 

The sign painter can make a price ticket with the 
price in the form of wheat. 

Display shoes of one price in the window and model 
the price in oats or wheat kernels on the floor of 
window. 

Make the whole play on price. This is an inexpen- 
sive way of making an attractive showing. 


When the Frost Is On the 
Pumpkin 


Get some imitation frost from a 
Dennison dealer, place a pumpkin 
with the leaves and stalks on it in the 
window and talk about the weather 
that is at hand. 

The sign for this window should 
read: Frost, Snow’s little brother, 
is here—it’s time for heavy winter 
shoes. 

In this window display arctics, storm boots, rubbers, 
rubber boots, everything that is in the store for winter. 

Another placard might read: Nine-tenths of colds 
are caused by wet feet—are you ready for winter's 
storms. 

Don’t wait until nasty weather is here before selling 
winter footwear, the admonition to get ready is a 
strong one at this time of year and many will follow 
such a timely suggestion. 


La) 
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What Do You Know About Feet? 


Orthopedic Ideas for 


Shoe Merchants and 


Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


FLEXIBLE SHOES, STIFF 


FFECTS of differing grades of flexibility or stiff- 
ness in shoes and supports will constitute chief 
topics for discussion in this chapter, while 

matters concerning proper shoe shapes or shoe sizes 
will be disregarded entirely. 

There have to be considered shoes of extreme or 
moderate flexibility as well as moderately or extremely 
stiff An extremely flexible type possesses 
extremely slight stiffness; a moderately flexible type 
has considerable stiffness; a moderately stiff type has 
considerable flexibility, and an extremely stiff type 
has extremely slight flexibility. 

It is well to remember that most shoes and many 
arch supports have such stiff and flexible features 
simultaneously, although a few types have flexibility 
reduced to zero. Any of these varieties of shoes or 
supports may be used properly or improperly. 

Persons wearing flexible shoes with perfect satisfac- 
tion to themselves are able to do so because their 
muscles are well developed and strong enough, because 
blood is good enough, because nervous factors in- 
fluencing feet are normal enough, and because external 
influences acting on feet are satisfactory enough. 

Feet in flexible shoes will break down if nervous- 
vascular influences become unfavorable enough. Nerv- 
013 aal vaszalar in‘luences are mentioned together 
because both are acting always and because it is diffi- 
cult to separate the two accurately. Feet will break 
down if increased excessive muscular work or external 
injuries of sufficient severity enter into the situation. 
They may become weakened first through unfavorable 
nervous-vascular conditions, and the actual break- 
down be precipitated by injuries, or excessive exer- 
tions, or unfavorable shoe changes of comparatively 
slight degrees. They may be weakened first by in- 
fluences just mentioned as causing final breakdowns, 
and with nervous-vascular factors determining actual 
upsets in normal conditions. 

Feet fitted perfectly with flexible shoes will break 
down whenever the sum of combined influences acting 
on them becomes sufficiently bad. At times one cause 
may be more pronounced than others of the acting 
combination. In some instances different elements of 
the combination appear to be about equal and nearly 
all slightly unfavorable. Usually there are some 


shoes. 


SHOES, ARCH SUPPORTS 


favorable and some unfavorable factors among the 
entire number of influences affecting feet; and when- 
ever this balance between favorable and unfavorable 
elements becomes too bad, then abnormal symptoms 
make their appearance. 

Persons wearing stiff shoes with perfect satisfaction 
to themselves are able to do so for precisely the 
same reasons tnat been given for flexible 
The long list of comprehensive statements 
just made relating to flexible shoes may be repeated 
word for word, as applying to stiff types of footwear, 
by simply substituting the term “‘stiff’’ wherever 
“flexible’”’ has been employed. What. then, are the 
important differences between flexible and stiff shoes? 

Flexible shoes exercise muscles more than stiff ones 
do, while stiff shoes protect feet more than do flexible 
ones. Foot muscles must do more work themselves 
in flexible footwear than in stiff shoes, while perform- 
ing similar tasks. Adaptable muscles in consequence 
increase in strength in flexible shoes to meet extra 
demands made on them. 

How much stronger will feet become in flexible 
shoes? As much stronger as is necessary to compen- 
sate for loss of support previously enjoyed in stiff 
shoes. When a change is made in shoes there is a 
feeling of increased security and comfort if stiff ones 
are put on; whereas, soon there is an increased feeling 
of freedom and strength when muscles adapt them- 
selves successfully to flexible shoes. 

If changes are made from stiff types possessing 
moderate flexibility to flexible types having moderate 
stiffness, there should be expected only a moderate 
increase in muscular strength. Feet will increase in 
strength up to limits of their adaptability if they are 
forced by increased exertions in very flexible shoes; 
and dangers of strain increase as limits of adapt- 
ability are approached, for development sometimes 
is forced too hard. Feet may become harmfully 
overstrained in flexible shoes although they permit 
highest grades of muscular development. 

Stiff shoes protect feet against unusual external in- 
juries, the protection varying with thickness and 
resistance of soles. Most workmen engaged in heavy 
labor, pick and shovel laborers, bricklayers, teamsters, 
structural workers, foundry workers, and very many 


have 
shoes. 
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others in many occupations find heavy soles best 
suited to their needs. For example, a teamster whom 
the writer saw, slipped from his team and a cartwheel 
passed over his foot while the latter happened to be 
turned on its edge on the ground. The heavy sole 
was buckled considerably, and four foot bones were 
cracked; but if there had been a light flexible sole the 
foot would have been very badly crushed. Any struc- 
tural worker who has to stand on ladders, or narrow 
edges of timber, or steel work, has little use generally 
for very flexible shanks. Flexible shoes are for those 
who do not have to abuse the feet unavoidably. 

All persons should wear as flexible shoes as their 
occupations and habits permit, without undue 
risks from overstrain. This is so because muscles 
increase in strength and size by proper care through 
‘years of activity until practically they become per- 
manently strengthened. Strong feet may lose strength 
slowly under continually slightly unfavorable condi- 
tions, until they may become so greatly weakened 
after many years of abuse that they never recover 
their former degrees of normalcy. 

Let shoe clerks recall the fact frequently that 
muscles will succumb to nervous-vascular influences 
whenever these combinations become bad enough, 
whether flexible or stiff shoes are worn and regardless 
of perfect shoe fitting. . 

Fairly satisfactory combinations of protection and 
freedom usually are obtained in fairly stiff, flexible 
shoes or in fairly flexible, stiff shoes. These two types 
should be used by the majority of individuals most of 
the time rather than extremely flexible shoes or rigid 
arch supports exclusively. 

What happens when a new pair of shoes are fitted? 
If degrees of shoe flexibility and stiffness lie within 
limits of muscular adaptability, there will take place 
new adjustments within muscles, either strengthen- 
ings or weakenings, until a satisfactory new level of 
equilibrium of muscular strength is established, assum- 
ing that amounts of work and kinds of occupations 
remain constant. Normally adaptable feet will adjust 
themselves to standards that may be near upper 
limits, or lower limits, or at innumerable intermediate 
points between limits of their adaptability, as occa- 
sion compels them to do. 

Slight variations in standards from time to time 
may help feet to remain more easily adaptable than a 
single fixed standard used without change for years. 
Two slightly different pairs of shoes used alternately 
may not be as comfortable as a single variety used 
continuously, but if differences between the two are 
not so great as to cause serious discomfort while mak- 
ing changes, there is a probability that two pairs may 
keep the feet in good condition for a longer term of 
years. Apparently there is such a thing as too much 
and too continuous comfort for an individual’s welfare. 

Stiff soles are useful as range of adaptability lessens 
in old age, in obesity, in chronic joint diseases, in 
debility, and in rheumatic states or muscles due to 
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faulty nervous-vascular combinations acting on them. 

Arch supports possess certain advantages and dis- 
advantages. Among advantages should be men- 
tioned (1) ease with which they may be employed as 
temporary appliances for temporary weaknesses; 
(2) ease with which they permit finer adjustments 
in fitting weakened feet; (3) increase in range of sup- 
port that is obtainable with a single pair of shoes by 
their use; (4) possibilities they afford of furnishing 
more support than is attainable with stiff shoes; 
(5) convenience to patients under certain conditions. 

Disadvantages include (1) ease with which supports 
may be employed by wearers for too long periods, 
thereby lowering unnecessarily the level of muscle 
strength maintained; (2) ease with which mal-adjust- 
ments are possible when supports are carelessly fitted, 
or when underlying physiological principles governing 
their use are not understood; (3) need of some super- 
vision generally after fitting for best results; (4) dam- 
age to shoes. 

Experiences of very many wearers of arch supports 
include satisfactory first periods in which feet are 
made more comfortable from relief afforded weak- 
ened muscles. Supports continue then to be worn 
too long if they are comfortable, or until they break 
or wear out. During this second period, feet weaken 
down to such levels as degrees of extra support permit 
them to do. Finally when they are discarded there 
are feelings of freedom and increased strength which 
cause wearers often to condemn all supports unfairly. 
Blame should rest with physicians or shoe fitters who 
do not explain intended purposes and limitations of 
appliances clearly. Events of similar nature some- 
times take place when extremely flexible shoes are 
worn beyond capacities of their wearers for adapta- 
tion. Then flexible shoes are condemned unjustly for 
harmful strains that are produced. 

Arch supports should not be fitted hastily without 
thought of severity or duration of existing foot weak- 
ness, nor when opportunities are lacking for future 
observations. 

There are no good reasons why shoe clerks should 
not be able to fit arch supports skillfully as well as 
shoes, provided they have proper supports Some 
shoe stores already have installed successfully special 
fitting departments with foot experts in attendance; 
so that many customers are fitted entirely satisfactorily. 

Careful orthopedists are strongly opposed to such 
directions of development, however, because they feel 
that these are encroachments on their rightful domain. 
They favor shoe dealers strongly who do not bother 
with supports. Proper use of appliances being more 
than temporary perfect local adjustments, there are 
forcible arguments in favor of co-operation between 
shoe merchants and orthopedists for improved service 
to wearers. More shoes and fewer supports are likely 
to be used under a co-operative system, while patients 
may receive more frequently special medical advice, 
with deliberate directions such as cannot be given in 
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a busy shoe store emporium. Dividing lines between 
domains of shoe merchants and fields of activity of 
the medical profession are bound to be uneven in 
different localities, due to widely varying conditions. 
Total condemnations, therefore, of any special methods 
have to be made very cautiously. 

Arch support makers are entitled to their place in 
the sun. There are large commercial concerns which 
turn out enormous numbers of satisfactory appliances, 
and the latter are fitted properly perhaps almost as 
many times as they are misfitted now. There are 
medical appliance shops which specialize on fitting all 
kinds of medical apparatus including foot plates 
One unique combination that the writer has found 
is a modest shop in Lynn, Mass., run by a very pro- 
gressive old shoeman, Everett H. Dunbar, who has 
been in turn a successful custom shoe maker, retail 
shoe merchant, arch support maker and wholesaler. 
Now in his declining years he enjoys the confidence of 
many doctors and others because he can handle per- 
sonally, if necessary, all phases of his problems, shoe 
fitting, cutting and tempering of steel plates, and 
leather work of support making. He makes his sup- 
ports for his customers individually while they wait 
for him to assemble the necessary parts. He fits 
carefully peculiarities that exist, and it must be ad- 
mitted that individual fitting in arch supports, as in 
shoes, is the acme of perfection provided the work is 
done skillfully. Orthopedic specialists have very com- 
plete apparatus shops where they manufacture all of 
their own appliances in some instances. 

Many orthopedists are using metal. supports less 
frequently now than formerly for longitudinal arches, 
but there must remain a certain steady demand for 
them. On the other hand, there appears to be an 
increasing number of simple anterior arch pads of 
various descriptions needed for anterior arch troubles. 
High heels and pointed toes in women’s footwear, or 
corrective shoes used increasingly among men for im- 
possible tasks, both contribute to the demand for 
anterior pads. 

Particularly those types of very flexible, extremely 
corrective shoe shapes, which although they have 
definite advantages, nevertheless are fitted too short 
many times. Back pressures are produced on outer 
toes and transmitted to anterior arches which in turn 
become weakened and painful. When feet become 
sufficiently weak there are no shoes made that alone 
will hold feet in proper shape, and very commonly in 
these instances the shoe fitter is overlooking some 
nervous-vascular defect that should be receiving proper 
medical attention, and which is ruining the customer's 
feet. as well as the shoe fitter’s reputation. 

It would be possible to go on raising objections to, 
or commending every trivial detail of every shoe or 
support in some isolated circumstances at least, until 
an intolerably complicated discussion might be de- 
veloped. Let it be remembered, therefore, that there 
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are natural corrective tendencies which take care of 
most temporary troubles after a longer or shorter 
time, and that shoes, supports, medical care assist 
these if skillfully managed. 


Joseph Strasburger Dead 


Washington, August 7—Joseph Strasburger, surviv- 
ing member of the firm of J. & M. Strasburger’s Family 
Shoe Store, and for several years president of the 
Washington Shoe Merchants’ Association. and formerly 
vice-president and past director of the National Shoe 
Retailers’ Association, died at the St. Charles Hotel, 
Atlantic City, July 30. 

Mr. Strasburger has been identified with the shoe 
industry for 51 years, having first engaged in the retail- 
ing of shoes in 1871, when he was 15 years of age. 
With his brother M. Strasburger, Mr. Strasburger 
opened his first shop in Washington on August, 1 
1871 under the firm’s name of J. & M. Strasburger. 

The business grew rapidly and the establishment 
was enlarged in 1871. In 1883 the location was changed 
and the firm adopted the name of The Family Shoe 
Store, which it bears to this date. He bought out his 
brother’s interest in the firm in July, 1920, becoming 
sole owner. 

His acquaintance in the shoe trade was one of the 
largest and through his long affiliation with the National 
Shoe Retailers’ Association, with which he was actively 
identified, his friends in the shoe business are num- 
bered in the thousands. 

About six months ago, Mr. Strasburger’s largest 
store in the city was damaged by fire. The news of 
the fire caused the sudden death, by excitement and 
heart failure of his store manager, Sam M. Louis, who 
had been identified with the business for more than 40 
years. 

Surviving Mr. Strasburger are his widow, Mrs. 
Florence S. Strasburger and a sister, Mrs. M. S. Hirsch. 


J. Frank McElwain To Form 
New Company 


Boston, August 7—J. Frank McElwain will resume 
the manufacture of shoes, according to a despatch 
from Manchester, N. H. He is now forming a new 
company, in co-operation with Frank Melville, of New 
York, a leading retail shoe merchant, and Francis P. 
Murphy, of Manchester, who was connected with the 
W. H. McElwain Company for 24 years. The com- 
pany will make men’s, .boys’ and youths’ shoes for the 
retail trade. 

Factories are now being examined by Mr. McElwain 
and his associates. Windsor, Vt. and Newport and 
Claremont, N. H. are among the towns in which the 
first shop may be started. It is expected that the 
making of shoes will be started in the Fall, perhaps in 
November. 
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TWO LETTERS 


I was recently shown the following letter written by a manufacturer of 
shoes to one of his salesmen who had been on the road for a number of seasons: 


Dear Mr.——: 

We note you have shown an increase in your sales 
thus far this season. Your last season’s record was certainly punk 
enough. There’s no place in our sales force for a man who can’t de- 
liver the goods. We hope you'll continue to make a gain in your ter- 
ritory. Otherwise, we'll have to put a new man in your place. 


A few days later another salesman traveling for another house came into 
my office, his face radiant with smiles and showed me a letter he had just re- 
ceived from his sales manager: 


Dear Mr. ——: 

You certainly are to be congratulated on your in- 
creased sales thus far this season. We all know that last year was an 
unsatisfactory one. But that is past history. We must now plan and 
work for today and tomorrow and we can afford to do so with genuine 
enthusiasm because there is every reasen to believe that business is 
going to be better. 

Financiers, economists and business men tell us so, and it’s an 
age old truism that “‘business is as business men think.”’ So we want 
to assure you that we are back of you, heart and soul, in your coming 
season’s work and know that you are going to get some splendid busi- 
ness in your territory. 


‘Business needs psychology,” said a Pittsburgh expert in talking re- 
cently at one of the sessions of the Wellesley industrial conference. Yes, and 
business letters need psychology as well. I receive and read hundreds of 
letters from business men every week in the year. But a small percentage of 
them could be called even passing fair. 


A letter can make or break a salesman. Let us all try from now to write 
our salesmen—and customers—letters that will spirit them up. And if we do, 
it will goa long way towards clearing up a cloudy and unwholesome atmosphere 
in business. 


‘Publisher 
Boot and Shoe Recorder 
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REUBEN METZ 
Whose store looks od like a convention in 
full session. ‘‘We never had such a good 
business ir our history as this summer, 
he says 
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JOHN SPALO 


Pe hen a man kas boughta peppy sui’, 
ifty shirt and tie and a new black 
hal, says Mr. Spalo, ‘‘why should he 

buy a shoe of the same style he has on?” 


How We Increased Our Sales To Men 


Based on an interview with 
Reuben Metz and John Spalo, 
Chicago Shoe Merchants 


By E. 


and from various sections of the country indicates 
that the men’s business in the average store is not 
what it should be. 

Maybe the term “average store” tells the reason 
because the average store falls far short of being 100 
per cent efficient in modern methods of merchandising 
men’s shoes. 

There are some stores—many of them in fact— 
scattered over the country that are getting the men’s 
business, that are selling more pairs and doing a 
larger volume of business in dollars and cents than 
ever before in their history. Not only are they doing 
a volume business but they are making a reasonably 
satisfactory net profit. 


How They Do It 


John Spalo, manager of the shoe department of the 
Hub, one of Chicago’s largest stores devoted to the 
sale of men’s wear, in speaking of the way he is mer- 
chandising his shoes says: 

“Remember the big sale we put on a little over a 
year ago? 

“In this store we discovered that the business on 
so called staples was dwindling to the vanishing point. 
In the clothing department, for instance, it was found 
that when a man came in with a blue serge suit on he 


ie FORMATION collected from several sources 


Cc. LOGAN 


usually selected something entirely different in color 
instead of buying another blue suit. Not only that 
but most frequently he would select a coat of a different 
style. When he bought a hat he usually bought some- 
thing entirely different in shape and color from his 
old one. He didn’t buy a shirt like the old one nor 
a tie like the one he was wearing. 


Men Want Something Different 


“When he came to the shoe department he did not 
ask for ‘a pair like these I have on.’ He had bought 
a peppy suit, a nifty shirt and tie, and a new block 
hat. Why should he buy the same old style shoe? 

“There was a time when a man bought the same 
style shoe over and over again because he had found 
a certain last comfortable or a certain leather to give 
good wear. But the lasts that are in vogue today, the 
stylish lasts, are comfortable fitters and ‘wear’ has 
practically ceased to be a debatable point in making 
a sale as there are very few dress shoes that fail to 
give wear enough to please the average customer. 


Give "Em What They Want 
“It may be that some stores can make money by 
carrying a lot of so-called staple shoes but not this 
one. The men who come back for ‘another pair like 
the ones I have on’ are few. 
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“We realized back many moons that the only way 
we could get business was to do business the way the 
people wanted us to do it. It is not a question of how 
we would like to do business or even how we think it 
ought to be done. The consumer is in the saddle. He 
is boss. It has been our job to find what he wants, 
what he is willing to pay for it and then do our best 
to meet his requirements. Evidently we are meeting 
his requirements because our business for the first six 
months this year is far ahead of the corresponding 
period of last year. 

“There is a new language in business today and the 
man who succeeds learns the language and speaks it 
fluently. After all it is not so much speaking as listen- 
ing. Listening-to wants of people and supplying those 
wants as people want them supplied.” 


Best Business in History 


Along the same lines I questioned Reuben Metz, 
whose place of business looked like a crowded conven- 
tion hall: 

“Are we busy like this all the time? Say boy, we 
never had such a business in our history as we are 
having this Summer. 

“From what men are buying today we catch the 
trend and then follow it in lasts, patterns and ma- 
terials. We do not try to buy out the factory at any 
one time but keep buying all the time. 

“We are interested as much in trying to buy bar- 
gains as we are in getting what red-blooded men want. 
It is hard enough to sell what they want without try- 
ing to force something on them that they don’t want 
just because it is cheap or low in price. 

Prices Right in the Windows 
“We keep our windows spick and span all the time— 


have many compliments on them. It pays big to have 
clean, well-trimmed windows and another thing it pays 
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to have stock numbers and prices on the window tickets 
that men can read at a glance. 

“Some years ago I discovered that men got con- 
fused on long stock numbers and changed our system. 
Now we do not have any stock numbers with more 
than three digits. When a man sees number 76 or 157, 
$7.50 on a window ticket he can remember it and call 
for the correct number when he comes in the store, but 
if he tries to remember a long number like 87,693 he 
forgets or gets it all balled up. 

“At least 65 per cent of the men who come in here 
have practically sold themselves on some shoe they 
have seen in the window. We may possibly be short 
of the size in that particular shoe; if, so, we show him 
the nearest thing we have. 


Playing for Permanent Trade 


“Our first endeavor is to get his old shoe off and a 
new one on, but we make sure when he walks out with 
a new pair that they are rightly fitted not only to his 
feet but to his head and are right for the purpose he 
is buying them for. We want that man to come back 
again—and they do come back. That’s the way we 
have increased our business. 

“We sell a great many bowling, boxing, golf and 
athletic shoes. Not only is there a profit in this class 
of footwear but it brings red blooded men into our 
store and these men remember us when they want 
street and dress footwear. Benny Leonard, the light- 
weight champion, won his battle at Jersey City with 
Lew Tendler wearing a pair of our boxing shoes, and 
this is not the only champion who has won in Metz’s 
shoes.” 

“Met Metz yet? Meet Metz now!” 

That’s his advertising slogan. And he’s worth 
meeting. Sells only men’s shoes and sells a lot of 
them. 


Front of Reuben Metz store in Chicago, where a regular land office business has been done this summer 
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Wisconsin Convention Emphasizes 
Better Merchandising 


A Three Days’ Business Session Held at Appleton—The National Flag 
Is Waved—Officers Elected 


HE Wisconsin Retail Shoe Dealers’ Association 
TT met in executive session August 8-10. The 
Convention City was Appleton and when 
registration began in Eagles’ Hall on the morning of 
August 8, about 150 live-wire merchants were in 
attendance. President J. E. Langenberg formally 
opened the convention on Tuesday, August 8, at 1.30 
P.M. After the call to order the “Star Spangled Ban- 
ner’ was sung by the Assembly. Mayor Henry Reuter 
gave the address of welcome. Then followed the 
President’s and Secretary’s reports and the appoint- 
ment of the resolutions, nominating and auditing 
committees. President J. E. Langenberg gave a talk 
in which he emphasized the need of better merchandis- 
ing, better salesmanship, and more efficient store 
forces. He brought home to the merchants a realiza- 
tion of the fact that this was a business convention. 
The Rev. G. Kenneth MacInnis of Green Bay, gave 
a most interesting talk entitled “Co-operation and 
Smiles.” Mr. MacInnis brought forth many smiles 
and hearty laughter from his hearers by his witty 
remarks. 


Manufacturers’ Exhibit Attracts Attention 


The convention for the day adjourned at 4.00 P.M. 
when all went to inspect the exhibits of manufacturers 
on display at the Armory. Of the exhibits those from 
Milwaukee predominated. The F. Mayer Boot & Shoe 
Company, and The Rich Company showed living 
models. A lively scene was presented in the Armory 
and many good orders were booked. The F. Mayer Boot 
& Shoe Company’s booth was very attractive, its 
artistic comfort slipper being the recipient of much 
attention. The display of exhibits continued during 
the evening. The entertainment features being a band 
concert and the distribution of prizes to merchants by 
Milwaukee manufacturers. 


Good Work of N. S. R. A. Emphasized 


The session of Wednesday morning, August 9, opened 
with community singing, followed by a very interesting 
address by Assistant National Secretary H. R. Pierce. 
Mr. Pierce advised a policy of optimism in shoe mer- 
chandising. He told of the progress that the National 
Association is making in the matter of the N.S. R. A. 
Convention to be held in Chicago next January; of 
the many surprises which were being planned in the 
way of style shows and displays and moreover an- 
nounced that 85 per cent of all the display space in the 


Coliseum has been sold. He admonished retail mer 
chants to co-operate with the Harvard Bureau of 
Business Research by sending in figures when re- 
quested. 

Mr. Pierce urged upon the retail merchants to take a 
greater interest in both State and National Associa- 
tions and emphasized the work of the National in 
killing unfavorable legislation and absolutely clearing 
retail merchants of charges of profiteering. Senator 
Oscar Morris of Milwaukee gave an address entitled 
“The Retailers and Legislation.” In his talk, Senator 
Morris urged the shoe merchants to elect men to office 
who would look after their interests. 


Chain Store Movement Explained 


Hugh G. Corbett, Secretary of the Appleton Cham- 
ber of Commerce, gave a talk on “The Chain Store 
Movement of Today” in which he brought out the 
usual comparisons between bulk buying and buying in 
small quantities; efficient and inefficient store manage- 
ment; cutting down operating costs and giving better 
values for less money. He pointed out the strength and 
also the weakness of the chain store idea. Mr. Corbett 
urged merchants on their return to look to better and 
more business-like management of their stores and thus 
they could compete on common ground with the good 
feature of the chain stores. He made a strong summing 
up, emphasizing the fact that the independent retail 
merchant would always have a place in the modern 
merchandising scheme. 

The convention of August 9 adjourned at 11.00 A.M. 
for a baseball game between the Weyenberg Shoe 
Manufacturing Company team and that of the local 
organization. The afternoon and evening of August 9 
were given over to a steamboat excursion, a supper 
and dancing. 


Open Forum on Thursday, August 10 


The open forum scheduled for the Wednesday morn- 
ing session was necessarily postponed until Thursday 
morning, August 10 to allow ample time for the airing 
of various retailing problems. 


Good Entertainment Program 


The program of entertainment was very complete. 
This started on Tuesday evening immediately after the 
taking of the convention photo in front of Eagles’ Hall. 
The baseball game at the Clifton diamond, where a 
local pick nine and the semi-pros of the Weyenberg 
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Shoe Manufacturing Company crossed bats was a most 
interesting event. From the baseball field, the excur- 
sion to High Cliff by Government steamer was made. 

The trip on the lake was most enjoyable. It was 
followed by a cafeteria luncheon at the summer resort 
destination and dancing followed until late in the 
evening. The moonlight trip homeward closed a very 
delightful event. 


Hides, Boots and Shoes On Free 
List 
(Continued from page 70) 


Senator Walsh characterized the shoe industry as 
unexcelled in efficiency and went on to show that the 
latest census reports indicated that wages in that in- 
dustry were “among the very highest paid in the 
country. The foreign markets for shoes were formerly 
in the possession of the English and German manu- 
facturers. Our manufacturers patriotically ask that 
they be given free hides in order to further expand 
and develop the shoe industry. They ask for no pro- 
tective duty.” 

He was followed by Senators Lenroot and Lodge 
who made their arguments along lines familiar to all 
connected with the shoe and leather industry. 


An Unfortunate Error In 
Creighton Advertisement 


In our issue of August 5, the A. M. Creighton Com- 
pany of Lynn, took full page space to advertise one of 
its styleful novelties No. 307, a black satin, one strap 
pump with 16-8 covered heel. The price appearing 
on the copy furnished us was $3.75. Through a 
typographical error, however, the price appeared in 
the advertisement as $2.75 per pair. Naturally this 
has caused the Creighton Company no little annoyance. 
The error was in no way the fault of the Creighton 
Company. 


Let’s Make Haste Slowly 
(Continued from page 69) 


tion and what each and every element of it means in 
its relation to PROFIT. By adding weak elements, 
the strong business is impaired. 

The alert business, small and compact, has weathered 
the past financial gale and its sails are trimmed for 
business today. Many a big ship is wobbly even 
today, and new talents are being slowly trained to 
understand the workings of immense institutions. 
There is a place in American service for both, but in 
merchandising to a particular public, over a continent 
with its varying demands and seasons the merchant 
who is “at home” and a factor in the community is 
in a better strategic position than he who is but an 
outpost. Shoe merchandising is no easy sport for 
profit, for it gets more complicated as style and de 
mand increase. The elements of style and demand 
increase as prosperity increases and as the public 
increases its appreciation of good footwear. 

The great year of “stick to business” is here—the 
closer the better—and it portends a healthy condition 
in the shoe industry. Keen economists have said that 
the shoe industry is one of the favored few to be with 
its “feet on the ground.” _Let’s make haste, slowly. 


Daniel Green Felt Shoe Co. 
Granted Injunction 


Dolgeville, N. Y., August 7.—As the result of an 
actfon at law, instituted some time ago by the Daniel 
Green Felt Shoe Company of this city against the 
General Footwear Company of New York, the latter 
company has been enjoined in the United States Dis- 
trict Court from using the word “Comfortoe” in con- 
nection with its product and also from using other 
means of identifying its product similar to those in 
use for some time by the Daniel Green organization. 








Grand Lake, Colorado, where C. F. Reith, president of the 
Juvenile Footwear Corporation, has his summer home, has been 
sheltering (when it wasn’t wetting) not only Mr. Reith recently, 
but B.C. Bowen, as well. Mr. Bowen, the Western Manager of 


the Boot and Shoe Recorder, is on view al the extreme left, and 
Mr. Reith at the right. In between are views of Mr. Reith’s 
cottage, the camp speedster and the makings of a fish story. 
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MILWAUKEE 


Fall Styles On Display 


Window Shoppers Numerous and Surprise Expressed at 
Number of Models in Patent Leather 


HE first showing on an elaborate 

scale, of the early Fall styles, as 
featured by a large Grand Avenue shoe 
store, was the event of the week in Mil- 
waukee retail shoe circles. From the 
amount of attention paid to this window 
by the shoppers, it is evident that interest 
in the Fall styles is at high pitch. Sur- 
prise was manifested by most of the 
women examining the window’s contents, 
at the large number of patent leather 
effects shown. Evidently popular opinion 
held that patents would not last through 
the Fall. 


other suede combinations predominated 


Suede, and suede patents and 


in the showing. Elaborate punched-out 
the toe were 
prominent. Several boots were shown in 
the Fall display, and attracted a great 
deal of attention. Women are evidently 
wondering about the status of the high 
shoe for Fall. 


Ven’s Shoes Plainer 


effects in designs very 


The first “real” Fall display of men’s 
shoes also made its appearance here last 
week, and was characterized by the plain- 
ness of the models exhibited. As pre- 
dicted by local merchants, the 
punched-out effects in the brogues were 
conspicuous by their absence. Tans and 
blacks were shown in about equal num- 
bers. According to the merchant show- 
ing the men’s shoes, little more than 
ordinary interest was shown in the display. 


shoe 


President Weds Vice- 
President 


A wedding which united the president 
and vice-president of one of Milwaukee’s 
oldest manufacturing firms, took place 
when the marriage of Mrs. Elizabeth T. 
Bradley, vice-president of the Bradley 
and Metcalf Company, to Samuel Pres- 
cott Bradley, president of the company 
was solemnized by the rector of St. Paul’s 
Episcopal Church in Milwaukee. Mrs. 
Bradley was the widow of Charles T. 
Bradley, former head of the firm which 
was established in Milwaukee in 1843 and 
which has manufactured foot wear for 
men and boys for seventy-nine years. 


Appleton Merchants 
Active 


A meeting of the board of directors of 
the Appleton Chamber of Commerce has 
resulted in the formation of a platform 
containing the constructive activities 
upon which the attention of the: retail 
division of that body will be. centered 
during the coming year. Most of the 


planks in the platform follow closely the 
suggestions received from Appleton resi- 
dents as a result of a community ques- 
tionnaire. Some of the things which the 
retailers contemplate doing during the 
coming year are: 

Continue the warfare against worthless 
or fraudulent advertising; share in any 
future investigation and promotion of a 
community building; provide a waiting 
and checking room for visiting shoppers, 
which will be in proximity to 
street car and bus lines; and back a law 


close 


enforcement program. 


Shoe Merchants Win Prizes 


Shoe Wisconsin 
cities received notice the 
Scholl Manufacturing Company, that 
their windows entered in the Foot Com- 
fort Week window trimming 
have taken prizes. The Bartmann Shoe 
Store of Marchfield, Wis., has received 
third place in that section of the contest 
dealing with cities under 10,000 in popu- 
lation. The Wm. Johannes & Co., shoe 
store of Merrill, Wis., and the Strauss 
Shoe Store of La Crosse, have also re- 
ceived notification of prize awards in the 
contest. 


merchants in three 


have from 


contest, 


Reward for Shoe Bandits 

The Indemnity Insurance Company of 
North America, has offered a reward of 
$500 for information leading to the 
arrest and conviction of the persons who 
committed the Edmonds Shoe Company, 
payroll robbery. The bandits escaped 
with a $12,000 payroll, insured by the 
company. 


Shoe Last Factory Building 


The United Shoe Last Company, of 
Crystal Falls, Michigan, is beginning 
work on a combined warehouse and dry- 
kiln house, which is to be the biggest 
single unit in the company’s plant here. 
The new structure will be 400 by 58 feet 
in size, and will contain 12 dry kilns each 
20 feet square and 12 feet in height. A 
1500 foot side track is being constructed 
along the side of the site for the new 
building. The main factory building 
itself has lately undergone some improve- 
ments, which have just been completed, 
and a new power plant unit is in the final 
stage of completion at the present time. 


Prominent Tanner Dies 


Charles Gaenslen, 69, retired tanner of 
Milwaukee, died at his home, 2315 Cold 
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Spring Avenue, in that city. Mr. Gaenslen 
He learned 
the tanning trade in Buffalo, coming to 
Milwaukee when be was 21 to work for 
the Kuehn Brothers, leather binders. In 
1874, with his brother Julius, he took 
over the business of Kuehn Brothers, 
forming the firm of Gaenslen Brothers. 
He retired in 1916. 
six children, four grand children, and bis 
brother. 


was born in Germany in 1853. 


He leaves a widow, 


Caspari Hit Profiteering 
Charge 


In an article in local papers dealing 
with the convention of the 
Shoe Retailers’ Association, at Appleton, 
August 8, 9, and 10, an interview with 
A. B. Caspari, president of Caspari & Vir- 
mond, Milwaukee, was printed, in which 
Mr. Caspari took occasion to dissipate 
prevalent ideas regarding shoe prices. 
According to Mr. Caspari’s statements 
in the interview, charges of profiteering 
made against the dealers for the last few 
years have been false. He cites the re- 
port of the Harvard University Bureau 
of Business Research, which states that 
the showing of the 407 stores reporting 
for 1921 is not as good as that of the 
397 stores reported in 1920. He also 
gives facts from reports which show that 
the average profits of shoe merchants of 
America from 1913 to 1921 were only 
-0617 on each dollar the customer spent 
in the store. 


Wisconsin 


“Hides,” Mr. Caspari said, “are as 
cheap as they were before the war. 
Leather the one basis of shoes, is still 
from 10 to 80 per cent over pre-war 
prices. This‘is due to increased chemical, 
labor and taxation costs. To this should 
be added the 80 per cent increased cost 
of conducting retail stores.”’ 

In addition to being freely printed in 
Milwaukee papers, Mr. Caspari’s strong 
defense of legitimate profits being made 
by shoe merchants, is being re-written by 
practically every paper of consequence 
in Wisconsin, and is doing much to offset 
any false ideas which may be prevalent 
in the state, regarding profiteering. 


Boost County Fair 


Fond du Lac retailer members of the 
Association of Commerce of that city, 
are planning four “‘booster’’ trips to pro- 
mote the Fond du Lac County Fair, and 
to enhance the prestige of Fond du Lac 
in the small villages and farming districts 
of the county. Fifty members of the 
retail division of the Association of Com- 
merce will be asked to lend their cars 
and their presence to the tour. Each 
trip will occupy one day, and the tour 
will probablyjbe arranged for the middle 
of August. 
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New Kinney Branch 


A new shoe store will be opened in 
Sheboygan, Wis., at 914 Eighth Street, 
after September 1, by the G. R. Kinney 
Company. A ten-year lease for the build- 
ing has already been signed by I. Friede, 
owner, and representatives of the Kinney 
Company. The building is being re- 
modeled, and extensive improvements 
made. The Kinney Company will occupy 
both floors of the building,. which is 
centtally located. In addition to the 
store at Sheboygan, the Kinney Com- 
pany operates retail shoe stores at Green 
Bay, Appleton, Oshkosh, Madison, and 
two in Milwaukee. 


State Fair Entries Close 


With the greatest registration of en- 
trants ever recorded, the officials in 
charge of the most important depart- 
ments of the Wisconsin State Fair, to be 
held August 28 to September 2 at Mil- 
waukee announce that entries have been 
closed. The response from all parts of 
the state to the iricreased cash awards 


for premiums which this year amounts 
to nearly $130,000 has been extremely 
heavy in volume. According to fair 
officials, the point has been reached 
where the peak of encouragement for pro- 
duction has been attained, and a stand- 
ard set which will continue for several 
years. In view of this fact, many of the 
exhibits, such as the dairy products 
exposition, the bee and honey display, 
and the women’s exhibit, have been 
changed from a competitive basis to a 
strictly informative and educational one. 


Kozy Komfort Factory Opens 


The Kozy Komfort Shoe Manufactur- 
ing Company, Milwaukee, a_ recently 
organized corporation, has commenced 
operations in their Lisbon Avenue plant 
at Milwaukee. According to an an- 
nouncement, all production will be directly 
supervised by E. W. Morrison, vice- 
president and production manager of the 
company. Chester Moody is president, 
and E. G. Wurster, attorney, secretary of 
the organization. 





CHICAGO 


Business Conditions Promising 


Despite Strike Troubles There Is an Undercurrent of Con- 
fidence; Suitable Fall Styles On Display 


a six days, from August 1 to and 
including August 6, Chicago . has 
been greatly handicapped by a strike of 
its surface car employees and a sympa- 
thetic walkout of the “L”’ train employees. 
With cheerful smiles and many a jest, her 
citizens made the best of a bad situation 
and got to work as best they could. For- 
tunately, the greatly increased number of 
privately owned automobiles helped to get 
people back and forth and less hardship 
was worked in loss of time than in any 
previous strike. Had it lasted much 
longer, however, a still greater hardship 
would have fallen due to the general cur- 
tailment of business, which in turn would 
have brought curtailment of help. 

Retail trade in the downtown district 
was given a severe setback as few shoppers 
ventured into the Loop, feeling no doubt 
all available methods of transportation 
should be left open for the use of the work- 
ers, and too, disliking the unusual incon- 
venience. Most of the stores in the Loop 
district gave the impression of its being 
Sunday or a holiday; so, too, did the 
streets at any except the rush periods. 


Boom for Neighborhood Stores 


In the outlying districts, however, the 
interruption of communication had just 
the opposite effect, as people bought 
whatever they possibly could in their 
neighborhood districts. Most of these 


outlying stores report an exceptionally 
large volume of business, but feel that 
when things are back to normal they will 
probably suffer a decided decrease in sales. 
Impaired buying power and disturbed 
public sentiment have resulted in a very 
substantial loss to most retailers. Some 
retail merchants have reported that under 
the prevailing conditions they were very 
agreeably surprised at the volume of sales 
but no one denies that it put a very de- 
cided crimp in business just at a time when 
business is never very good at best. 

In the wholesale districts, the effect of 
the suspension of city transportation was 
less noticeable. This was partly due to a 
large convention of retail merchants and 
the crowds brought to the city by the 
Pageant of Progress who took advantage 
of low railroad fares. Orders from the road 
forces too, are running ahead of last year. 

Building has not been affected to any 
extent by the traction troubles and has 
proceeded on a large scale. 


Coal Production Shows Slight Increase 


Coal production in Illinois and Indiana 
is slightly increased, but as yet there has 
been no general resumption of mine opera- 
tions. Steel mills are feeling the effects of 
fuel and car scarcity to a greater extent 
than any otber line and some mills have 
been forced to curtail production. The 
coal situation is becoming acute and some 
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steel mills have but sufficient fuel to con- 
tinue operations for one to three weeks. 
The coal strike is the only one that has any 
important bearing on our immediate busi- 
ness future and an early settlement of that 
is looked for. 

Most all lines and classes of leather have 
advanced in price and leather conditions 
continue to improve. Some dealers advise 
that they have a hard time convincing 
buyers that prices are higher. 


Merchandise Fair at the 
Coliseum 


The Chicago Merchandise Fair at the 
Coliseum had a successful meeting despite 
the severe handicap of the street car 
strike. Not only local and middle western 
concerns had exhibits, but a number of 
firms from the East. Over three hundred 
lines of goods were displayed comprising 
over ten thousand different items. Busi- 
ness men who exhibited at the Coliseum 
stated that a very decided tendency to buy 
a better grade of merchandise was notice- 
able. 


White Goods Sales 
Practically Over 


While many stores, even the most bigh 
class ones, are still devoting considerable 
display space to white shoes, the sales 
have dropped off very considerably in the 
past week, due partly to the cooler weather 
with a tang of fall in the air and partly to 
the fact that the white sales have given 
the public an opportunity to satisfy their 
desires in summer footwear. The stores 


‘ are not advertising their white goods, but 


many of them are still offering whites at a 
price. 


Windows Assume Fall Aspect 


Windows, both in the loop and outlying 
districts are largely given over to displays 
featuring early fall merchandise. Patents 
and satins hold a large space in the dis- 
plays while street oxfords with medium 
heels are also shown. Fewer of the very 
low heels and flapper type shoes are shown 
than for some time. One store is showing 
some beautiful strap and tongue effects in 
brown kid. As yet, there seems to be little 
of the usual demand for oxfords forfall, but 
no doubt this demand will increase as 
cooler weather and rainy days come. 


Grossman Store Bombed 


Buildings being painted and redecorated 
by non-union workmén have a number of 
times suffered injuries recently. The busi- 
ness block in which is located the Gross- 
man Shoe Store at 911 Drexel Blvd., was 
completed June 1, under the Landis award 
and last week a bomb was placed in the 
rear of the building, wrecking the stairway 
and windows and smashing several nearby 
structures. ° 
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CINCINNATI 


Strikers Beaten in Legal Fight 


Enjoined From Interfering in Any Way With Shoe Factory 
Workers; Court Decides Permissable Number 
of Pickets 


HE picketing activities of the strik- 

ing shoe workers in Cincinnati dur- 
ing the course of the strike led to court 
action the past week which resulted in 
Judge Roettinger of the Court of Common 
Pleas granting a temporary injunction to 
ten shoe factories to prevent strikers from 
molesting or interfering with their em- 
ployes. 

After the court had heard the argu- 
ments of Attorneys Jones, Shook, Mor- 
rissey and Terry, representing the com- 
panies, and Attorneys William Thorndyke 
and A. L. Luebbers, appearing for the 
union, Judge Roettinger questioned the 
-officers of the various companies as to the 
number of workers employed by them 
before the strike and the number now in 
their employ. The following are figures 
made public by the companies in court 
regarding the effect of the strike on the 
number of workers employed: 


Normal 


Julian and Kokenge Co... ... 815 


The Roth Shoe Co.............. 
The Robert Wise Shoe Co.... .. 
The Krohn-Fechheimer Co. .... 
The Krippeadorf-Dittman Co.... 
The Holters Co 
The Sachs Shoe Mfg. Co....... 
The Homan-Hughes Co 

The allegations brought by the Jutian- 
Kokenge Company, which are typical of 
the allegations of all of the plaintiffs, 
were that present employees are working 
under a contract, but strikers collect 
about the plant and have used “threats, 
coercion, insults and abusive and derisive 
language” against those remaining in its 
employ and also have threatened their 
homes and families and threatened to 
damage the company’s business. The 
company also charged that pickets were 
exceeding their rights and employees bave 
been assaulted and threatened with 
violence. 


Number of Pickets Determined by 
Court 


It further is alleged that the defendants 
“both collectively and individually, are 
acting in furtherance of a conspiracy to 
ruin plaintiff’s business, and said acts 
have been committed in furtherance of 
the purposes of the union.” The com- 
pany cannot obtain a remedy at law in 
damages, it is asserted, and is put to 
great expense “trying to protect the lives 
of its employees and its own property from 
the wilful and malicious acts of the 
defendants,”’ it is charged. 

Tke number of pickets which the court 
allowed in each case is as follows: 


The Robert Wise Shoe Company, 5° 
Rotb Shoe Company, 5; Krohn-Fech™ 
heimer Company, 7; Holters Shoe Com™ 
pany, 7; Krippendorf-Dittman Company’ 
9; Sachs Shoe Company, 5; Homan- 
Hugbes Company, 3; Duttenhofer-Stevens 
Company, 5; Cahill Shoe Company, 5; 
Julian-Kokenge Company, 12; Scheiffele 
Shoe Company, 5. 

The Julian-Kokenge Company suit 
was settled without a hearing by agree- 
ment between the attorneys representing 
both sides. The rest of the cases, which 
were filed after that of the Julian-Kokenge 
Company, were argued jointly before the 
court. 

The temporary injunction issued by 
Judge Roettinger provides that the union 
shoe workers are restrained from any 
and all acts of intimidation, coercion, or 
abuse, the use of vile, threatening or 
abusive language towards members of 
the company, its employees, or members 
of their families, and from interfering 
with them or unlawfully soliciting them 
to leave their employment and from 
doing ‘“‘any unlawful act.” 


Excelsior Shoe Company 
Issues New Stock 


Westheimer and Company, Cincinnati 
investment brokerage house, has under- 
written an issue of $200,000, 7 per cent 
prior preferred stock and 20,000 shares of 
no par value common stock of The Excel- 
sior Shoe Company of Portsmouth, Ohio. 
A syndicate of Cincinnati . investment 
houses with Westheimer and Company 
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at the head has been formed to distribute 
the stock. 

The new capital is to be used in further 
expansion of the company’s business which 
in recent years has shown a rapid growth. 
With the new capital in effect the com- 
pany will have $200,000, 7 per cent prior 
preferred stock; $300,000, 7 per cent 
cumulative preferred stock and 57,000 
shares of no par value stock of which 
55,615 shares will be outstanding. 

The Excelsior Shoe Company has 
plants at both Portsmouth and Ironton, 
Ohio. It specializes in moderate price 
shoes, sold direct to the retail trade and 
has a regular list of more than 6000 
dealers as customers. The business since 
its organization in 1889 has been under 
the same management. The earnings 
record of the company for the past 21 
years shows an average operating profit 
of more than six times the prior preferred 
dividend requirements. The average 
operating earnings of the past six years 
show about 15 per cent on the common 
stock at the issue price. 

The company reports net tangible 
assets of equal to $767.54 a share of the 
prior preferred and net quick assets equal 
to $443.69 a share of the prior preferred. 
The book value of the common stock is 
placed at $21.03 a share. It is proposed 
to pay 8 per cent in dividends a year on 
the common stock with extra dividends 
as conditions warrant. The company has 
no bonded indebtedness. The prior pre- 
ferred stock will be offered at $100 a 
share and the no par value common 
stock at $20 a share. 


Shoe and Leather Club Meets 


The Shoe and Leather Club held its 
monthly business meeting at the club 
quarters on Saturday, August 5. Few 
members were in attendance, many of 
them being on vacations at the present 
time and others seeking cooler spots at 
camps along the river where they could 
spend a pleasant Saturday half holiday. 





LOUISVILLE 


Final Clearance Sales Held 


Demand in Men’s Shoes Principally for Tan Oxfords 
With Fair Percentage of Blacks 


INAL clearance sales are being staged 

by Louisville shoe merchants in 
cleaning up Summer stocks, and dispos- 
ing of the remainder of the white lines, 
which went especially well this season. 
Demand has slumped off considerably, 
and to one merchant who reports good 
business, there are found a number who 
are kicking. First showings of new Fall 
merchandise will be made within a week 
or so, while the Petot Shoe Company, 
broke through the barrier with a Fall 


s 
window, and newspaper announcement 
on August 4. As a whole the Spring and 
Summer stocks have been fairly well re- 
duced. At this late period there is still a 
little demand for sport shoes, and of 
course, there are still some white shoes 
moving, but the season is so late that 
business is moving toward the more staple 
lines. 

In men’s shoes demand is principally 
for tan oxfords, with a fair percentage of 
black. Patent leather hasn’t shown any- 
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thing, and appears hopeless. Men’s 
departments have had a fairly good Sum- 
mer business. Children’s shoes as usual 
have been quiet over the Summer, but 
should come strong next month with the 
opening of the school season. 

The Boston Shoe Company, is featur- 
ing the final week of its semi-annual 
sweeping out sale, which will be followed 
by the early Fall showings. This com- 
pany has advertised freely, offered good 
merchandise at very reasonable prices, 
and has handled a good volume of busi- 
ness all season. 


Strike Affecting Business 


The railroad strike at Louisville, which 
is an important rail center, with over 
5,000 shopmen out of work, has naturally 
been felt. The combination of high priced 
and scarce fuel along with car shortages 
and slow movement of freights, is begin- 
ning to effect industry. Bank clearings 
are not showing the rapid increase that 
was noted during April, May and June, 
and undoubtedly business is suffering 
from the uncertainty that the strikes are 
causing, while retail merchants can’t help 
but feel the pinch that accompanies a 
strike of 5,000 wage earners. 

Louisville jobbers report fine prospects 
out in the state and in the South this fall, 
as a result of good crop conditions, a fair 
cotton crop promising to develop a price 
of 20 cents or better, on present market 
quotations of 22 or 23 cents on futures, 
while in Kentucky there is a nearly bum- 
per tobacco crop, a fine corn crop, and 
good general crops. Country merchants 
are quite optimistic. The coal towns of 
the state have been very prosperous, as 
Kentucky miners are not striking, and are 
only held back by short car supply. 


Traffic Delays Noted 


Express movement from the East has 
been fair as a whole, although some delay 
has been encountered in getting shipments 
through, package car shipments by freight 
having been delayed, while in some 
instances, embargoes have been necessary 
at times on account of the rail strike. 
However, indications are that merchants 


have no need for uneasiness, and that they 
will have plenty of stock on hand to meet 
early fall demands. Buying as a whole, 
for fall, has been comparatively light, but 
retail merchants are beginning to buy a 
little more freely now. 


Off on Auto Trip 


Fred B. Koehler, manager of the shoe 
departments of Crutcher & Starks, Inc., 
and H. B. Covington, traveling represen- 
tative for the E. P. Reed Company, 
Rochester, have arranged a trip by motor 
through the Bluegrass, spending a few 
days at Grab Orchard Springs, Ky. 


Vacation and Outing 
Season Opens 


J. Bacon & Sons, operating a large local 
department store, closed at noon on July 
28, the entire organization being loaded 
into trucks and-taken to the picnic 
grounds, for the annual outing. A big 
dinner, a ball game, and various contests, 
along with dancing made up a good after- 
noon and evening. 

Harry Young, shoe buyer and manager 
of the shoe department of the house of 
H. P. Selman & Co., is leaving in a few 
days for a vacation trip to Michigan, 
motoring up with Mrs. Young. 

J. C. Fedler, Sr., of the Boston Shoe 
Company, has taken his son Fred Fedler, 
and B. J. Wellenbrock, manager of the 
ladies’ department, with him on an auto 
tour to Chicago, and later to Wisconsin. 
Mr. Fedler originally came from the North 
and generally makes a trip back to Wis- 
consin every summer. 


Thinks Boots May Sell 


Manager Richard Arendt, of the Sorosis 
department at Kaufmans, is of the opinion 
that with skirts longer again this winter, 
the demand for high shoes will come bet- 
ter. Some other merchants look to strap 
pumps and oxfords, with tongue pumps to 
be very fair in the early fall business. 


Some dealers anticipate an especially good * 


run on tongue pumps. 





SALT LAKE CITY 
Getting Ready For Convention 


Unusual Features Planned by Mountain States Association; 
Retail Business Hits Summer Slump 


VERYBODY is looking forward to 

the convention of the Mountain 
States Shoe Retailers’ Association, which 
begins here on September 10 and lasts 
for three days. One of the best programs 
for any regional convention‘ever held has 
been prepared by the committees in 
charge working under President Herbert 


Hirschman and Secretary T. P. Hunter, 
whose untiring efforts to make the con- 
vention a big success were loyally backed 
by their fellow retail merchants in the 
city. Frank P. Meyers, a member of the 
National Shoe Retailers’ Directorate, is 
scheduled to deliver an address. Another 
prominent speaker will be James H. 
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Stone, editor of the Shoe Retailer, whose 
subject had not been announced at this 
writing. The style situation will be taken 
up by Howard V. Stephens of the Johnson- 
Stephens-Shinkle Shoe Company who 
will also take up the problems of manu- 
facturing and the relationship between 
manufacturer and retail merchant. Local 
men prominent in banking, advertising 
and commerce will address the delegates 
during the convention in order that the 
gathering may prove of the greatest pos- 
sible benefit from an educational stand- 
point. 
Sight-Seeing Trip a Feature 


While the purpose of the convention is 
primarily business, President Hirschman 
said there would be ample time set apart 
each day for entertainment. Just what 
the entertainment will include is noi 
definitely known at this writing, but the 
committee in charge of this part of the 
program has promised some “stunts.” 
Anyway, there will be a stag party, a 
banquet and an organ recital at the 
famous Mormon Tabernacle and some 
sight-seeing trips. The first day of the 
convention being Sunday, there will be 
no business sessions and on this day a 
trip will be made to Bingham Canyon 
where the Utah Copper Company’s 
mines will be inspected. 

This is regarded as one of the biggest 
sights. in the intermountain country. 
These mines are the largest in the world 
and were recently opened after being 
shut down for a year. There wiil be 
plenty of music all the time—and last, 
but most important of all—good fellow- 
ship. The Association has grown con- 
siderably of late and numbers among its 
members a large number of travelling 
men. A good attendance is expected from 
Utah, Colorado, Wyoming, Montana, 
Idaho, and Eastern Nevada. A member 
of the committee said he expected there 
would be 250 present. The convention 
will be held at the Hotel Utah, one of 
the finest hotels in the country, despite 
the fact that it is located in a city of less 
than 150,000. 


Men’s Business Poor 


The men’s business is very poor just 
now. The strikes are regarded as largely 
responsible for this condition, although, 
of course, the shoe business is never brisk 
at this time of year. The women’s busi- 
ness is holding its own, though that is 
expected to fall off by the time these 
lines appear in print. There is some 
speculation as to what the men will wear 
this Fall and early Winter. Some are 
looking for a good demand for men’s 
black oxfords with conservative punch- 
ings and straight tips. Others are a little 
afraid of them. That many oxfords will 
be worn seems to be a forgone conclusion. 
But a lot. will depend on the weather. 
One prominent dealer said he thought the 
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percentage of blacks would be 80 and 
for all men’s shoes. 


W. L. Shiverick Home 


W. L. Shiverick, popular manager of 
the local Florsheim store, is home after 
a trip in the East where be met with 
other managers and officials of his com- 
pany and discussed matters affecting the 
business. 


Hiking Boots Selling Well 


Charles Ulrich, manager of the Gardner 


and Adams shoe department, reports a 


brisk business in men’s hiking boots at 
$9 a pair. 


McKendrick Back Again 


Jack McKendrick, head of the McKen- 
drick Shoe Company, West 2nd South 
Street, is on the job again after a sick 
spell. 


Diamond Jubilee Held 


Salt Lake City is 75 years old. The 
reaching of the three-quarters-of-a-cen- 
tury mark was celebrated on July 22, 23, 
and 24. The pioneers of 1847 still living 
—those whose physical condition would 


permit—were brought to this city and 
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entertained at the public expense. When 
the original band under Brigham Young 
arrived in Salt Lake Valley on July 24, 
1847 there was nothing here, or in the 
whole of what is known today as the 
mountain states, but sage brush, Indians 
and wild animals. For some time the 
little colony was more than a thousand 
miles from the near point of civilization 
with ox teams as the only means of travel 
and communication. In 1848 the crickets 
and grasshoppers threatened to wipe out 
the colony by devouring their crops, but 
just as everything seemed hopeless there 
appeared as if from nowhere countless 
seagulls who immediately started to 
gorge themselves on the insects and the 
crops were saved. To commemorate this 
incident a large and handsome monument 
was erected some years ago and was de- 
signed to honor the seagull. This bird is 
protected by the state law and regarded 
as almost sacred by the people today. 


Shoe Company Incorporated 


The Long Life Shoe Company, which 
opened a store on Main Street some time 
back, has incorporated for $5000 in $1 
shares. The incorporators are Thomas 
Wise, Carl R. Janson, Frank H. Coulter, 
Wm. C. Janson and Eleanor L. Wise. 





ST. LOUIS 


Retail Volume Holds Up 


Clearance Sales Continue With Here and There a Sale 
of Newer Styles On Which Women Have Placed 
Their Approval for Fall 


HIS week’s business was equally as 
good as the previous one. This 
condition, reported in practically all 
stores, can be construed as encouraging 
when all elements are taken into consid- 
eration. Of course, it has meant that the 
sales forces have worked more diligently 
than when the season was on in full blast, 
because during the season a goodly num- 
ber of buyers usually have a pretty definite 
idea of what character footwear they 
desire. However, during the cut priced 
sales, most purchasers are looking for 
bargains of the rarest variety and it can 
be truthfully said that only a sprinkling 
of them actually know real value in shoes. 
The manager of one of the most success- 
ful stores recently gave an ideal example 
of how little women really know about 
shoe values. On a certain type, white 
oxford, this store purchased some 400 
pairs and all but about eight pairs had 
been disposed of at $7.85. The remaining 
eight pairs were placed in a lot which was 
offered at $3.95. A woman asked to see a 
pair of the shoes and as she was being 
fitted the manager happened along and 
overheard the following remark : 


“You don’t mean to tell me you are 
trying to get $3.95 for these shoes.” This 
is a typical case of what happens every 
day during the mark-down sales. Lots of 
business, but after the day’s receipts are 
counted the dollars and cents volume is 
always small. 

The Saturday closing of department 
stores continues to kil] the Saturday shoe 
business. It is more noticeable now than 
the first two Saturdays and the opinion of 
some of the retail shoe merchants is that 
they could well afford to close a half a day, 
provided the movement was general 
among the shoe stores. A canvass of seven 
of the largest of the retail shoe stores on 
Saturday afternoon did not reveal a total 
of 20 customers. 


White Still Selling 


Some stores felt that the men’s business 
would bear up under the Saturday closing, 
but this contention has been completely 
exploded as there were just as few men 
being fitted, as there were women on 
Saturday. 

Whites seem to be holding on with a 
firm grip. While most of the sales in this 
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field are made in the mark-down lots, 
there are still a good many pairs being 
sold at a profit. Sandals are also being 
bought, but the majority of retail shoe 
merchants have cleaned up their stocks on 
this type of footwear and have not re- 
ordered. 

The encouraging note sounded through- 
out the “shoe belt’’ is that never before 
have the stocks of the shoe merchants 
been as clean as they are at present. This 
condition is general and reflects good 
management on the part of the merchants 
in this district. All have watched their 
styles closely and have been careful in dis- 
tributing their merchandise. 

One of the styles that has shown some 
little life during the week is a combina- 
tion one-strap of patent and beige or 
gray suede with a junior Louis heel. Also 
beaded effects in black kid one-straps 
with a Junior or full Louis heel. 

The demand for black kid has not been 
of any volume, but those merchants who 
have bought this type of footwear for 
Fall, state that women have given their 
approval. Satins, too, are being sbown 
with beading around tbe collar, across the 
straps and on the vamp. Of the newer 
patterns that are being shown for Fall 
a majority of the satins and black kid 
straps are beaded. 

Fancy oxfords have been bought in the 
walking shoe type and there is some pre- 
diction about their being a big bet for 
early Fall wear. Two tone in straps and 
oxfords, especially in ooze are touted as 
the approved style. 


- Brandt’s Show Gain 


Manager Bickel of Brandt’s stated 
that last week showed a gain over the same 
period of a year ago considering the num- 
ber of pairs that had to be disposed of in 
order to beat last year’s record, the feat 
can be stated as remarkable. Needless to 
say that the increase was in dollars and 
cents as well as pairs. 


McCain Returns from Buying 
Trip 

M. M. McCain manager of the Shoe 
Mart has returned from a three weeks 
buying trip which was combined with a 
vacation as well. McCain was in the East 
during the three weeks where some of his 
shoes for Fall were purchased. 


Further Improvement in 
Business 
The monthly report of the Eighth 
District Federal Reserve Bank which 
has just been published shows further 
improvement in business during the last 


30 days. The rate of progress was less 
marked than during the preceding month 
according to the report. An almost uni- 
versal comment by manufacturers and 
wholesalers is that business has ap- 
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proached more nearly to normal during 
the past six weeks than at any time since 
the war. The report on the manufactur- 
ing and wholesaling of boots and shoes is 
as follows: 

“Results obtained in the boot and shoe 
industry during the period under review 
indicate a continuance of steady improve- 
ment of recent months. June sales of the 
eleven reporting interests were from 8 to 
161% per cent heavier in dollar value and 
from 31 to 50 per cent heavier in number 
of pairs than during the same month last 
year. June sales compared with those of 
May show gains from 3 to 14 per cent. 


Orders received during the first two weeks 
of July were extremely heavy buying 
stimulated by the firmer market. Some 
scattered price advances were reported, 
and several of the leading interests in- 
dicaté that a general advance during the 
next 30 days is contemplated. Present 
prices of boots and shoes average from 10 
to 18 per cent less than last year. One 
leading interest says, based on 1913 prices 
as 100 its price average increased to 276, 
and in April this year returned to 137. 
Factory operation in the district was at 
from 92 to 100 per cent of capacity.” 





CLEVELAND 


Good Season for Sport Shoes 


To Some Extent, at Last, They Displaced Whites in 
Popular Favor 


HE month of July brought the usual 

let-up in business in this city but 
the loss in volume this month was not so 
great as in the past years. 

In fact the average merchant here in 
the downtown district experienced better 
trade than he has for some years, although 
it was not up to the standard set in the 
war days. 

The closing weeks of July did not bring 
about a brisker demand for white shoes 
than had prevailed in the opening weeks, 
and as a result, the season here in white 
shoes has not been so good as was an- 
ticipated. . 

Merchants offer various reasons for the 
result. Some blame it on the weather, 
which has not been so hot as in past 
seasons; others say the fact that patent 
leathers have been going so strong de- 
tracted from the whites. 

About the best argument that has been 
advanced is that heard here the last day 
of the month. This merchant said that the 
sports had put the whites out of the cus- 
tomary place in the front rank that they 
usually occupy in July. 

The sport shoes are a Summer shoe and 
so are the whites. The sports have never 
been featured so strongly as they were 
this year. In fact, the season in sports 
has been better than was anticipated. 
What would be the natural result? A 
falling off in the demand for whites, of 
course. A woman has to wear out shoes 
that are purchased and she can wear only 
so many in a season. If she loads up on 
sports she will not go into the market for 
whites. 

This year we lost many of the sales of 
two pairs of whites to a single customer 
that we have enjoyed in the past. Some 
purchased two pairs of sports in order to 
be well prepared. Others purchased a pair 
of sports and a pair of whites. Others 
passed whites completely and took home 


sports only. This of course n°turally cut 
into the volume of transactions in whites, 
This is an angle that the merchant must 
look to in the future Sammer seasons if 
he is to have his shelves empty when he 
goes into the Fall trade. 


New Stores Planned 


The closing of the retail shoe store 
which Elmer L. Volkmore has maintained 
in the Hippodrome Building in Euclid 
Avenue, and the forthcoming opening of a 
new store by Charles L. Petot in the room 
just vacated are the big developments in 
the retail trade in this city. 

Volkmcre some time ago opened a new 
store in Euclid Avenue just across the 
street from the Hippodrome Building and 


for several weeks he has been busy closing ° 


out the stock that was left behind. The 
special seles that had been advertised so 
widely came to an end on July 29 when 
the lights went out under the Volkmore 
manegement for the last time. Mr. Volk- 
more is now dividing bis time between the 
three s’ores which he operates in Cleve- 
land, the other two being in Superior 
Avenue near the Public Square and the 
other in Huron Road and Euclid Avenue. 

The decision of Charles L. Petot to take 
a lease on the room in the Hippodrome 
Build’ng marked his advent in the retail 
shoe circles of Clevelend. Since he en- 
gaged in the retail shoe business he has 
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been eminently successful. For some time 
he has operated a number of stores and 
he has become a well-known figure in the 
industry. 

[t was not until this year, however, 
that he decided to come into Cleveland. 
The room that he has taken is in the bus- 
iest part of the downtown section. Prob- 
ably as many people will pass that door 
as any other the entire length of Euclid 
Avenue. 

The Petot stores are distinctive because 
of their fronts and their displays of shoes 
and in line with this policy the room in 
the Hippodrome Building is to be re- 
modeled and the front rebuilt. 

The new store will be opened about 
September 1. The trade is looking for- 
ward to the advent of this new figure with 
interest, since it has been noised about the 
city. 


Morgenstern Sells Store 


Samuel Morgenstern who for many 
years conducted a shoe store at 1895 W 
25th Street in this city, has sold it and is 
to open a handsome and well appointed 
store at 3904 Lorain Avenue on about 
September 1. 

Mr. Morgenstern has taken a lease on a 
room in what is one of the best business 
sections of the west side, and is now 
engaged in superintending the remodeling 
of the interior. When the workmen com- 
plete their tasks, Mr. Morgenstern says 
that he will have quarters equal to the 
best on the west side. B. Isaacson has pur- 
chased the store that Mr. Morgenstern 
vacated. 


Fall Buying Has Begun 


As the Summer season is gradually 
passing and the time is approaching for the 
first showings of Fall goods, Cleveland 
merchants are gradually increasing their 
purchases for the seasons just ahead. 

Up to the middle of July they had 
limited their purchases to staples largely, 
br:t lately they have been laying in sup- 
plies of novelties. The merchants here, 
judging from what they are buying, are 
again relying on patent leather to be a 
strong seller, with satin and black kid and 
gun metal around the top also. 

Combination colors are being purchased 
also in fairly good quantities. Patent and 
beige seems to be popular as does patent 
with red trimmings. 





DETROIT 


Going After Fall Trade Early 


July Business Better Than Expected But Little Buying 
Done During Early Part of August 


M ANY indications point to an early 
campaign for Fall business by the 
larger down-town stores, especially among 


the exclusive shoe stores. [The first week 
of August saw “Early Fall Styles” shown 
in the windows of at least one store, while 
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The Chisholm Boot Shops at the same 
time made announcements in the news- 
papers that “Advanced Autumn styles 
are here.” One of the largest exclusive 
shoe stores plan their early Fall showing 
for the middle of August, at which time 
the windows and interior will be decorated 
with Fall flowers and foliage and the new 
styles displayed “en bloc.” 

August is proving a disappointment to 
some merchants. July business was above 
expectations, the many clearance sales 
that were held producing good business. 
August, usually the clearance sale month 
is proving unproductive, even with special 
offerings of unusual character. This will 
in a measure hasten the offerings for Fall. 
Just as soon as some large store lets off 
its first big gun the rest will follow. 


Straps and Tongues of Patent 


The offerings for Fall so far seen by the 
“Recorder” are following the lines already 
set, strap effects and colonial tongue styles 
are being shown in patent leather, satins 
and in two-tone effects, mostly beige 
suede and patent. 

A marked demand for high shoes in 
men’s stores has been remarked by several 
merchants interviewed. The manager of 
A. E. Burns & Co., men’s department said 
he looked for a large high-cut season. 
“In fact,” he said, “I sold four pair of 
high shoes this morning and I have noted 
the greater demand right along. I would 
not wonder at all if we sold 60 per cent 
high shoes a little later on.” 

Another men’s department manager 
voiced the opinion that “there will be more 
high shoes sold than low.”” A salesman in 
a men’s shoe store was asked his opinion. 
“T am selling high shoes right along. I 
believe that the store that has high shoes 
this Fall will probably sell as high as 75 
per cent of low shoes. Men are saying now 
that it is too late to buy low shoes. I’m 
only speaking for our own store, because 
I can conceive that stores catering to an 
exclusive trade may sell more low shoes, 
but here we sell to all classes, and believe 
me, we expect to sell more high shoes 
than low by November.”’ 

“I'm going after the high shoe trade 
right now,” said another shoe man. “The 
low shoe trade will take care of itself. 
Every sale of a high shoe I make now will 
probably prove an extra sale later, because 
some of the nifty oxfords we are going to 
push will tempt many of our customers to 
buy another pair.”’ 


Low Cuts for Early Fall 


At R. H. Fyfe & Co.’s men’s depart- 
ment low cuts are being pushed strongly 
for early Fall. R. T. Kann, the display 
manager has installed a very attractive 
window in which the “shoe of the season” 
is featured exclusively. This is a plain toe 
oxford in black and brown leathers. The 
principal feature of this shoe is a creased 
vamp from inseam to top of tongue. A 
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very attractive folder has been issued to 
advertise this particular shoe. A unit of 
display, in which one pair of these oxfords 
are shown on a table, over which a hide 
has been thrown, a table lamp, a pack of 
playing cards, cigarettes and ash tray 
books, and a magazine as accessories 
giving the whole a very strong masculine 
appeal has been photographed and used in 
the folder. The “Broadcast”’ is offered as 
“our newest oxford for men.” 


Strike May Affect Business 


With the announcement early in the 
month that the Ford and other motor 
manufacturers are short of coal and that 
the possibilities of a “shut-down’’ are 
threatening, shoe men are taking on a 
more pessimistic view of Fall business. 
Detroit depends so largely upon the auto 
industry that anything that affects it affects 
the whole business of the city. With orders 
for cars in excess of the capecity of the 
factories, with business conditions im- 
proving all over the country, with crops of 
the West large and encouraging it was 
expected that the automobile business 
would continue at top speed, and business 
in other lines be good in proportion. Now 
comes the threatened shortage of fuel, 
with stocks at the present writing only 
sufficient to keep the factories going a 
couple of weeks. It is to be hoped that 
before this is seen in print that a satis- 
factory adjustment of the trouble has 
been reached and our great nation once 
more working in earnest for the common 


good. 


Changes in Detroit Stores 


E. J. Hickey Co., Woodward Avenue, 
has purchased the business on Washington 
Boulevard, known as the Canton Com- 


pany. The Canton Company for years 
has had a boys’ shoe department and the 
E. J. Hickey Company, a men’s shoe 
department and a juvenile shoe depart- 
ment. There has been no change in these 
departments. Just what the future plans 
of the E. J. Hickey Company are, has not 
been learned, but it is understood that the 
Woodward Avenue store lease has yet 
nearly two years to run, indicating no 
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immediate change in plans for the present. 

J. E. Temple, latély with Thomas J. 
Jackson, Inc., and formerly with the Walk- 
Over stores has been appointed manager 
of the Heyn’s Bazaar Company shoe 
department. 

Herbert L. Westcott, lately with Ben 
Berk’s Boot Shop will open a high-grade 
shoe store in the Durant Hotel Building, 
Flint, Mich., under the name, “Durant 
Boot Shop.’’ Both men’s and women’s 
lines will be handled in the new store. 

A new front is being installed in the 
store occupied by Berke’s Boot Shop, 
Washington Boulevard. It is of the deep 
vestibule type with rounded canopy 
ceiling. 


State Convention Called Off 


At a director’s meeting held in Detroit, 
July 31, it was decided that no State 
convention would be held this year. A 
consensus of opinion of the directors 
present showed that merchants as a 
whole were sticking more closely to their 
business and that in view of threatened 
conditions due to rail and coal strikes 
that it would be unwise to go ahead with 
the contemplated convention in Septem- 
ber. 

An effort will be made to have the 
Michigan merchants attend the National 
Convention in Chicago, where perhaps a 
banquet for Michigan members will be 
arranged for, when conditions may be dis- 
cussed and plans formulated for the 
following year. 


“Boot and Shoe Recorder’ 
Highly Valued 


In a general letter addressed to the 
managers of the Walk-Over stores by the 
Geo. E. Keith Company, they are urged to 
give close attention to the trade papers, 
and especial attention is called to the 
Boot and Shoe Recorder’s issue of July 15, 
and the managers are asked to read the 
style forecasts on pages 76 and 77, and the 
article,“ Stock Turn Shows No Increase” 
on page 85 of the same issue. When big 
business recognizes the value of the trade 
paper in this manner it surely points the 
way to the smaller store merchant. 





COLUMBUS 


Preparing For Fall Openings 


Clearance Sales Still in Full Swing in Some Stores 
With New Styles On Display in Others 


LEARANCE sales are now on in full 

swing, in order to clean up all the 
remaining odds and ends of the season’s 
footwear. Retail shoe merchants have 
cut the prices to a ridiculously low level 
to hasten the process, as they are com- 
pleting preparations for their Fall open- 


ing, and expect to start the coming season 
with complete new stocks of the latest 
styles in footwear. 

The Dunlap Shoe Company is now 
featuring new Fall patterns in smart foot- 
wear which contain many new surprises, 
priced at $5 to $12.50 the pair. 
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Leather Market Fairly Active 


Advances are Feature of Sole Leather Division; Buying Now on a Much 
Wider Scale and Tanners Feel Secure as to Future 


USINESS is proceeding on a steady 
B and fairly active basis in the upper 
leather market and advances are a 
feature of the sole leather trade. There 
are still to be delivered large orders of 
patent leather, although new business has 
not been so large during the past week. 
Glazed kid tanners report a continuance 
of good business, although some could 
stand more. The brown and tan shades 
ate still the leaders in glazed kid business. 
The new high prices established in the 
packer and country hide markets serve to 
keep the leather market steady, but to 
some extent have the effect of curtailing 
new purchases of raw material. Tanners, 
as a whole, show a marked degree of con- 
fidence as against conditions prevailing in 
the Spring. The general buying is on a 
wider scale and the tone of the markets is 
decidedly better than before July 1. 


Calf in Good Demand 


There has been a good business on the 
better grades of heavy calf leather, es- 
pecially in colors, although blacks are 
moving fairly well. Prices are firm on the 
new basis and choice selections of colored 
calf are quoted up to 48c a foot, with the 
average 45c for the top grades, 40c for the 
medium, and 35c per foot for the third. 
The lower grade leather and culls are 
quoted as low as 25c. There is a good 
business in suede calf, with the leading 
tanners quoting 65c to 70c a foot for the 
best selections of colored suede. The 
medium grades are bringing from 50c to 
60c. 

Improvement in Side 


The side leather market shows some 
improvement. Advances have prevailed 
in the better grades, with colored grain 
side quoted at 26c to 30c. Medium selec- 
tions are quoted from 20c to 26c and lower 
grade leather from 14c to 18c. Some jobs 
are still available at 5c to 12c. The best 
grades of veals are bringing from 30c to 
33c. Smoked elk is held at 26c to 32c. 
There is a fair call for buck leather, with 
45c to 50c for choice, and other grades at 
40c to 48c. White buck is still offered at 
40c to 45c for the top selections, with the 
genuine buck quoted 65c to 80c. 


Patent Deliveries Behind 


There is a fair call for patent leather, 
but buyers are still taking No. 2 and No. 
3 grades where No. 1 is sold ahead. Tan- 
ners of the best grades of chrome patent 
side have been filled up to capacity and 
have not been able to turn it out fast on 


account of rainy and humid weather which 
interferes with drying and finishing. The 
top grades of patent kips still bring 35c to 
40c and some even higher. Patent chrome 
sides bring 40c to 45c for the top grades, 
No. 2, 32¢ to 38c, No. 3, 26c to 30c, ac- 
cording to weight and selection. There is 
also a good call for patent kid, the best 
selections bringing from 60c to 70c per 
foot. 


Kid Tanners Mostly Busy 


Glazed kid tanners are fairly busy with 
some of the leaders operating at near 
capacity. The top selections of colors 
bring from 70c to 80c per foot, with good 
leather available at 50c to 60c. The 
medium grades of kid are quoted all the 
way from 35c to 50c per foot and cheaper 
leather downward according to quality. 
There is a fair call for black kid and prices 
all along the line are firmer than a few 
weeks ago. 


Proverbs of Opportunity 
(By W. M. Sloan of McElroy-Sloan Co.) 
Copyrighted June 12, 1922 


Opportunity knocks once at all doors, 
but seldom enters the knocker’s door. 


If you fill your job so full that it won't 
hold you, opportunity is sure to lift you 
higher. 


Opportunity stands at your door, but 
she never says “Good morning”’ unless you 
are on your way to work. 


The indifferent man curses his luck 
while the earnest fellow elopes with oppor- 
tunity. 


Initiative and opportunity are ancient 
pals. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 
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Calf, suede top grade. . 
Calf, smooth, colored, top rade. 
Calf, smooth, black, top grade... 
Side leathers, colors, top grade. . 
Side leather, black, top grade 
Genuine buck. . 
White buck, top grade (ide lea. ).. 
Elk, heavy side. . 
Kids, colors, best fancy.. 
Kid, colors, top —-. 
Kid, black, top —* 
Kid, medium, colors. . 
Kid, medium, black. . 
Kid, cheap. . 

Chrome, patent ‘sides. . 
Patent Kid 
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Sole Leather (price per pound) - 


$0. — 4 


No. 1 oak bends, shoe mfrs.’ ‘use... : 46@ 
No. 1 oak bends, finders’ use. . ..@ 


$0.56@$0.58 
20@ .. 
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48 1. 15@ 1.25 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole leath- 


er, harn . -@$0.1834 
.-@ .18 


Heavy Texas steers, for sole leather 

Light native cows, for side upper 
leather 

Branded cows, for light sole leather 

No. 1 buffs, for heavy upper and 
side leather 

No. 1 Chi City et for 
fine calf leather. . 

wi for upper leather. . 
A. hides, for hemlock sole leather 


$0.52@$0.55 
.-@ .50 


17 os 62 
114 oe G 50 


15 A5@ 50 
17 80@ 1.02% 
65 80 


16% 65@ . 
30 4A2@ _ A6 
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“Liven Up” Your Rubber Footwear 


Women’s Arctics Offer Big Possibilities in the ‘‘Dress-Up’’ Line. 


Make 


the Public Talk About Your New Rubber Shoe Styles 


to talk about arctics, or gaiters. 

Just to think of wearing them now, 
makes one say, “Wow—Have a heart!” 
But Winter will soon be here and the wise 
retail shoe merchant knows full well that 
preparedness is half the battle—so after 
getting thoroughly cooled off with your 
electric fan on some not too torrid morn- 
ing, why not think of arctics for just a 
minute or two? Having already selected 
the bulk of your rubber footwear stock 
for Fall and Winter, the next thing, 
you know, is to successfully merchandise 
this stock. And in planning the mer- 
chandising of this stock a bit of thought 
may logically be given to the possibilities 
of selling trimmings for arctics. There is 
new business in it. For instance, last 
Winter, one merchant bought some little 
brass bells, sewed them on to the tops of 
arctics, and put them in his store window, 
as a centre for his display of rubber 
footwear. To his amazement, girls, who 
then were wearing flapping arctics, 
bought the arctics with bells on them, 
and wore them on the street. But his 
biggest gain was in the advertising that 
he got for his rubber section. People 
stepped before his window, to see the 
arctics with the bells on them, the same 
as those the girls wore. And some went 
in and bought rubber foot wear for 
themselves. 


ik is pretty, warm weather perhaps, 


Slides of Rhinestones 


Is it possible to sell slides of rhine- 
stones for trimming arctics? Such slides 
already are in stock in many stores. 
They are used for trimming strap pumps, 
especially black satin pumps. Of course, 
they would be out of place in a blizzard. 
But, these days, many girls, going to the 
dance, slip their arctics over their danc- 
ing shoes, and ride to the dance. “Just 
naturally,” argue the girlies. “I would 
like a pretty pair of arctics, instead of 
just plain arctics.” That is one reason 
for the novelty top arctics that are in 
the sample lines for the coming Winter, 
such as the arctics with collar tops of 
astrakhan, or the cuffs of fancy colors. 


Tabs for Initials 


Another idea, for trimming up arctics 
is to sew little tabs into the top, and to 
mark the initials of the buyer on the tabs 
with indelible ink. That will identify 
arctics, which often get mixed up in the 
coat room rush, after the dance or the 
theatre. 


Some may say that women will never 
wear trimmed arctics. Those same per- 
sons also said that arctics with turned 
over tops would never be worn. But the 
flappers showed them otherwise. Rubber 
footwear needs to be livened up, to in- 
crease its sales. The argument that 
rubber shoes protects the health does 
not suffice. People buy goods these days 
because they are of novel and attractive 


Nan Halperin appearing at the Winter 
Garden as “The Baby Flapper.” 
She wears the Cavalier Gaiter. 


appearance. Rubber shoes are being 
brought up to new style standards, the 
same as leather shoes have been lifted up 
to the realms of novelties. 

Arctics offer the best chance. They 
can be trimmed and made even more 
attractive than they now are. It is diffi- 
cult to trim up ordinary rubbers, but 
arctics will stand fancy cuffs and collars, 
new styles in buckles—both of rhine- 
stone slides, cut-steel buttons, or even 
ribbons. Bells on arctics may be a bit 
extreme. But they catch the popular eye. 
There are good chances for merchants to 
trim up arctics, and to show them in 


their store windows this coming Fall, 
not only to sell the arctics, themselves, 
but to emphasize the whole line of rubber 
foot wear. 


Sponge Rubber for Soft 
Toes 


An ingenious scheme for supporting 
the vamps of soft toed shoes was hit 
upon by a shoe man, who had a pair of 
such shoes, and did not like their looks, 
because the vamps had wrinkled too 
much. He got a rubber sponge, and from 
it cut two little blocks and fitted them 
into the toes of his shoes. They served 
as a substitute for box toes, and helped 
to make the vamps more smooth and 
shapely. Being light and porous these 
sponge-rubber molds were not uncom- 
fortable to his feet. 

The shoe men think that other soft-toed 
shoes might be treated the same way, 
and so passes the idea along to the rubber 
trade, to see if it can mould some toes of 
sponge rubber, or to shoe repair men, to 
see if they think it worth while to stiffen 
the toes of soft-toe shoes by such use of 
sponge rubber. 


Plantation Rubber “Marks 
Time” 

The plantation rubber market again 
appeared to be marking time at the end 
of last week. Two developments indis- 
pensably essential to the taking of first 
steps toward a return or at least an 
approach to normal trade conditions 
were awaited, neither, however, appear- 
ing to be in sight. These were a definite 
settlement of the question of enforced 
restriction of the output of rubber in the 
Far East and the other a revival of fac- 
tory buying interest. Ordinarily, when 
the factories are out of the market, as 
they have been now for an unusually 
long time, trading between dealers for 
longer or shorter periods in varying de- 
grees of activity causes more or less im- 
portant price fluctuations. There is noth- 
ing of this sort going on now to relieve 
the monotony that has prevailed in recent 
weeks. The uncertainty as to possible 
future developments in the producing 
fields is so great as to discourage specu- 
lative operations on either the buying or 
selling side. 

The present dullness is quite as much 
the result of a paucity of offerings as of 
a scarcity of buyers. 
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OPPOSITE SOUTH STATION G55 EX ABSOLUTELY FIREPROOF : 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


Stay at the Essex and experience the advantages of a centra'ly located, finely app>inted, hotel. The Essex has 
been the first choice of shoe and leather men, for years. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 
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Some Thread 
A thread from the finest APPROVED BY 


yarns with the special MEDICAL MEN 


finish produced by our 
process is SOM E As a sturdy support for the ankles of 
and as a fully venti- 


THREAD, for shoe- - 
making and repairing. a ae 
Y oudon’'t pay any more 
to get more. In fact VENTILATORS beer . 
there is a big saving in PATENTED complete 
using Meyer's Thread 
for uppers or bottoms. 


It runs uniform in color, 
ze and strengiby Sond BURKLEY 


size and strength. Sen 
for trial samples. No SHOE co. 

charge. 1156 No. Main St, 
Brockton, Mass. 











Kistler, Lesh & Co., Inc. | | _ BLOODED-STOCK 


take for granted the things the owner said, and then wait for experience 

| to show if he had spoken the truth. 

COMMISSION But if you bought a horse of blooded-stock that had a pedigree, you 
pedigree would 


would not need to take the man’s word for it. The 
show his ancestry and race and give you an idea of the animal's capacity 


LEATHER MERCHANTS gi 


It’s the same in buying advertising space. Some publications sell 


FI] NE OAK SOLE LEATHER “just a horse” and you have to take their circulation statement with a 
BELTING BUTTS |) jee 
The Boot & Shoe Recorder is blooded-stock. An 


A B C statement is the pedigree that tells you 
332 Summer St. BOSTON, MASS. what to expect in the way of speed and endurance. 














GROPING IN THE DARK 


Time was when the purchase of advertising methods this organization is able to supply 
space was a “blind groping in the dark.” Ad- just the data an advertiser needs. The dark- 
vertisers iad no means of checking a pub- ness is dispelled and the bright light of veri- 
lisher’s statement of circulation and often fied facts takes its place. Space buyers no 
these figures were unreliable. longer find it necessary to grope in the dark. 

In six years the Audit Bureau of Circula- There are no dark spots in the Boot and Shoe 
tions has solved this perplexing problem. By Recorder circulation. Our records are audited 
a systematic analysis of distribution and by the Audit Bureau of Circulations. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Group photograph of outing held August 5 at Norumbega Park by the Thayer-Mc Neil Associates. 
Gordon McNeil. Fred Porter and C. W. Pollock. 
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In the center are H. F. and 


Percy E. Thayer, President of the Associates, is at both ends, having accom- 


plished this almost impossible result by running from one end to the other while the lens of the circulur camera revolved. 


BOSTON 


What Merchants Say of Fall Styles 


Brown Will Be Good—Bronze Colonials Shown in Large 
Numbers—A Big Buckle Season—Soft White 
Wool Dropstitch Hosiery 


ROWN will be a popular color this 

fall. So say the majority of leading 
shoe merchants, and among the very first 
of the new Fall showings are bronze Colo- 
nials, artistic in construction, and adorned 
with large cut steel buckles, in copper 
colored hue. Some of the buckles are 
priced as high as $50 and have moved 
quite readily at this figure. Black patent 
Colonials, trimmed with gray suede, or 
with fawn or light brown suede, are also 
beginning to arrive at the stores. Some 
of them have pointed tongues and on 
these a long and tongue-sbaped cut steel 
buckle was very effective. Some beauti- 
ful effects in rhinestone buckles were also 
noted. 

Another new Colonial effect had a large 
black and red enameled buckle. For the 
strap pumps, there are any number of 
veritable jewels in small glittering but- 
tons, with varied colored centers—some 
are plain and from some, fringe gracefully 
vibrates as mi-lady walks. 


In Dainty Effects 


\ very attractive hosiery and buckle 
case was noted last week at Hanan & 
Son’s shoe store. Miss E, C. Anderson, 
in charge, displayed a drop stitch cash- 
mere in soft snowy white wool—so very 
soft was the texture that it could not 
possibly irritate the most tender skin, 
These, Miss Anderson explained, were 
imported. There was also cashmere hosi- 
ery with invisible plaids and stripes and 
some in pastei shades. Said this clever 
hosiery woman—“Think how perfectly 
stunning a young lady would be gowned 
in « white flannel suit, shod in white buck 
shoes and these cashmere stockings! To 
my mind, these white wools are much 
more appropriate than a pure white silk 
stocking would be.” 

\nother beautiful line of white cash- 
merc hosiery, which sold at $5.00 the pair, 


had blue and white, or gold, or red and 
blue, or lavender silk clocks, with pendant 
tops. 

An Attractive Hosiery Case 


The hosiery case was arranged with 
three glass shelves. On the Jower shelf, 


two pairs of flame-colored silk hose at one | 


end of the case and two pairs of American 
beauty silk hose at the other gave char- 
acter to the white silk hosiery draped be- 
tween them. At tke toes of each of the 
bright colored hosiery was placed a rhine- 
stone button, with jet center. The white 
silk stockings were also be-jeweled. Inthe 
center of the case, pale yellow silk stock- 
ings on either side of a pair of white had 
their toes trimmed with twinkling but- 
tons, while a single daisy adorned the toes 
of the white silk stockings. On the middle 
shelf were four pairs of patent leathers, 
one straps, trimmed with cut steel orna- 
ments or rhinestore ornaments, while the 
third tray bad a glittering array of beauti- 
ful buckles. 

Miss Anderson said that it was her. aim 
to have some of the store’s white hosiery 
dyed in the much wanted shades, as very 
often a woman would say—‘I did not 
know that I could get this or that color.” 
The customer is then told that the proper 
procedure is to purchase a pair of white 
silk stockings and the store will have them 
dyed to the shade desired. 

A little hosiery sale,.to correspond to 
the mid-summer shoe sale, has been going 
on during the past few weeks. 


Hollis Knickerbocker’s Store 
Manager 


L. W. Hollis, president of the Boston 
Retail Shoe Salesmen’s Associat‘on, and 
for three years head of the educational 
department of this association, has earned 
a well-deserved premotion. On July 24, 
Mr. Hollis assumed the duties of store 


manager at the Knickerbocker Shoe Store 
32 West Street, where he has full charge 
of looking out for the floor, customers, 
store rules and regulations. 

Mr. Hollis commenced his retail store 
activities with Baker Bros., of Brockton, 
Mass., with whom he remained for one 
year; for the Jast six years, he has been 
salesman at the Thayer -McNeil Com- 
pany’s store. He is a graduate of the 
Boston Retail Shoe Salesmen’s Institute 
and a thorough association man. He 
takes the place of Marvin E. Tucker, who 
after twenty-five years service at the 
Knickerbocker store has recently resigned 
to take a well-earned vacation. The mer- 
chandise man at the Knickerbocker store 
is the well known and popular J. H. Steele, 
who has been allied with Knickerbocker 
interests for the past twenty years. 


Jeweled Effects Popular 


“Buckles for this fall,” said Miss Mar- 
jorie Hillman, in charge of the findings de- 
partment at the Thayer McNeil Com- 
pany’s store on Temple Place, “‘are more 
bewitching than ever—just like rings, 
earrings, and other jewelry.”’ This is cer- 
tainly fascinating work. At this depart- 
ment, cut steel buckles, beautifully cut 
steel and riveted steel buckles at $50 the 
pair were being purchased by customers. 
“This,” said Miss Hillman, “certainly 
proves that folks have the money and are 
willing to spend it if they see what they 
want. The prices on the cut steel buckles 
at this store range from $4.00 to $75.00— 
and nothing is carried but cut steel, as 
Miss Hillman stated that it was much 
more practical berause cut steel can be 
repaired. Most of the cut steel effects 
shown were imported from France. Some 
extra fine buckles were shown at $75.00. 
Then there were rhinestones, with ela- 
borate designs in baskets and flowers deli- 
cately wrought on their surfaces. 

“They are also well worth the money,” 
continued Miss Hillman, “for every one 
of these 2,000 or 3,000 pieces are riveted— 
and the best part of cut steel buckles is the 
fact they can be polished and cleaned, so 
that they will lcok just as good as new. 
Customers are instructed ta bring them 
to us and we send them out to a high- 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
— 147-153 Waverly Place 
EW YORK C ITY 








The WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 
In Stock Specialists of 


a Women’s Shoes, Party 
Slippers and Novelties. 
Write for Catalogue 


COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
No. 160—14/8 Junior Louis 
Heel. No. 165— 16/8 Full 
Louis Heel. Price $4.00, 
leas 5 per cent 10 days. 

18 Phoenix Row 
Haverhill, Mass. 
123 Essex 8t., Boston 
Room 806 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 
Setin Boudoir 
Colore—Black, Old Rose, — Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Maavfactarers “Comforets” St. Paul, Mian. 


Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River&t_,Haverball, Mase. 
Resten (fice 
207 Easex Street 
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class jeweler. One firm of importers which 
I know of, had a man come especially from 
France to attend to its repairing, cleaning 
and polishing.” 


A Typical Colonial Buckle 


Here was displayed a typical Colonial 
buckle, which fitted most gracefully on a 
long, three-pointed tongue; there were 
also the small button and beaded orna- 
ments, and some dull jet Colonial buckles, 
which the very fashionable woman, in 
mourning, wishes for her footwear. Al- 
though not as attractive as their sparkling 
companions, they are nevertheless just as 
expensive. 


A Cuff Topped Novelty 


A novelty in a tan Russia calf boot, 
with inlays of fawn-colored suede, is 
among the advance Fall showings at the 
shoe department of the R. H. White Com- 
pany. This boot is not more than six 
inches in height and its suede cuff is turned 
down like the old fashioned wing collar. 
Its vamp had insets in fleur-de-lis pattern 
and cut-outs at each side of the fawn 
colored suede lace stay. The heel was 
10-8 inches, and the price $10. A black 
patent colt, with gray suede cut-outs, was 
in similar design. 

R. L. Upton, assistant manager of the 
shoe department, believes that Colonials 
will come into a larger vogue by fall and 
that they will find expression, in addition 
to leathers, in some of the satins for fancy 
full dress wear. 


Patent with Blue Brocaded 
Quarter 


W. H. List, salesmanager for the Bay 
State Shoe Manufacturing Company, 
reports widespread interest in its new blue 
brocaded quarter one strap with patent 
vamp. The shoe carries a Spanish cov- 
ered heel and is made over the popular 
140 last. This shoe represents the latest 
addition to the Bay State’s line of flexible 
McKays for women. 


Thayer McNeil Associates 
Outing 


The Thayer McNeil Associates cer- 
tainly “did things up in 100 per cent 
style’ on Saturday, August 5, on the oc- 
casion of their first annual outing. This 
was held at Norumbega Park, some few 
miles outside the city. 

Percy Thayer, president of the Asso- 
ciates, had arranged with the weather man 
for a beautiful day, and he got it. 

C. W. Pollock, store manager,arranged 
with Police Captain Hoppe, for the right of 
way through the city’s crowded thorough- 
fares, and the various committees did the 
rest. 

To commence at the very beginning, 
there was an automobile parade, consisting 


of twenty-five cars and two big trucks, 
which held some 150 associates, their 
wives, children and sweethearts. All of 
the merry party wore gaily trimmed hats, 
some of the Napoleonic era, some of the 
Scotch type—a regular riot of shapes and 
color combination. Above the purr of the 
big cars could be heard the tooting of 
horns and the shrieks of the merrymakers’ 
whistles. 

In the first car rode H. F. McNeil, then 
came Gordon F. McNeil of the Boylston 
Street store; Fred Porter, director and 
merchandise man; then C. W. Pollock, 
store manager; the others in order. 


Events Most Interesting 


On arrival at the grounds, associates, 
wives and children, all included, lined up 
for a photo—then the races were on. In 
the morning ball game the married men 
“licked the single men to a frazzle.’’ One 
especially athletic young woman, Miss 
Williams, of the office force, won the fifty- 
yard dash, the three-legged race and ball 
throwing, for which she was awarded a 
pearl bracelet, ear rings and a bar pin. A 
very amusing race was the hot blueberry 
pie-eating race, in which John Lucey, a 
stock boy, distinguished himself, finishing 
ten minutes before his nearest contestant. 
For his quick eating, Lucey was awarded 
a pair of gold cuff links. 

After dinner, a tug of war, ‘aes 
Burke, Tony and Domonick Letti, Gib- 
bons and Hunnefelt, on one side, and on 
the other Reid, Beauregard, Pollock, Ter- 
rio and Thorpe, took place for two min- 
utes; the last mentioned five composed 
the winning team and were awarded silver 
pencils. The prizes were all very fine ones 
and well worth the winning. In the fore- 
noon, the folks stayed together in good 
shape and paid close attention to the 
races. In the afternoon, the interest was 
divided between a big ball game and the 
many privileges which the long coupon 
ticket of the outing included—such as, 
a game of tally ball, the fish pond, one 
wheel at balloon racing, one ski bal] game, 
one ride on Dodgem, one box ball game, 
one ride on merry-go-round, fifteen minute 
launch ride on river, theatre ticket seat at 
vaudeville theatre. There was also danc- 
ing afternoon and evening. 

The ball game took place between the 
Thayer McNeil team and the Jordan 
Marsh team. The line-up on the Thayer 
McNeil team was, as follows: Terrio, p.; 
Long, |. f.; R. Long, Ist. b.; O'Donnell, 
c. f.; Captain Crowell, substitute for c. f.; 
Hunnefield, c.; Wrigley, 3d b.; Cahill, 2b.; 
Knight, r. f. Lucey also played center 
field. 

A Live-Wire Committee 


The committee responsible for this 
grand occasion was composed of the fol- 
lowing: Chairman, C. E. Holt, manager 
of the women’s department first floor; 
P. E. Thayer, president of the associates, 
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on Arrangements; official starter, C. W. 
Pollock; scorer, A Schaller; time-keeper, 
H. P. Thorpe; measurers, H. H. Dahl and 
J. H. Creed; judges—J. F. McNeil, H. F. 
McNeil, J. G. McNeil and F. E. Porter; 
official announcer, J. B. Beauregard; trans- 
portation, C. W. Pollock, chairman, J. H. 
Creed and J. A. Pretto. 





Sales Stars Vacationizing 


Allen C. Humphrey, who for twenty- 
two years, has been a member of the sales 


force of the Thayer McNeil Company, 
leaves today, on a two weeks’ vacation 
which he will spend in Montreal and the 
Green Mountains of Vermont. 


Edward Kendall, another very popular 
and efficient business producer for the 
Thayer McNeil Company, is now on his 
vacation. Kendall also sells shoes to the 
fair sex and has ideas on feminine styles 


that are well worth the noting. 





BROOKLYN 


Shortage of Shoes Predicted 


High Grade Footwear May Be Hard to Get, According to 
Manufacturers; Resumption of Large-Scale 
Buying Looked For 


HE first week in August saw a slight 
decline in the number of new orders 
coming into the Brooklyn factories. This 
was due, in the opinion of manufacturers, 
to the continuation of the coal and rail- 
road strikes, which has unsettled the con- 
fidence of retail merchants in many locali- 
ties. The outlook for a resumption of Fall 





Beaded Colonial tongue which can be attached over a 
tongue or ona plain pump. Made by Edw. E. 
ahn Co., Brooktyn. 


buying on a larger scale is excellent, it is 
said, and in some quarters there is being 
predicted a shortage of high-grade shoes 
before the season is over. 

One of the leading high-grade manufac- 
turers in the district is convinced that the 
retail merchants, particularly the depart- 
ment stores, are short of good shoes, and 
that insufficient time now remains to make 
them up. On new orders coming into the 
factories four weeks’ delivery is wanted, 
but is not always available. 


Tongued Pumps Gaining Ground 


Tongued pumps are gaining ground in 
Brooklyn. Sentiment concerning their 
popularity, however, is mixed. “Tongues 
are going stronger than for some time 
past,”’ said E. C. Wheeler of J. & T. Cous- 
ins, “but some retailers are inclined to 
overplay them for Fall. I think they will 
be better next Spring than for the coming 


Fall season. We had one customer here 
who wanted to know if we thought that 
75 per cent tongues on his orders was 
about the right proportion. We advised 
him not to play them so heavily as that. 
In our grade of shoes tongues always have 
held a place. In our New York retail store 
we find them growing in demand, particu- 
larly beaded tongues. Undoubtedly 
tongues are due for increasing sales and 
buckles will again come into greater prom- 
inence.”” 


More Brown Leather Being Used 


As noted previously, there is a decided 
swing toward brown in women’s shoes for 
Fall, and the Brooklyn factories are using 
more brown leather, particularly kid, than 
for ‘many seasons past. Combinations of 
brown with beige or otter, buck or ooze 
quarters, are gaining, although all brown 
is kid, and patent still remains as a strong 
seller. Black satins are being produced in 
good quantity as well, although some man- 
ufacturers are skeptical concerning them. 

The white season in Brooklyn was not 
successful in all cases. Some of the fac- 
tories, particularly the smaller ones who 
stocked whites heavily, are now closing 
them out at low prices. 


Hoping for More Style 
Stability 

Many of the larger manufacturers here 
are beginning to complain of too rapid 
pattern changes and hope for a greater 
stability. New patterns are not being 
brought out in such profusion by the larger 
factors, but the smaller shops, which have 
increased greatly in number in the past 
few years, are anxious for business and 
launch new patterns almost daily. It is 
significant that the most successful manu- 
facturers in the Brooklyn field reap their 
largest profits from their. staple lines, 
rather than from their novelties. 
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Where to Buy 


Women’s Shoes 

















Largest manu- 
facturers of 
soft soleleather 
slippers. 


Send for catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N. Y. 






















E. A. & M. C.Witherell Co. 
Manufacturers 


Women’s Turns 
Boots and Slippers 


Facto 
Haverhill _ ° 


Boston Office 
Rice Bidg. Room 406 














FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 























WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models 
Hand turn kid lattice work 
quarter—in all finest 

leathers 
TESSIER & 
BOW DOIN 
172 Washington 
Street 
Haverhill, Mass. 



















Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washington St. 
Haverhill Mass. 








STOCKBRIDGE SHOE COMPANY 
> 





HAVERHILL, MASS. 
=U. SAS 











TURKISH SLIPPERS 
IN STOCK AGAIN 
No. 101— Sofia Turk- 


sople. All Sizes and 
Colors for Immediate 
Delivery 

K. M. STONE CO. 
12-14-16 E. 22nd St., WY, 
















Professional 


Mase Ses 326 W. Monree St. 


Chieage 
WM, SUMNER SMITH CO. 
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Where to Buy 
Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 




















who care to dress 
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T. D. Barry Co. 


Brockton, Mass. 

















Gentlemen’s. 


Shoes 


A-E. Nettleton Co. 


SYRACUSE, NY. 























Showing New Tie Straps 


A return to the tie strap is possible, ac- 
cording to some of the manufacturers here, 
who are showing new models. One has a 
lattice work instep fastening with a ribbon 


tie through button holes in a strap meeting 
at the center of the instep. Another model 
is along the sandal idea, in which the verti- 
cal strap meets the instep strap and fastens 
with a ribbon, the ends of which are fin- 
ished with a metal tassel or ball. 





LYNN 


Tongue Pumps Selling Well 


Many Being Made for Immediate Delivery; Style Men 
Predict that Higher Heels Will Give Way to 
Lower Ones Later 


TYLES, in Lynn lines, show a strong 
tendency toward tongue pumps. 
Many of them are being made for imme- 
diate delivery. These pumps are cut high, 
like oxfords. Tongues are of the clover 
leaf, semi-diamond, or jack-of-club styles. 
They are French corded, pertorated, or 
fancy stitched. Vamps and quarters are 
plain. The tongue is the ornament of the 
shoe. Few of these new tongue style 
pumps carry buckles. So they are not 
colonials. They are just tongue pumps. 

Many of the new tongue pumps have 
gores beneath the tongue. The gores, being 
of elastic, hold the side of the pump so 
snugly to the shoe that a dime cannot be 
slipped between the leather and the stock- 
ing. 

Strap pumps of new patterns, continue 
to sell, including one-straps, two-straps, 
wishbone straps, and new Grecian straps. 
Side lace oxfords also are selling. 


Black Shoes Gaining 


Black shoes have gained a lot since Aug. 
1. Some speak of this as a tendency tow- 
ards conservative styles. However, the 
best of the new black shoes show a refine- 


ment and an elegance which should not be — 


confused with the conservatism that 
means plain, shapeless shoes.. 

Black satin is a leading material for nov- 
elty shoes. Brocade is also used. There are 
some brown satins, and brocades, too. 
More fine black kid is being cut. Patent 
leather continues good. Otter is a fashion- 
able shade, especially in suede shoes. 

Trade in staples, such as regular oxfords 
and comfort shoes, continues strong. 
Walking oxfords will doubtless sell briskly 
after Labor Day. Persistent advertising 
of health shoes is steadily strengthening 
thir position in the trade. 


Longer Vamps Predicted 


One new last for Fall shoes, shows a 314- 
inch vamp, and 16-8 heel. An 18-8 heel 
may be used on the last, in an emergency. 
This manufacturer believes that the com- 
ing of slightly longer skirts will lead to 
longer vamps and higher heels. He sees no 
signs of boots in sight as a consequence of 
longer skirts. 

Another manufacturer is now selling 


heels 14-8 and 16-8 high, and is expecting 
that his trade, after trying high heels again 
will drop back to heels 10-8 or 12-8 high, 
along in October or November. 

Incidentally, and yet of much impor- 
tance, is the fact that the rising leather 
market is forcing an advance in shoe 
prices. 


Shoes For Football 


Shoes for football are being made and 
distributed by Gregory & Reed, tor the 
season for rushing the pigskin over the 
gridiron is near at hand. Two types of 
football shoes are there, one for the lines- 
men, who do the rushing and the blocking, 
and the other for the ends and the backs, 
who do the running and the punting. The 
shoes for linesmen are of heavy calf 
leather. The shoes for the ends and the 
backs, or the men who must be fleet of 
toot, are of kangaroo. 

Bottoms of both are strongly cleated, to 
make a strong grip on the field, no matter 
how muddy, or how frosty it may be. 
Shanks are flexible, so that the arches of 
the feet will move freely and swiftly. 

Uppers are cut 54 inches high, which is 
three-quarters of an inch higher than they 
used to be. The additional height provides 
for stronger support for the ankles, and 
lessens the liability of ankle strain, which 
is a common injury. Also, these shoes are 
sewed extra long, and are provided with the 
stoutest shoe stock, for they are built to 
stand the strain of football, which is the 
hardest game there is. 

Mr. Duffy, director of the athletic shoe 
division of Gregory & Reed, used to play 
football himself, before he made shoes. 
In designing these new shoes he has had 
valuable aid from coaches of football 
elevens. 


New Broadcast Shoes 


Anderson-Owens Company have added 
to their production two new Broadcast 
shoes,—said shoes, like other Broadcast 
shoes, being made over new lasts, of broad 
ball measurements. One of the new shoes 
is a boot for misses and children. The upper 
is of brown elk leather and is unlined. It is 
cut in the blucher pattern. The sole is of 
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Rock Oak leather, and the heel is of the 
“Rubwedge”’ style, that is, it has a wedge 
of live rubber, instead of a wedge of leather 
in its spring heel. This new shoe, it will be 
observed, is a development of the “Rub- 
wedge” play shoe, which the company 
brought out during the. Summer. The 
second new shoe is an oxford for women 
whose feet and ankles are extra plump. 
The shoe is made over a last of extra meas- 
urements. The upper is of plump kid, and 
the sole is of extra weight leather. The heel 
is 13-8 high, and has a rubber top lift. 
Also, the shoe has a Crawford shank, built 
in, to support the arch of the foot. These 
shoes are carried in stock in sizes 3 to 10, 
and widths C, D, and E. 


Larger Sizes Being Ordered 


Once more that matter of larger feet 
comes up, this time under the guise of 
thicker feet. The argument in the matter 
is that women have worn low shoes for 
such a long time that feet and ankles have 
become thicker. The increase in measure- 
ments is said to be particularly true of 
athletic young women, who play golf, or 
tennis, or swim, or hike. 

The argument is supported by the fact 
that orders for shoes placed with Lynn 
manufacturers, show a continued demand 
for the larger sizes, as well as by the fact 
that sales of over-size shoes continue to 
show increases. Designers of shoes are 
watching this tendency to larger sizes with 
close attention, for they believe, if a fash- 
ion of boots should come about through 
any caprice of the whirligig of style, that 
the measurements of boots must be in- 
creased, particularly over the instep and 
around the ankle. 


Predicts ““Broguey”’ Styles 


Harlan Leighton, of the A. M. Creigh- 
ton staff, tells of continued sales of strap 
styles, for early fall, especially one and 
two-strap pumps with high heels, even 
with 16-8 heels. But he believes as the 
weather gets colder, along in October or 
November, that many women wil! return 
to low heel shoes again. They will buy, Mr. 
Leighton believes, oxfords of new brogue 
patterns, made of Scotch grain or like 
leathers, and carrying heels 10-8 or 12-8 
high. 


Many Tongue Pumps 

At the factory of the McLaughlin-Con- 
way Shoe Company, they are making 
many tongue pumps. These shoes are of 
black satin, brown satin, black and brown 
brocade, and a few of them are of patent 
or dull leathers, or of brown, of the otter 
suede. All of them have wood heels. 15-8 
or 16-8 high. One handsome pump is of 
fine black satin, with a very narrow bind- 
ing of patent leather, perforated. Another 
is of black satin, with ornamental stitching 
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on the vamps and quarters, the stitches of 
black silk, being so fine that it might be 
called shadow stitching. Also, black satin 
is used in combination with black brocade. 
Side lace oxfords, and new strap styles 
also are going through the factory. 


Watson Making Tongue 
Pumps 
Two new tongue styles have been added 
to the Watson samples for immediate 
sales. Also, the factory is making strap and 
regular welted oxfords. Incidentally, Wat- 
son shoes have been picked, by the Lynn 
Chamber of Commerce, as model Lynn 


shoes to be shown at the Sherbrook fair in . 


Canada next month. 


Patent Leather Still Popular 


At the shops of Donn D. Sargent Com- 
pany they are busy making many kinds ot 
shoes, strap pumps, tongue pumps, side 
lace oxfords and regular oxfords; also, a 
few boots, including some of the Russian 
patterns. Patent leather leads among the 
leathers at the moment. Black kid and 
calf, and brown and gray leathers also are 
being cut. Heels are higher. Some vamps 
and quarters show fancy stitching. Donn 
D. Sargent Company has finished up an 
excellent season on white footwear, and 
is looking for a bigger and better season 
on white shoes in 1923. 


Two New Firms Organized 


William M. Page and Henry McLaugh- 
lin, both of whom were formerly with Cass 
& Daley Shoe Company have formed the 
McLaughlin, Page Company, and have 
started to make McKay shoes for boys, 
youtks and little gents, in the factory on 
Pierce Street, Malden, Mass. 

The Lafayette Shoe Company, 46 Cen- 
tral Street, Salem, has been formed by 
Luger Tremblay, Arthur LaPoint and 
James F. Crowley, three practical shoe- 
makers. It is to make women’s McKay 
shoes for the wholesale trade. 


A Comprehensive Weekly 
Stock Sheet 


Portsmouth, Ohio—The Selby Shoe 
Company’s “Weekly Stock Shoe Bulletin” 
is issued in folder form, combining an in- 
stock catalog and a schedule of shipping 
dates. Below the cuts and descriptions 
of women’s and misses’ oxfords and straps 
is a table telling when orders can be 
shipped. Discontinued and broken sizes 
are indicated and on request a list of sizes 
available is mailed to the customer. 
Prices below current quotations are also 
indicated and all prices quoted are subject 
to change without notice. 
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Where to Buy 


Men’s Shoes 




















PULLMAN TRAVELING SLI 


better"than ever in Quality and fit 
iginctor.ownery of Tiaoe Mart Pullman’ 


CABERETIA $15.00 
GLAZED KIT $1809 
Coloxr Black and Brown 


full sizes 3 toll in Stock 








FOR MEN 


Stock Dept. 5 


Is at Your Service 
THE STETSON SHOE CO. (Inc.) 














South Weymouth, Mass. 














Howard & Foster Co. 

Men’s & Women’s Welts 

Address all communications to the 
factory at 



































Frederick S. Peck 
) Worcester, Mase. 
Men’s and Women’s 
Sport and College Shees 
Boston Salesroom 
207 Essex Street 


WORCESTER 
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Where to Buy 


Men’s Shoes 


























| craic “REED. & EMERSON INC. 





Boston Office: Room 214, United States Hotel 





TROewsOn BROS . SHOE C 
FINE SMOEMAKERS 
BROCKTON 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBEI* 
Every Wednesday and Frit: 











Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
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Where to Buy 


Wood Heels 
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New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mase 


== eee 








_———- « 
OOOO ee 








_———— = — = a ae 























BOOT AND SHOE RECORDER 


HAVERHILL 


Longer Lasts; Higher Heels 


Low Heels Gone in Style Shoes, Say Manufacturers; 
Big Demand for Models Ornamented 
With Beading 


TYLE, Haverhill’s middle name, is 

well exemplified in the new patterns 
which are being brought out for the 
wholesale and retail trade. Longer lasts 
and higher heels are features of the new 
samples. The low heel has had its day, 
except in connection with the sporting 
and white styles of women’s shoes. In 


“ the opinion of shoe manufacturers, it 


does not lend itself to the light, dainty 
styles of women’s footwear with which 
Haverhill is so closely identified. Straps 
continue to be favored in the style show- 
ing—both plain and cross patterns. 

Beading is very much in evidence. In 
fact, so great is the demand for beading 
work, both in shoes being made for present 
deliveries and in samples, that the demand 
for workers on this class of footwear is 
greater than the supply. 

Colonials are making a bid for favor. 

Among the samples being prepared, 
this pattern will be shown in many varia- 
tions. In connection with colonials, orna- 
ments will be utilized. There is practically 
no limit to the variations possible in 
Several con- 
cerns are specializing on this class of 
goods and Haverhill shoe manufacturers 
are in a position to obtain the newest 
and best that can be produced in the line 
of footwear ornaments. 


colonial ornamentation. 


Patent Still Good 


Patent leather is a very strong feature 
in the shoes which are being made for 
Fall deliveries, as well as in the newest 
samples. Black kid, calf, and satin are 
also popular. There is a considerable 
demand for the so-called corrective shoes 
and several concerns are specializing on 
this class of footwear, both for street and 
house use. Novelties, on which Haverhill 
has gained its widespread reputation, are 
being brought forward continually by 
local concerns as a means of enhancing 


the reputation of the style producers, as 
well as obtaining business. - An interest- 
ing feature of the demand for Fall goods 
is the fact that many merchants are 
ordering in case lots instead of in pairs 
as has been the custom for many months 
past. In fact, Haverhill manufacturers 
look forward to a much healthier condi- 
tion of business during the next few 
months than for a long period. 


New Concerns Incorporated 


Swartz, Inc., has been granted a char- 
ter to wholesale and retail leather, with 
headquarters in Haverhill. Officers are 
Louis and David Swartz, respectively 
secretary and treasurer. Irene Coddare, 
clerk. 

Buckley-Rivers Company is _ incor- 
porated to manufacture and sell shoes. 
Officers and directors are William H. 
Rivers, John Buckley and Agnes E. 
Buckley, all of Haverhill. 

The Madian Shoe Company, Incor- 
porated to sell shoes and leather. Officers 
and directors are Samuel Barenboi, Jacob 
S. Madian, Robert Becker and Joseph F. 
Cowan. 

Joint Outing of Factory 
Employees 

The outing season in Haverhill fac- 
tories is at its height. It is the annual 
custom of employees of many factories in 
this city to get together once a year for a 
trip to nearby beaches and other resorts. 
One of the recent factory outings was a 
joint affair of the Hazen B. Goodrich 
Company and the Bradley Shoe Company 
employees. It was held at Hampton 
Beach. N. H. There was a_ baseball 
game between the two factories with a 
score of 15 to 6 in favor of the Bradley 
team. Dinner was served and a program 
of sports conducted. 





ROCHESTER 


Factory Production Increasing 


Conditions Gradually Approaching Normal—Cutting Rooms 
Busy and Workers in Other Departments Are Returning 


ITH the exception of a little fric- 

tion between the strikers and the 
new workers in the women’s factories, 
conditions are rapidly approaching normal 
and the production of shoes is increasing 
daily. 


Cutting of shoes has been under way 
for several weeks and practically all of 
the factories are cutting shoes under 
normal condition. Workers in other de- 


partments are returning daily and shoes 
are coming through all of the factories. 


August 12, 1922 








me 


wrt ete 





August 12, 1922 








New Last Company 
Organized 


Incorporation papers have been filed 
with the Secretary of State for the 
Schelter Last Company, Inc., which has 
purchased a building at 294 Franklin 
Street and equipped it with the latest 
and most up-to-date equipment for the 
manufacture of lasts. 

The following well known last men are 
identified with the company; President, 
David Dean Derby; Vice-President, Font 
R. McGee; Secretary, Enos H. North; 
Treasurer, John C. Schelter; Directors, 
John C. Schelter, David Dean Derby, 
Font R. McGee, Enos N. North, Edwin 
R. Gordon, William A. Worner, Albert A. 
Redifer. 

Mr. Derby, President of the new com- 
pany, gained his first experience with the 
Dayton Last Works, coming to Rochester 
in 1910, as office manager of the Empire 
Last Works. 

Mr. McGee, Vice-President, has been 
actively engaged in the last business since 
1882, when he was employed at Dayton, 
Ohio, by Crawford, Kauffman & Co., 
which after various changes finally be- 
came the Dayton Last Works. In 
August, 1909, he came to Rochester with 
the Empire Last Works. He is an 
authority on shoe fitting and last designing. 

Mr. North, who is also a designer, also 
served his apprenticeship with the Day- 
ton Last Works, and more recently has 
been associated with the Empire Last 
Works in this city. 

Mr. Schelter, Treasurer of the new 
company, joined the Rochester Last 
Works in 1890, and later organized the 
Empire Last Works. He was also one of 
the organizers of the United Last Com- 
pany. 

Mr. Gordon is also a graduate of the 
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Dayton Company, has had considerable 
experience in the shoe manufacturing 
business, and since 1914 has been with 
the Empire Last Works, the last two and 
one-half years having been spent on the 
sales staff. 

Mr. Redifer learned the last business 


under his father who controlled the ° 


S. S. Redifer Company, of Philadelphia. 
Later the John J. Redifer Last Company, 
was organized in which Mr. Redifer later 
sold his interest and became a salesman 
with S. Porter & Co., of Worcester, where 
he remained until 1902 when he went to 
the Rochester Last Works. 

Mr. Worner entered the industry 
through the wholesale shoe house of 
L. P. Ross of Rochester, where he acted 
in the capacity of general office man until 
1915 when he assumed the duties of book- 
keeper and office manager of the Empire 
Last Works. He is an expert accountant. 


To Visit Buffalo 


Rochester shoe men are looking for- 
ward to the coming picnic of the Buffalo 
Retail Shoe Dealers’ Association, which 
will be held down the Niagara River on 
August 16, and are planning to attend 
in a body to back their ball team which 
has accepted the challenge of the Buffalo 
merchants and will cross bats with the 
Buffalo boys. 


Earl Shorts a Proud 
Father 


Earl S. Shorts, manager of the local 
Regal Shoe Store is wearing a smile that 
extends from ear to ear and his friends 
who visit the store are all walking out 
with a big Havana cigar, in honor of the 
arrival of a son, Richard, born Friday, 
July 28. 





BROCKTON 


Factory Production Increasing 


Steady Flow of Orders for Fall Shoes Received—Spring 
Sample Lines Under Consideration 


ENERALLY speaking, Brockton 

shoe manufacturing concerns are 
well supplied with Fall orders, particu- 
larly with reference to immediate de- 
liveries. The tendency on the part of 
merchants, as noted by manufacturers 
and their salesmen, is to buy as near their 
immediate needs as possible and to place 
a moderate amount of business for future 
deliveries. The influence of the recent 
Boston Shoe Style Show has been far 
reaching. It aroused and stimulated 
interest on the part of merchants in the 
styles which were shown, it brought many 
of them to a realizing sense of their mer- 
chandising needs. Along this line, develop- 
ments are such as to give manufacturers 


in this city and vicinity renewed en™ 
couragement for the Fall and Winter 
trade. Local factories have, -without 
exception, made substantial increases in 
their outputs. Orders received from day 
to day guarantee a continuance of these 
conditions. 


Spring Samples being Produced 


Styles for the Spring of 1923 are now 
being prepared by Brockton shoe manu- 
facturing concerns, both in men’s and 
women’s welts. Some fancy patterns will 
be shown, it being the opinion of the local 
trade that there are further opportunities 
in the development of this class of foot- 
wear for the Spring and Summer of next 








Where to Buy 


Children’s Shoes 
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‘Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl« 


Send str Cotak ¢g 


AH Moertin@ , 


Meherss ROCHES/SER ny * 














: The BeP FOOTWEAR COM Inc 


| Mi wcrurers 


q ud HANI D MADE MOCCASINS | 


atatete N 1 


‘| INFANTS ru st Ye) ete) ae 


FAC TORS ‘2. 








Soft Soles and Moccasins 
Ask your Jobber for our 
Goode e DO NOT sel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM — co. 


Rochester, N. 
Boston Office, 18] BS S .ccet 











Baby Soft-Sole 
Moccasin-Style Shoes 
Made of best smoked, tan 
and chocolate elk. Some 
with patent vam h 
cut and sanda .- 
t cushion innersoles— 
fine for baby feet. A high 
grade shoe at a low price. 


Lynn Moccasin Co., 125 Market St., LYNN, MASS. 














SOFT SOLES 


A Wonderful Line for the 
Wholesaler In oy 


range from 
$2. ‘50. me and up- 
wards. Alsoa full line 
of Tain Pump Straps 


NU BABY SHUVE CO., East Lynn, Mass. 














Where to Buy 


Shoe Illustrations 
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Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











IN STOCK—OUR NEW 
BALLET SLIPPER 


Endorsed by dancing mas- 
ters. Made with improved 
‘omen, misses 


hard toe for 
and children. ‘Don't t forget 
our high le boudoirs. 





Haverhill, Mass, 














Where to Buy 


Shoe Ornaments 

















THE NEWEST IN SHOE 
CNT ATES 
AttachadtoteS rts pnt 


or or two-toned e! 


ae rERRL BAH Sw 


» SHOE eaqtay 


DETACHABLE STRAPS| 


SHOE BEADING 
METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


BROOKLYN N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 
PROVIDENCE - - = R.I. 


otal 








For All the Latest 


CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOW S or BEADED 
ORNAMENTS 
Write to 


Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, 

















BEADED 
BUCKLES 
AND_NOVELTY 


——————————SESEE 
PARISIAN BEADING WORKS CO. 
WALNUT STS., PHILADELPHIA 











“Just Enough Better To Be Thoroughly Worth While”’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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year. Sport shoes, which have been so 
strong during the past few months will, 
it is expected, have a continuance of 
popularity during 1923. The avidity 
with which men and women wearing the 
class of shoes made in Brockton are tak- 
ing to out door sports is a strong factor 
in forthcoming sales of sport foot wear. 
Along the more staple lines there is a 
substantial showing of oxfords and strap 
patterns running largely to tans in the 
darker shades, with a considerable sprink- 
ling of light colors. These latter, it is 
expected, will be more favorably received 
next year than they were the past season. 
The argument in favor of these lighter 
shades is that the merchant has an oppor- 
tunity to sell additional pairs of shoes. 
That is an important point. Men’s and 
women’s shoes, such as are made in 
Brockton, will reflect the coming season, 
a desire on the part of men and women 
to get away from the too conservative 
lines and blossom out in shoes which will 
be pleasant to look upon. Merchants who 
diversify their buying along these lines 
will be in a position to reap the benefits 
of additional sales and correspondingly 
increased profits, say manufacturers. 


In Stock Departments Ready 


During the latter part of the present 
month and early in September, cata- 
logues, listing and describing factory 
styles in stack, will go out to the trade. 
This is a semi-annual custom which en- 
ables merchants to obtain accurate 
knowledge of the lines which are avail- 
able for immediate shipments and em- 





phasizes the convenience of the stock 
carrying plan with which Brockton fac- 
tories are so strongly identified. The 
carrying of stock for the convenience of 
merchants has become an important part 
of the production of shoes in Brockton 
and the Brockton district, and is becom- 
ing more fully developed each season. 
The carrying of women’s shoes in stock 
in addition to the men’s lines is a feature 
which is showing an increase. For the 
Fall and Winter it will be more strongly 
emphasized than ever. 


Factory Superintendents’ 
Outing 


The 18th annual outing of the Brock- 
ton Association of Superintendents and 
Foremen was held August 5 at Chittenden 
Inn. Members and guests were conveyed 
by automobiles to the place of entertain- 
ment. Following an excellent dinner, a 
cabaret entertainment was enjoyed, after 
which there was a baseball game and 
other sports. A special event was a 
foot race between two veteran members 
of the association—Messrs. Warren A. 
Woodard and Cyrus W. Davis. 


Shoe Shipments for July 


For the month of July, shipments of 
shoes in Brockton factories were 36,578 


cases, showing an increase, as compared - 


with 36,435 cases in July, 1921. For the 
first week in August shipments were 
12,485 cases, the highest weekly record 
of the present year since the first week in 
April. 





NEW YORK 


Fall Styles Not Being Pushed 


Although on Display, Major Sales Effort is Being Devoted 
to Ridding Shelves of Summer Merchandise 


ID-SUMMER with its attendant 

clearance sales, is running true to 
normal in New York retail shoe circles. 
Although a few Fall models are on display, 
they are not being pushed. Most of the 
efforts of the retail shoe merchants here 
are being devoted exclusively to the dis- 
posal of remaining stocks of Summer shoes 
on their shelves. Judging by the prices that 
have been placed on white footwear, 
backed up with the statements of various 
merchants, the white season has not been 
a great success. A few of the retail mer- 
chants have cleared out their stocks fairly 
well. In general, however, the public 
bought comparatively lightly of Summer 
shoes earlier in the season and are not 
mush tempted by price reductions now. 
The chief explanation of the fairly slow 
movement of white stock lies in the weath- 


er. New York City and environs have had 
an abnormally large amount of rainfall, 
coupled with weather that is cooler than 
usual at this time of the year. 

Whites trimmed with brilliant colors 
proved exceptionally hard to move and 
some high-grade shoes in these models are 
being offered at prices ranging from $42a 
pair, downward. 


Tongue Pumps Looking Good 


The men’s white business also has been 
sluggish and good quantities of all buck- 
skin shoes are being offered by various 
stores at $5, $6 and $7 a pair, many of 
which sold well above the $10 mark earlier 
in the season. 

Turning from Summer into early Fall, 
New York retail merchants are placing 
more confidence in tongue pumps than 
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was the case a few weeks ago. Practically 
all the Fifth Avenue shops are now show- 
ing tongues in profusion. Sentiment is 
about evenly divided between the plain 
tongue and the tongue carrying a buckle. 
Beaded tongues also have a place in the 
early Fall showings. 

Stern Brothers report a good early call 
for tongued models. One of the most suc- 
cessful with this house, so far, is a three- 
leafed tongue with a stiffening wire in each 
leaf to permit adjustment, either close to 
the foot or standing more erect. The pump 
closed with a small rubber gore under the 
tongue. It is shown with a Spanish Louis 
2-inch heel, but will be available later in a 
Cuban 14-8 heel model. All patent and 
combinations of otter colored buck or ooze 
quarters with patent or brown kid vamps 
are the leaders. 


Not Sold on Death of Low Heel 


On the subject of heels, Mr. Aaronson 
and his assistants at Stern Brothers are 
not convinced, as many other department 
heads are, that low heels are out of the 
running. On some of the high-heeled Fall 
models, customers in the department have 
made requests for lower heels. They feel 
that there will be a large call for 12 and 
14-8 heels throughout the Fall. 

While the tongues provide a new note in 
Fall showings, straps are not being neg- 
lected. Variations of the Theo tie are being 
revived and promise to have a fairly good 
run, at least some of the shoe men think. 
Lattice-work cut-outs in both the tie 
models and plain one-straps are being 
widely displayed. This cut-out work ap- 
pears chiefly in the instep and often is ac- 
companied by overlay patterns in con- 
trasting leather on the vamps. 


Shoe Repairers in Legal Fight 

Application for an injunction was filed 
in the Supreme Court here last week by 
Klein’s Rapid Shoe Repairing Company, 
against the United Shoe Rebuilding Com- 
pany, to restrain the latter concern from 
using rows of booths closed at the bottom 
and advertising “rapid shoe repairing,” 
on the ground that it is an imitation of the 
Klein business. 

B. W. Klein, president of the first- 
named company, in making the applica- 
tion stated that his corporation was 
formed in November, 1919. Prior to this, 
he operated four repair shops in Washing- 
ton, D. C., in which he used the original 
idea of individual booths, with the lower 
part enclosed. This system was installed 
in the New York shop, opened at 113 Nas- 
sau Street in November, 1919. Since then, 
nine other stores have been opened by his 
concern in Manhattan, one in Brooklyn, 
and one in Newark, N. J. He says he has 
spent $50,000 a year in advertising these 
stores. He alleges that the income from 
these stores is $360,000 a year. 

The defendant company opened its 
first store in Spring of 1920, and now has 
three stores, the last of which, was opened 
in June at 134 Nassau Street, just across 
the street from the original Klein store 
here. 


New Front for French, 
Shriner and Urner Store 


A new front is being installed in the 
French, Shriner and Urner shop at 131 
West 42d Street, where the entire building 
is being remodeled. The F. S. & U. shop at 
1263 Broadway also recently was fitted 
with a new, improved store front. 





BALTIMORE 


Bright Outlook for Fall 


Manufacturers Report Booking Larger Orders Than Have 
Been the Rule; Successful White Season 
Passes Into History 


7 USINESS is quiet,” is the phrase 

that met the writer’s ears time and 
time again during the past fortnight, but 
this does not mean that business is so very 
poor, for invariably the information is 
forthcoming that business during the past 
six months has far exceeded the first six 
months of 1921. The retail merchant re- 
ports the usual mid-Summer slump, but 
every one is very much elated over the 
heavy white season they have experienced. 
Ladies’ whites have been the leaders with 
sports also selling exceedingly well. Ex- 
treme patterns in sports, while shown ex- 
tensively, have not been selling as well as 
expected. Many sales are being conducted 
in these styles as well as on patent sandals 


of the cut-out style. Every merchant seems 
to have sold low on their Summer styles 
and are placing only small orders to finish 
out the season. 


Men’s Business Improved 


The men’s stores have had an unusual 
season and while sports and white sales 
have been a little disappointing, the sea- 
son has been an extraordinary one. Tans 
have been selling well during the past two 
weeks, while the black demand has slack- 
ened up slightly. 

The manufacturers report a brighter 
outlook for this Fall as orders are being 
placed for larger quantities than last sea- 
son. One manufacturer remarked that 
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Where to Buy 


Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish.) 
Creese & Cook Co. $6 50'" Sye* | 


Tanneries at Danvereport 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
. E. Jones, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 











COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerty Walpole Shoe Supply Co. 














Beggs & Cobb, Inc., Boston, Mass. 








Cut from the best 
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Where to Buy 


Engraving and Printing 




















COLOR PRINTING DESIGNING | 
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CATALOGUES 
Telephone Main 3408 i 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON | 























ATLANTIC PRINTING CO. 
Shoe Printers 


Tear"out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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Where to Buy 


Miscellaneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








DOUBLE YOUR Window sass 9 
wir OUR ELECTRIC TURN TABLES 
DisPLAY 0 SELL MORE GOODS] 
Blectric Cost about Scents aday Capacity over 550 Ibs. 

an dg ha - Special Price by Mail .> 
L DOW SALESMAN (0. 2.2320" 














Perfection Pneumatic 
Arch Cushion 
ee 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 













while money was slow coming in, orders 
for Fall and Winter styles were being re- 
ceived in such a volume as to indicate that 
the jobbers will not buy as close this sea- 
son as they did the last season. 

The jobber reports a big white season 
and a bright outlook for the coming season. 
Collections seem to be a little slow and one 
jobber stated that credits are being 
watched very closely by the jobber and 
manufacturer. 

Fashion Show Next 

All the local shoeman are looking for- 
ward to the Baltimore Fashion Show 
which will be held early in August. Many 
of them will have exhibits and a decided 
impetus is expected in the local trade. 
Among the firms that have taken space 
are Baltimore Shoe House, Clement Ball 
Shoe Company, A. H. Colmary Company, 
Dixon Bartlett Sons, Frank & Adler, 5S. 
Halle Sons Company, N. Hess & Sons, 
Maryland Shoe Corporation, D. Meyers & 
Sons, Rice & Hutchins, United States 
Rubber Company, and P. K. Volk & Co. 
The dealers are very much pleased with 
the number of firms who are exhibiting, 
which amounts to about 25 per cent of the 
total exhibitors. The show will be held in 
the Fifth Regiment Armory. 

The episodes are under the direction of 
Arthur Voegtlin and covers the evolution 
of dress from Eve to the present day. A 
beauty contest has been going on by a 
local paper for the past few weeks to secure 
models for the show and a magnificent 
array of beauty is expected. 





A Co-operative Manufacturers’ Ex- 
hibit will be held in connection with the 
Fashion Show and will consist of four 
episodes—Cotton, Linen, Wool, and Silk. 
This exhibit will be held at the Howard 
Street Armory. 


Baltimore Notes 


Nathan Shenthal of Hochschild, Kohn 
Company, reports business as having been 
exceptionally good recently. He has about 
sold out on whites and sports. Elks sold 
very well at the beginning of the season, 
but very slow of late. The demand for 
fancy trimmed sport styles has not been 
very heavy. 


The Robert T. Tubman Company re- 
cently had a unique display of the “Little 
Tretco” shoe for children on the main 
business thoroughfare which attracted un- 
usual attention. The display consisted of 
the parts of the shoe in process of manu- 
facture, demonstrating the construction 
and the finished product. The exhibit has 
been very successful and has created an 
increased demand for the “Little Tretco” 
brands. 

Jerome F. Kane of Kane Brothers, 
men’s store, reports business as far ex- 
ceeding his expectations and conservative 
styles have sold well. Sports and whites 
were not called for to any great extent, 
but Mr. Kane states that business during 
the past six months was double the amount 
for the same period of last year. 





PROVIDENCE 


Rhode Island Men Hold Outing 


Ball Game and Novelty Races are Features of Annual 
Event Held on Narragansett Bay 


HE sixth annual mid-Summer cuting 
of the Rhode Island Shoe Retailers’ 
Association was held at the Warwick Club, 
on the eastern shores of Narragansett Bay, 
18 miles from Providence, Wednesday 
afternoon Aug. 2. It sure was a grand rally 
and the harmony which prevailed through- 
out the entire day is proof that the R. I. S. 
R. D. A., is more than a mere name. 

Though rain prevailed throughout the 
day it did not deter the merchants in the 
least. The automobile parades came from 
all angles with most all roads leading to 
the outing grounds. At the grounds they 
were met by the committee who had pre- 
ceded, they being Roy S. Whitmore, 
David Hughes and Fred Sherman. 

The feature of the events was a baseball 
game between the married and single men. 
The married men captained by “Pete” 
Carnegie won 19 to 15. The official um- 
pires were Charles Marx of the Outlet 
Company and J. J. Connolly, representa- 


tive of the EdmondsShoe Company of Mil- 
waukee. Six novelty races were run off. 

To the store having the most points of 
the day’s events, went a one-year subscrip- 
tion to the Boot and Shoe Recorder, won by 
Lafayette Shoe Company of Woonsocket, 
donated by J. J. Connolly, Recorder 
representative. 

The “big” bake took place at 5 P.M., 
and sure was ahummer. During courses 
remarks were made by President Fred S. 
Fenner, George E. Peirce, Charles Marx, 
F. E. Ballou, E. S. Lafayette and other 
member merchants. The guests present, 
of which some included were W. J. Crow- 
ley of the E. T. Wright Company of Rock- 
land, Mass.; Charles W. Bragg of the 
Drexal Shoe Company of Omaha, Ne- 
braska; Dan Harkins of Plaut-Butlers of 
Cincinnati; W. E. Tarsey of Hughes and 
Tarsey, wholesalers, of Poston; Arthur L. 
Evans of the Retail Shoe Salesmen’s In- 
stitute of Boston and J. J. Connolly. 


August 12, 1922 














August 12, 1922 


BOOT ANDSHOE RECORDER 





107 





(This Department is conducted by Helen M. Haney. Associate Editor) 


John M. Meggett in Ring 


An Authority on Style and Trade Conditions.—He Travels 
for Plant Brothers Company 


“There is going to be a marked business 
improvement all along the line,”’ a business 
man of distinguished appearance, was 
overheard to remark on a Nantasket-Pem- 
berton boat one day this summer, to be 
exact, July 14, 10.30 A. M., the date of the 
memorable outing of the B. S. T. A. at 
Pemberton. ‘Yes, steel and all other of 
the basic industries have been getting 
better—the only thing holding business 
back is the coal strike,” continued the 
speaker. At this point, the author of this 
very convincing statement happened to 
turn away from his interviewer, for a mo- 
ment, only to behold an interested group, 
who at once hailed him as none other than 
the affable John M. Meggett, who covers 
the wholesale and retail trade of Pennsyl- 
vania and Ohio, for the Plant Bros. Com- 
pany and moreover, the 1909 president of 
the Boston Shoe Travelers’ Association. 


“Chicken-Up” Your Shoes 


When Mr. John Meggett cites trade 
conditions or gives figures, the boys realize 
full well that it is worth while to sit up and 
pay attention, for they know that Mr. 
Meggett’s early training as bookkeeper 
and credit man, backed up by a long and 
valuable road experience, and study of 
style footwear, have made his opinions 
particularly sought after. In other words, 
he is regarded as an authority in those 
matters. And this man of aristocratic ap- 
pearance is very highly respected by the 
boys, by his associates and merchants 
everywhere, as a true gentleman and a 
most earnest association worker. When 
the larger buyers of the country want some 
help on “doping’’ out styles, they call 
John in to the conference, for he is offi- 
cially known as the coiner of the new ex- 
pression—“Chicken Up Your Shoes.” 


This phraseology met with favor from the 
start and has inseparably linked the name 
of John M. Meggett with that of Dame 
Fashion. 











J. H. MARTIN 


Representing Rice § Hutchins on the West 
Coast through the Rice § Hutchins 
Chicago Co. 








At the Parting of “The Ways” 


4 

Mr. Meggett started in the shoe game as 
a bookkeeper for the old firm of J. A. 
Manning & Co., later the Outing Shoe 
Company, in the days, when the old busi- 
ness methods were still lingering in many 
offices and the new methods were just com- 
ing into vogue. Enough of the old prac- 
tices existed to cause Mr. Meggett to re- 


member them and make their citing inter- 
esting. “‘At that time,” said Mr. Meg- 
gett, “an assistant bookkeeper was a ‘rara 
avis.” Typewriters were just coming in, 
and were considered by many a gross ex- 
travagance; there were no telephones. All 
the transporting was accomplished by 
horses. Ifa business man wished to send a 
message to another, he or some one of the 
boys in the office had to walk to the office 
of the other party, no matter where the 
office might be located. No one made 
nearly as much money then as now, nor did 
one need so much. At that time our trav- 
eling men would spend $35 or $40 a week— 
today, it costs a man $100 to $120 a 
week to travel as he should. A $1,500 
salary at that time as a bookkeeper was 
considered a very good salary. There 
were no women bookkeepers. Hotels 
cost $2.50 a day on an average, including 
room and three meals, and such a thing 
as running water in the rooms was un- 
unknown. 


Shoe Experience of 37 Years 


“As I said, I came into business at just 
about the parting of the old and new 
ways. After serving as bookkeeper and 
credit man with the Outing Shoe Com- 
pany folks for twelve years, I secured an 
opportunity to go out on the road, travel- 
ing New England; I then took New York 
State; then Pennsylvania and Ohio.” 

Mr. Meggett’s shoe experience covers 
thirty-seven years, in which time he has 
been with only four concerns. After leaving 
the Outing Shoe Co., he joined the sales- 
force of the P. J. Harney Shoe Co.; he re- 
mained with them for fourteen years, two 
which of he was sales manager, covering 
the same territory he now travels. From 
P. J. Harney Shoe Co., Mr. Meggett went 
with the Plant Bros. Company shortly 
after this company started in business, 
He was their first salesman and for five 
years wrote all of the advertising for this 
concern. Under the new organization, F. 
M. Bohr is the sales manager. 
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B.S. T. A. President in 1909 


Mr. Meggett always takes a great in- 
terest in Boston’s Style Shows. He pro- 
nounced this year’s event as being the best 
of all past achievements, and he knows 
whereof he speaks, for Boston’s style 
shows, he has faithfully attended, com- 
mencing with the first ““World’s Shoe and 
Leather Fair,” held on the banks of the 
Charles in 1907. It was during Mr. Meg- 
gett’s administration as president of the 
B.S. T. A., on July 8, 1909, that the mam- 
moth outing of shoe travelers and buyers 
took place after one of the big Boston 
Style Shows at Paragon Park, Nantasket. 


“A Regular Fellow” 


The Boston boys are justly proud of 
their 1909 president, for as they say, he is 
“a regular fellow.” He is ever on the alert 
to be of every possible help to his brother 
salesman. High grade in every respect, 
and always with a steady finger on the 
business pulse, he has achieved a remark- 
able degree of success, as his beautiful 
home demonstrates, also the fact that he is 
an enthusiastic golfer, and drives a big car. 
But he is never above inviting a “‘poor 
wayfarer,”’ or less fortunate business asso- 
ciate, to drive home, and has endeared 
himself to all who know him by his big 
heart and kindly manner. 


“Billy” Byrne with Union 
Shoe Co. 


Wm. Byrne, son of Joe Byrne, of John 
Kelly, Inc., has joined the salesforce of the 
Union Shoe Company, of Chillicothe, 
Ohio, and will cover the Middle West for 
this house. Like his dad, Bill is an ex- 
perienced shoe man, having learned shoe 
making with John Kelly, Inc. Bill’s ex- 
perience also includes road experience with 
William Hoyt & Co., makers of Pla-Mate 
shoes, and retail shoe store experience. 


Ben Blythe with Baker 


Ben Blythe, one of Rochester’s most 
popular shoe salesmen has accepted a posi- 
tion with the George W. Baker Shoe Com- 
pany and will cover the following states: 
Michigan, Wisconsin, Minnesota, Iowa, 
Nebraska, Missouri and Illinois. 


“Jim” Estey ‘‘Explodes”’ 
New Fad 

“Jim” Estey, representing N. B. Thayer 
Company in the South, is with the “‘na- 
bobs”’ at Boothbay Harbor for the summer 
season. “Jim’’ has “exploded” on the 
unsuspecting public a new fad—original 
with the “Only Jim’’—the carrying of a 
framed mirror, size about 10 x 18 inches. 
It has been explained that the big idea is 
to hold this mirror in front of one when 
walking, so as to see who is in back of you. 
When not in use, the mirror is held in the 
left hand on the right side of the person 
using same. 


R. A. T. S. S. Resumes 
Meetings 


Meetings of the Rochester Association 
of Traveling Shoe Salesmen were resumed 
at the Chamber of Commerce on Tuesday, 
August 1, and an enthusiastic crowd was 
on hand to greet President Jim Beatty 
when he called the meeting to order. 

Among the important matters taken up 
was the appointment of a nominating 
committee to name two tickets for offices 
in the association for 1923. Gus Schaube 
of the Sherwood Shoe Company, was ap- 
pointed chairman of the nominating com- 
mittee, and has called a meeting of the 
committee for next Tuesday, when the 
tickets will be formally named. Owing to 
the fine work done by Mr. Beatty and his 
associates in office this year, many of the 
boys think that he should be re-nominated 











CLARKE B. ROWLEY 


R. A. T. 8. 8. Treasurer 
Who at a recent meeting proposed a Trodes’ Club 








for president, and it is probable that the 
present officers will be re-nominated on 
one of the tickets. The present officers 
are: 

President, Jim Beatty; first vice-presi- 
dent, Frank Rice; second vice-president, 
Jack Berna; third vice-president, Clayton 
Hultgren; fourth vice-president, Frank 
Shafer; secretary, Clark B. Rowley; 
treasurer, Jack Castle. 


4 Trades Club Discussed 


Another matter of interest discussed 
was the proposal of the shoe superinten- 
dents and foreman’s association that 
the R. A. T. S. S. join with them in secur- 
ing permanent quarters as a club room for 
those identified with the shoe and leather 
trades. Clarke B. Rowley, who brought 
up the proposal for discussion, explained 





that this proposition did not propose the 
revival of the Shoe and Leather Trades 
Club which flourished here some twenty 
years ago, but was simply a plan whereby 
the R. A. T. S. S. and the shoe superin- 
tendents and foremen, and possibly the 
shoe manufacturers of Rochester would 
join together and secure permanent head- 
quarters. The matter was discussed at 
some length, but action was put over until 
a representative of the shoe superinten- 
dents and foremen could explain the planin 
detail. Clarke B. Rowley and Gus Schaube 
were appointed as a committee to meet 
with the shoe superintendents and fore- 
men’s association. 


Typical N.S .T. A. Service 


Another matter of interest was brought 
up by Joe Bryne, former president of the 
N.S. T. A., who recently referred a friend 
of his to ““Tom”’ Delany, secretary of the 
N. S. T. A., for a position. Joe said that 
he had always known that the N. S. T. A. 
could be of real service to its members, but 
he wanted the rest of the boys to know of 
the service the association rendered. ‘“‘Joe” 
recently wrote in regarding a salesman 
friend who was looking for a line of shoes 
and within twenty-four hours received a 
tip from Tom Delany who also wrote the 
house giving the man’s qualifications for 
the position and as a result, the house 
wired the man to come on for an interview 
and he was accepted for the position in 
short order. 


Sauls Represents H. M. 
Shoe Co. 


M. L. Sauls, who resides at Columbus, 
S. C., will represent the H. M. Shoe Com- 
pany, manufacturers of children’s high- 
grade shoes, Milwaukee, in North and 


’ South Carolina and Georgia. Mr. Sauls 


has an established trade in this territory. 


“Mat” Mullen’s a Sailor 


It is reported that M. J. Mullen of the 
Mullen Shoe Company, a big favorite with 
the boys of the N. S. T. A., and who 
resides at Pittsburgh, has been in Bos- 
ton, for the last six weeks, cruising arounP 
the harbor and other points in his beauti- 
ful boat Pilpen. Mr. Mullen has been 
giving a group of his salesmen friends a 
royal good time, but was suddenly called 
home last week on account of the illness 
of one of his sisters. ‘‘Mat,’’ as he is popu- 
larly known, is a member of the South 
Boston Yacht Club and each summer 
takes a three or four weeks’ cruise in his 
boat. His captain lives in Friendship, 
Maine. It is reported that one of the 
reasons this ‘“Cap’’ was chosen, was be- 
cause “‘Mat”’ liked the name of the town 
he hailed from—*‘Friendships—true blue 
—and friends galore” is ‘““Mat’s” slogan 
so say the B. S. T. A. boys. 
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Gets "Em While the Getting’s 
Good 


Abe Sablosky get’s ‘em while the get- 
ting’s good: He represents the Hub Shoe 
Company, of Boston, in and about Phila- 
delphia, and a few days ago was on his way 
to Dave Pearl’s Shoe Store, 28th and 
Wharton Streets, when he happened to 
see that genial retail shoe merchant motor- 
ing leisurely along the street. 

He hailed hin and after a few minutes 
conversation, had his samples spread on 
the rear seat of Dave’s auto, and having a 
few real live numbers in his line, Abe had 
no trouble in selling Mr. Pearl a good sized 
order. Besides selling the bill, he had Mr. 
Pearl drive him on some six blocks further 
to another account where he was again 
successful in writing ‘em up. 

However, the automobile incident has 
been the incentive of Sablosky’s invention 
of a grip, holding twelve clean-up samples 
to be opened and closed without disturbing 
the already well arranged samples—this 
for immediate action, in order to meet the 
customer’s eyes at one glance, should he 
again meet any of bis accounts motoring 
about. And one can see Abe constantly 
on the lookout and in higt: hopes of hailing 
a motoring account. 


Charles F. Kalish Honored 


The funeral services of Charles F. 
Kalish, one of the best known salesmen 
in the country, and who for eight years 
covered the Rocky Mountain States for 
the Emerson Shoe Company, of Rockland, 
Mass., were conducted at the chapel of 
Woodlawn Cemetery, Everett, Mass., on 
Monday, August 7. Mr. Kalish died sud- 
denly at the store of one of his customers 
in Calexico, Mexico, on July 28, just at the 
close of a very successful trip, and his body 
was sent East for interment. Among the 
shoe trade, which was well represented at 
the services, were the following—T. A. 
Delany, Secretary of the N. S. T. A.; 
William H. Larkin, President of the Bos- 
ton Shoe Travelers’ Association; Waldo 
M. Oakman, ex-President of the National 
Shoe Travelers’ Ass’n; Charles F. Max- 
well, Past President of the Boston 
Shoe Travelers’ Ass’n; Stephen McEvoy 
of Keith & Pratt; George Starks of the 
Wilson Process, Inc.; William Noll, Secre- 
tary of the B. S. T. A.; Lew Webster and 
F. Whitcomb of the Emerson Shoe Com- 
pany. 


Arthur Smith with Strout, 
Stritter 


Arthur P. Smith, formerly of the Al- 
phonse Shoe Company, of Lynn is now 
connected with Strout, Stritter & Co., of 
Lynn, and will sell their women’s McKay 
line. Mr. Smith has a wide circle of friends 
among the wholesale shoe trade. 
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Frank H. Wood with Gray 
Bros. 


Frank H. Wood, formerly with John S. 
Gray of Syracuse, has recently joined the 
sales force of the Gray Bros., Syracuse, 
and will cover his former territory, the 
Middle West. Mr. Wood has also as- 
sumed full charge as superintendent of the 
Gray Bros. plant. “Frank H.’’ is one of 
the best known salesmen traveling out of 
Boston. 

And it is safe to say that on his next trip, 
as on many former trips, if ““Dave”’ Tobin 
is anywhere around, he will be seen in 
company with Frank H. Wood, for the 
two have long been great chums. Realiz- 
ing this, the Recorder a few years ago, 
snapped the twain and a copy of this 
photo hangs over Mr. Tobin’s desk in his 
home, while another occupies an equally 
prominent place in Frank H. Wood’s 
home. 








“DAVE” DAVIS 
Treasurer of the N.S. T. A., who travgls 


for Thompson Bros. Shoe Co. 





Dave J. Tobin Helps His 
Customer 


Dave J. Tobin, who covers all of New 
England and Ohio, Missouri and Michigan 
for the Lindner Shoe Company, recently 
made a flying trip to Syracuse to put in 
the opening stock of the exclusive and 
high-grade women’s shoe department of 
the Bedell Department Store, over which 
the well known “Barney” P. Mangin pre- 
sides. Mr. Mapgin was formerly buyer 
for E. W. Edwards & Son ot Syracuse and 
for a Dayton house. 

“Dave” is now resting up a bit prepara- 
tory to taking a couple of months’ trip 
through the Middle West. He will start 
out just before Labor Day. ‘The Lindner 
line,” says David, “Is strictly up to the 
minute. 
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“Dave” Davis Resting Up 
A Bit 

“Dave” Davis, the ever hard-working 
treasurer of the National Shoe Travelers’ 
Association, recently was induced to take 
a ten-day vacation in the northern part of 
Minnesota. It is a new thing for “Dave” 
to get off the job for evenaday. He is all 
business, all the time. 

The N. S. T. A. watch dog of the treas- 
ury sells Thompson Bros. Company’s line 
and expects a big fall and winter season 
thereon. Therefore, he decided that “‘dis- 
cretion was the better part of valor,” and 
is resting up a bit for the strenuous selling 
campaign that will soon be on. 


Teddy Ebbett Reports Good 
Business 


E. T. Ebbett, of the MacLaughlin- 
Conway Shoe Company, known to every- 
one as “Teddy,” has just returned from a 
short trip through the Middle West and 
reports that business is particularly good. 
“Teddy” says that buyers have come to 
the conclusion that they must order shoes 
at once if they have any hopes of receiv- 
ing them in time for the opening of the 
fall trade. 

“Teddy” covers such towns as Syracuse, 
Detroit, Cleveland, Columbus, Buffalo 
and Pittsburgh. ‘Yes, indeed,’’ said he— 
“Business is picking up wonderfully and 
I am looking forward to a big fall and 
winter business.” 


Tate a Popular Salesman 


“Harry” Tate , who travels Eastern 
Massachusetts and Rhode Island for the 
Converse Rubber Shoe Company is indeed 
a cracker-jack salesman—at least John E. 
Folan, one of the members of the firm, 
says so, and he ought to know. “Harry” 
came to the Converse factory some ten 
years ago—hestarted in the shipping room. 
After three years inside, the Converse 
folks thought that he would make good on 
the road, and their opinion has been found 
correct. Mr. Tate was seen at the Con- 
verse Rubber Shoe Company's booth at 
the Boston Style Shoe with shoe buyer 
H. E. Richards of the Kennedy Company, 
Worcester, whom he was advising as to his 
fall and winter’s rubber stock. 


Edwards with Wichert 


On August 1, Henry M. Edwards com- 
menced an affiliation to represent Wichert, 
Ino., of Brooklyn, N. Y., with territory from 
Denver to the Coast. Mr. Edwards has 
previously covered this territory for John 
H. Cross, Rickard Shoe Company and 
Krippendorf-Dittmann Company, so he is 
no stranger to the merchants of that sec- 
tion. Mr. Edwards’ many good friends in 
this section will be glad to welcome him 
with his new line of women’s fine shoes. 
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Frank Fanning Has Success- 
ful Trip 

Frank Fanning has spent the past two 
weeks on a trip through Connecticut and 
New York for the J. Ralph Baker Com- 
pany of Bridgewater, Mass., to fill out 
sizes and to “break the ice”’ for the coming 
seasons. 

“Business is particularly good,” said 
Mr. Fanning, on his return home, and has 
been getting into good shape for some 
time. The J. Ralph Baker Company have 
found it necessary to double its output. 


Clarence Richardson with 
Selis 
Clarence Richerdson, who was formerly 
with the L. B. Evens’ Son Company, of 


Wakefield, Mass., 


is to cover the Pacific 











B. W. MILLS 


One of the dependable producers of the Rice g 
Hutchins Chicago Co. 








Coast for the Selis Shoe Company, of 
Stoughton, Mass. His first stop will be 
Denver, which he will make by Labor Day. 


Walk-Over “Shrapnel” 
Complimented 


J. W. Horton of the Geo. E. Keith Com- 
pany on a recent trip was assigned to a 
room in the Hotel Onondaga, Syracuse, 
N. Y., and was surprised to find on the 
dresser a neat stack of ‘““Walk-Over Shrap- 
nel” cards, such as are sent out to Walk- 
Over salesmen. 

Evidently this room was the one occu- 
pied by Chris Worbass, of the Walk-Over 
Shoe Company, on his visits to Syracuse. 

A pretty compliment to these neat mes- 
sages, as it is unusual for hotels to leave 
printed matter after a guest has departed. 
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Haggerstown Annual Sales 
Meet 


Hagerstown Shoe & Legging Company’s 
Annual Sales Convention was held at the 
factories in Hagerstown, Maryland, the 
last week in July. With the exception of 
one man the entire salesforce was in at- 
tendance. 

The business of the meeting consisted of 
various inspections of the McKay, stitch- 
down and legging factories, including ap- 
proval of the additions to plants. 

An entire evening was given to Round 
Table talk, at which many items of ad- 
vantage to the business were suggested and 
thoroughly discussed. 

The item of Credits was taken up in a 
general way, also the individual salesmen. 

The new lines of Samples of both “at 
once” goods and for spring 1923 were 
studied and packed with care for the road- 
work ahead. 


Entertainment de Lure 


The annual dinner, held on Thursday 
evening, July 27, presided over by Presi- 
dent J. C. Byron, was a most enjoyable 
affair. Every person present was called 
upon for remarks, and Hagerstown en- 
thusiasm ran high. 

On Friday, July 28, the entire company, 
including some of the wives and families, 
and the office forces, was transported by 
motor to Dam No. 4, on the Potomac 
River for an all day picnic. The Maryland 
fried chicken was declared to be “right.’ 


Hagerstown Salesmen and Territories 


Samuel G. Allison—Connecticut, West- 
ern Massachusetts; H. P. Burgess—So. 
Carolina, Georgia, Florida; L. E. Cokee— 
Louisiana, Southeast Texas, West Ten- 
nessee; P. A. Crafts—New York City, 
Brooklyn and Long Island; Jas. D. Duck- 
ett—Colorado, Wyoming, West Nebraska; 
John H. Dreyer—and two sons, Maryland, 
Delaware and District of Columbia; S. R. 
Franklin—Southeast Penn., Southern New 
Jersey; L. R. Fairchild—Oregon, Wash- 
ington, North California; H. N. Greene— 
So. California, Arizona, New Mexico; 
W. D. Holmes—Alabama, Mississippi; 
C. O. Harker—Western Pennsylvania; 
F. A. Lyon—Minnesota, North and South 
Dakota; P. J. Miller—New York State; 
E. K. Needy—Missouri, Kansas; K. B. 
Newcomer-—Iowa, Illinois; C. J. Page— 
Soutbern Michigan; J. E. Phelan—East- 
ern Massachusetts, New Hampshire, 
Rhode Island; E. L. Rapp—Northern 
New Jersey, Staten Island; S. A. Smith— 





Wisconsin; J. W. Shank—Ohio; E. B. 
Sparks—Arkansas, Oklahoma; g. 5. 


Schiller—Chicago, Northern Indiana; 
Chas. P. Ward—Wisconsin; W. E. Whit- 
tington—Indiana; H. B. Wharton—Vir- 
ginia, North Carolina, Tennessee; J. W. 
Wharton—West Virginia, Kentucky; G. 
H. Weaver—Wisconsin. 
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John D. Ferris in ‘Hall of 
Fame”’ 

John D. Ferris, whose photograph ap- 
pears in the “Hall of Fame’”’ of July “Be- 
tween Us,”’ issued by the United States 
Rubber Company, was appointed mana- 
ger of its Sacremento Branch, March 1, 
succeeding L. M. Simpson, who assumed 
the management of the two Montana 
branches on the same date. Mr. Ferris 
has had a long selling record and for six 
years prior to his joining the United States 
Rubber Company, he was manager of the 
footwear department of a large depart- 
ment store which gave him a valuable 
experience in the conduct of inside opera- 
tions 

A Big Business Getter 


For the past seven years Mr. Ferris 
traveled the State of Nevada and the 











J. D. FERRIS 
Manager of the Sacramento Branch of the 
United States Rubber Co. 





northeastern part of California for the San 
Francisco Branch and has been envied 
each summer at least, as his California 
territory included the Lake Tahoe region 
in the Sierra Nevada Mountains, the finest 
vacation territory in the country, but in 
the winter this territory is buried in snow 
for about five months and is therefore not 
so attractive at that season. 

Mr. Ferris developed a really remarkabe 
business in his territory. He was brought 
into the San Francisco branch to manage 
the footwear and clothing departments 
last July and when the Sacremento va- 
cancy occurred, was made manager of that 
branch. 


Cushman with A. D. Fisher 
Walter C. Cushman, formerly of Cush- 
man & Hebert of Haverhill has become 
associated with A. D. Fisher, makers of 
mens’ and women’s McKays of Lynn. 
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Coming—Big Chicago National Convention 


Sixth Semi-Annual Event To Be Held At Palmer House, October 2-6— 
A Strictly Educational and Business Program 


HE members of the Chicago Shoe 

Travelers’ Association are busy peo- 
ple these days. President Geo. E. Harri- 
son has summoned into executive sessions 
the membership committee, the board of 
governors, and the entire membership of 
the Chicago local travelers to make suit- 





T. G. RHODES 
One of the principal workers on the Sizth Semi- 
Annual Chicago National Exposition’s 
Standing Committee. 


able preparaiions for the October 2-6 Big 
National Shoe Exposition, now proceeding 
full steam ahead, to its sixth semi-annual 
Frank B. King, President of the 
National with President Geo. E. Harrison 
of the Chicago Shoe Travelers’ Associa- 
tion; Dave Davis, National Treasurer and 
prominent member of the Chicago Ex- 
position Committee; T. G. Rhodes of 
the Chicago National Exposition Com- 
mittee; and Charles W. Evans, member 
of the Chicago National Exposition Com- 
mittee—are among the chief workers of 
the Exposition’s standing committee. 


session. 


Retail Merchani Education 


A great effort will be made, President 
King said, to educate the retail merchants 
of the country along lines that will be 
greatly to their advantage in handling the 
fickle buying trade of the present period, 
and to show only those lines that will have 
the call in the coming season. 

President King emphasized the fact 
that in the coming year a greater effort 
will be made by the association to pro- 


mote a better spirit of co-operation 
between the merchant and manufacturer 
with the hope of more nearly stabilizing 
the various demands that are made on the 
industry. 

A Mutually Beneficial Event 


Elaborate plans are being laid to make 
this by far the biggest and most educa- 
tional exposition that the Chicago Shoe 
Travelers have ever staged—and to make 
the meeting as mutually beneficial and 
profitable as possible. 

There can be no question but that a 
congress of this kind will embody not only 
the most active lines in the industry but 
will also carry with it the best constructive 
thought of the present day in the shoe 
field, which will make the exposition most 
valuable to every merchant in attendance. 


Time Event Well Chosen 


It will be remembered that out of cour- 
tesy to the National Shoe Retailers’ As- 
sociation, no Chicago National Shoe Expo- 
sition was held last January, during the 
latter association’s convention. It is 
thought that the change in date from 
July to October will best meet the interests 
of retail shoe merchants, shoe travelers 
and the trade in general. The announce- 
ment of the Chicago National Shoe Ex- 
position created instant enthusiasm on the 








Proverbs of Opportunity 
By W. M. Sloan of McElroy-Sloan Co. 
Copyrighted June 12, 1922 

Opportunity is as old as the ages, but 
she carries in her hand the elixir of youth. 

Opportunity is not fickle, she simply 
avoids the fickle. 

Opportunity is right under your feet, 


but you most move your feet rapidly to 
find her. 


Energy, industry, and thrift are twin 
sisters to opportunity. 

Opportunity stalks beside the pathway 
of the workers. 


Opportunity walks hand in hand with 
the man who is prepared. 


Work well done leads right into oppor- 
tunity’s front door. 

Opportunity laughs at the fellow who is 
trying to take short cuts. 

Opportunity passes right by the lazy 
man’s door, but never enters. 





part of retail shoe merchants and shoe 
travelers, on account of the opportunity 
offered to again get to-gether at the big 
Central Western City. The Chicago shoe 
manufacturers and jobbers are likewise 
anticipating with much pleasure the real 
business event which they feel assured will 
take place. 





FRANK B. KING 


President of the National Shoe Traveler’s Asso- 
cialion and one of the chief workers on the Sixth 
Semi-Annual Chicago National Convention's 
Standing Committee. 


Make Reservations Early 

Some one hundred and fifty rooms on 
the fourth, fifth and sixth floors of the 
Palmer House have already been reserved 
for the big event. It is suggested by the 
management that all manufacturers and 
jobbers who have not already made reser- 
vations to do so at once by getting in 
touch with President Geo. E. Harrison, 
Room 1020—209 South State St., Chicago. 


Advise as to Best Styles 

The Sixth Chicago National Shoe Ex- 
position "to be held so near the commence- 
ment of the selling season will give to the 
buyers a splendid opportunity to get a 
correct idea of what will be the best sellers. 
They can thus buy more intelligently than 
to. wait until many of the boys could visit 
them. The Chicago Travelers will have 
a good opportunity to hold advisory con- 
ferences with their customers on the new 
lines shown. In other words, the Sixth 
Chicago National Shoe Exposition will be 
a most educational one and there will be 
no features that will disturb its strictly 
business program. 
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Old-Time Cobbler 


A fast disappearing type—only a few left. 
Time was when he made shoes complete and those 
shoes certainly did wear. 


That was because he was a sticker for Quality. 
You couldn't fool him on leather. He “stuck to 
his last” and rejected all “new-fangled” ideas. 
As the old ways departed and modern methods 
came along he gradually faded out of the picture. 


If you can find one of his kind today, place a 
sample of “Rock Oak” sole leather in his hand 
and watch his old eyes light up with pleasure 
Hear him say: 


“Ah, that’s real sole leather—the kind we used 
to get, made from heavy steer hides. Oak-tanned 
and solid as a rock. That's the kind I like to put 


on shoes. It works find and wears like iron.” 


For nearly 40 years “Rock Oak” sole leather 
has been tanned by the same old reliable oak 
process. Excepting certain refinements and 
modern machinery, it is the same old-fashioned 
leather the old cobbler loved. 


Write now for a free sample of “Rock Oak”’ sole 
leather. Examine it. Show it to your customers. 
Make it standard in your shop. 


The American 
Oak Leather 
Company 
CINCINNATI 


Chicago Boston St. Louis 


Larkin Introduces Buyer 
Anderson 


One of the very interesting buyers whom 
William H. Larkin, president of the Bos- 
ton Shoe Travelers’ Association, and stock- 
holder-salesman for Stacy-Adams Co., had 
“in tow” during the recent Boston Style 
Show, was Robert D. Anderson of Ar- 
kansas City, Kas., a thriving town near 
Wichita. Mr. Anderson buys shoes for 
the Newman Dry Goods Company, which 
company has a footwear department 
which shoes the Osage Indians. Buyer 
Anderson is a golf enthusiast, so is William 
H. Larkin, and when he comes up north, 
the golf clubs in the vicinity are not neg- 
lected by these two good friends. Mr. 
Anderson had a word to say about business 
in his part of the world, which he said had 
been better during June than for some 
time past. 


Crops, Oil and Indians 


“There are three things which make for 
good business in Arkansas City and nearby 
sections,” said Mr. Anderson, “namely 
the crops, oil, and the Indians, of which 
three factors, the latter are by no means 
the least of the combination. 


Osage Indians Wealthy 


“The Osage Indians are wealthy on ac- 
count of the vast quantities of oil which 
has been struck on their lands. The 
United States Government looks out for 
them in good shape and offers parcels of 
this land to the highest bidders, collects 
the money and then places this money to 
the Indians’ credit. It is estimated that 
every Osage Indian—man, woman and 
child—draws a royalty of $1,000 a month. 
The Osage Indian are the richest people 
per capita in the country. The parcels of 
land put up on bids usually consist of 160 
acres each. The Empire Oil Company 
recently paid $3,000,000 for the right to 
drill in a 160 acre section. Through a 
recent oil tract sale, each Osage Indian 
had placed to his credit $5,000 apiece for 
the next two years. 


Squaws Buy Fine Shoes 


“The Osage Indians are by far the best 
off of the other tribes of the five nations— 
the Creeks, the Cherokees and the Wyan- 
dottes did not happen to have oil struck 
on their lands. Pawhuska is the capital of 
the Osage tribe, and here they elect a 
chief every three years and committees 
every year. The squaws buy fine shoes. 
They like gaily trimmed footwear for 
themselves and for the children; little red 
topped boots are popular. They also like 
high grade hosiery. The men are just the 
same. A few of the old timers who still go 
around in blankets do not spend much 
money, but the younger generation make 
money fly. Within fifteen days after their 
monthly allowance arrives, the average 
Indian is “broke.” 
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Poor Farm Struck Oil 

“There is a very fine school in this sec- 
tion, called the Chilocco Indian School, 
which is divided into sixteen sections, in 
which every branch of learning up to a 
high school education can be obtained and 
besides this, the boys are taught farm 
work, if they so like, and the girls are 
taught domestic science. The squaws still 
do beautiful beaded work. 

Another interesting thing, illustrating 
the wealth of the Indian lands, a poor farm 
was located in our section—after a while, 
oil was struck on its estate and lo, and be- 
hold the paupers all became millionaires!”’ 


H. C. Galvin is Sporwin’s 
Salesmanager 


M. C. Galvin, formerly Southern sales- 
man for the Conrad Shoe Company, has 





GEO. E. ALLEN 


Who covers Northern Maine for the Rice § 
Hutchins Atlas Shoe Co. 





made arrangements to act as salesmanager 
and general output man for the Sporwin 
Shoe Company of Brockton, Mass., mak- 
ers of men’s medium fine shoes. Mr. 
Galvin has covered the leading cities from 
Boston to Denver, the North and Sovth. 


Julius Miller on the Road 


Julius Miller is now selling for Goldstein 
Sons & Torio, Inc. of New York, and is 
visiting his trade with a long line of wom- 
en’s fine turns. 

Mr. Miller has sold the best trade for 
many years, and is very popular with the 
best houses throughout the country. Be 
sides being a twin-six salesman, he is a 
practical designer of the highest order, and 
it is hinted that he has expressed his in- 
dividuality in every number that he car- 
ries. He has already done big business, 
and is confident that his new line will sell 
on sight with his large trade, 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 








ISTINCTIVE shoes for 
children feature lacing 


hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 


Insist on having what you want. 
For men’s, women’s and children’s shoes. 





The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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SOME MORE 
‘NEW FALL aS - 
OXFORDS ae 





No. 602 
No 4 Russia Calf, Eng- 
lish Blu. Oxford. Over- 
No. 601 weight single sole. A, 
No 4 Russia Calf, Lace 711. © D, © “1 
Oxford, overweight sin- 
gle sole, stitched heel 
seats. A, B, 7-11. C, 
D, 6-11. 
No. 605 
Same style in Tony 
Black Calf. 





NOW READY 
M. A. PACKARD COMPANY p 


BROCKTON, MASS. 




















MISCELLANEOUS 
CASH PAID 


MISCELLANEOUS MISCELLANEOUS 

















The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


: WILL SLOW SELLERS Phe 


: BUY lentire stocks 
: Bargains in shoes always on hand for special sales and bargain basements. 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 


SURPLUS STOCKS CASH 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
I a . Be value for your entire or surplus 


stock 
Leases having a short term to run taken over. 


Established 25 years. 
I. OLENICK 


We buy quick and pay highest cash price 

4 retail and wholesale stocks of Ae or 
other merchandise. Quantity no object. 
‘or 30 years our specialty. 

Baak and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Brooklyn 
Phone Stagg 1757 








413 Broadway, New York. Tel. 9531 Canal 
Neat str t, lightest and most 


convenient fitting stool on the market. 


American 


Price No. 3 
$1.50 Each 

















Bicycle 


“Varnum” Size Sticks STEP 


are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also in many 
along wearing and useful one l a 

as well. styles an 
to fit all 

Write Us Direct if Your Dealer kind 
Cannot Supply You inds of 
oe 


LADDERS 


are made 


[rial dededbordeet tote 


40 


—=—ss- 


Finished Golden Oak or 
Mah 


Carried in stock by all wholesale shoe and 
findings houses. if ay jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 
For thirty-five manufacturers of 
Milbradt Rolling Step Ladders. 


Send 
log p . a. full 
description 
and prices 


THE BICYCLE 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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POSITION WANTED 





+I 
5 


ing, wants a position. 


Recorder, 207 South Street, Boston, Mass. 


FOR LEASE 








1OE MANUFACTURER—An office man with 
thorough knowledge of estimating cost of shoes, 
routeing work through factory, and shee account- 
All correspondence treated 
confidential. Address D 404, care Boot and Shoe 





W ANTED POSITION as salesman by man ex- 
perienced in upper leather or shoe lining trade. 
Address D 394, care Boot and Shoe Recorder, 207 


South St., Boston, Mass. 


FOR LEASE 


GHOE SPACE in ote, Women’s Spe- 
cialty Store in N. Ohio City of 
35,000. Satisfactor ye re- 
quired and Rennibel. Address D-395, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 























FOR |YOU? 
A Right-Hand Man 


Twelve Years Training In 
Sales-Promotion, Credits 
and Advertising in Shoe 
Factories. 


If ability and faith are the test—this 
man will be offered a position at once 
by some manufacturer needing a con- 
fidential man to help him in sales pro- 
motion, credits and advertising. 
Has traveled extensively, making 
credit adjustments, selling, etc. Is 
adaptable enough to fit himself to 
your business. Best of references— 
including the Boot and Shoe Record- 
er’s. Address for Interview, D-406, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED TO PURCHASE 


CASH PAID 


shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. —_ ~~ 


166 ee St. wa yo . N. Y. 



































STYLE MAN 
WANTED 


By Large Manufacturer of 
Women’s Shoes 


We are desirous of securing the 
services of an experienced style 
man, one who is competent to 
pick the winners and put our 
line on the style map. Must be 
a man of good judgment and 
style foresight. A good oppor- 
tunity for the right man. Ad- 
dress with full particulars, D- 
409, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














FOR SALE 

















Fortuna Skiver For Sale 


Fortuna Skiver in first-class condition. 
Very little used. With extra knife, 
emery wheels and dressers. Price $150 
less than half its actual value. 
WOODWORTH SPECIALTIES CO., 
Binghampton, N. Y. 








FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wocd Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances 
In Stock—Ask for Samples’ 


ae Window Rugs and Plush 


Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson, 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicago 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 


4 
No. 141 


Write je THECHICAGO 


Catalog 
and 


Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
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Every Shoe Store Needs 


a pair of 


**MANCHESTER’”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘*Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


pee are made of 
hig ade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
— close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W. Lake St. 








Boston, Mass. 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. —— sub- 
ject to approva —_ sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 

















SHOE STORE 
CHAIRS 
‘SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per OSITIONS WANTED—Four cents per word for each insertion. 
issue: P f Want" advertisom accepted, seventy-five bry For other 
“ , ae Sea , . . « rt ts, nsert 

Space 1 time 7 times 13 times 26 times 52 times Mi > coun sesupend " $1.25. “Ads Soar thie bending will be 


ed noon Tuesday of k of Li 
$4.00 $3.50 $3.00 $2.50 When nA — to euene heme ef one — RK. 
8.00 7.00 6.00 5.00 WwW 


——_ faut Ee = ae advertisement . address. hen 
advertisers desire rep ‘orw to the dd . h 
12.00 10.50 9.00 7.50 a p He Tf ff, SEF 
for accordingly. Answers to ads must be sent under letter postage. 











16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














SALESMEN 
WANTED 


““We have open at this time, West Vir- 
ginia, South Carolina, Kentucky, 
Louisiana, Mississippi and South Texas 
territory. Our floor stock of all oo 
and a line of correctly-priced Outin 
known to possess the well-known iM 
waukee market solid leather, service 
shoe quality, should permit any one of 
sales ability to secure attractive re- 
turns. Only men of experience and a 
clean record need apply. Address 
application, with full ~~ to 
the Portage Shoe Mfg. Co. of Portage, 
Wis. 














established trade, 


basis, in the following territories: 
Wisconsin and Minnesota; Michigan and Indiana; 


Illinois; Missouri and Nebraska. Address D-337 


W ANTED-—-side line salesmen who are at present 

connected with a first-class house and have an 
to carry a line of comfort shoes 
and men's slippers. Stock proposition. State the 
territory you po sire. Replies to be considered mm 
strict confidence. Address D 361, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





UATAN’ rED—Salesmen tosell a medium priced line 


ANTED—A “live wire’ with lots of f cme 

and * pr. * and no others need app! poly, to repre- 
sent our short specialty line of infants’ and chil- 
dren’s sho»s—leading styles in stock. Old-estab- 
lished factory line with a high reputation for low 
prices and snappy styles Our line works in nicely 
with a short line of women’s shoes. Territory oper 
Southern Georgia, Mississippi, ea nn. 
Address with full pastiedians Manager, 
Shoe Factory, 46 Stone St., ann i, 4 








WANTED 
Salesman calling on the retail shoe 
trade, to sell Tite-Lok Adjustable 
Stilts on the side, on a commission 
basis. Best premium for advertising 
purposes. Brings quick results. Price 
reasonable. Liberal commission. 
Confidential. 

STERLING TOY WORKS 
Sterling, Ill. 

















SALESMAN 
WANTED 


By a wholesale shoe house of forty 
years standing, reputation the best. 
Merchandise are repeaters which 
bring continuous mail orders for 
which the salesmen get credit. States 
open: Illinois, Michigan, Florida, and 
all States west of St. Louis. The 
Charles Meis Shoe Company, Cincin- 
nati, Ohio. 

















ADVERTISEMENT 

QWANTED - Experienced * salesmen 

accustomed to selling high-grade 
shoes, and having established trade. 
to carry line of high-grade Brooklyn 
turns—women’s style shoes. Write, 
stating qualifications and territories 
covered. Address K-634, care Boot and 
Shoe Recorder, 127 Duane St., New 
York City. 














, 
W of Men's Dress Welts, on a straight cx 


Pennsylvania; 











SALESMAN WANTED 

GHOE SALESMAN WANTED—An ex- 

perienced salesman who is well ac- 
quainted with the shoe jobbing trade 
im the Middle and Western States. 
State ex perience fully, also the salary 
ex pected and give references. Address 
1-390, care Boot and Shoe Recorder, 
207 South St., Boston, Mass 























care Boot and Shoe Recorder, 207 South Street, 


GALESMAN WANTED— Line of 
Boston, Mass. 


Women’s Welts and Turns, medi- 
um priced, favorably known. Terri- 





writing state territory and frequepc 
Homer-Alden Company, North Attleboro, Mass. 


TANTED—Salesmen to handle The Dollar Arch 
he 


as a side line. Liberal commission. 





of covering. 


tories: Ohio, Indiana, Illinois, Mich- 
igan. Reliable man can arrange good 
proposition. Chicago resident pre- 
ferred, but not essential. Address D- 
397, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

















Ogden Dress Shoe 


The following territories are 
open for our Ogden Men’s Calf- 
skin Dress shoes to retail at $7 
in conjunction with our Fox 
Kip shoes to retail at $5— 


Idaho, Utah and Nevada, Mon- 
tana and Wyoming, No. and 
So. Dakota, Ilinois, New York 
State, West Virginia. 


Address OGDEN SHOE. CO. 
MILWAUKEE 











tucky and Tennessee. 
and 


ANTE 
WwW men's 


side, in Vermont, New Y: New Jersey, 


a my Virginia, West Virginia, Ohio, Indiana, Illi- 
in, Minnesota, North and South 


Wisconsi 
Dakota, Nebraska, Iowa, Kansas, 


D—Salesmen to carry our short line of 
popular-priced Goodyear welts as a 


Missouri, Ken- 
dress D-379, care Boot 
oe Recorder, 207 South St., Boston, Mass. 





Coast, Wisconsin, 
dress ‘D-380, care zeee and 
South St., Boston, M ass. 


es SALESMEN to carry as side tae on 
t commission, well known in-stock line 


of bese Mckay and McKay welt shoes. 
Middle 


Pacific 
est and South. Ad- 
Shoe Recorder, 207 





SALESMAN WANTED 


For Pittsburgh, Pa., Eastern Ohio and 
West Virginia, to carry our line of rub- 
ber footwear and tennis shoes, with 
non-conflicting line. On commission. 
Pittsburgh or vicinity resident pre- 
ferred. Address D-391, care Boot and 
eee Recorder, 207 South St., Boston, 
ass. 














pactoay SPECIALIZING LADIES’ comfort 
nurse shoes and oxfords want salesmen on com- 
mission basis. Five samy Material the very 
best—prices under any shoe made in grade. Com- 
Py stock department. Can be handled as a side 
ine by men anxious and willing to work to increase 
their income. D 408, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Seleeman covering Missouri and 
Illinois to sell Rochester's leading line of soft 
soles. Old established line, many styles in stock, 
liberal commission, short snappy sample outfit. 
Cash bonus if you make — 4 In application 
state length of time on the territory and what 
other lines you car Referenc*s required b before 


contract is closed. H. H. Fr er, 
Roches ; & 








ANTED SALESMEN—To carry with non- 
competing Lnes, ten samules of >xtra quality 


New England: Salesmen 


Ex perienced salesmen with established 
trade any New England State, to seli 
retailers, medium-priced Welts, Mc- 





Kays and Comforts. Must be pro- 
ducers and ambitious. Opportunity 
for the right men with Growing Com- 
pany. Give full details in your letter, 
which shall be held in strictest confi- 
dence. Address D-407, care Boot and 
Shoe Recorder, 207 South St., Boston, 











ANTED—Salesman to handle a line of Soft 

Sole Shoes to the Lrge retail trade, also a line 

ot high de Infant's turns, for Chicago territory. 
Shih Gee Sole Shoe Co., Salem, Mass. 


Wee SALESMAN—We are incre*sing cur 
uction aad need a few men .o sell 
our .— - advertised eaains ay Brook 
white shoes and 4 Ay Fest Footwear, 
preferably men who hav d_ experience in selling 
canvas aad felt ——- When applying give 
states covered and experience. Commission basis. 
Outing Shoe Co., 530 ‘Atlantic Ave., Boston, Mass. 


GALESMAN WANTED to cover Southern New 
Jersey and Maryland with line of men’s, 
women’s, boy’s and n’s welts and Mekays 
in stock. Address K 632, care Boot and Shoe 
Recorder, 127 Duane St., New York City. 


WANTED~— Local salesman for Philadelphia and 
vicinity for up-to-date line of caildren’s,’ mis- 
ses’, growing girls’ and women’s low heel welt shoes. 
Address D 399, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














Children’s, Misses, and Growing Girl's 
at Western made welts. All Sambens & in stock. 
cent “ae. Giv_ tervitory covered, 
eo Caeeied and references in first letter. 
September 10th. Address D 403, care 
cont Lnoe R Recorder, 207 South St., pg) 


WANTED— Local salesman for Pittsburg and 
vicinity for up-to-date line of childrea’s, mis- 
yet eigen D400, and women’s low heel welt shoes. 
Boot and Shoe 7 

, Boston, Mass. 
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SHOE 


Per copy, 25 cents 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “‘right’’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. 
merchants. The chief purpose of *“*The Boot and Shoe Recorder 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 
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Entered at the Post Office, Boslton, Mass., as second class matter. 


This is the great problem of the retail shoe 
* is to help solve it; for this is the basic problem upon 


Canadian, $6.00 


Foreign, $10.00 


Printed in U. S. A. 











SALESMEN WANTED 


LINE WANTED 





W ANTED—Salesman for New York City, Jersey 
and yieinity to carry up-to-date line of chil- 
dren’s, misses’ aad growing girls’ wits on com- 
mission. Address b 401, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass 





SMioys". You WANTED to carry as a side line, 

Boys’, Youths’, and Little Gents’ McKays and 

Surface Nailed shoes. This line apneals strongly 
to the jobbing trade. Territory South and South- 
West. Attractive proposition to the right man. 
Investigate. State your road :xperience. Address 
D 398, car? Boot and Shoe Recorder, 207 South 
Steeet, Boston, Mass. 


SALESMAN 


Wisconsin and Illinois 


except Chicago and vicinity. 








Only salesman known in this 
territory considered. Tell us all 
in your first letter, which will be 
held in confidence. 


Thomson-Crooker Shoe Co. 


Boston 20, Massachusetts 

















Lundin Shoes 


We have an opening for several 
experienced high-grade _ sales- 





men. Large territories located 
in the South, Middle West, and 
part of Pacific Coast. Men's 
Medium Priced Dress Welts. 
Liberal commissions. Give full 
particulars with application, 
regarding experience, etc., to- 
gether with references. Address 
communications to B. White 
Williams, 1101 Washington Ave., 
St. Louis, Mo. 


INES WANTED on a commission basis. Saies- 
man with good established trade in Cuba, 
Panama and other West Indies Islands desire good 
and cheaper priced iines of Men’s, Womea’s and 
Children’s shoes. Good References. Address 
396, care Boot and Shoe Recorder, 207 South fh St. ° 
Boston, Mass 





ANTED—Line of Children’s Miss*s" and 

Growing Girls’ Goodyear welt and turn shoes. 
Factory that can handle volume, established trade 
with large retailers and jobbers. Territory: New 
York City, New Jersey aad Pennsylvania. A 
common basis vreferred. Address D 393, care 
_ and Shoe Recorder, 207 South St., Boston, 
Nass. 





WOMEN’S LINE WANTED 
FOR NEW ENGLAND TRADE 


I have had many years experience sell- 
ing to the retail shoe trade of the New 
England states. Have many friends 
among the leading buvers and can setl 
shoes in volume. Am open for a pro- 
position from a manufacturer of pop- 
ular priced women’s shoes, who is in 
position to handle volume trade. Best 
of references furnished and required. 
D 410, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 











INE WANTED FOR JOBBING TRADE— 

Salesman of wide experience in selling the 
wholesale trade of this country is desirous of secur- 
ing the repr-sentation of a line of women’s or chil- 
dren’s shoes for this trade. Has a host of friends 
among the principal buyers and is in position to 
develop siness for the right line. Best of 
references furnished. Address 392, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





ALESMAN well known in the retail shoe business 

desires to represent one or more lines of shoes, 

as resident salesman of Springfield. . References 

iven if necessary. Frank Chesler, 82. 84 Park 
t., Attleboro, Mass. 





HELP WANTED 








TERRITORY OPEN 


WISCONSIN, ILLINOIS, MICH- 
IGAN, IOWA, SOUTH DAKOTA 
AND NORTH DAKOTA 


We have territories open, con- 
sisting either of all, or portions 
of the above States, and desire 
applications from only first- 
class, experienced shoe sales- 
men. Liberal commission paid. 
Give full particulars of experi- 
ence, etc., in first letter. 


LA eee BOOT & SHOE 


La Crosse Wisconsin 








SHOE FACTORY 


OUNG MAN as assistant to 
executive in shoe factory. 
Splendid opportunity for a real 
future with ‘a successful and 
growing manufacturer of wom- 
en’s shoes in Boston. Must have 
initiative and be capable of as- 
suming responsibility. Apply in 
writing, stating age, experience, 
education, and salary of last 
position. Address D-389, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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PUBLISHER'S NOTICE 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year including postage. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

LOSTON OFFICE: 207 South Street. Cor- 
respondence relating to all departments 
should be addressed to the Boston office. 

~e OFFICE: 224 Moraine St. Geo. 

. R. HILL, Manager. Telephone 507. 
carcane OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINT ae. 1 hh og 810 Gopend Natit 

. M. wen, Manager 
phone Canal 4426 

ROCHESTER OFFICE: 609 Powers 

Western New Y 
tie Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer, 

C. Bowen, Manager), 405 Broadway. 

‘elephone Broadway 1827. 








SALESMEN WANTED 


Wet eae to carry as side-line, 
Men's, Boys’ and Youths’ Hosiery, ranging 
ice from $2.25 to $7.50 a dozen, about fiftee: 

es, practically all territories mn. Commitee 
aid on yd of goods. ddress, Medford 
oolen Mfg. Co., Medford, Mass. 


GALESMEN— Side line two solid leather boys’ 
shoes in stock, $2.10 and $2.40 less 5 per_ cent 
ten days. Six per cent commission. Address — 
care Boot and Shoe Recorder, 207 South St., 

ton, Mass. 


ANTED—Experienced shoe salesman in Hi 

Class Retail Store in suburb of ae York. 
Salary and Commission, $40 to $50; steady - 
tion. Fashion Shoe Shop, 84 ‘Main St., 
L. I. 
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No. 31104—Maho- 
gany Eric Calf, soft 
toe, A-4/8; B-3/8; 


No. 16302— Maho- 
ny Elk, Moccasin 
Foe, A-4/8; B-3/8; 
C and D-2 {8 
WS cccces $3.85 
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No. 16100—Maho- 
gany Elk, soft cap 
toe, A-4/8; B-3/8; 
C and D-24/8 


gany cap 
toe, A-4/8; B-3/8: 
Price ...... $3.60 


ies. _ ‘ 
National Park liking Oxfords 


—made for the growing girls and the alert young women who love the “great outdoors.” 








They are built to stand the “open road,” to make hiking a pleasure. When the hearty girls of your town go on picnics, 
or for a vacation, or for camping, these low shoes will give the finishing touch to wool hose with Knickers or sport suits. 


These are companion LOW SHOES to our famous National Park Hiking Boots, and will prove equally popular sellers. 


ve 
The Girl who plays golf, or rides, hikes, goes fishing or camping, will readily appreciate the need of a pair, thus adding 
to your sales volume in getting “that extra pair”’ sale. 


Smooth and Comfortable Keeps Out Dirt Easy on Tender Feet 








Reg. U. S. Pat. Of. THE J UVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, $3 3 MISSOURI 








(SEERA OR RR AL ES I RRS A NE IEEE NE A IE TN ST ATT, 
| Vol. 81, No. 22.33Published every week by the Boot and Shoe Recorder: Publishing Company, 207 South Street, 
Boston, Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the 
Act of Congress of March 3, 1879. Subscription price]$5.00 a year. Printed in U.S. A. 
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SOME 
FACTS 
ABOUT 


CARLISLE! 








THE CARLISLE SHOE COMPANY 


Is the pioneer Shoe Factory in Carlisle. 

Is one of the oldest Shoe Factories in the United States. 

It was founded in 1862. 

It has operated continuously ever since. ‘ 

It is the only factory in Pennsylvania outside of Philadelphia. -making 





Women’s High Grade Welted Shoes 


Notwithstanding Untruthful Rumors 


It has not been sold to Cincinnati or Rochester parties. 

It is not making shoes for any other Manufacturer. 

It has no reason or desire to sell out to any one. 

It is now operating at full capacity. 

It has operated at full capacity during the war and reconstruction period. 
It has an organization of well paid, satisfied and contented workmen. 
It has had no strikes or labor troubles. 

It has the highest class of Merchants as its customers. 

It will continue to serve its customers as usual. 

There will be no change in its organization or management. 

It is governed by a Cabinet Council composed of Department Heads. 
The Employees have elected representatives of their own selection. 








Its Officers are 


ABRAM BOSLER, President Branch Offices 
ROBINSON BOSLER, Vice-President NEW YORK 

T. GROVE TRITT, Sec. and Treas. MARBRIDGE BUILDING 
O. H. STARNER, General Manager CHICAGO 


Directors LEES BUILDING 


ABRAM BOSLER' O.H.STARNER 22 a 
T.GROVETRITT M. J. IRVING 10 HIGH ST 
ROBINSON BOSLER 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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‘Follow the Creighton Line”’ 
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IN STOCK 


: STYLE NO. 302 


Patent Pump—VASSAR 


Ivory Kid Inlay—Flexible McKay, 12-8 Covered 
Heel—Widths A to D. 


Price $4.00 


Send for new Fall stock catalog 


Boston Office—183 Essex Street 


A. A. Ge ghton 


ass. 














eS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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jam Von | 
Leather in a shoe serves a double ‘* PAW 
duty—maintaining its original appearance 
and giving dependable service. 





Lotus and Velours fully meet 
these requirements. Careful tanning en- 


ables them to retain their original beauty 
and lustre, and also, they bear that hidden 
characteristic—-QUALIT Y—upon which 
successful performance depends. 


Leather is that element which 
lends character to all footwear— it’s service 


record spells your success. 


Lotus and Velours built into 
your shoes is assurance that you are satis- 


fying the style and service demands of 


your customerfs. 





Pfister & Vogel Leather Co. 


MILWAUKEE - WISCONSIN 
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NEW BROGUE “FULL OF PEP” 


Galluns Black Norwegian. Varsity last. 
16 Iron edge Fibre middle sole. Black 
kid quarter lining. What young men 
want for fall and winter. Mail your 
order early. Get your oxfords from the 
first lots through the factory. 





419X 


IN STOCK 


Ato D 
$5.35 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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GRIFFIN GRoy, 


" -{ad)-2” GRIFFIN MFG CO. 


67-69 Murrau Street, 
nin, New None N-Y. 
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BAL . 
‘&, SOR 


NEW 
FALL STYLES FOR 
AT ONCE 
DELIVERY 
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1743—Black Satin, Two Strap, Full 

Louis Covered Heel. 

1744—As above with Baby Louis Heel. 1739—All Silk Brocade, Full Louis 
AA to C Covered Heel 

1745—Satin and Brocade, Two Strap, 

Full Louis Covered .Heel. 1749—As above with Baby Louis Heel. 


1746—As above, Baby Louis Heel. 











Write for our new Over one hundred 


illustrated folder styles in stock 








1737—Satin and Brocade, Full Louis 
Heel. 


1738—As above with Baby Louis Heel. 
PRP eee te eeeeeees $4.50 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 





























~~ Vi 
PUTT 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Kip 


LL the years in which we have been manufac- 
turing Scherer’s “Flower City’”’ Kid are typified 

in our trade mark—likewise our reputation for beauty 
of texture, color and quality in finest kid shoe leather. 





It all sums up in the one great factor—Security. 
Security to the manufacturer of shoes, security to 
the retailer who sells them, security to the customer 


who buys them. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N.Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 


WINE No. 6 

SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 





~ for 36 Ycars this trade-mark 
fas assured SECURITY 


~~ "Phe Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Most Comfortable Walking Shoe 


a Oe SO 


This is the heel cushion of the Truwauk 
Oxford which both pillows and guides 
the tread of the foot—a principle pro- 
nounced “anatomically correct” by Dr. 
Lorenz, the famous Vienna surgeon. 


a ee ee 


This is the patented adjustable shank- 
piece which naturally exercises the arch 
—a tremendous advance over rigid and 
flexible arches. 


oe 


ee? 


— These are the two main features 


that make Truwauk “The Most Com- 
fortable Shoe Made.” 


a 2 ot 


— Besides, made by I. Miller, Truwauk 
is as stylish as any oxford made! 
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NOW—IN STOCK 


Black Kid . $7.00 
Brown Kid . $7.50 
AAA to E 


eS 


ee 


I. MILLER 6 SONS 


a a oe er fe ee: oe a oe 
ONE CARLTON AVENUE, BROOKLYN, N, Y¥. 
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Sane . 


“ Wincott tad Box for the Dress Shoe 


There is only one way that the style and beauty of the Soft Toe Dress Shoe 
can be preserved in wear. It is by using the Vulco-Unit End Box which pre- 
vents creasing or wrinkling without interfering with the flexibility of the toe. 


The Genuine ** VULCO-UNIT”’ BOX TOE is made and sold only by 
Carpanatue BECKWITH MANUFACTURING COMPANY 
paTENTED 111 SUMMER STREET, BOSTON, MASS. 


Largest Manufacturers of Box Toes in the World | 
Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. Cincinnati, GEO. A. SPRINGMEIER co. 








The Boot and Shoe Recorder will appreciate your mentioning tne publication in replies to advertisements. 
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Here’s only one of our business-getting MOCK WELTS. 
It’s going over big. Made in fine Brown Russia, also ina 
Mahogany Russia that has just enough red in it to make 
it different. Look over the accompanying cut—then send 
in a trial order. 


IN STOCK *2:82 


No. 288 (Code ‘‘Connie’’)—Wos. Brown Russia Oxford, 12-8 Rubber Heel, B 3-8, C§3-8, D 3-9. 
Price $2.60 


No. 289 (Code ‘‘Doris’’)—Wos. Mahogany Russia Oxfords, 12-8 Rubber Heel, B 3-8, C 3-8, D 3-9. 
Price $2.60 
Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Garrishurg Shor Manufacturing Company 
Shoes for Women and Children 
Harrisburg, Pa. 


“Sane Styles and Sound Values” 





S 





























12 BOOT ANDSHOE RECORDER August 19, 1922 


THE BIG NOISE TO-DAY 





meade MARS 


Hunting and F ishing Boots 


They represent thd 
maximum in comfo 


Hunting and fishing trips 
are made more pleasant 



















and durability and wi 
help you build up trad 
through satisfied custom 
ers and net you a ver 
good profit. 


by wearing “Hunkidori” 
Pals. Solid leather con- 
struction throughout. 
Strictly hand sewed and 
hand lasted by skilled 
shoe craftsmen. 


Men’s Chrome Veal Pac Ladies’ Elko Pac 

















Number 738—12 inch. ... . . $6! 
Number 739—14 inch... .. $6 

A, B, C, D and E Widths 
Also stocked in Soft Toe, 12 in. To 


Number 683—12 inch...... $7.50 
Number, 684—16 inch...... $9.25 
E and EE Widths 








SAMPLE PAIRS SENT QN REQUEST 


HAND MADE SHOE CO. -:- -:- Chippewa Falls, Wisconsit 

















a 
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STYLES THAT APPEAL 


To Your “Popular 
Price” Trade 


READY TO SHIP 


How are your sizes for 
the Labor Day business? 





No. 379—Price $4.00 
Patent Flora One Strap, » Single > Sole, 
Military Covered Wood 
Tremont Last. AA to C. 


No. 345—Price $3.75 
Patent Fenway One Strap, Single Sole, 
Full Leather Louis Heel, Euclid Last 
AA to C 
No. 344. Same in +e Kid, $3.50 
A 


to 


ARCH SUPPORT OXFORD 


No. 448—Price $4.00 
Black Kid, Princess Last, 11-8 Heel. 


No. 449—Price $4.50 
Brown Kid, Princess Last, 11-8 Heel 
All with Rubber Heels. 


ARCH SUPPORT OXFORD 
Widths AAA to E. Sizes 2% to 10. 


No. 470—Price $4.00 
Black Kid, Tremont Last, 13-8 Heel. 


No. 471—Price $4.50 
Brown Kid, Tremont Last, 13-8 Heel. 











Our folder illustrates 
only the live ones. 
Send for it. 














No. 346—Price $4.40 No. 383—Price $4.25 
Patent Rita One Strep. Gray Suede Trim, Patent Rita One Strap, Beige Suede Trim, 
Single Sole, \.. . +-/- Covered Single Sole, Military Covered W. 
—_ Any Heel, Tremont Last. 


P No. 382—Same, only Gray Suede Trim. 
No. 347—Same, only Beige Suede Trim. 7 AA > C. ad 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TURN MODELS OF EXCLUSIVE STYLE 


Original Designs and Brooklyn Quality 


| “NORMA” — ‘““FLORRIE” , 
These illustrated arere- 


presentative of many. 














“NORMA” TERMS “FLORRIE”’ 

Pat. Leather Pump, Gray Suede Trimmed, P L h 
17-8 Le net or Spanish Heel, medium round 5o7 a ee Se cae, ; bass . ‘Svanisl 

OE. cceeesseeburektcedsntansacees i! 70 . arg one 
on in Black Satin, Pat. Leather Trimme ame in Black Satin.................--. 

$6.00 10 DAYS 3 2 mia one 
Same in Brown Satin, Brown Kid Trimmed, ame in Bronze Kid............... — 
” 1 

All also made on 13-8 Spanish or Baby Louis, an Ramey eS ane See pea and 
medium round toe last. 


CLASSIC SHOE COMPANY 














39-41 YORK ST. (Cor. Washington) Brooklyn, N. Y. 











REPCO 


makes shoes look new 


EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, bat of ol, Race dhe 


Yow cutunme gue Bese to oe firmly and evenly to the surface. It does 


other brand of enamel because Repco 


is easily applied without danger of soiling a ee a 
hands or clothes. 


not rub off. 


—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 


For sale by Sho: Firdings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION J. K. KRIEG COMPANY, New York, N. Y 
Boston, Mass. ; UNITED SHOE REPAIRING MACHINERY CO. 
San Francisco Branch, 859 Mission St. Boston, Mass. 
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TYLISH STOUN 
.OuT SIZES 








TRADE ne A 


Reg. U.S. Pat. Office 
“Siyle Shoes for Stout Women” 


LENDER FOO 
ARCH FITTER 


TRADE MARK 





Reg. U. S. Pat. Office 
“Fils the Narrow Inslep and Heel” 


A business built upon FIT is established 


upon a SOLID Foundation 


Miss Smith is attracted by the 
satin pump you have on display. 


You have her size, a 6 B, and she 
makes a purchase. 


When Miss Smith again needs 
shoes your competitor gets her 
business, for his patent pump 
has a cut-out in the vamp while 
yours is plain. 


Mrs. Jones who has a very wide 
foot, after shopping from store to 
store, finds that you have what 
she needs; a 6 EEE. 


Mrs. Jones now realizes that you 
are the only one who has what she 
requires and when she again needs 
shoes, she does no shopping but 
comes direct to you. 


When you sold Miss Smith a 6 B you made a sale 


When you sold Mrs. Jones a6 EEE YOU MADE A CUSTOMER 


The W. B. Coon Co. lines offer unlimited possibilities of making 
customers, for there is a stock of 75 numbers, sizes 214 to 12, widths 


AAAA to EEEEE to draw from. 


A catalogue or samples will be sent upon request 


ad ROCHESTER, N. Y. . 


Chicago Office: 


506 Security Building 
189 W. Madison Street 





AUUUUVERUTAOOOOAAONOGAOEOUAOEEUAEATUAAE AAAS UEREUOAEUUAGEUOAUAAEUUOOOUUUOOORUOOGUUOGEROHOGOOUOKEOUUAOOUUAOOUGAOOUONEEOGOEEUONOEUOAL 
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TETSON SHOES for 
women are unlike 
most women’s shoes. 


The difference}, is {what 
appeals to a large num- 
ber of women Jin every 
community. 


Style and sense are care- 
fully balanced so that 
both satisfactory appear- 
ance and perfect comfort 
are assured. 


Not all women will pay the price that 
Stetsons necessarily cost, but enough 
women will in every community to 
make their sale profitable to the mer- 
chant who carries them. 


Dept. 5 makes it easy to carry a repre- 
sentative stock with a small invest- 
ment. Our new catalog points the way 
to increased sales and a larger turnover. 
We will mail it to you if you write us. 


Ce THE STETSON SHOE 


COMPANY, Inc. 
SOUTH WEYMOUTH MASS. 
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INFANTS AND CHILDREN’S 
FOOTWEAR 


Distinctive Shoes for Your 
Children’s Department 


All White Kid, Soft Sole, 

Agate Button and Tassel. 

No. B 2536. Can also be had in Black, 

White Moccasin with Tan, Gos . Sizes 

White, pink or blue Rib- 87.50 
at. — French Knot 
$9.00 = a Dozen Pairs 


. Bil 
All White Kid Button, Milo 
Button and Tassel, Flexible 
Hand Turn. 1 to 5—Half 
Sizes. Price........ $1. 
No. B 161 No.B — in Cham- 


Gun Metal Button, Dull Rees 
Mat Top, Plain Tip, oe § io. B is3—Seme i in Light 
3 Brown Kid. 


ble Turn 29 : 
Spring Hee! $1 36 No. B 139—Same in Black 
5% to B, Soring Heels $1.35 Kid. 


J -J » Mac MASTER 
ROCHESTER ,N-Y. 
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million 
people 


will know about these shoes 


A Fall ieee campaign in seven- 
teen magazines of national circulation 


will further inform 8 million people of 
the merits of Hood Athletic Footwear— 
and in particular of the special advan- 
tages of the Hyscore and Centre, two of 
the best basketball shoes ever designed. 


Interest in basketball and many other 
forms of indoor athletics was never 
greater. There is an opportunity to 


Centre 


develop a real volume of business on 
Athletic Footwear, 


Get in touch with the Hood Jobber or 
the Hood Branch in your territory. 
Attractive Hood Athletic Window Dis- 
play material is available for your use 
oe will form a tieup with this unusual 
campaign. 


Order early. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Ideal Shoes in the 


NEW KAFFOR KID— 





No. 1418—Kaffor Kid Bal, Full Lined, 

Padded Tongue, Full Vamp, Oak Sole, 

Leather Counter, Insole, Top Facing, Fast 

Color Eyelets, Back my 

Infants’—Imt. Tip and Spring Heel. 

Child's—Stock Tip, 1 Lift Heel. 

Misses’—Stock Tip, 3/8 Heel. 

Also in Stock in Button, No. 1420. 

Send for Catalog 








HERE is a winning combination for your Chil- 
dren’s Line—Ideal designing and manufac- 
turing quality in the new Kaffor Kid Leather. 
Kaffor Kid combines all the softness and comfort 
of Vici with the strength and wear of calfskin. 
It’s the ideal leather for the soft chubby feet of 
children—and here it is, built into Ideal Shoes. 


Gdetk<., Manufacturing @. 


MILWAUKEE 





The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
on back—all metal parts of the 
new Repco Shoe Stretcher are 
made of cold rolled steel. Blocks 
are of well seasoned maple and 
shaped and finished as carefully as 
a last. 


For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY COMPANY - - - BOSTON 
San Francisco Branch, 859 Mission Street 


J. K. KRIEG COMPANY - 


UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 


Made in nine sizes—No. 000 down to No. 6. 
Each stretcher is packed in an individual 
carton. 


Positive action! Quicker action! Nothing 
to break! 


° - - ~ NEW YORK, N. Y. 
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The Doctor Says Tor-tw—Watk Srraicur 


‘‘When you toe-out you invite foot THE 
trouble. When the trouble comes 

don’t blame your feet, it will be | 
your fault—or better still, don’t 

wait for foot trouble but prevent 


-in— ” For who want to step along 
it, toe-in—walk straight. Men pony 


SHOE 


AKING a shoe store a service station for feet with troubles already 
arrived or on the way is setting that store apart from all other shoe 
stores there about. 


When a man discovers the right way of walking and finds the added 
comfort and vigor that it brings, he becomes a life long friend of the dealer 
and the shoe that led to the discovery. The Doctor Shoe helps a man 
toe-in and walk straight. The Doctor Shoe makes friends and friends 
make dollars. 


JOHN MEIER 
SHOE COMPANY 


SAINT LoulIs 


“Good Shoes for Men Since 1874” 
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Dark Tan Veal No. 
16 Bal. Bordo TF 
Last, Goodyear ’ 

Wingfoot Heel. . 
















A quarter century spent in delivering 
satisfaction is the record of this company. 


Remember this important fact in selecting 
your lines of men’s shoes to retail at 


$5. to $8. 





Weber Bros. ns Co. 


North Adams, Mass. 


New York Office: 1328 Broadway,?Marbridge Bldg. H. Harris, Rep. 
~ 





ANGI 








INNING NONE 




















lways a crowd at the 


‘Shadow Shoe booth 
at the Boston Show. 


They were attracted by an innovation that 
has not been equalled for many years. 





































A.E. GOODWINS 


“SHADOW SHOE” 

















Pan, 





























aqua ivie 











They saw up-to-the-minute patterns beauti- 
fully tinted in actual colors on the various 
lasts. At a glance both manufacturer and 
dealer can see just how any desired pattern 


will look on the finished shoe. 


In these days of rapid style changes this 
“Shadow Shoe” opens vast possibilities for 
the maker of fashion footwear. 


Send for Particulars 


i! LYNN | LAST COMPANY 
LYNN, —— MASS. 


— 
will appreciate your mentioning the publication in replies to advertisements. 
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T= two extremes of beauty in female dress are represented 
in the all-enveloping, but form-revealing, thin stola of the 
Grecian woman of 325 B. C., and the healthful though skimpy 
body covering of our modern American maid. 


Through the ages intervening, the costume of woman has 
been a series of smothering monstrosities, apparently cut out 
with a jig saw, concealing not only the entire form, but even 
the feet and much of the face. 


T= mode of the moment that so frankly reveals the lower 
extremities has created a footwear consciousness unparal- 
leled in history, as evidenced by the general demand among 
shoe buyers for such a detail of shoe adornment and utility 
as the Diamond Brand Fast Color Eyelet. 


It is the retailer of superior intelligence who draws the atten- 
tion of his stylish woman patron to the eyelet that never 
wears brassy—the Diamond Brand Fast Color Eyelet—found 
in better footwear. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS | 
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238 STYLES 


No. 501—KID OXFORD, gray leather 
quarter and sock lining, 12-8 rubber heel, 
AtoE . fea gene ee Ge 


only. . . . $3. 


“IN 









IN 
STOCK 


QUO NOMNONNOMNON 





No. 203 —KID ONE STRAP SAN- 
DAL, medium narrow toe, press vamp 
and quarter, gray quarter and sock 
lining, 12-8 rubber heel, A,B,C,D and E, 

$2.65 


H. K. GARDINER CO. 


Piease Address All Mail to the Factory 
at Lynn 
Factory: 680 Washington St., 


No. 463—KID BAL, commonsense : awe ; 
$ mpm  deeiious 10-8 rubber heel, C to E....... 


toe, 7-8 rubber heel. . sou ta Street 


| sercaeenneccnneaeeenenneecaenneeene 





No. 2011—KID STOCK TIP, WIDE 
ANKLE OXFORD, gray leather quarter 
and sock devewel 12-8 rubber heel, an 


STOCK 





Lynn,’ Mass. No. 404—KID SEAMLESS POLISH 
$3. 


Mee t= me Mn MMe Ms MM 
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THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—“*HERE IT IS”— 


TS - tre -—- to 





CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36/in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., _ Boston and Chicago, U.S.A. 
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Not What You Pay But What You Get! 


Shwe test of a good buyer is not the 

price he pays for an article but 
whether he gets full value for the money 
he pays. 


This is the reason why so many of 
the big purchasers buy Hannahsons 
satins. They know from experience that 
from Hannahsons they get better shoes 
at lower prices. 


This is possible because we are fab- 
ric specialists and as the largest pro- 
ducers of fabric footwear in the country 
we can offer you prices which are far 
below the market. 


The numbers illustrated are proven 
styles and every one a ready seller. 


Remember that it is good 
business to buy Hannahsons fab- 
rics. Send your order today. 


Sizes and Widths A 4-8, B 3-8, C and D 214-8 








No. B785 


ANNAHSON( 


(HAVERHILL, MASS. 





Genuine Turn 


Black Satin 1 Strap 


12-8 Baby LouisZHeel Leather Lined 
Genuine Turn ‘Beaded Ornament A to 


No, B700—Same, except 16/8 Half Louis Heel. 






No. B1110 
$3.10 






Genuine Turn 
Black Satin 1 Strap 
16-8 Half Louis Heel Leather Lined 


Genuine Turn AtoD 
No. B1145. As above except with 12-8 Baby Louis Heel 







$3.25 






Genuine Turn 


Black Satin Wide One Strap 


Genuine Turn—Slide Buckle 
9-8 Heel—Leather Lined—B-D 


No. B786. Same except with Button instead of Buckle 


v 
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“We never have any trouble what 


The above statement from another large volume user of 
TOBACCO BROWN VICI KID is convincing proof of 
its unusual color permanence and uniformity. The 


writer adds— 


‘‘Nor have we ever received any 
complaints of this nature from 
our customers.” 
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Is it any wonder that so many of the largest manufac- 
turers of shoes practically confine themselves to 


TOBACCO BROWN VICI > 














Robert H. Foerderer, Inc. 
Sole producers of Vici Kid 


Philadelphia Penn. 


There Is Only One Utet Kid 
There Never Has Been Any Other 
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Nothing in the Shoe 
But the Foot 


LOCKING SHANK T0 INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 








Auburn, Me. Milwaukee 
87 Main 258 Fourth 


Brockton, Mass. New Orleans 
93 Centre 216 Chartres 


Cincinnati New York 
708 Broadway 37 Warren 
Chicago J. K. Krieg, N. Y. 
18 South Market 39 Warren 


.")— a United Shoe Machinery Peter 


Johnson City, N. Y. Rochester, N. Y. 
130 Mill 


2 Corporation ot taut 
Marlboro, Mass. Qnnieeen 
11 Florence Boston, Massachusetts 850 Mission 
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Mock Moccasins of Quality 


For all purposes for which a 
Heavy Soled Moccasin is used 





Goodyear Welt Mock Moccasin 


No. 1761—Chocolate Elk Mock Moccasin, five inch, strai - 
tongue, brown eyelets, single sole, Goodyear "welt, Scout last. 
order 5 to 12 E and EE. 


Standard Screw Mock Moccasin 
No. 739—Brown Kangaroo Grain Mock Moccasin, five inch, full 
bellows tongue, nickel Klondike eyelets and hooks, double sole. 
Fair stitched, standard screw, Scout last. In stock 5 to ll F. 
To order 5 to 12 E and EE 


These Mock Moccasins have the roominess and easy fitting qualities of our Range- 
ley Moccasins. They are made either Goodyear Welt or Standard Screw and have 
an innersole as a necessary part of their construction, yet they look and fit like a 
moccasin. They avoid the expensive hand seam and put in its place a strong 
machine sewed lap seam. 


Every merchant should look into this proposition in view of the increasing demand 
each fall for heavy moccasin. 





Send for Illustrated Catalog 





G. H. BASS & CO. Shoemakers Wilton, Maine 
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Rueping’s 
Rue-Buck Sides 


WHITE GRAY BROWN 
BEAVER NUDE BAMBOO 


100% RIGHT FOR A POPULAR LEATHER 
COMBINATIONS WITH FOR WHOLE SHOES 
PATENT LEATHER FOR THIS FALL 


In ordering shoes made of sides, look 
well to the quality of the leather. Look 
over some lines of shoes made of Rue- 
Buck Sides. The moment you take 
hold of them you will marvel at the 
mellowness of feel. You'll remark on 
the uniform coloring. 


We'll be glad to send you samples of 
Rue-Buck Sides; also a list of good shoe 
manufacturers who cut this leather. 


Fred Rueping 
Leather Company 


FOND DU LAC, WISCONSIN 
Established 1854 


. BRANCHES: 
’ Boston Cincinnati Milwaukee St. Louis 


FRED RUEPING LEATHERCO. New York Chicago San Francisco Montreal 
FOND DU LAC, WIS,USA Northampton, England 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





August 19, 1922 BOOT AND SHOE RECORDER 


LL-ELAAL KVL 


Shoes Ready for August Shipment 


Johnnie Walker Last Glengarry Last 


Wagive Tiel A hey + bey Heavy 5. S., Stock No. 592—Genuine Brown Scotch 


Grain, Heavy S. S., Broad Heel, Width 
Stock No. 493—Black Viking Oxford, — en ae 
Heavy Single Sole. Wingfoot Heel. 
Widths A to D. 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last, Smoked Elk 
Sport Oxford, Gal. FourApron, RedDuflex 
Ribbed Sole and Heel, B to E Wide....$5.50 


Stock No. 310—Sport Last, Tan Box 
Sport Oxford, Tan Box Apron, Red Duflex 
Ribbed Sole and Heel, B to E Wide....$5.85 


Stock No. 312—Sport Last, Tan Box Sport 
Oxford, Brown Cordovan Apron, Red 
Duflex Ribbed Sole and Heel, B to E ion 

5.85 


The Dalton Company Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


NEW YORK CHICAGO 
651 Marbridge Bldg. 706 Security Bidg. 
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McKAY BOOTS “Mother Hager” 


STITCHDOWN 
INCLUDING BOOTS 


RUBBER HEELS Byron Process Soles 


5-8 8%-1l 11%-2 
300 —Black Kid Button................ 1.35 1.60 
300H—Black Kid Button, Heel 1.90 
58 8%-ll 11%-2 
410—G R Pol 301 —Gun Metal Button............... 1.35 1.60 
i SS co, $1.55 301H—Gun Metal Button, Heel 1.90 
ating in Metal Eek, High Cut, 


1.55 $1.80 235 —Tan Lotus Blucher . 1.60 


1400—Gun Metal Polish, High a 235H—Tan Lotus Blucher, heel. . - 1.90 
English Toe, Rubber Heel 1.80 


412—Patent Polish, High Cut, Weds 1.50 1.75 245 —Black Calf Blucher............... 1.35 1.60 

402—Patent Polish, High Cut, Ru 245H—Black Calf Blucher, Heel 1.90 
ber Hee! 1.75 2.00 

1402—Patent Polish, High = ha = 


lish Toe, Rubber H 2.00 26 fate = 4 ‘ _ 1.90 


1.60 265 —Mahogany Elk Blucher < 1.60 
1.60 1.85 265H—Mahogany Elk Blucher, Heel.. 1.90 
1404—Mahs .* ish, | Hi : ; 
shogay Po aig a 1.85 . 237 —Tan Lotus Polish 1iedi . 1.60 nits 
416—Black Kid Polish, High Gai, 237H—Tan Lotus Polish, : 


406—Black Noes —_ 217 —Cherry Lotus Polish.............. 1.35 1.60 
ee Hee 


i 1.75 2.00 ¥ 217H—Cherry Lotus Polish, Heel 1.90 
1406—Black Kid Polish, High Cut, 


ish Toe, Rubber Heel. . 2.00 lv 207 —Black Kid Polish ............... 1.35 1.60 
418—Nut Brown Polish, High Cut, 207H—Black Kid Polish, heel 1.90 
Ww 


_ 247 —Gun Metal Polish............... 1.35 1.60 
Rubber Hee! 1.75 2.00 e 247H—Gun Metal Polish, heel 
1th Brown Polish. High -. 


lish Toe, Rubbe: 1. ¥ y SEE —Giethe FA ogc cwccccescccccces 1.35 1.60 
_ es eneaneeeas ee 287H—Smoke Polish, heel 


HAGERSTOWN SHOE & LEGGING CO., Ine. RUBBER HEEL ROMEOS 
HAGERSTOWN, MARYLAND, U. S. A. oF vt Bleek id Remon doubts oslo... 




















PL. LAMP OPA AL. APL 
Te A VQ 


he Test Shoe For The CeastMoney _ 


Patent Leather Cross Strap, Single || NEW STYLES READY! 


Sole, Louis Heel 
The best¥sellers are always found in 
the M-C Line. You can secure from . 
us all that is new and most in demand. 


Jobbing and mail order trade is the one 
big Mitchell—-Caunt specialty, backed 
by an unparalleled service. 


Fall creations are now ready. De- 
liveries guaranteed in a few weeks’ 
time. Get the new ones now! 


RODA 


LAST Jobbing and mail order trade only. 





MITCHELL-CAUNT Co. 





M -C Nc Ka y S ‘FACTORY BOSTON OFFICE 


Lynn, Mass. 72 Lincoin St. 


eM MUUTTTTUTUAEUUITCUTUUQUUETOIOUUOECUUUEOEOTAUETTAEEVATEEEEUETEERE AEE 


ee 04 Fo A og i oF nd 8d a 
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Lisesmeiiaiiieee tan 
The Ruth 


A two button cut out stra: 
made in Bleck Ooze Cole 


over our new hee 
selling #154 Teak Awelt 
canryind & covered Cu an 

















Can be made on order 
within six weeks 


Price ®649 3 fo 30 days. 


KAM 
bf Be be 


$$$ y -- . 
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M a 
‘WHOE "MFG°CO° _ 


BROCKPORT. N.Y. P 
° oRo 0 7 
Ow YORK OFMCL 545-547-544 MARBMIOGE BLOG,B WAY at 3405T par ak! 
JACK € JESTER Mee — = 
LO-Titvus- 
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Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at atime when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> > > —> ~~» -> > -> 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 
Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather, free from pigments. > ~~ 
Originated factured exclusively by 


~~ 


rig and 
The Ohio Leather Co. 
Girard ,Ohio 








a 
General Offices 


The Ohio Leather (o. 
Girard, Ohio 


JB0S, ton 
Ohio Leather (oyporation 
33 South St. 
Philadelphia 
Ohio Leather G@mpany 
325 Arch St. 


St.Louis 
Arthur $.Patton Lather. 
1602 {Locust St. 


New york. 
Oscar SchereY ge Bro. 
29 Spruce St. 
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No. Y755 


Has the Snap and Dash 
That Young Men Want! 


IN STOC K The Goding Yale last embodies all the elements of 


correct style for fall plus the true foot fitting quali- 








Y655 Y755 ties for which all Goding lasts are noted. 
Tan Bal Oxford, Ruep- Black Raglan Blucher, . 
NSS Calumet gon. Rueping's a amen 
tah Ee Qanuhooe Clete 11 con No. Y655 tan bal and No. Y755 black Raglan 
tolled e edge soles Yale rolled edge soles. Yale ; : 
™ eae - > roe blucher will be among the most rapid sellers of the 


coming season. This combination of Yale Last and 
Eight hour stock service a : ‘ ; 
2% 10 days Rueping’s Calumet (Norwegian) Grain Calf is bound 


to make a real hit. 


rat ¢ Ce When you can get shoes such as these right out of 
stock, your turn-over worries are considerably 


fT! 





lessened. 


‘mye GODING SHOE Co. 


833 W. Chicago Ave. - - Chicago 


bE ie 
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Show Fall Fashions Early 


Here’s Keith’s Konqueror “Priscilla” 
A New One That’s a Good One 






You will agree with us that the “Priscilla” is a 
wonderful pattern for two tone effects. It is a 
very striking shoe in two tone Russia Calf, as 
illustrated. In Patent and Beige it is decidedly 
kippy. The last has plenty of toe room. The 
shoe carries a 14-8 heel. As the shoe is made 
exclusively on order, we suggest you write for 
samples and prices now. It’s an advantage to 
show Fall Fashions Early. 


**PRISCILLA”’ 
Model No. 0199 


The Preston B. Keith Shoe Co. (szz"°) Brockton, Mass. 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Immediate 
deliveries on 
all grades of 
Skinner’s Shoe 
Satin. 


Skinner's 
Shoe Satin 


for Wear 


pearly Shoe Satin is made especially for 
{shoes and is as far ahead of other shoe satins 
in wearing quality as Skinner Linings are ahead 
of ordinary linings. 

Shoe Merchants should always specify Skinner’s 
Shoe Satin in ordering satin footwear. It is 
extra strong and can be depended upon to give 
satisfaction. 

Shoe Manufacturers will find that the use of 
Skinner’s Shoe Satin will ensure repeat orders for 
their satin shoes. 


“Took for the Name in the Selvage.”’ 








NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 


WILLIAM SKINNER & SONS Established 1848 
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Manufactured by the 
Lewis A. Crossett Co. 
with Larkide Sole and Heel 





LARKIDE 


These facts are proved by the interest 
now being shown by leading manu- 
facturers and retail shoe merchants 





ARKIDE Soles lend a beautiful style touch to all footwear—men’s, 
women’s, children’s. Larkide may be channeled, bottom-finished 
and edge-set with ease. The clean groove attained by the burnish- 

ing of selected full grain sole stock, is also attainable in Larkide. 


When the real test comes, Larkide fully measures up to its durability 
reputation on the foot of the wearer, LASTING THREE TIMES 
AS LONG AS THE FINEST SOLE LEATHER. The waterproof, 
non-cracking and non-slipping features also raise the estimation in 
which the consumer holds manufacturer and merchant. 


For shoes with a glossy, highly polished edge; for shoes with a smooth, 
velvety bottom; for shoes of unsurpassed durability; for shoes that 
will build up your business and enhance your reputation as a reliable 
business man— 


Specify Larkide Soles 


THE LARKIDE COMPANY 


201 DEVONSHIRE STREET. BOSTON, MASS. 


Absolutely Waterproof C , , Will not burn Feet 
: an be stitched with any thread : 
Will Not Depress Feet or awl adapted to sole leather. . Nom Ghecking 


Non-Slipping 
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SALESMAN 
FOR ALABAMA 


E want an experienced shoe sales- 

man who has been and is now 
selling shoes on the road to the retail 
trade. Only applications from this 
type of man will be considered. 


In applying state experience in full, 
giving names of past and present em- 
ployers, territories covered and length 
of time with each, and all other such 
details. Also state age, married for 
single and home address. 


Write to 


Lunn & Sweet.Co. 


Auburn, Maine 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 








ISTINCTIVE shoes for 
children feature lacing 


hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 


Insist on having what you want. 
For men’s, women’s and children’s shoes. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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POLL @H@L ent 





amma TRADE BUILDERS IN STOCK ssc, 











MANY OTHER SHOES FOR IMMEDIATE DELIVERY 
ALL THESE NUMBERS ARE 


High Grade Turn Pumps 
That Give Satisfaction 


No. 9066 











No. 9060 Stock No. 9066—Pat Chrome 13-8 Mil. 
Covered Heel. 

Stock No. 9065—As above in 17-8 Full 
Louis Heel. 


Also High and Mil. Heel, Satin as above. 


Price $4.50 


Stock No. 9060—Pat Chrome Full Louis 
17-8 Heel. 

No. 9061—As above in 13-8 Covered Mil. 
Heel. 

Also High and Mil. Heel, Satin as above. 


Price $4.50 





No. 9091 






Stock No. 9001—Black Satin "16-8 Full 
Louis Heel. French corded cut out in 
quarter. 

Stock No. 9002.—As above in 13-8 Mil 
Covered Heel. 


Price $4.00 





No. 9050 


No. 9024 





SIZES 26 . Stock No. 9050—Black Satin Jet Beaded 
rn 17-8 Full Louis Heel. 

Stock No. 9024—Pat Chrome 13-8 Cov- Stock No. 9051—As above in 14-8 Junior 

ered Military Heel. WIDTHS R-D Full Louis Heel. 

Stock No. 9022—As above in Black Satin. Exactly as above in High and Low Heels 


with Steel Beading. 


Price $4.00 Price $4.50 


B. FRIEDMAN 


145 Duane Street New York City 


ESTABLISHED 1880 








TOL LUO LULL LPL LO LPL ML rT | 
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Those thousands of steps 
every day— 


are they bringing business back to 
your store or carrying it away? 


times every day is the task imposed upon 

the feet. Is it any wonder that feet ache, 
legs ache and backs ache when shoes are not 
equal to their job? 


U and down, up and down, thousands of 


Nor is it any wonder that women are going from 
store to store to find the shoes that will carry 
their feet in comfort and in style through this 
unceasing up and down journey? 


When a woman finds the shoe that supports the 
arch with an unyielding bridge of steel when the 
foot is on the ground; then the instant the foot 
is off the ground becomes as flexible as if that 
steel had been completely removed—then the 
hunt for comfort is ended, and rewarded. 


The stores selling this wonderful patented com- 
bination flexible and rigid arch shoe know that 
it not only makes customers, but keeps cus- 
tomers. And that means good business. There’s 
a chance that your locality is still open: better 
write today and find out. 


oN 


Jen, ns 


icc 





Absolutely Yet Completely 
Rigid Flexible 














ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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Women’s Cotton Hose 


No. 599—Women’s ‘“‘Onyx’’ Cotton with mock seam and double top. Black 
only. Sizes 8-10; % doz. boxes; Eso o~ hen ebeniun ua eke $2.15 


No. 1730—Women’s ‘‘Onyx’’ Mercerized Lisle with high spliced heel, double 
sole, seam inleg. Black, White, Cordovan, Tan, Suede and Grey. Sizes 8- ny 
4, doz. OE NY GUE hn dccvncncsedeuncdadespeececeedieed eee $3. 


No. 1820—Women’s ‘‘Onyx’’ Mercerized Lisle with high spliced heel, double 
sole, and seam in leg. Black, White, Cordovan, Tan, Suede, Light Grey and 
Polo. Sizes 8-104; % doz. boxes; per doz...........cc cess ce ceeeees $4.00 


No. 1840—Women’s ‘Onyx’? Mercerized Lisle Drop-Stitch with high spliced 
heel and double sole. Black, White, Cordovan, Tan and Navy. Sizes 8- ye 
REN CU ee ER Seer 


No. 190A—Women’s ‘‘Onyx’’ Full-Fashioned Cotton Hose. Black, wit 
Cordovan and Unbleached. Sizes 8-104; 4% doz. boxes; per doz........ $4.2 


No. 1661RT—Women’s ‘‘Onyx”’ Cotton with ribbed top, high spliced heel and 
double sole. Black, White, Cordovan and Unbleached. Sizes 8-104; 7, + 
I MS 25 65-004 5 on b0-0s' so sdee al db oa5b ob £1 9600bdusenbeeanaekee 4.50 


No. 920RT—Women’s ‘‘Onyx’’ Mercerized Lisle with ribbed top, high bee 
heel and double sole. Black, White and Cordovan. Sizes 8-10; %doz. boxes; 


SE ee d:k:ntonnacanendtaaneshandtedherineeyedeeebassameaneeenan $6.00 
No. 370A—Women’s ‘‘Onyx”’ Full-Fashioned Mercerized Hose. Black, White, 
Cordovan and Tan. Sizes 8-10; 4 doz. boxes; per doz.............645: $6. 00 
No. 385A—Women’s ‘‘Onyx’’ Full-Fashioned Mercerized Hose. Black and 
Cordovan. Sizes 8-10; 44 doz. boxes; per doz. ............ 2c cece eeeees $6.25 
No. 360A—Women’s ‘“‘Onyx’”’ Full-Fashioned Mercerized Lisle Hose. Black 
and White only. Sizes 8-104; 1% doz. boxes; per doz.............+++: $8.00 


Emery 6 Beers Company, inc. 


Broadway at 24th Street, New York 
Chicago, Philadelphia, Boston, Buffalo, San Francisco, Los Angeles 


oon 


ara 
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STYLE 31—Welt 


Russia Calf Lace Oxford. Medium Shade 
Perforated Vamp—Lace Row and Quarter 


2\4— 8, Last 20, 7-8 Heel, AA-D. .$3.50 
11%— 2, Last 21, Low Heel, A-D.. 3.00 
814-11, Last 21, Spr. Heel, B-E 2.65 


STYLE 21—Welt 


Russia Calf Lace. Medium Shade. ° Per- 
forated Vamp. 


2%- 7, Last 20, AA-D........... 
1144— 2, Last 21, Low Heel, A-D .. 
8-11, Last 21, Spr. Heel, B-E... 
6 - 8, Last 21, Spr. Heel, C-E... 


TOCK the complete run of 
“Jel-Del” sizes and styles. 

Be able to produce the proper 

shoe for any child who may enter 
your store. You can fit all children 
with “‘Jel-Dels,” to the pleasure of 
their parents and your own profit. 


JEEDEL 


TO Gul 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 


LYNN. MASS. 























=p} 


A SHORT CUT 
TO ECONOMY 


RIVETING MAKES EVEN 
THE STITCH IN TIME” 
UNNECESSARY 


1379 
Composition 
Size 10 line (+3 Inch) 
STANDARD FINISHES 








1419 
LAKE PATTERN 
Patent Pending 
Composition or Iron Cast 
Sizes 344— Inch 
STANDARD FINISHES 





In their search for a short cut to economy 


many manufacturers of footwear are 
using buckles like those illustrated above 
which can be riveted to the straps quickly 
and firmly. The demand for these buckles 
speaks for itself. 


Nos. 1379 and 1419 are furnished in all 
the popular standard finishes and can be 
had promptly from all the leading jobbers. 


The “Anchor Brand” line includes every- 
thing desirable in buckles for use on foot- 
wear. It is complete in every respect, 
sizes, finishes, variety of designs etc. 


Bulletin 135 is just off the press. 
It shows at a glance what we make 
and is yours for the asking. 





SAMPLES SENT FREE 
ON REQUEST OF MANUFACTURERS OR JOBBERS 


NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 


BRANCH SALES OFFICES 
NEW YORK 
127 DUANE STREET 


CHICAGO 
326 W. MADISON ST. 


ST. LOUIS 
608 VICTORIA BLDG. 


SAN FRANCISCO 
POSTAL TEL. BLDG. 


August 19, 1922 
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TURN NOVELTIES IN STOCK 


We are constantly showing 
Novelty styles which are 
worthy your attention. Let 


us hear from you regarding 





No. 160 
your re uirement A Black Satin One Strap Junior Louis 
” q . Heel. In Stock. Widths A, B, C 
Colonials and Price, $4.00, less 5% 10 days. 

Other Novelties —e 
Same as above, full Louis Heel. 
Made To Order In Stock. Widths A, B,C. Price, 

$4.00, less 5% 10 days. 
Factory, Haverhill, Mass. 
Boston Office ——_ 
183 Essex Street, Room 306 Atients Ga S. Tomasso, Jr. Harry Newman 
ana Chicago and Vicinity Middle West 


Gene Ricker in charge 
of wholesale trade Southern States 




















FOUR POPULAR FALL NUMBERS 


Strictly 
High Grade 





Style 716 BOMBO 
ETTE Style 717 


Tan Calf, Atta red calf wing tip, vamp 

band, saddle strap and back stay, 9 per- Black Satin French bound, 1-6 apace stitch 

forations all over, 7 iron Goodyear Sy all over, 9 iron, turn sole, 29 last, 14-8 box- 
covered heel $5.25 


white stitch, 32 last, 12-8 leather heel. $5.40 


September 1st 


AA—4 1-2 to 8 A—4 to 8 
B and C—3 to 8 





29 last, 14-8 leather Cuban heel. ... . $5.15 








or 








Style 719 GOTHAM — . GOTHAM Style 718 
Patent Leather, French bound, 9 perfora- TERMS, NET 30 DAYS Black Kid, French bound, 9 perforations, 
tions, vamp straps, quarters and imitation vamp straps, quarters and imitation tip, 
tip, 6 iron sole, close imitation turn edge, 6 iron, :sole,.close imitation turn edge, 27 

last, 1 13-8 leather Cuban heel........ $5.25 











| Wcmniesst ci SHOE CO. — es Rochester, N. Y. 
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THE WISHBONE STRAP 


to Wishbone Strap displayed this week is an advance model 
of wonderful sales possibilities. Past experiences have taught 
us to prepare for a sweeping demand. We are, therefore, going 
ahead under “full steam,” in order that no merchant may be dis- 


appointed. 


Leather throughout, fashioned along distinctive lines, calculated to 
bring about rapid turnover, these are a few of the features that 
prove profitable to merchants who purchase Jones & Thomas foot- 
wear. 


Future deliveries to best of our ability. Shipped from the factory, or 


from your nearest wholesale distributor if you wish. 


Let us serve you with the product of our forty- 
six years’ conscientious shoemaking endeavor. 


my 
aw 


Haas’ 











V.K*AH. JONES & THOMAS COMPANY 
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BLACK DIAMOND 
CHROME PATENT 


A Lawrence Leather that develops 
to the fullest the beauty of 
patent footwear 





‘‘Lawrence Leathers 
are 
Reliable Leathers’’ 














There is every indication that Patent 
will be a mighty strong factor for Fall in 
both men’s and women’s models. Black 











Diamond is a strictly full-grain patent 
side that can be depended upon to yield 
complete satisfaction all along the line. 


A. C. Lawrence Leather Co. 


161 South Street 
Boston, Mass. 














NEW YORK 

PHILADELPHIA CALFSKIN 
a aaien SIDE LEATHER 

ROCHESTER SHEEPSKIN 

CINCINNATI PIGSKIN 

MILWAUKEE COUNTERS 
GLOVERSVILLE WELTING 
INSOLES 
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Our New Fall Number 


297 


Is}Now Ready and in the Hands of Our Salesmen 
Deliveries to Start in a Week 


WELDREST No. 597 is absolutely a stocking that will not only stand 
unusually hard use, but will also stand direct abuse. It is made of 6 
strands crack extra silk plaited on the finest quality 2 ply Sea Island 
Lisle Yarn. 


This stocking can be subjected to any test or trick demonstrations 
with nail files, that is being used by house to house canvassers, and 
furthermore, cannot be torn with nails or strain such as they dare 


not attempt. 


WELDREST No. 597 is an effective weapon that will help you fight 
this competition, yet it is a beautiful silk stocking of fine gauge and 


superlative quality. 


Remember, WELDREST is never peddled from door to door. We do not sell 
firms that employ house to house canvassers. On the contrary, we make 
merchandise that will successfully and satisfactorily compete with any 
demonstration practised on hosiery by anyone. 


ALLEN HOSIERY COMPANY 
23RD STREET AND ALLEGHENY AVENUE 
PHILADELPHIA, PA. 


New York City Philadelphia Baltimore Allentown, Pa. 
288 Fourth Avenue 1009 Filbert Street 100 Eutaw Street 529 Hamilton Street 
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The Correct 


DG 











Style No. 716X—Black Satin Sally, 14-8 Louis 
heel, 40 last, dime toe, widths AA <, September 1 
delivery from Kansas City, code * “Arlington.” 

Price $4.75 


Style No. 730X- Dull Calf Sally, 13 -8 Louis? ‘heel 
56 last, quarter toe, widths AA-D, September 1 
delivery from Boston, code ‘ ‘Hilarious. 

Price ° . . 


—presenting Sally 


Anybody can make a one strap, but this 
new pattern is truly representative of “The 
Correct Dodge” workmanship that you all 
know so well—STYLISH—GRACEFUL— 
FITS PERFECTLY THAT 
SOMETHING ABOUT IT which makes 
ee ey “THE CORRECT DODGE” appeal to your 


St . . . . 
Sime Mtay ta'Chices, "aie tag? discriminating customer. 


Salsa ae naaee'teae? Nathan D. Dodge Shoe Co. 


delivery from Chicago, code * ‘snappy. 
Newburyport, Mass. 


Price pee oocese eee 


IN STOCK DEPARTMENT 


Boston Mass —179 Lincoln St., 416 Chicago, Ill—19 So. Wells St., 310 
Albany Bldg. Lees Bidg. 

New York, N. Y¥.—108-110 Daune Montgomery, Ala.—105 Bibb St. 
St. Cotton Exchange Bldg. 

San Francisco, Calif—770 Mission Denver, Colo.—Corner Arapahoe & 
St., Keil Bldg. 15th Sts., Room 414-415 Mercantile 

Kansas City Mo—Ninth & Main Bldg. 
Sts., 215 Sheidley Bldg. Newburyport Mass. 


OTHER OFFICES 
Philadelphia, Pa....... Saas .929 Chestnut St. 


Style No. 689 x— -Imported Silver Cloth Opera PE MI inigin ca nie'Gcs cweeies: x -. ALS Browning Ave. 
widths AA~D. at 9 Loate hesl, © last, sme toe, Seattle, Wash..........................-.2716 Warren Ave. 
code “Butterfly - Prie PN, Cilia ctadsccccncenas %eés -Hotel Henry 


a eee Pi illingsworth Hotel 


Style No. 714X—Sterling Patent Kid Behrl, 14-8 

Spanish Louis heel, oS inet. dime toe, 5 Aa-c, 

im - 

Style No. 698X—Crystal Cloth vamp, silver bro- a ae 
ecaded quarter Eleanor Thetis, 17-8 Louis heel, 45 
last, nickle toe, widths AA-C, at once delivery 
from San Francisco, September 1 delivery from 
Newburyport, code “Zip.”’.. .».. Price, $6.25 


Style No. 688X—Dull Calf Opera, pene sewed, Style ya 672X—Patent Leather Patricia, red kid 

tf Military heel, one last, quarter toe, at once front, ry Spanish Louis heel, 40 last, dime toe, 
delivery, from Boston, widths AAA- + code widths AA(C, August 25 delivery trom’ Newbury- 
2 . Price. 7 port, code Lipstick. Price, $6.00 
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Farm Wealth on the Up-grade....... .56 


With very few exceplions the farmer has put 
his house in order and is harvesting or about 
to harvest a crop which will prove to be the 
first stepping stone to prosperity. 


What Do You Know About Feet?....60 


A discussion by Dr. Herman W. Marshall 
of the relation between the forepart of the foot 
and the forepart of the shoe. 


Alibis and the Balance Sheet.........63 


The real merchant never needs an alibi to 
account for left-overs on his shelves. There 
are none. How this can be accomplished in 
your store, is told forcibly in this article. 


The Highway’s Clear—Red Lanterns 
Taken Down 
A remarkable speech by a remarkable man 


before the recent convention of the Wisconsin 
Association. 


? 











“Advertising frequently makes it possible for 
the executives of an expanding business to 
pass their enthusiasm and vision unimpaired to 
the public—to multiply their individuality 
thousands of t mes. Through the long route of 
salesman, jobber, jobber’s salesman, dealer and 
clerk, the true story of a product is often lost. 
The reflection comes in lost sales.” 


From “48 Ideas on Advertising,” by the Mitchell- 
Faust Advertising Company. 


The sound truth of the above thought is born 
out each week in the advertising pages of the 
Boot and Shoe Recorder. 


One of the finest, most heartening tendencies 
of our industry is the growing willingness of our 
big men to give vent to their enthusiasm and 
vision through advertising. 

In the old days—the manufacturer was in- 
clined to be secretive—to keep all his cards 
buried, face down. The total result was loss of 
business and loss of momentum. 


Frankness and fair publicity are today’s tools. 
And how cleanly they are cutting! They work 
for every one in “the long route of salesmanship.” 


he 























t 19, 1922 
BOOT AND SHOE RECORDER Augus 























Parlor City Shoe Company 
The Store of “High Quality—Low Prices” 
57 CHENANGO STREET 
BINGHAMTON. N. Y. 


August 9, 1922, 


Rice and Hutchins, Ince, 
10 High Street, 
Boston, Mass. 





Gentlemen:- 


Having 
inventory we be 
in the resulting 
EDUCATOR SHOES. 


We maintain a stock sheet and summary 
card system which gives us all details at a glance 
and it is our Pleasure to state that with your 
dealer's advertising helps we are turning oar 
EDUCATOR stock between four (4) and five (5) times 
@ year. We believe that we are justified in expect- 
ing better results in the future as we find the demand 
growing ®specially on the new Modified lasts, 


Every time we inventory, Our sections 
of BDUCATOR SHOES look to us like Oases in & desert. 
No odds and @nds, no Out-of-style €00ds and no dis- 
Continued numbers, Every line a trade builder, 





Thanking you for your Co-operation in the 
past and Wishing you continued Success, we are 


Very truly yours, 


PARLOR CITY sHoER CO. 


“IT IKE OASES IN A DESERT 


blic 
“3.9 ” but the real test of pu 

ll well when people have “don’t care —— 

pone eS — sain comes when people buy carefully wi 

(218) 


i ing the past twelve 
‘hav n a severe test during 
or eg 8 makers when other stocks 


appreciation for real 


The profit-making possibilities of shoe stoc 


o- 4 a y tt pr nm 
months I du ators s od the est—the lookeed even be er as ofit 


i iduc Sh . ast. 
Some claim that Educator The real reason is that they move too f 


¢ never out of style. ‘ 
own, and are never cp mite 
Educator stocks are in 


RICE & HUTCHINS, Inc. 


’ U. a. ; 
DUCATO 
et pea 











in replies to advertisements. 








The Boot and Shoe Recorder will appreciate your 


























> Yr SS 
BOOT AND SHOE 


RECORDER 


Cthe Creat pent Shoe Mee eekly 


























The Farmer Is Making a Profit 


He Now Considers His Business as an 
Accounting System 


HE part of the country where we center our 

greatest attention in the early weeks of the fall, 

is adjacent to what is known as the geographical 

center of the United States in Smith County, northern 
Kansas. 

The prosperity of the farmer is the great big item of 
industrial news, for it means money to buy all the 
commodities of civilization. The real wealth of the 
nation is in its harvest. All factories and all brains in 
cities and stores depend on the harvest of the farmer. 
Already we see a good crop ahead; one of the best in 
the history of the land. 

The farmer occupies a tremendous seat of power in 
the world. The farmer today is having more done for 
him in Congress than ever before. His strength as a 
factor in politics, is well understood by a study of the 
items of the coming tariff. Everything was done by 
the law makers to consider the farmer and his industry 
and that the articles of manufacture upon the farm 
should be well protected. 

Likewise, the farmer has awakened to the fact that 
his farm is an accounting system. Records of farm 
operations are carefully kept and even radio service is 
enlisted in keeping the farmer posted on prices, and the 
best time for him to sell his commodities. 

Selling organizations in the form of produce associa- 
tions have done much to give the farmer profit by 
setting standards of quality and ethics in distribution. 
The outlook is for 3,000,000,000 bushels of corn, a 
banner hay crop, the biggest potato digging festival 
in history with one exception; 14% billion bushels oJ 
tobacco and two hundred million bushels of apples. 
The unfailing generosity of nature shows us that pros- 
perity with her is an item of sun, rain, and plenty of 
work. 

We are trying to show in this week’s issue that the 


farmer by his works is transmitting the information to 
the merchant in his community, that he expects a good 
business in foodstuffs and money in hand for which to 
buy footwear and supplies. There is a healthy pros- 
pect ahead for a normal amount of shoes to be sold. 

The prediction we made last November that by 
Harvest time this year, business would be at least 10 
per cent better than the business of 1921 has a fair 
probability of being accurate. There is activity in 
cities and factories due to the possibilities of farm 
trade, but let us not mistake the rush of orders as being 
the return of the hysteria for stocks on the shelves as in 
1919—it is but a plug in the end of the funnel of pro- 
duction—the merchants of a nation trying in six 
weeks to get the shoes of a season. 





Honor to Charles H. Jones for 
Tariff Victory 


ET’S hope that no unforseen difficulty will get in 
the way of the favorable action continuing “‘free 
hides.”” The Senate voted 39-26 against the tax on 
hides as a committee of the whole. A decisive victory 
has been achieved for, but a few months ago it was a 
positive conclusion that there would be a tariff on 
hides. Who brought about this remarkable change of 
opinion in the Senate? 

The honors go to Charles H. Jones who with his high 
intelligence, dogged courage, and splendid optimism 
won a battle against tremendous odds. No man East 
or West measured up to his service in the conflict. 
The fortunate issue of his work preserves for the 
tanner, shoe manufacturer, and merchant, an inde- 
pendence which is absolutely essential to the continued 
successful conduct of their business. 
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The fight for Free Hides was won on its own merits. 
Inasmuch as it was largely won by the efforts of Mr. 
Jones, the Recorder points out that the most con- 
spicuous service rendered by any man in the industry 
in years is the one we now record as the victory of the 
persistent and successful work of Charles S. Jones. 

In August, 1909, the New England Shoe & Leather 
Association presented Mr. Jones with a bronze figure 
of Victory for the fight extending over a period of 
twelve years for the removal of the 15 per cent duty on 
hides. At that time, Louis A. Crossett said, “We all 
admire a fighter and we especially admire a man who 
will fight fair and take advantage of nothing that is 
underhanded.”” At the same time Mr. Jones said, “In 
consequence of this victory I believe that the old- 
fashioned methods of manufacturing shoes by in- 
dividual organizations and individual concerns will 
remain, and will be the custom, for I believe that is the 
most important phase of this great victory for free 
hides.” 

The change of opinion in the Senate began with Mr. 
Jones’ favorable efforts in changing the point of view 
of the Farm Bureau. Later he visited every Senator 
with one exception and pursued the policy that he 
adopted so many years ago, and which he then em- 
phasized, as follows: ““My experience has been that if 
a man makes exaggerated statements they come back 
at him, and it is a good deal better to be conservative 
and stand on ground that no one can dispute.” 

At this time we also want to render praise to the 
National Shoe Retailers’ Association for arousing re- 
tail merchants in every section of the country to inform 
their Congressmen as to the truth of free hides, and 
likewise we render praise to the National Boot and 
Shoe Manufacturers’ Association, for its hearty co- 
operation in the tariff fight. 

Invaluable assistance also was given to Milton H. 
Florsheim. the New England Shoe and Leather 
Association and others. 


Professional Golfers Sell Shoes 


© what extent are golfing shoes being sold in your 
prensa through the professional golfers at the 
golf clubs? 
The Recorder has pointed out several) cases of other 
forms of nibbling competition—the man who goes 
from office to office with shoes at a better price because 
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he pays no rent; the upstairs store with its argument 
that the higher the steps the lower the cost, and 
countless other little forms of competition. 

Nothing much can be said as to the ethics of the 
professional golfer’s perquisites. Perhaps the selling of 
shoes is but another method to eke out his income. 
This practice is more in vogue in England than here. 
The professional golfers’ association in that country is a 
powerful organization and possess a trading depart- 
ment through which members obtain golfing requisites 
on the co-operative principle. English retail mer- 
chants have protested the selling of shoes through pro- 
fessional golfers’ shops in clubhouses and the National 
Association of Shoe Retailers has a resolution before it 
viewing with distinct alarm the selling of shoes through 
channels other than the retail shoe store. 

The real point which we wish to emphasize in this 
editorial is that in any community where the pro- 
fessional golfer undertakes shoe selling the policy to 
pursue is of “going him one better.”” If he has the 
privilege of circularizing the members of the club, get 
that privilege likewise. Point out that a wider stock 
in sizes and widths permits better fitting, and put in a 
few specialized arguments as to the functioning of your 
shoes, and there is no question but what you will 
capture the business. 

The shoe store has existed as a service station to the 
public for its foot-needs for so many years that it has 
the preponderence of power in merchandising. The 
professional golfer, is at any club, in short-term service, 
where the store promises to be in that town for many 
years to come. The golfing business is getting to be 
such a real item in men’s footwear that it deserves 
more active attention. 





How About Trying ‘‘Home 
Tanning” 


HERE are a number of farm bulletins interesting 
to read, particularly those under the titles of 
The Care of Leather, Farm Bulletin 1183, Country 
Hides and Skins, Skinning, Curing, and Marketing, 
Farm Bulletin 1045 and Home Tanning, No. 231; all 
being issued by the United States Department of 
Agriculture, Washington, D. C. 
One can learn in “Home Tanning” how to take a 
single hide and by the investment of what we estimate 
as being around $30, produce something that looks like 
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solidified glue, and which might be useful as chewing 
gum for Eskimoes. 

Undoubtedly the Agricultural Bureau has thought 
of a more useful field of endeavor by the issuance of a 
pamphlet on “Home Brew.” If it has not, we recom- 
mend a combination of the tanning formulas with such 
ingredients as raisins, prunes, peaches, or elderberries 
which when nature takes its course becomes a power- 
ful mixture suitable for cleaning out drains, etc. 

There is far too much non-descript publishing done 
by Governmental Departments. “Home Tanning”’ is 
one of the arts of a primitive form of society, but the 
farmer who tries to do it would be money and time 
ahead by buying his leather already tanned. 

It might, however, be a good education to the farmer 
for him to do some tanning by the methods suggested 
in department circular 230, if for no other reason than 
to give him an appreciation of the cost of leather in 
shoes handled by the finders or shoe merchant in his 
community. 


To Arbitrate Trade Con- 
troversies 


UCH good work is being done by the Council of 
Arbitration. This industrial method of settling 
controversies is an instrument of the National Boot & 
Shoe Manufacturers’ Association, National Association 
of Shoe Wholesalers, National Shoe Retailers’ Associa- 
tion, and the Tanners’ Council. 

Since this excellent body has functioned in the 
settlement of disputes between buyer and seller, there 
has been an increased respect for standards in business, 
and a decrease in complaints between individuals mak- 
ing and selling shoes. 

The Recorder can heartily commend the work of the 
Council of Arbitration and to suggest to merchants and 
manufacturers the use of its facilities, when there are 
matters coming up difficult of adjustment. 

For this year J. Dudley Smith, Secretary of the 
National Boot & Shoe Manufacturers’ Association, 342 
Madison Avenue, New York, is the first factor in out-* 
lining the method of adjustment and to him should be 
referred any topic over controversies. It is a good 
thing for a big industry to have some such organization 
functioning in its behalf. What is more to the point it 
actually accomplishes much and lives up to its charter, 
“a Council of Arbitration for the purpose of affording 
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opportunity to their respective members of adjusting 
and settling commercial differences.” 

If labor and mine operators, or railroad chiefs, or 
factory executives were as considerate of each other as 
the members of our trade show themselves to be in 
matters brought before the Council of Arbitration there 
would be far more real prospects of prosperity. 


Check Up Your Advertising 


PROMINENT New Haven advertiser drew a 

good illustration when he remarked, “‘Advertis- 
ing is much like an irrigation system. It can be turned 
upon the dry spots of your business to the benefit of 
good result. Furthermore it has a far-reaching and 
wide power in a manner so that it can be controlled 
and turned off and on where needed and not needed. 
In some cases, advertising, like an irrigation system 
can be applied very generously and in other cases, 
lightly.” 

Admitting this statement to be quite true it further 
emphasizes the need and value of knowing just where 
your “dry spots” are so that they may be properly 
irrigated. A careful review of your customers’ ad- 
dresses is a good check. By following out this plan 
you are able to learn what sections of the city bring in 
the best returns. It quite frequently happens in the 
shoe business that one satisfied customer leads to 
many others and frequently the development of a 
whole territory can be traced to the satisfaction made 
known by one particular resident. By so reviewing and 
checking up your sales you can find the territories best 
needing irrigation and the kind of irrigation that might 
be best applied—form letters, circulars, newspaper 
advertisements, or other means. 

Advertisers conducting their business on a maximum 
scale find the newspapers an excellent irrigation method. 
They are able, by means of newspapers, to increase 
advertising in one section and decrease it in another. 
The local shoe merchant can do this to some extent, 
but owing to the limitations of his territory and in 
view of the fact that the average town supports only 
one or two newspapers, this cannot be carried out 
with such a far-reaching effect. However, you can to 
some extent guide your newspapers advertising through 
check-up of your sales which will indicate the proper 
way of newspaper advertising needed and the class of 
people this advertising should be keyed to. 
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Harvesting wheat in the great Northwest as il looks today. So great is Wall Street’s confidence in the increased purchas 
ing power of the farmer that prices of stocks of companies that sell their products to farmers 
have risen materially in the last month. 


Farm Wealth Now on the Up-grade 


Prosperity Has Its Roots in the Soil and 
the Soil Is Yielding Big Crops This Year 


By E. C. LOGAN 


ATS off to the American farmer. He has 

H stuck to the job and has never learned 

the definition or the pleasure of that 
popular pastime “‘Strike.”’ 

Did you ever hear tell of a farmer’s convention pass- 
ing a resolution favoring a six-hour day and a five-day 
week? 

Did you ever hear the head of a national or interna- 
tional agricultural association say: ‘“We will brook no 
interference with the present prices of farm products?” 

Did you ever hear of the Red Cross establishing soup 
kitchens or bread lines on an American farm? 


Farm Wealth Won by Work 


While the American farmer has never learned the 
definition of the word “‘strike’’ he has ever known the 
definition of one word and that word is W—O—R-K. 

During the era of rising prices the American farmer 
did what every class of business men did. He expanded; 
he bought more land, more machinery; stocked up 
heavier on farm animals. He prepared to do business on 
a bigger and broader basis and to do it, he likewise did 
what business men in other lines thought profitable to 
do—he borrowed money. 


Liquidation Now Over 


When the slump came he was hard hit. He was 
forced to liquidate. It has not been an easy matter nor 
a task that could be accomplished over night. 

Like American business men in other industries the 
farmer, planter and stock grower swallowed hard, laid 


awake nights and walked the floor, but kept on working 
and producing. 

No other industry is in so indefensible a position as 
the farmer when it comes to naming the selling price of 
his products. He sows, plants and cultivates and har- 
vests his crop with only the slightest idea of what he 
will get for them or what the demand will be for the 
things which he has produced. 


Getting Out of the Woods 


He raises livestock with little knowledge of what the 
market price will be when they are ready for market. 
But thank the Lord, he keeps on planting, cultivating, 
and harvesting his crops. He keeps on raising livestock, 
using his best judgment as to quantity, but he works 
and produces. 

Blanket reports of crops, industrial conditions and 
business conditions that cover the whole country are 
exceedingly helpful in portraying the trend of affairs 
nationally, in various industries. 

Diagrams and graphic charts which picture the con- 
ditions as gathered from such reports are used exten- 
sively by many great financial and industrial institu- 
tions as a guide in shaping their courses in the conduct 
of their various businesses. 

Government crop reports and reports compiled by 
individuals governing the entire country, produce the 
best evidence that the American farmer has not laid 
down on his job so far as quantity production is con- 
cerned. 
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Wheat Crop Above Normal 

Reports of Federal Reserve Banks indicate that 
while the American farmer is not out of the woods he is 
rapidly approaching the timber line and is getting 
where he can see daylight and sunlight ahead. 

According to the government crop reports that Amer- 
ican wheat growers have produced this year considera- 
bly in excess of the normal 800,000,000 bushels of wheat. 
Forecasts indicate that corn production will be con- 
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satisfactory price for the products of the soil. The 
farmer is justified in his optimism. 


Problems the Farmer Has Solved 


The American farmer has been up agaimst the same 
problem that the manufacturer, the merchant, and 
every other business man has been up against. He 
has had to find some way of lowering his overhead 
in order to make a profit at a reduced selling price. 


siderably beyond the yearly 
average of 3,000,000,000 
bushels. 

While it is a little early to 
make predictions of the cot- 
ton yield because of the im- 
possibility of reckoning the 
damage rot by the boll wee- 
vil, the indications are that 
the total cotton yield will 
not fall short of the annual 
average and in certain sec- 
tions the outlook is exceed- 
ingly bright. 

Most fruit crops are well 
up to yearly averages both 
north and south. 


Big Demand for Farm 
Products 

The production and con- 
sumption figures of various 
industries indicate very 
clearly that business has 
been pursuing a constant 
although gradual up trend 
for many months until the 
effects of the strikes in the 
coal mines and on the rail- 
roads and the consequent 
un-employment resulting 
therefrom have had a ten- 
dency to slightly change the 
curve. 

Every indication points to- 











Crops Coming Along Finely, 
Says Bank Expert 


The leading topics of interest in the past 
month, have been the crops and the strikes,” 
says a statement issued by The National City 
Bank of New York. ““The crops have come along 
finely. The farmers have been doing their part 
to supply community wants without sulking 
or striking, although not much consideration 
for their needs is shown in some quarters. The 
outlook is for one of the best all-round crops. 
The coal strike has caused the banking of a 
number of furnaces, but has not affected either 
industry or trade generally. 


“For the week ended July 15, total car-load- 
ings were 860,907, which compares with 774,- 
884 in the corresponding week of 1921, 942,851 
in 1920 and 902,296 in 1919. The loading of all 
commodities except coal exceeded those in any 
other week on record, except the weeks of Sep- 
tember and October, 1920. A scarcity of com- 
mon labor is complained of, particularly in the 
iron and steel industry, and numerous wage- 
increases are reported. The automobile and 
tire industries have made new production 
records, but competition is sharp and prices 
are being slashed. In the oil industry, under 
heavy production, large stocks of crude have 
accumulated and two price cuts of 25 cents per 
barrel each have been made. Gasoline prices 
also have been reduced, but the consumption 
of gasoline is at a record-breaking rate. 


House-building is at the height of activity. 
The strike of cotton-mill operatives in New 
England, which has lasted about six months, 
is waning, and an increasing number of mills 
have put into effect the wage reduction of 20 
per cent with an increase of weekly hours from 


48 to 54. 


With the strikes out of the way, and espe- 
cially with lower fuel and transportation costs, 
the outlook for fall business would be very 
g ” 


























He has solved the problem 
to a great extent by work- 
ing more and spending less. 
When it became necessary 
he put his Cadillac on jacks 
in the garage and drove old 
Dobbin. Naturally he did 
not drive so much and con- 
sequently had more time to 
work, 

He will be able to show a 
profit on a lower selling price 
and he will have money with 
which to buy not only his 
needs but to supply many of 
his wants which are beyond 
his needs. 


Minor Drawbacks Noted 


While blanket reports of 
the Agricultural Dept., at 
Washington, and the blan- 
ket reports of the Federal 
Reserve Banks are in a gen- 
eral way quite promising, at 
the same time unfortunately 
there are some holes in the 
blanket. 

In some sections wheat as 
it has come from the separa- 
tor is not of the best quality 
nor is the yield up to early 
season estimates. 

Local bankers, merchants 
and farmers are sometimes 


ward a speedy settlement of the differences between 
coal miners and operators and even before this is in 
print the unionized minds of the country may very 
possibly be producing coal. 

Public sentiment in this country is so great that no 
individual interest or group of interests can long 
maintain a situation that is at variance with that 
public sentiment. The people of the country want coal 
and need coal and when the miners and operators have 
settled their differences the railroads will of necessity 
have to speedily work out some method of transporting 
the coal to them. These differences settled and these 
two big industries back to a working basis, the demand 
for farm products will be equal to the production, and 
every indication points toward a good normally 


apt to see only the hole and feel themselves unfortunate 
to be located in the center of it instead of viewing the 
blanket as a whole and being thankful that the holes are 
so small and cover such a comparatively small area of 
the country as a whole. 

The peculiar part of the situation is that a merchant 
in one county is blue and down at the mouth, while his 
neighboring merchant in the adjoining county is 
enthusiastic, prosperous and optimistic. 

The Recorder like other big business institutions 
must rely to some extent on outside sources for general 
information, but when we want the real inside facts 
about conditions in any industry, or in any community, 
we go to some member of the great Recorder family. We 
know we are getting first: hand, unbiased information. 





BOOT AND SHOE RECORDER 


Colton Looks Fine 


B. Gould, of Helena, Ark., says: 

“Cotton for this immediate section at present 
writing never looked better. If the boll weevil does not 
do over 20 per cent to 25 per cent damage this immedi- 
ate section should have a banner year, giving the mer- 
chant and farmer both an Opportunity to make good 
last years losses, at least this is my private opinion as 
the crops here have been made cheaper than in the last 
five years, therefore money should be plentiful.” 

From the viewpoint of Albert K. Cohen, of Little 
Rock, Ark. : 

‘The present outlook for the cotton crop in Arkansas 
is better than ever in its history. If weather conditions 
continue favorable for ten days longer—cotton will 
virtually be made. The corn crop is already made and 
has been very successful. Naturally, this is going to 
make everyone feel very optimistic for Fall business. 

“In regard to collections, we can not speak on that 
subject as they will not be made until the crops are 
harvested and sold so that they will have the money to 
pay with. The outlook for Fall business is very 
encouraging and we feel as though we are going to 
have a good Fall season.” 


Planters Are Jubilant 


Mr. E. Levi, of Greenville, Miss., reports that the 
cotton crop in that vicinity at the present time is good. 
However, the boll weevil is showing up in great 
numbers. 

“August is the critical month with cotton and if the 
deterioration is not too bad, this section will make the 
best cotton crop that has been made in several years 
past,”” he says. 

The planters are feeling jubilant over their prospects 
for the coming season naturally the merchants are 
anticipating a good fall business and we believe that the 
majority of farmers and planters will liquidate their 
indebtness, this coming fall. 


But Rain May Interfere 


The opinion of R. C. Dresley of Grenada, Miss., is 
that much depends on the weather for the next ten days 
to two weeks. “If it is hot and dry and half grown, 
bolls and even smaller ones have a chance to mature, 
that is, a fair percentage have a chance,” he says. 
“Should it begin raining and rain for four or five days or 
a week the bugs will get everything up to half grown 
bolls and enough rain can soften even the older bolls to 
where they can be punctured and ruined. There is 
nothing certain about the yield until it opens. 

“The best that can be said at this time on the cotton 
crop is that it is spotted. Practically all fields have 
weevil, some slightly damaged and others a good deal of 
damage. Where it has been dry and the damage is 
slight, where it has rained even once in the last two 
weeks they are destroying all tender fruit. If the 
cotton crop was.ripe, this section would estimate at this 
time a crop of ten million bales. 
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Young Corn Crop Good 


“Old corn, which constituted 40 per cent of the corn 
planted is a failure, the young corn is real good and will 
make as good corn as in years provided they can get a 
good rain within the next ten days. 

Abe Rubel & Co., Corinth, Mississippi says: 

“The condition of crops is the only thing that could 
acuse the mental condition of the farmer to improve. 
Beef cattle and all other prices would have no effect on 
him if this crops were poor, except the price would 
bring him full returns and then he would complain. 
They are only that which they are compelled to or have 
to buy. 1921 accounts were pretty well paid but those 
that were made in 1920 a good many are still on the 
ledgers and are very slowly being taken care of. We 
can only expect a good Fall business with a good crop 
at a good price. There has been very little credit 
business done this year. The smaller merchant could 
not afford to give much credit and the larger concerns 
refused to, which was very wise. On the whole this 
section is in fairly good shape.”’ 


One Rift in the Lule 


W. D. Adrianne, of San Luis Obispo, Calif., says in 
his section they are not buying freely, but are curtailing 
in every way possible not meeting their bills nor taxes 
and are still very much in the “‘woods.’’ The past two 
or three years of prosperity have spoiled them and the 
present prices of their commodities have made them 
very discouraged. 

“The money they made has in most instances been 
spent, and many will have to go under, I fear.” he says. 
“Cattle prices are also very low 614 and 61% for prime 
beef. Together with the Railroad strike and depression 
among the farmers, the outlook for business activity is 
not very bright in this section. 


Good Prices for Citrus Fruits 

B. A. Edginton of Whittier, California reports that 
citrus fruit and walnuts are the products of that 
locality. “Our town” he says, “is surrounded with oil. 
The frost of last winter retarded things some though 
the crop has been 50 per cent to 90 per cent with 
advanced prices making things about normal with us. 

H. M. Hewitt of Sheridan, Wyoming asserts that 
crops are good! ‘We look” he says “for the farmer an 
the stockman to loosen the tension. Strikes just now 
have caused more trouble in business than the farmer.” 


Low Prices for Cattle 

The views of Harry A. Drachman of Tucson, 
Arizona are that at the present time the stockman can- 
not get a fair or decent price for his cattle. The cattle 
are in good condition, but the buyer wants them for 
nothing and it does not look like there will be very 
many cattle sold before next spring. The cotton 
market is not very encouraging and the amount of 
wheat and other grains are not very large and the 
farmer will not get very much money out of his crop. 
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Mining Industry Looking Up 


“The copper mining industry which is our largest and 
best is at the beginning of starting up” he writes, “and 
when it does get in full working order our State will be 
in excellent shape. At present there is a demand for 
some copper and some of the large companies are 
looking for miners but they have been hard to get, all 
of them having left the State when the mines closed 
down. The price of the copper is very low and the 
demand small.” 

Frank F. Wulff of Colorado Springs, Colo., states that 
the crop conditions and prospects in the state of 
Colorado have never been so good as they are to-day. 
The small grain crop is very good and the corn is the 
best ever raised in the state. The yield of beans and 
potatoes undoubtedly will exceed any previous year’s 
production by 50 per cent.”” And 1 note from the 
records of the Agricultural Dept., of the state we have 
approximately 300,000 more acres of crops in Colorado 
this year than ever before. 


Prosperity Headed for Colorado 


“This should indicate very clearly that prosperity 
for Colorado merchants is an assured fact. I honestly 
believe that we will have the best business this Fall and 
Winter and early Spring that we have ever had in this 
state. Cattle prices and sheep prices have made a lot of 
money for the stockmen and the sugar beet crop in the 
irrigated districts is also very large, so everything 
points to increased prosperity for all Colorado, and we 
are very thankful for this encouraging prospect.” 


Farmer Wants Good Goods 


J. G. Mittelback of Iola, Kansas says: 

“Our business has shown an increase over 1921, 1 
mean by this every month has shown an increase. We 
have accomplished this by two things: first, we are 
working on a volume basis, second advertising. The 
Farmer is patronizing the man that is selling good 
merchandise on a close margin of profit, which is just 
the thing that he is doing. 

“There is a better feeling among the farmers as well 
as the laboring class, for they have realized that there 
is only one way to produce and that is by work, instead 
of standing on the corner chewing the rag.” 

The opinion of E. B. Clark of Wellington, Kansas is 
as follows: 

“Our wheat is selling today from the Farmer’s 
wagons at 88c for good No. 1 wheat. In the western 
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part of the state they are selling for 95c for choice dark 
hard wheat owing to the fact that it is better for milling 
purposes. 

Silver Lining in Kansas 

“During the past week there were three foreclosures 
on farmers in one community to my knowledge and 
there were probably several that I know nothing about. 
The farmers ARE NOT getting out from under as a 
whole, and many of them are not paying the interest as 
it falls due. As an instance, I have before me a list of 
the chattel mortgages filed for record during the week 
ending August 4th, and covering this county. There 
were 81 filed for record, 10 of them being to automobile 
agencies, for tractors and autos. 

“However, there’s a silver lining in every cloud, and 
here it is . Our corn is good, and will net the farmer 
more money per acre than his wheat. On top of this 
there is a golden stream pouring into the peoples 
pockets every six months from the interest receipts on 
government bonds. So, there’s consolation in knowing 
that we will not have real ‘hard times’ like those of 1893 
and 1897. As a final analysis, I would say that the 
farmer is about holding his own. 

“Stewart & Son of Iowa City, Iowa report: 

“We are interested in a bank which enjoys a large 
business with the farmers of the county and outside of 
those who have gone too deep into high priced cattle 
there is a relieved condition as compared with a year ago 
Corn never looked better and small grain and pastures 
are fine—and the raising of hogs has been able to make 
some money. 

Automobiles on the Increase 


“Farm implements, wagons and harness are still so 
high that it worries the man who needs them, but on 
busy days our streets are too crowded to allow parking 
space for all the automobiles and the farmers drive to 
town and they are not all flivvers, either.” 


Healthy Increase Expected 

F. M. Nebe, of Atlantic, Iowa, states that while 
business has been very dull for the first seven months of 
this year, ‘‘we feel positive that with the marketing of 
some grain, which should begin soon, our business will 
begin to show a healthy increase. Never have we had 
such good crops of all kinds as we have this year. 
Prices are of course not what the farmer would like to 
see them but the good averages seems to be making 
them feel much better, and many of them are gradually 
liquidating their indebtedness.” 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 
A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 
FRONT PARTS OF FEET AND OF SHOES—ABORIGINAL FEET 


special interest. They become broadened into 

“splay” feet under certain circumstances; and in 
other instances are squeezed by narrow shoes continu- 
ously until the question arises as to what represents 
ideal form for front parts 
of feet. 

If answer is sought from 
observations of aboriginal 
feet, the fact must be re- 
membered that feet of 
primitive races may ex- 
hibit some defects, al- 
though unshod, and that 
these defects should not 
be adopted as standards. 
There are inferior, weak- 
ened, barefooted types, as 
there are inferior develop- 
ments among some feet of 
civilized races. 

Tropical South Sea Is- 
land natives were pictured 
in the first chapter, and 
young, well-developed in- 
dividuals were chosen pur- 
posely for illustration. 
What kind of feet do prim- 
itive natives of colder re- 
gions possess? For exam- 
ple, what foot peculiar- 
ities are shown by inhabit- 
ants of Tierra del Fuego, 
at the extreme southern 
tip of South America where the climate resembles some- 
what the climate of Labrador. Certain tribes that in- 
habit this island are large, rugged aborigines, who are 
often six feet tall, who still use bows and arrows, and 
who employ skins of animals for clothing. 

Thanks to an expedition of Charles Wellington Fur- 
long, explorer and writer, it is possible to reproduce here 
a Fuegian footprint and a photograph of the man from 
whose foot it was made. The writer is greatly indebted 
to Lt. Colonel Furlong for these pictures which form a 
part of still unpublished articles of his on ethnological 


\ NTERIOR regions of feet possess features of 


reproduced in Fig. 51. 


Figure 50—Fuegian natives. The individual at the readers’ 
right in the picture is the person whose fool impression is 
These Amerinds (American Indians) are tribes that Charles 
Darwin considered at one time showed the lowest type of human 
intellectual advancement; but who Colonel Furlong has proved 
to be inherently intelligent, although the most primitive people 
in the Western hemisphere. Their only garb is a single guanaco 
skin thrown over their shoulders. Copyright by Charles Wel- 
lington Furlong— Republished by special permission. 


topics. Readers are more familiar probably, with Mr. 
Furlong’s striking pictures of cowboys, steers, horses 
and other animated scenes of western life in his book— 
“Let "Er Buck.” 

Here is a particularly suitable standard-type of foot- 
print for study. (See Fig- 
ure 51). Notice that the 
ball of the foot is remark- 
ably broad and well-devel- 
oped, not stretched and 
weak. Toes are far apart, 
and the second toe is the 
longest one. The bearing 
surface of the heel is only 
one-half the width of the 
bearing surface of the 
front part of the foot. The 
outline running forward 
from heel to ball on the 
outer side is concaved. The 
longitudinal arch holds up 
the inner side of the foot 
well, so that the outline 
running forward from heel 
to ball on the inner side 
makes a deep hollow under 
the foot, leaving only a 
narrow isthmus of bearing 
surface to connect heel 
with front parts along the 
outer edge of the foot. 

The . longitudinal foot 
axis passes through the 
middle of the heel and 
through the third toe. If a straight edge is placed so as to 
touch inner boundaries of bearing areas at heel and ball, 
the great toe print will be seen to be deflected about one 
quarter of an inch from the extended straight line. Mus- 
cular development and stature of the person are seen to 
be excellent from the photograph. 

Photographs of South Sea Islanders show their feet 
broadened similarly. It is common to observe similar 
expansions also amorg feet that have been shod, when 
for any reason front parts have been used exceptionally. 
Notably there are some individuals who have a shorten- 
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Figure 54—Actual sized foot print of a native of Tierra del Fuego, South America. Lt. Col. Charles 
Wellington Furlong made this print from an Ona Amerind named Pupup at Najmish, Tierra del 


Fuego, on January 19, 1908 
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ing of one leg with an in- 
ability to make the heel of 
the shortened extremity 
touch the ground. In con- 
sequence body weight is 
supported on the ball of the 
foot more than usual; and 
then a serviceable anterior 
region develops that resem- 
bles the aboriginal type in 
breadth, although not in its 
toes. 

Primitive foot prints ap- 
pear strange, because con- 
tinuous wear of shoes in 
civilized peoples has pre- 
vented natural expansions 
of flexible anterior arches. 
It is the continuous preven- 
tion of expansion, or even 
gentle continuous squeez- 
ing throughout years of 
growth that leads to nar- 
rower fixed types of adult 
shoe-clad feet. Presumably, 
if all shoes were made of 
aboriginal foot proportions, 
and if they were worn con- 
tinuously from childhood, 
then we should all have 
primitive-shaped feet. 

Which are better, primi- 
tive or civilized types of 
feet, and why? Primitive 
races probably do not have 
nerves running to toes 
pinched in the way shoes 
apparently pinch nerves in 
the ball of the foot not in- 
frequently. Toes of aborigi- 
nal types are undoubtedly 
stronger and more service- 
able, especially the smaller 
toes. 

If two barefooted natives 
of equal strength and en- 
durance were subjected to 
same tests, one fitted care- 
fully with shoes that suited 
his foot peculiarities per- 
fectly, while the other re- 
mained unshod, it might be 
found that advantages of 
shoe protection outweighed 
advantages of complete 
freedom, so that on theo- 
retical grounds and from 
accumulated practical ex- 
perience there seem to be no 
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a 
good reasons for reversion to primitive foot shapes. 


However, the latter are instructive, and useful as stand- 
ards from which to measure degrees of deformities that 
are being produced by modern shoe styles. Deforming 
tendencies should not be allowed to exceed certain rea- 
sonable limits that are being passed now in many types 
of fashionable shoes. 

Objectionable features of high-heeled, pointed shoes 
are lack of adequate toe space and the fact that they 
are commonly fitted too short. Toes are squeezed 
laterally as well as curled into contracted positions 
by back pressure from the tip of the shoe. Flexible 
anteriorarches are forced downward in direction reverse 
to the position normally held during active use. Shoe- 
makers have found that if lasts are made with hollows 
under anterior arches that balls of feet can be pushed 
down into this space so that slightly smaller shoe sizes 
can be endured. There is nothing to commend in these 
styles except their fashionable features, and fortunate- 
ly the latter now are being lost. 

Extreme inswinging, flexible shoes are objectionable 
for use with weak feet except for very short intervals. 
Rather short fitting of these flexible types gives a com- 
fortable feeling of support to weak feet at first, and back 
pressures on outer toes often force anterior arches 
downward so that increasing anterior foot troubles are 
being noticed with increased use of such types of 
footwear. 

For strong feet, or for weak feet for extremely short 
periods, flexible inswinging types possess positive 
merits. They may be utilized to exercise weak feet in 
combination with stiffer shoes. The writer does not 
disapprove of squeezing the feet moderately if desired 
for a few hours occasionally, in fashionable shoes. This 
abuse is no worse than abuses which aborigines subject 
their feet to without harm. Slight abuse may even 
amount to a virtue from the point of view or main- 
tenance of foot adaptability; and it is the continuity 
or too great frequency of abuse that should be strongly 
deplored. Best shapes of shoes for regular wear, how- 
ever, are those which permit feet to lie rather loosely 
within them without undue pressure at any point. 





E. T. Wright A Candidate 


Elwin T. Wright is a candidate for the Governor’s 
Council of the Commonwealth of Massachusetts. When 
a member of the trade gives of his time and effort to the 
betterment of government, through businesslike pro- 
cedure, it is something to be credited to his public 
spiritedness. 

Mr. Wright has had an illustrious career. He left 
school when 13, lasted shoes until 21, and then learned 
cutting, and the ways of a master-workman in a shoe 
factory until he went on the road. Success attended him 
and he has a record of being in the manufacturing and 
selling branches of the industry over a period of 48 
years. He is the founder and one of the executive heads 
of the firm of E. T. Wright & Co., of Rockland. Many 
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of the workers in Rockland have expressed to him the 
hopes that. they will see him in the Governor’s Council 
this year: 

His public'work began with the Massachusetts House 
of Representatives in 1919, thence to the Massachusetts 
Senate in 1921, from the Plymouth-Norfolk district. 
He was elected by the largest majority ever given any 
candidate. He serves on the committee for social wel- 
fare and is responsible for the eight-hour law for women 
and children. Those who know “Pop” Wright are active 
in their support of his candidacy, because on the Gov- 
ernor’s Council he can do great work in behalf of all the 
public of Massachusetts. 





American Shoes to Cuba Threatened 
With Heavy Duty 


Boston—‘‘The wholesale shoe importers of Cuba are 
still greatly perturbed over the movement to increase 
the import duties on boots and shoes 100 per cent above 
the present tariff,” says Thomas F. Anderson, secretary 
of the New England Shoe and Leather Association, “and 
some of them are convinced that if this legislation is 
passed by the Cuban Congress it will work havoc with 
the large trade which American shoe manufacturers and 
wholesalers now enjoy with the Cuban Republic. 

“This country, as is well-known, annually sells to 
Cuba ten or twelve million dollars’ worth of shoes, Cuba 
being at the present time our largest foreign market for 
footwear.” 

According to advices received this week by the New 
England Shoe and Leather Association, which organiza- 
tion has been actively interesting itself in the matter, a 
meeting of shoe importers of Havana was held in that 
city recently, attended by all the representatives of 
American manufacturers who do business in Cuba. 

The meeting-voted to appoint a committee to call on 
the Cuban Tariff Commission, and also on the American 
Trade Commissioner in Cuba, to protest against what 
the Cuban shoe wholesalers believe to be a prohibitive 
tax on footwear. 


Stockbridge Takes New Position 


Lyman W. Stockbridge has resigned as manager of 
the Hannahsons Shoe Company of Haverhill, with 
which he has been identified for the past two years, 
during which time he has accomplished important work 
for this concern. Previous to that time Mr. Stockbridge 
was for 20 years associated with Hazen B. Goodrich & 
Co. of Haverhill. He now takes the management of the 
Saltonstall Shoe Company of Haverhill, featuring 
women’s high-grade turns and welts carried in stock. 








Carman Elected Vice-President 


Boston—At a recent meeting of the board of direc- 
tors of Dungan, Hood & Co., Inc., Elmer W. Carman 
was elected as vice-president of this Massachusetts 
corporation. : 
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Alibis and the Balance Sheet 


" \ N TELL, we bought them once too often. They 
were selling good, and we thought we could 
sell another lot of them. They got here too 

late.” 

This is what a merchant told me quite recently, when 

I asked him how he happened to have such an accumu- 

lation of women’s patent oxfords with 16-8 Louis heels. 

They were high-grade oxfords but unfortunately, and 

as usually happens, the sizes were small and widths too 

narrow for average feet. 





bore no marks of age and were good style—everybody 
could see the value in the shoes. 

There was a crowd around those windows all the 
time and the store was busy. 

“Why do you take such a tremendous mark down 
on new-looking shoes?’’ Here is the answer: ““When a 
lot of shoes does not move we put steam behind them. 
We put them in the P.M. section; put them in the 
windows; mark them down; we do everything we know 

how to do to make them move. 








In that store were many lots of 
“left overs” on which the mer- 
chant was pocketing a handsome 
loss. In each case he had what 
was to him a perfectly good and 
legitimate alibi, a very plausible 
reason why the shoes had not 
been moved. He happened to be 
in the heart of a coal-producing 
section and the mines were not 
producing. 


miners’ 





Says One Real Merchant 


*‘Our business has been slowed up 
on account of the railroad strike: 
strike, and several other 
things. All these are perfectly good 
reasons to me why we might carry 
these goods over. Why we could excuse 
ourselves for not selling them, but we 
can’t write these alibis into our bal- 
ance sheets. They won’t pay bills. 


“There is only one value to 
any kind of merchandise and 
that is the value put on it by the 
purchasing public. When we get 
them marked at that price, some- 
body will buy them; no matter 
whether times are good or times 
are bad. Somebody has money 
to buy and will buy them if they 
are priced so that ‘somebody’ 
believes they are worth a little 














In another town a merchant’s 
stock was in a similar condition. He was in a 
fairly good agricultural section, but the wheat crop 
was short and the quality poor, so wheat was 
not bringing the price which the farmers had 
expected to get. Besides farmers had bought land at 
high prices; they had bought machinery at war-time 
prices; they had borrowed money and were having diffi- 
culty in meeting interest charges. 

To the merchant, all these were perfectly good rea- 
sons why his stock had not been moved—why his 
shelves were loaded with undesirable and unprofitable 
merchandise. He owed money to manufacturers; of 
course he did; he wanted to pay those bills, but how in 
the deuce could he pay or be expected to pay when he 
could not turn his stock—when he could not convert his 
merchandise into cash? 


THE CONTRAST 


In the windows of another city in that State—marked 
at low prices were new-looking seasonable shoes. They 


more than our prices. 

“‘We are reaching the end of the season. Pretty soon 
we will have to show something new—something differ- 
ent. 

“Our business has been slowed up on account of the 
railroad strike; miners’ strike, and several other things. 
All these are perfectly good reasons to me why we might 
carry these goods over. Why we could excuse ourselves 
for not selling them but we can’t write these alibis into 
our balance sheets. They won't pay bills. 

“We might have a fire, a flood, a strike, an epidemic 
of disease, or a hundred and one other excuses, that 
would be perfectly plausible to ourselves, but the manu- 
facturers to whom we owe money are not interested in 
our troubles; they have'troubles of their own to worry 
about. 

“What they want is their money. It belongs to them. 
They are entitled to it, and if we want to keep their 
good will and keep out of trouble it is up to us to get the 
money for them: The only way we can get the money to 
pay the manufacturers, pay the bankers and satisfy our 
stockholders is to sell shoes.” 
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The Highway’s Clear— Red Lanterns 


Taken Down 


Roadway to Good Business Cleared of All Obstructions and Only 
a Few Problems Remain to Be Solved 


From address before convention of Wisconsin Retail Shoe Dealers 


HE shoe business, as a_ going 
machine, certainly has traveled 
some mighty rough roads, but the 

old machine is still going and the worst 
roads are behind us and we are approach- 
ing smooth riding with unusual rapidity. 


By W. J. BOOTH 
Sales Manager, Weyenberg Shoe Mfg. Co. 


shoe salesmen we have in this country, 
but I imagine there are at least 16,000 
of them and they make a real sizable body 
of men when you stop to consider it. In 
addition to the size of the body they also 
represent the medium for real good with 


dozens of other equally important matters. 

The important issue for us to consider is 
how has he been affected unjustly and is 
an injustice still in operation against him 
and if so, how can we best correct it, 
because correct it we must if we can. He 
has had to take the same proportionate 


That we have both contributed to 


making the road rougher than was 
necessary goes without saying— 
but that either of us did so inten- 
tionally is out of the question. If 
our foresight was half as good as 
our hindsight, much misunder- 
standing between retailers, manu- 
facturers, and consumers could 
have been avoided, but we did not 
know it then, so what is the use of 
worrying about it. 

Roger W. Babson assures us 
from his basis of figures that we 
are more than halfway over the 
depression period that we have to 
have before prosperity can be 
ours. In a bulletin, not ten days 
old, he is preaching optimism and 
confidence. He is advising the 
business men of this country to 
prepare for expansion of their 
business and whether we agree 
with Mr. Babson in all of his 
prognostications or not, we have 
to be intensely blind if we do not 
feel much as does he. 


The Straight Road Ahead 


We have reached a turn in 
the road, gentlemen, and the 
going from now on is not go- 
ing to be lighted by the red 
signals of danger, as the high- 
way has been which we are 


the retail merchant as well as the producer 








*“We must get away from the one-track buy- 
ing,”’ said President J. B. Langenberg, at the 
Wisconsin Convention. “We think altogether 
too much of style and not enough of our cus- 
tomers’ wants who are constantly looking for 
more stable merchandise. 

“It will mean that we must get more sales 
education in our stores, not merely along the 
lines of salesmanship, but also along merchan- 
dising lines, so that our clerks will not always 
run and show the latest creation in footwear, 
regardless of whether it is a proper shoe for the 
customer, or whether it is sold to the detriment 
of a healthy turnover. Our sales force must be 
better sellers. Sellers of correct shoes in the 
correct way. We must inform them that mark- 
downs are losses, and slow sellers and shelf- 
stickers do not discount bills. They must be 
informed so that they fully realize that our 
profits as well as our expenses must come from 
the net profit. 

“With this thought constantly in mind you 
will find that our selling and buying will be 
better graded and the consequence will be that 
there will be more satisfaction, and less worry 
in the shoe business.” 

Mr. Langenberg was re-elected president of 
the association. Other officers were elected as 
follows: 

First vice-president, R. I. Sager, Green Bay; 
second vice-president, William Gleue, Wiscon- 
sin Rapids; secretary-treasurer, Harry Lucas, 
Milwaukee; directors, William Strauss, La- 
crosse; Max Lau, Racine, and Eugene Meyer, 
Watertown. Next year’s convention will be 


held in Milwaukee. 








reduction in earnings as everyone 
else, which he has done by the 
reduction in price of the shoes he 
sells. 

Most lines have reduced ap- 
proximately 45 per cent, so you 
can readily see that his possible 
earnings in a sum total have been 
reduced by about one-half. The 
successful basis of remuneration 
to a successful salesman is by a 
fixed fair liberal commission that 
permits of this figure entering the 
cost of merchandise and regulates 
the cost to a minimum to the 
retail merchant and in_ time 
through you to the consumer. 

Traveling expense cost in- 
creased proportionately with 
everything else during the War 
period, but has so far failed to be 
reduced proportionately with com- 
modity prices. The salesman now 
finds himself with volume cut in 
half and expense remaining almost 
at maximum. That would eventu- 
ally adjust itself, however, if it 
were not for the present condition 
existing as to present methods of 
buying. 

When Merchants Should Buy 


There has been some justifica- 
tion for refusal to buy on the part 


leaving, and we can all be very thank- 
ful for the experiences we have had, 
and whether we derive a real benefit 
from them will be determined only 
as we accept our own share of the re- 
sponsibility for some of the troubles 
we have had. 

In my opinion the traveling shoe 
salesmen of this country have suffered 
more than any type of labor engaged in 
the Shoe Industry in the past two years, 
and there needs to be something done 
about it by us all, so that injustice will 
not continue to prevail against him. I do 
not know accurately how many traveling 


of business that keeps the wheels of 
industry moving. 


The Guardians of Style 


They represent as fine a type of citizen- 
ship, as great a measure of true American- 
ism as you and I know, and the salesman 
it is who, in my humble opinion has 
suffered more than any other during this 
depression period. It would be a waste of 
time for me to enumerate the numberless 
things done daily by a real salesman that 
benefits retailers and manufacturers in like 
proportion, such as watching styles and 


of retail merchants in the past that greatly 
lengthened a salesman’s selling season, 
but it should not be permitted to go on 
indefinitely. 

Shoe Manufacturers have been at 
fault in asking that you anticipate too 
early and this they must not again do. 
But, there needs to be a considerable lap 
for manufacturing as you all need your 
seasonal requirements at about the same 
time. Staple merchandise can be antici- 
pated and salesmen should obtain this 
business on their initial call and not be re- 
quired to make two or three trips to ob- 
tain it. 
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MILWAUKEE 


Heavy Demand for Oxfords 


Merchants Surprised by Sudden Popularity among Women; 
Little Activity in Men’s Footwear 


SUDDEN and heavy demand fo: 

ladies’ oxfords in patent, calf, and 
kid, lifted the week’s volume of business 
from apparent mediocrity to a level above 
last year’s sales. Shoe merchants are at 
a loss to explain the cause of the demand, 
many ascribing it to the first Fall show- 
ings, in which oxfords are given a promi- 
nent position. 

Outside of the oxfords, little demand is 
being felt for anything other than the 
odds and ends and broken lots, which 
merchants usually offer at this time. 
Vacationists are picking up cheap shoes 
in fairly large quantities, and shoe mer- 
chants are expecting to have their stocks 
clean by the end of the August sales. 

No real Fall showings of any conse- 
quence will be displayed here before the 
last week in August, in order to allow 
ample time for the clean-up sales. Some 
call for the Fall shoes is already noted. 


Men’s Shoes Slow 


Little activity is being registered in 
men’s shoes, business at present being as 
dull as it has been any time this year, 
according to down-town merchants. The 
first indication of what shoe merchants 
declare will be a strong demand for high 
shoes, is just being felt. The new Fall 
styles as displayed here, fail to attract 
more than passing attention from the 
male “window shoppers.”” Shoe men look 
for a revival of interest on the part of the 
men late in the month. 


Manufacturers Busy 


Excellent conditions prevail in the 
manufacturing end of the shoe industry, 
according to representative Milwaukee 
shoe manufacturers. The makers of fine 
dress shoes are especially busy, one large 
manufacturer reporting that orders being 
received are more than double the 
capacity of the plant. This condition 
is predicted to last until late in the Fall, 
possibly longer. One of the largest manu- 
facturers of dress shoes in Milwaukee re- 
ports enough work to keep the factory 
running until after October, with a maxi- 
mum output necessary to keep up with 
orders. Plants which have been working 
on a part time basis are now on full time. 

Work-shoe manufacturers both in Mil- 
waukee and the state are also busy at 
this time. While the exceptional busi- 
ness being accorded the dress shoe manu- 
facturers is not wholly duplicated, condi- 
tions in the work-shoe end of the industry 
are very favorable. 

Manufacturers report collections poor, 
despite the volume of business being re- 


ceived. Money is ‘ight, according to 
plant officials, to whom the credit situa- 
tion is giving some concern. 

Several local plants have made out their 
new price lists, which in many instances 
show an increase approximating 10 per 
cent. This, in their opinion, will be the 
last price change this Fall, unless unusual 
conditions arise making a higher or lower 
price level necessary. 


Convention Got Publicity 


In addition to the excellent program 
and large attendance, one feature of the 
1922 convention will linger long in the 
minds of officers of the Wisconsin Shoe 
Retailers’ Association, and of members 
throughout the State. That feature is the 
widespread publicity given the conven- 
tion by the vasious State newspapers, 
and metropolitan dailies. To all appear- 
ances, the day of the “snarling editor’’ is 
past, at least for the shoe merchant. 
While a large share of the credit for the 
free advertising must be assigned to 
George Dame of Appleton and his pub- 
licity committee, only the changed atti- 
tude of the newspaper managers toward 
the shoe merchant could have secured as 
much space as was finally received. The 
“profiteering”’ issue, first raised by A. B. 
Caspari in an interview with a Milwaukee 
newspaper was dealt with in practically 
every paper in cities over 5000 people. 
In the interview, Mr. Caspari flayed 
those who attempt to make a profiteer 
out of the shoe merchant, and produced 
conclusive evidence of his assertions that 
the shoeman received only a legitimate 
profit. This was widely copied by the 
papers throughout the State. 


Presented With Cup 


Frank J. Barnhart, who for 28 years 
was connected with the Kalt-Zimmers 
Shoe Company, as superintendent, has 
resigned, Mr. Barnhart was presented 
with a silver loving cup as a mark of 
appreciation by fellow employees of the 
company. 


Machine Firm Head Dies 


Charles H. Stehling, inventor, designev, 
and manufacturer of tanners’ machinery, 
and president and treasurer of the Charles 
H. Stehling Company, died at his home 
here, aged 73. Mr. Stehling was born in 
1849 and studied architecture and en- 
gineering in the studio of Charles Holz. 
After several years in the tanning busi- 
ness with his father, he took up the 
designing of tanner’s machinery and in- 
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vented new models, finally becoming the 
president of a tanning machinery com- 
pany, which he organized. His four sons, 
who with his widow, two sisters and a 
brother, survive him, are also interested 
in the company. 


Merrill Shoe Factory Busy 


The Tomahawk Shoe Company is 
about to expand its plant at Merrill, Wis., 
into a complete unit for the manufacture 
of Goodyear Welt shoes. The Toma- 
hawk plant will also be a complete unit, 
but will manufacture the company’s regu- 
lar lines. The Merrill plant will increase 
its force by from 40 to 50 hands, and will 
manufacture about 600 pairs of shoes 
daily under the new conditions. 


Menzies Start Working 
Nights 


In an effort to supply the demand for 
their product, the Menzies Shoe Com- 
pany of Fond du Lac, Wis., will start 
at once working with night crews. Several 
hundred men will be taken on for the 
night force, increasing the total number 
of employed at the plant to about 1200. 
Total production in the company’s Fond 
du Lac plants is now 4180 pairs a day, 
while one year ago the total production 
was 1195 pairs daily. The landing of a 
million dollar government contract is one 
of the main factors in the present growth 
of the company, and extension of its 
operations. 


Made-In-Racine Week 


Plans have been started by the Adver- 
tising Club of Racine, for the observance 
of Made-in-Racine week. C. C. Young- 
green has been appointed general chair- 
man, with the club directors serving as 
members of the committee on arrange- 
ments. The Rotary Club of Racine has 
advised the Advertising Club officers of 
its intention to co-operate with them in 
securing the city-wide observance of the 
day. It is expected that full co-operation 
from all civic organizations will be 
obtained. The Made-in-Racine week 
will feature window displays of Racine- 
made products by Racine merchants. 
Boot and shoe manufacturing is now an 
important part of Racine industry. 


Shoe Company Holds 
Outing 


Five hundred employees of the Davies 
Shoe Company, of Racine, Wis., enjoyed 
their first annual picnic at Midway Park 
near here. Special interurban cars took 
the crowd of men and women out to the 
Park at 9.30 A.M. and brought them 
back home, 12 hours later. Baseball 
games were the features of the day’s 
entertainment. “Giraffes,” the thin men 
from the factory, won from the “Ele- 
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phants,” the fat men, by a score of 25 to 
24 after a great deal of effort. Two home 
runs by C. H. Davies, playing for the 
failed to make up for the 
Prizes 


“Elephants” 
slugging done by the “Giraffes.” 
of shoes and hosiery were awa ded the 
winners of the races and contests. Sales- 
men, in Racine for the semi-annua!’ meet- 


ing, attended the outing. 


Tanners Discuss Tariff 


“While competitive conditions in the 
leatber trades bave not made advisable 
a tariff on hides, competitive conditions 
in certain European countries have pre- 
sented a very grave danger to American 
manufacturing leather industries,” said 
August H. Vogel, of the Pfister and Vogel 
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Leather Company, in discussing the 
enactment of the tariff bill with its pro- 
vision for free hides, shoes and: leather. 
“Some of us feel that a slight tariff ought 
to have been provided on manufactured 
articles such as boots and shoes, and 
leather, as a consequence. The low cost 
of labor in foreign countries makes their 
competition a serious matter, and natur- 
ally affects the conduct of business in 
America.” 

The same opinion was voiced by other 
Milwaukee tanners and leather manu- 
facturers interviewed on the effect of the 
tariff bill. A general feeling prevailed 
that the free tariff on manufactured 
articles presented a problem in foreign 
competition which may have a far-reach- 
ing effect on the American industry. 





ST. LOUIS 


Business Curve Trends Upward 


Most Imprcevement Noted in Women’s Trade—Satins Lead 
in Popularity at Present 


B' SINESS is again on the upward 
trend according to the reports of the 
down-town retail shoe stores. Those retail 
shoe merchants that failed to make a gain 
over the previous week at least held their 
volume at the same level. The women’s 
end of the business showed improvement. 
This is encouraging as it was the opinion 
of many that this division of the business 
would not show any activity before the 
advance fall buying started. 

White was favored to some extent. The 
August vacationists simply were compelled 
to buy that pair of whites before embark- 
ing on the holiday period. The few stores 
who deferred their sales until August 1, 
have been well pleased with results. True, 
these sales had some excellent merchandise 
and prices were cut to the bone. 


Black Satin the Leader 


The one style of shoe that reigns su- 
preme, at least for the time is black satin. 
All stores reported this type as the best 
bet. Satins, both plain and beaded, have 
continued to gain and their popularity will 
shortly rival that of patent leather which 
proved so strong in the spring and early 
summer. 

Beaded effects have not as yet made 
themselves felt as strongly as plain satin 
and the combination of brocade and satin. 
But for fall, style impresarios are pre- 
dicting great things for beaded satins. 
Brocaded. satins have not yet definitely 
developed, although some of the retail 
shoe merchants have bought them to test 
out their popularity. Brocade effects in 
combination with either patent or plain 
satin seems to be a more fayorite choice 
for the early fall selling. Patterns of this 
type are expected to develop a little later 
into semi-colonial effects—tongues with 


beading, either in a single row or with 
solid beading covering the entire tongue. 
Also tongues are being shown with con- 
trasting stitching. 


Demand for tan Calf Oxfords 


One unusual angle of the week’s news 
was the report that plain tan calf oxfords 
were being asked for rather frequently. 
This has been the case during the past six 
months. Patent also holds well in the buy- 
ing. Some one and two-strap patterns 
trimmed with a mat black kid around the 
collar have been observed. Ooze appears 
to be the choice of the early buyers who 
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store in St. Paul on August 15. This store 
will be operated under the name of Husch 
Bros., and will be located in the heart of 
the retail district at 7th and Cedar Streets. 
F. M. Grauel, assistant manager of the 
retail store conducted by the Senac Com- 
pany in Louisville, Ky., will be made man- 
ager of the new St. Paul store. There will 
be a basement department, with a range 
of prices from $3.85 to $4.95. The first 
floor will carry a line of shoes from $6.50 
on up through the I. Miller grade which 
will be featured. G. W. Steuber, manager 
of the entire chain of retail stores for the 
Senac Company, left St. Louis, August 5, 
to complete final arrangements for the 
opening. 


Robert Huette Going East 


Robert Huette, manager of the Sixth 
Street store of the Huette Shoe Company 
leaves next week for a three-weeks’ buy- 
ing trip. He will visit Chicago, Rochester, 
Boston, New York, and Philadelphia. 
When away he will buy both men’s and 
women’s shoes for the fall season. 


Brown Shoe Company In- 
creases Output 20 Per Cent 


Brown Shoe Company of St. Louis is 
now operating on the largest schedule per 
day of shoes manufactured, that it has 
ever had in its history. According to offi- 
cials of the company, the present business 
is good, with future prospects of the most 
optimistic trend. It was stated that mer- 
chants are buying their staples for future 
delivery in time to assure definite deliver- 
ies. Work has been started on an addition 
to the Brown Shoe Company factory at 
Litchfield, Ill., which, when completed, 
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Plant of the Brown Shoe Co., Litchfield, Illinois 


have placed their fall orders. Beige, black, 
and brown, with trimmings of various 
colors of suede has received the preference 
in this style field. 


Senac to Open St. Paul Store 


The Senac Shoe Company with head- 
quarters in St. Louis will open another 


will make the entire new addition four 
stories high, the same as the rest of the 
factory. With this addition the factory 
will increase the capacity from 2500 to 
3000 pairs per day. 

The children’s new turn factory, started 
at Mattoon, Ill., about a year and a half 
ago is completed and producing 3000 pairs 
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per day. These two factors, with increases 
in equipment all through the other plants 
of the company, increases the capacity in 
numbers of pairs of shoes produced fully 
20 per cent. The present capacity is sold 
up to about 70 to 90 days. The salesforce 
which is now taking a vacation willl be 
back on the road about September 1. 


Manufacturers Hold Meeting 


The St. Louis Shoe Manufacturers and 
Wholesalers’ Association held its regular’ 
monthly meeting on July 29, and a special 
meeting on August 4. Both meetings were 
devoted for the most part to the coming 
N. S. R. A. Convention to be held in Chi- 
cago. It was stated by Secretary Harry 
Meyers of the Dittmann Shoe Company 
that the St. Louis manufacturers intend 
to exhibit in a group at the convention, 
just as they have in previous years. 

The St. Louis Shoe Retailers’ Associa- 
tion has challenged the Manufacturers’ 
and Wholesalers’ Association to a golf 
match. Harry Vinsonhaler is chairman of 
the committee for the manufacturers, 
while Arthur Ebbs is to uphold the reputa- 
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tion of the retail merchants, as chairman 
of their committee. No date has been set. 


J. Sensenbrenner On Buying 
Trip 

J. Sensenbrenner of Sensenbrenners and 
also a member of the firm of the Senac 
Shoe Company will leave Sunday to go to 
St. Paul to be present at the opening of the 
new store, which will be operated by the 
Senac Company. From St. Paul, Sensen- 
brenner will go East to buy for the six 
stores conducted by the Senac Company, 
as well as his own large retail store in St. 
Louis. He expects to be gone about three 
weeks, returning to St. Louis with his 
children who have been away for the past 
two months at a Maine camp. 


Johansen Issues Special 
Number of House Organ 


The August number of “Footprints,” 
the house organ of Johansen Bros. Shoe 
Company, was a special number in which 
a handsomely colored insert was used, 
which elaborately illustrated some of the 
scenes of the Fashion Pageant. 





CINCINNATI 


More Workers Return to Jobs 


Conditions Materially Improved Despite Strike and Quality 
Standard Is Being Maintained 


ONDITIONS in Cincinnati have 
shown an appreciable improvement 
during the past two weeks. Following a 
temporary injunction against the local 
Boot and Shoe Workers’ Unions, which 
limited the number and activities of the 
pickets about the various factories, the 
number of workers who have gone back to 
their jobs has gradually increased. 

At the time the injunction was granted, 
those factories affected by it were operat- 
ing with virtually 25 per cent of the num- 
ber of employees needed for a normal out- 
put. This percentage since that time has 
increased to 50 per cent and in a few in- 
stances as high as 75 per cent. 

Throughout the disturbances which this 
market has suffered as a result of the strike 
the local manufacturers have been particu- 
lar in their efforts to maintain a high stand- 
ard of quality in the shoes which they have 
successfully produced. Very few of them 
have taken on any appreciable number of 
inexperienced help, thus the quality of 
workmanship in Cincinnati made shoes is 
being rigidly maintained. 


Good Volume of Fall Business 


Many of the larger manufacturers here 
are very much encouraged over the im- 
provement in the market during the past 
two weeks. Practically all of them have a 
healthy volume of business booked for fall 


delivery, and although it will be some time 
before they will be able to get back to their 
normal stride of production, they feel con- 
fident that from this time on they will be 
operating their plant steadily, and that 
with the readjustment in wages, the Cin- 
cinnati market, as a whole, will be in a 
position to demand and get its usual quota 
of business. 


J. & K. Business “Splendid” 


H. N. Lape of the Julian & Kokenge Co., 
reports that his business has been splen- 
did. He states that he has orders enough 
for J. & K. shoes, to keep his plant operat- 
ing up to December 1. Mr. Lape is very 
optimistic over the improved condition of 
the industry at large. He finds that busi- 
ness during the past two months has been 
easier to get than at any time since the 
war. It is his observation, that the retail 
merchant realizes more today than ever 
before that in up-to-the-minute styles lie 
the greatest possibilities for a quicker 
turn-over and larger resulting net profits. 

Without predicting what will be good 
in the way of style for fall, Mr. Lape states 
that he has sold heavily on strap patterns 
in patents and suedes with Cuban heels 
from 10-8 to 14-8. He says that of late fall 
a large number of oxfords will be worn. 
These are to be made up in tailored effects. 





New Petot Store to Open 
About September 1 


The new store of the Charles Petot 
Company, which is to be located on Fifth 
Street, between Walnut and Vine streets, 
is about completed. The store fixtures are 
now being installed and according to 
Charles Hardebeck, who is to be acting 
manager, the new store will probably be 
open for business around September 1, 
The new Petot store will carry a one price 
shoe, $6. Its exceptionally good location, 
according to Mr. Hardebeck, will insure 
success from the start. 


Big Increase in: Men at Work 


Clifford Duttenhofer, vice-president of 
the Duttenhofer-Stevens Company, states 
that he has increased the number of his 
workers during the past week by 100 per 
cent. Within a short time he expects to get 
his output up to normal. With the open 
shop plan of operation, Mr. Duttenhofer 
states that they will be able to produce 
more shoes and better shoes with fewer 
workers. Mr. Duttenhofer left last Satur- 
day on a motor trip through the East. He 
expects to meet Mr. Stevens of this con- 
cern, in New York, where they will make a 
study of the outlook for fall. 


Factory Opens in Covington 


The Kenworth Shoe Company, the 
newest factory in the Cincinnati district, 
has started operations. Their plant is 
located on Scott Street, in Covington, Ky. 
They have a capacity for 100 pairs a day. 
P. J. Wentworth, president, states that he 
bas his organization completed, and that 
before long he will announce his salesforce. 


Samuelson in Cincinnati 


Mr. Samuelson, formerly in the Boston 
office of the A. C. Lawrence Leather Com- 
pany, has joined the salesforce in the Cin- 
cinnati office of the same company. Mr. 
Samuelson was in charge of the advertis- 
ing while in the East, but his desire to sell 
caused him to move to Cincinnati. 


Off on Vacations 


E. C. Williams, sales manager of the 
Excelsior Shoe Company, of Portsmouth, 
Ohio, is spending a two weeks’ vacation 
in the Western part of New York State 
with his wife and children. 

Myron Wolf, sales manager of the Sam 
B. Wolf Shoe Company, is spending his 
vacation at Odeon, Michigan, where the 
Wolf:family’s summer camp is located. 


Retail Volume Fair 


Retail shoe merchants are cleaning out 
their Summer stocks through clearance 
sales. Both white goods and other light- 
weight Summer footwear are being offered 
at low prices so that stock will not be 
left on the dealer’s hands. 
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CLEVELAND 


Gain Registered in July 


Was a Good Month for Retail Shoe Merchants—Industries 
Going Along at a Good Rate 


LEVELAND me:chants who have 

closed their books for July, have 
made comparisons with the same month 
last year and who are willing to talk, say 
that July, 1922, was considerably better 
than a year ago. There is an exception 
now and then, but as a whole the month 
was better than a year ago. 

True, there was a seasonal slump in 
sales during the month, but the four 
weeks saw no such drop in trade as came 
in July, 1921, when factories began drop- 
ping men from their payrolls by the 
wholesale. 

The trade is confined largely to white 
goods and oxfords, and sports. Sales are 
the rule with the stores and they are 
helping to keep up the volume of trans- 
actions. Sports continue to go well and 
to hold down the demand for white 
shoes. 


Summer Stock Getting Low 


Merchants have been able to move the 
stocks they purchased for Summer at a 
good rate and they will go into the Fall 
in good shape. 

Industry in Cleveland continued to go 
along at a good rate during July, and 
there were no reports made of large num- 
bers of men being laid off. The employ- 
ment figures of the Chamber of Commerce 
do not show so many employees working 
in July as were on the job in June, but 
the seasonal slump, which is not so large 
this year as last, is responsible. 

With the coming of September, the 
feeling is general here that employment 
records will rise unless the coal and rail- 
road strike should be continued until 
then. Prospects for an early settlement 
are thought to be good. Merchants like 
to refer to the fact that just before an 
industrial turmoil clears, the condition is 
always worst. With the brotherhoods 
becoming involved in the railroad strike, 
and the situation taking a worse turn, 
it is believed that the effect will be to 
redouble peace activities. 


Many New Stores to Open 


There have been many changes in 
ownership of shoe stores in this city in 
the last month. More than in any other 
months in years, say men long in the 
trade. This generally is accepted as evi- 
dence that the average shoe man is look- 
ing forward to a good Fall and Winter 
trade. 

P. Surad, one of the men best known 
in the retail trade in this city, will open 
a new store on September 1, at 1015 
East 105th Street. He has been in busi- 


ness here a great many years and has 
always been active in movements in- 
augurated for the betterment of the retail 
trade. 

The new store will be situated in one 
of the best of the outer business dis- 
tricts. It is about four miles from the 
shopping district downtown, but is 
located in one of the busiest cross town 
corners of the East side. A full line of 
shoes will be carried by Mr. Surad in 
this store and his many friends have 
offered congratulations at his foresight 
in obtaining such a splendid location. 

Another important shoe corner that 
was vacated recently by Charles Joseph 
whose stock was sold, is to be occupied 
about September 1, by the Home Shoe 
Company. It is a $10,000 corporation 
that was organized but a few days ago 
and it will take possession of the room 
at East 55th Street and Woodland Avenue 
that Mr. Joseph vacated. This is another 
busy corner—one of the best in the city. 


Another Firm to Move 
Louis J. Weiss, who has conducted a 
store in Woodland Avenue, has for some 


time been casting a longing eye toward 
the fast growing Kinsman Avenue sec- 
tion. He has just announced that he will 
move his stock of goods from Woodland 
Avenue to the room that has been occu- 
pied by his brother, Ben Weiss, in Kins- 
mand Road. 

H. Lieder has taken over the room in 
Woodland Avenue that was vacated by 
Louis. ~ 

Rosen and Morganstern will, under a 
partnership agreement, open on Septem- 
ber 1, a new shoe store on Fulton Road 
near Dennison Avenue. This location is 
on a car line in the West side, and it is 
in the heart of a district that is inhabited 
by mill workers and clerks. 

M. E. Gensert, another one of the 
wheel horses of the shoe trade in this city, 
has sold his store at St. Clair Avenue and 
East 152nd Street to C. J. Horn, who has 
been manager of the shoe store con- 
ducted by E. A. Haley at St. Clair 
Avenue and East 105th Street. Mr. Horn 
also is well known to the trade in the 
North East section of the city. 

Phillip Jaffe of Jaffe Bros., has ar- 
ranged to open on September 1, a new 
store in the busy Hayden Avenue dis- 
trict. 

The opening of new stores and transfers 
of title has made business for agents of 
shoe manufacturing establishments located 
in this city. 





DENVER 


Good Crops Being Harvested 


More Money in Circulation and Excellent’ Fall Business 
By Retail Merchants 


ENVER shoe merchants report that 
that they have enjoyed a very good 
Summer business, and according to them 
the outlook for Fall and Winter business 
is very bright. At this time Colorado 
farmers are harvesting some good crops, 
which are being placed on the market and 
as a result money is being put into circu- 
lation and all lines of business is! being 
benefitted. The crops in some sections{ 
however, are not up to what was ex- 
pected of them owing to hail and dry 
weather. In general, though, the crops 
of the State are good. 


What Footwear Will Women Want. 


Just now Denver shoe merchants are 
watcling with interest to see just what 
women are going to demand in the way of 
Fall footwear. It is the opinion of Denver 
shoe merchants that blacks in satins and 
patent leather are going to be worn a 
great deal this Fall and the low shoe will 
be away ahead in sales. Few boots will be 
seen on the feet of the women this Fall anid 
Winter. 


Shoe Stores Finishing Sales 

During the past month there hasn't 
been a shoe store in town, you might say 
that’ hasn’t featured a shoe sale to clean 
up Summer stocks. White shoes have 
been pretty well cleaned out in this way 
and room for incoming Fall,.and Winter 
stocks made. The Tober shoe stores have 
been iclosing out its stock of white 
shoes ' for. women offering $7 values at 
$4.95 and $5 values at $3.95 and $2.95. 
Michaelson’s has been featuring a $1.00 
shoe sale offering women's, misses’ and 
children’s white canvas oxfords and 
pumps; regular $2 and $2.50 values at $1, 
and so on down the line. 


Johnston Reports Business Good 

Robert E. Johnston of the Johnston 
Shoe Company, Denver, reports business 
humming along in grand style. “Our 
business is certainly good at this time in 
spite of railroad strikes and the like. Our 
business was good in June, but August is 
beating it. There is going to be a big sale 
of dark colored shoes this season in wom-, 
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en’s footwear and the Colonial style in 
low shoes, both patent leather and satins 
is going to be sold about as fast as you can 
get them into the store. The one strap 
low shoes are going to be big favorites.” 


Harry E. Fontius Ill 


Harry E. Fontius, of the Fontius Shoe 
Company, Denver, and a man known to 
the shoe trade in all parts of the country, 
is ill at this writing and unable to attend 
to his duties at the store. He is staying 
at Phipp’s Sanitarium near Denver. 


Brief News Notes 
C. E. Carpenter of Los Angeles, Calif., 
and with the Freeland Quality Shoe 
Company, was a recent business visitor in 
different Colorado cities. 
The John B. Adam Shoe Company of 
Loveland, Colo., has moved into its new 


home on Fourth Street in that city. In- 
creased business called for more floor 
space. 

The Spizer Shoe Company, Colorado 
Springs, Colo., has obtained a long time 
lease on the building which they occupy at 
105 South Tejon Street, and have been 
making extensive improvements which 
have given the firm considerable more 
display room. 

The Jefferay store, Fifteenth and Stout 
Street, Denver, recently featured a five 
cent shoe sale. Every man, woman or 
child buying a pair of shoes at the store on 
certain days for $5.95 were allowed to 
purchase a second pair for an additional 
five cents. Women could purchase a 
$5.95 pair of shoes for themselves and a 
paic of children’s shoes for five cents. 

Denver shoe firms have been doing a 
lot of good advertising of late, which for 
the most part featured Summer sales, 





LOS ANGELES 


Combination Patterns Selling 


Women Buying Freely—Patent Still Good—Merchants Out 
from Under on Whites 


HE big run on white shoes has 

abated somewhat during the past 
week or two, one good and sufficient 
reason being that a great many of our 
merchants find their stocks unable to 
meet the demands and a great many 
sales are lost every day because sizes 
and styles are so broken. This in face 
of the fact that patent stuff is seemingly 
as good a seller as ever and that the com- 
bination styles are in big demand. 

A short while oo when the weather 
was somewhat cooler than it is now, it 
was thought that patents and satins 
would cut into the sales of white stuff 
very materially, and they did, but such 
stores as Gude’s state that they are clean- 
ing up on their white shoes in good shape 
and will carry over a minimum stock. 
A great many of the stores are holding 
sales in a quiet way, but it is noticeable 
that few white shoes are included in the 
window showings. Gude’s announce 
their mid-season sale by means  of' clipped 
newspaper advertisements framed and 
set in their window. This makes a very 
dignified pleasing effect. 


Cut-Out and Combination Styles Lead 


Business has held up in fine shape 
during the past few weeks and no com- 
plaints are being heard. Cut-outs, accord- 
ing to one Broadway merchant, are what 
the ladies are wild over. Practically every 
» oman who comes in asks for this type of 

10e. This is not always in patent, but 
vhite kid and other leathers contribute 
to this demand. The combination styles 
aie also big sellers. In fact, at one store 
tis type of footwear leads, and patent 


vamp with beige or gray buck quarter is 
a good number in any store in the city. 
In some quarters it is reported that black 
satin and brocade holds up well, and in 
other quarters they say it does. not take 
very well, so a great deal depends upon 
the clientele of the store. However, 
everybody believes that satins will be a 
big number for Fall, especially in brocaded 
effects. 


Fall Shoes Begin to Arrive 


Some of the local shoe men have just 
returned from the eastern markets with 
orders placed for Fall. According to one 
man, novelties were about the only things 
offered and the general plan seemed to 
be to place orders for a few pairs on each 
number and keep something new coming 
all the time. The Spanish heel seems to 
have the preference in semi-dress shoes in 
this locality, although the patent cut-outs 
usually ‘have a lower heel. It is not 
thought likely)that skirt lengths will 
have any effect on styles in this section 
for the present. ») 


Brown Shades Are New 


A few new numbers are arriving and 
prominent among them is the note of 
gray. The low Cossack boot is shown 
in gray ooze and, patent trim and this 
color also appears on the newer children’s 
shoes. According to Bullock’s, brown, 
which includes the new shade of otter, 
beige and kindred shades, will be the 
featured color for Fall. Bronze will also 
be revived, especially in combination 
effects, and there will be a slight call for 
imitation Colonial effects. There will be 
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no decided shifting of styles or colors for 
the next few weeks and the style report 
recently given out by the National Asso- 
ciations is expected to apply pretty accu- 
rately to this section also. 


Says New Style is Needed 


At the Woman’s Shoe Store, on South 
Hill Street, Mr. Marsh expressed the 
belief that some change would be eagerly 
welcomed and should break before many 
months, as patents are dropping off and 
satins and brocades are the big numbers 
naw. Whether oxfords will come back is 
yet to be decided. The Ville is showing 
the cuff oxford in the new color com- 
binations and report a good sale on this 
class of merchandise, but straps are so 
much daintier it is not likely they will 
give way without a struggle. Although 
the modified Cossack boot is shown, there 
is scarcely any interest shown in it, 
although later in the season it may be 
more appropriate to milady’s costume 
than it is now. 


White Kid Strong at Bullock's 


White kids, according to Bullocks, are 
still going strong, and they expect this 
demand to hold out well into September, 
as they have calls for this class of stuff, 
all the year. Canvas footwear has shown 
little activity, owing to the fact that 
wash dresses have been displaced largely 
by sports skirts and sweaters and with 
this costume puck and kid leathers are 
more suitable. Next to brown as a color, 
black is expected to be strong, while 
grays in combination are also looked 
upon as a good color. 


Back from East 


Among local shoe men just returned 
from the East are Al Gude, Will Burr 
Dace, and E. L. Jaffa. Mr. Bush, of 
Wetherby-Kayser’s, is here between trips 
and states that their new store in Pasa- 
dena will be completed about October i 





Sir Percy Daniels Visits 
MSY Boston | om 


Sir Percy Daniels, leather merchant of 
London, was in Boston and its suburbs 
during last week. He is stopping at the 
New Ocean House in Swampscott. He 
golfed last Saturday with B. W. Rankin 
of Hunt, Rankin Company at the Home- 
stead Club in Danvers. During the war, 
Sir Percy was buyer of leather for the 
British government. 





Leather Merchant Returns 


Boston—James Devlin of Devlin Bros., 
sole leather merchants, Boston, returned 
the first of the week of August 6 from a 
Kuropean trip. 


ee ne as 


SPR a pt ee 





72 


BOOT AND SHOE RECORDER 


DES MOINES 


Fall Styles on Display 


Better Prices for Crops Expected to Stimulate Buying in 
Spite of Strikes 


LL of the shoe merchants in the city 

now have on display the newest 

styles of footwear for Fall. Shipments 

have been received during the past two 

weeks and all dealers expect the greater 

part of their Autumn merchandise to be in 
stock by August 20. 

From August 28 to September 7 is the 
time set aside for the great annual event 
of the farmers of the State—the Iowa 
State Fair. This year the admission 
charge has been reduced from 75 cents to 
the pre-war price of 50 cents and it is the 
common prediction that this year will see 
one of the greatest attendances the State 
Fair has ever had. The fact that farmers 
will doubtless get a fair price for their 
corn this year means that they can now 
start to replenish their badly depleted 
stocks of home and farm_ necessities 
which means to Iowa merchants that 
prospects for a good Fall business are 
very good. 

In an interview with E. C. Wiltsey of 
Wiltsey’s—one of the largest of the down- 
town stores being located at 701 Locust 
he said: 

““At present due to the coal and railroad 
strike, business is not as good as it was. 
This is the general opinion of the ma- 
jority of the shoe merchants in the entire 
State. Of course the other large factor to 
consider is that of the usual Summer be- 
tween-season dullness. However, despite 
these factors business is fair and it is our 
opinion that the end of the month will see 
the beginning of good sales volume in ox- 
fords and especially the new strap effects 
for women. With the farmers getting 
higher prices for their crops there is going 
to be a general unloosening of their purse 


strings in which all are going to profit. 
It is our belief that every indication at 
present points to the Autumn season as 
one of excellent business. In our own 
business even the sales volume for the 
past month exceeds that of last year by a 


goodly percentage.” 


Brunk’s Bootery Clearing 
Stock 


The Brunk Bootery who were in the 
fire which destroyed the Clapp building 
several weeks ago are rapidly disposing of 
their stock in the temporary location at 
819 Walnut Street. The greater part of 
the stock has been sold and the few pairs 
of shoes remaining are being closed out at 
95 cents. The Subway Shoe Company 
which was also located in the Clapp 
Building are closing out what was left of 
their stock at their new location at Fifth 
and Locust. 


De Arcy Shows Fall Footwear 


The latest novelty and one that seems 
to be attracting much attention is what is 
known as De Arcy’s new flash bootee 
which is cut in the shape of an ordinary 
oxford with the bootee fringed top and 
made up in various two color combinations 
leathers. The new satin slippers with the 
brocaded effects are having a good de- 
mand for evening wear while the plain 
patent and also those in fawn and suede 
combinations are being worn on the: 
street. A few styles are being shown with 
perforations but the general tendency is 
toward novelties of a new nature. A brisk 
demand has already begun at this store 
for the new Fall merchandise. 





SPOKANE 


Retail Trade Fairly Quiet 


Merchants Beginning to Buy Fall Styles Although Trend, 
They Feel, Has Not Been Definitely Established 


AZY Summer weather has brought 

lazy business to Spokane retail shoe 
merchants since the rush for white foot- 
wear during the week before and the 
week of Fourth of July trade. Those 
were two busy weeks and left stocks 
pretty well thinned out. Since then trade 
has wilted and in the past week there was 
very little activity anywhere. 

Although buyers laid in a smaller stock 
of white footwear this year than usual, 
anticipating sports wear being strong all 
Summer, a majority of retail merchants 


are still anxious over the canvas and other 
light goods now on their shelves. The 
season was about six weeks late. Two 
fine weeks of trade on Summer goods 
came. Then it dropped as suddenly as 
it came. The next three weeks will be 
“dog days’’ proper. Clearance sales are 
now in order. 


Black and White Went Well 


The Crescent had little trouble in mov- 
ing white canvas oxfords for women 
which were trimmed in black kid, but 


the same numbers with colored leather 
were inactive. Similar experiences were 
reported at Schulein’s, Shuart’s, and by 
others. Hill Brothers showed fewer 
whites than usual and moved sport shoes 
in a variety of numbers at the expense of 
whites, it was reported. The Hill shoe 
store, No. 1, had a good run on men’s 
whites and women’s white kids, but had 
the same problem as others moving 
women’s plain white canvas footwear. 

Shoe sales have come to mean little 
here this year, as there has been some 
sort of a sale in progress nearly every 
week of the year. A few of the more con- 
servative shops held close to their policies 
on this question, however, and waited 
until July to act. 

M. & S. Schulein announced their usual 
semi-annual clearance on July 12. Lairds- 
Schober and other women’s lines and the 
Edwin Clapp, Nettleton and Crossets for 
men were all put into four lots and 
offered at $2.95, $4.95, $6.95, and $8.95. 

The clearance sales developed a wide 
range of unrelated prices. The Crescent 
sold 200 pairs of women’s Keds at $1 a 
pair. Summer canvas, kids in straps and 
a variety of heels ranged from $4.85 to 
$9.85. Shuart’s put $10 values at $2.85 
to $6.85. The Model, Culbertson’s, 
Shuart’s and all leading retailers had 
prices marked to the same range. The 
Kemp & Hebert shoe department had a 
particularly good season in women’s sport 
oxfords of the saddle strap style. These 
were closed out at about $3. Culbert- 
son’s startled the trade by offering 1000 
pairs of shoes, oxfords and pumps in can- 
vas, kid and patents, all at $1 a pair. 
Sandal pumps and strap pumps came in 
for a general clearance with Kane-Stitz 
Company. 


Buster Brown Store Changes 
Ownership 


The local Buster Brown store, owned 
by J. F. Austin, and affiliated with about 
30 Buster Brown shoe stores in the Pacific 
northwest, was sold last week to the 
Consolidated Shoe Company of Seattle, 
operators of a string of retail stores in 
Washington state. J. B. Critzer, a shoe 
man who has been actively engaged in the 
trade in Spokane for many years, is 
managing the Spokane store for the Con- 
solidated Company. Mr. Austin has not 
yet announced his plans for the future. 
It is reported he was the largest owner in 
the company. The Buster Brown store, 
which will retain its name under the new 
management, has built up an especially 
large following among parents in the 
city who buy their children’s shoes at the 
one shop regularly. 

Gus Hess, representative of the Moore- 
Shaffer Company of Brockport, N. Y., 
while calling on the local trade reported 
buying in this territory better than at 
any time since the war. 
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DISPLAY : 
: Wein ayySeees \ Desirable Shoes / dthanes,., : 
: must have g 
: Quality and Style 5 
: DEGEN-LIPP, Inc. : 
: NEW YORK OFFICE: Mahere of FACTORY: oO 
= 607 MARBRIDGE BUILDING Women’s Best Turn Footwear BROOKLYN, N. Y. = 
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No. 47—Black Kid Two-Strap Sandal, 12-8 
WH, Ss cc ccnccccessecespeedd "$2.25 
No. 78—High Grade Black Kid Oxford, 13-8 No. 84—Same Style in One-Strap. 

Wingfoot Heel, Gray Ouse Lining. Both In Stock A, B,C, D,E............$2.15 
No. 77—Same Style in Plain Toe. re 

Both In Stock A, B,C, D.............. $3.25 


T4 99 
CONSTANT COMFORT 
**AMERICA’S BEST COMFORT SHOE” 

“NOW is the time to cover your needs for Fall on staple, depend- 

No. 490-—Best Quality Black Kid 7)” able, merchandise such as we manufacture. 

~olish, ingfoot Heel r r . . ’ . s 

No. £0—Geme Stele ith Slain ‘Tes. ‘ ae _ + delays in transportation. Don’t be caught without 

Both In Stock B, C, D, E,............ g4.15 Sizes when Fall business starts. , 
Over sixty styles of boots, oxfords, strap sandals and Juliets 

constantly IN STOCK.” 


Ault-Williamson Shoe Co., Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET * 
Auburn BOSTON OFFICE, 139 LINCOLN STREET Maine 





Kansas City, Mo., Office—Suite “C,”” Mass. Bld 
Minneapolis Office— Room 10, Loeb Arcade Shoe Exchange, Ne "2 So. Fifth St. 
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MG No. 63 
TRADE MARK 
Reg. U. S. Pat. Off. 
Men's Felt Slipper, Leather Sole, Well Padded Yee oak alt aon oie py Sy oe rs by Ladies’ Moccasin Style, Soft Chrome Sole, Extra 
carrying “ROYAL MAKE.” Heavy Padded. Royal Idea. 
97 SOUTH SIXTH st.  Ropal Footwear Manufacturing Co. Fut satisfaction on Price, Fit, 
BROOKLYN, N. Y. Makers of Shape and Quality 


FELT SLIPPERS AND BATHING SHOES 
a eaaeaaaaeaaaaa stay varygte~—wegsege—yasensser ver eapenesetgeaenr Petar ester" t-te ete etauamaataaeaaaeaaamtaaees 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SOME MORE 
NEW FALL 
OXFORDS 







THE 
ORMOND 


| SHOE. 














No. 602 
No. 4 Russia Calf, 
English Blu. Ox- 
ford. Overweight 
single sole. A, B, 


7-11. C,D, 6-11. 








No. 601 
No. 4 Russia Calf, 
Lace Oxford, 
overweight single 
sole, stitched heel 
seats. A, B, 7-11. 
Cc, D, 6-11. 
No. 605 


THE same Style 
in Tony 
BRAE Black Calf. 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 



























An Opportunity for 
Shoe Manufacturers and 
“Live-Wire’’ Jobbers re tork oy ri 


There’s a way you can profitably enter the rubber-heel business—an industry which has now 
reached enormous proportions. Recent estimates indicate a market for over 150,000,000 
pairs of rubber-heels in the United States during one year. You want to enter this market 
on the right basis. 


You can do so by having Republic make your own rubber-heels, and you can sell them under 
your own trademark. 


Republic plants are now equipped to produce rubber heels according to your specifications, 
at prices which will allow you successfully to compete in your territories. 


The long established reputation of Republic Rubber products will be your assurance of a 
rubber heel you will be proud to mark with your own name. 


Write for further information. Permit us to submit estimates. 



















Get in touch with us today. 


THE REPUBLIC RUBBER COMPANY 


Factories at 
Youngstown, Ohio 











BRANCHES; 
Chicago Philadelphia Minneapolis Atlanta 


Cincinnati 







The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor 


Harry Modlin in the Ring 


A Williams-Kneeland Company Salesman—1921 Secretary of 
the Chicago Shoe Travelers’ Association 


ARRY MODLIN was born on a 
H Decoration Day in a year when 
this particular holiday had more 
significance to departed soldiers of the 
Civil War than today—and at a time when 
sports were not as popular as in these times. 
What Harry’s early ambition was we do 
not know, but at an early age we discov- 
ered him selling shoes as a retail clerk in 
the store of C. H. Bromley of Marshall- 
town, Iowa, rising to the position of buyer, 
and then changing to a similar position for 
E. G. Walton of the same city and State. 
He held the important part of head buyer 
for this live concegn, for one and a half 
years. Meanwhile, he ‘was “itching” to get 
on the road as his position brought him in 
almost: daily touch with traveling sales- 
men, and hearing their tales of “easy 
money,” “swell’’ hotels, Pullman cars, and 
a vast country to be covered, only whet- 
ted, all the keener, his désire to go “a- 
journeying.”’ His first experience as a 
traveling salesman began with the Beacon 
Falls Rubber Company, whose branch 
house was in Chicago, Ill. He was assigned 
to the territory of Northern Michigan. 


In Northern Michigan of Old 


Harry’s experience in that part of the 
country was of wonderful help to him in 
after life. Traveling up there in the old 
days was not a bed of roses; towns were 
not close together, nor, were hotels to be 
likened to the LaSalle of Chicago, or the 
Waldorf of New York. Pullman cars were 
confined to the few whose purses would 
permit them to partake of the luxurious. 


One of the Big Fellows 


Light and airy shoes were not worn by ° 


he lumber-jacks, but rather, the trade was 
strong towards pacs and felt boots. Such 
as his apprenticeship. But he later grad- 





Big N.S. T. A. Meet at 
- Chicago, Jan. 4-6, 1923 


T. A. Delaney, secretary of the 
National Shoe Travelers’ Associa- 
tion, has officially notified the secre- 
taries of the 26 affiliated associa- 
tions of the National body, that the 
Twelfth Annual Convention of the 
N.S. T. A., will be held in the city of 
Chicago, Ill., January 4, 5, and 6, 
1923. 

These dates were arranged by the 
Chicago Shoe Travelers’ Associa- 
tion, which is to be the host of the 
National body, to accommodate 
those planning to attend the An- 
nual Convention and Style Show of 
the National Shoe Retailers’ Asso- 
ciation. 

Very elaborate plans are already 
under way by the Chicago Shoe 
Travelers’ Association to make the 
Twelfth Annual Convention the 
most elaborate and constructive in 
the history of the association con- 
sistent with the enormous amount 
of work done during the past year 
and the increased membership. 
Already many of the boys have 
planned to attend the convention 
of the N. S. T. A. 











uated into men’s fine shoes as salesman for 
the Florsheim Shoe Company of Chicago, 
Ill., with territory from Michigan to the 
Pacific Coast, including the Western part 
of Canada. This territory he covered for 
ten and one-half years, selling shoes in so 
very many cities and towns, and opening 
up so very many new accounts for the 


Florsheim shoes, that he was recognized 
as a big fellow among his fellow salesmen 
—and even at this date, when one men- 
tions these shoes to those having traveled 
that section at that time, they are always 
associated with Harry. 


In Concentrated Territory 


After this long service he was anxious to 
have his territory more concentrated and 
to embrace larger cities, and he conse- 
quently made arrangements to represent 
The Commonwealth Shoe & Leather Co., 
of Whitman, Mass., in the Northwest— 
from Chicago to Omaha. But, desirous 
of being nearer his own fireside, he, after 
two and a half years, signed up with the 
R. H. Long Shoe Company, as manager of 
its Chicago branch and _ distributing 
agency. 


Will Now Cover “Old Camping Ground” 


At this date we locate him as salesman 
for the Williams-Kneeland Company, of 
South Braintree, Mass., makers of men’s 
and women’s fine shoes, covering the terri- 
tory of Chicago and the North west—his 
old camping ground and a territory with 
which is he partivularly well acquainted. 
He starts on his trip September 1. 

In his younger days he was proficient in 
the game of tennis and visitors to his home 
are reminded of this fact from the many 
cups and ribbons adorning his den. 


Policy That Has Won Success 


His successful rise has been attributed 
to his policy—that no town is too small to 
pass up and no city too large to “drum” 
thoroughly. “The plate glass front mer- 
chant,” says Harry, “pays his bills no 
quicker than the A-1 account in Podunk. 
No buyer knows your line as you do, nor 
as you should.” Harry always strives to 
first impress a prospect with his belief in 
his line; second to ascertain the buyer's 
needs. It is then only necessary to act 
with truth and candor, selling not for the 
day, but forever. nq 

From Harry's past experience as a terri- 
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torial man we find him having made both 
large and small cities. He feels that his 
acquaintance so well bought has been of 
inestimable value to his present status in 
the shoe game, always observing and 
applying these observations to practical 
purposes. ; 
Fine Association Work 


Mr. Modlin has held many responsible 
positions with fraternal and social fratern- 
ities and his activities are not confined to 
locals, his work having brought him into 
State and national repute. He held the 
position of secretary of the Chicago Shoe 
Travelers’ Association during the year of 
1921. While in this position his work was 
so very commendable that his reports 


He is conservative and has just the 
right proportion of dignity and geniality. 
“An almost sure mark of Harry’s identi- 
fication,”’ says the observant T. A. D., “is 
a large abalonia pearl, which generally 
adorns a modest necktie.”’ Such in a few 
words is a description of Harry Modlin, 
the new representative of the Williams- 
Kneeland Company. 


Louis Hartman in Far West 


Louis Hartman of the Hartman Shoe 
Company, Haverhill, is making an ex- 
tended business tour which takes him to 
the Pacific Coast. He is calling on the 
wholesale trade with the latest styles in 
Hartman novelty footwear. 
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George Crane; treasurer, Charles Briggs. 

The election of officers will be held at 
the first meeting in January and in looking 
over the slates, it is evident that whoever 
wins, the constructive work of Jim Beatty, 
the present president, will be carried on 
and that 1923 will see the Rochester Asso- 
ciation going forward. 


Shoe and Leather Club Plans 

Plans for the formation of a Shoe and 
Leather Club were presented by repre- 
sentatives of the Superintendent’s and 
Foremen’s Association, and a motion was 
made and adopted that the President 
appoint a committee on which there should 
be a representative from each local factory 
to interview interested persons and find 








W. H. BIRD 


With Leach Shoe Company of Baier. Covers 

ggg 7 ae ak Baltimore, "North and South Caro- 
Virginia, Georgia Florida. Formerly 

bow 4 Wolff g ey Co. of San Antonio, 

and for 25 years in the retail shoe business. Mr. 
Bird starts on his trip September 10. 





were adopted by other associations in 
their work. 
A Popular Salesman 


From a physical standpoint, Harry was 
never intended for the heavy-weight class, 
nor yet the featherweight, being of the 
medium build; but then, “good things are 
not always found in big packages.” He is 
of sunny disposition exact, not foppish, in 
dress—the type of the prosperous and 
thorough salesman, such as may approach 
all and be approached by all. 


He Loves His Home 


Harry has resided in the suburbs of 
Chicago for the past 20 years. He is a man 
of few hobbies. We do know, however, 
that he is very fond of his home, where he 
and his charming wife-make most ideal 
hosts, as well as good-looking ones. 











R. A. T. S. S. Nominate for 
1923 


Nominations for officers in the Roches- 
ter Association of Traveling Shoe Sales- 
men announced by the nominating com- 
mittee at the weekly meeting held at the 
Chamber of Commerce on Tuesday, 
August 8, were as follows: 

Slate No. 1—President, R. B. Leard; 
first vice-president, Jack C. Berna; second 
vice-president, R. Clayton Hultgren; 
third vice-president, Frank Shafer; fourth 
vice-president, Frank W. Rice; secretary, 
Clarke B. Rowley; treasurer, Jack Castle. 

Slate No. 2—President, Gus A. Schaub; 
first vice-president, Don Carhart; second 
vice-president, Clinton L. Clarke;. third 
vice-president, William Maylan; fourth 
vice-president, Eugene Connors; secretary, 


out the sentiment regarding such an 
organization. 

The plans as outlined by the shoe super- 
intendents provide that their association 
and the shoe travelers back the formation 
of a club, membership in which shall be 
confined to men, identified with the shoe, 
leather, and kindred trades. 


Will Sell a Line of Haverhill 
Shoes 


Horace Murray, formerly of the Murray 
Shoe Company and well-known to the 
trade, will carry the Welch, Morse & 
Feehan Company’s line of women’s turns 
and welts to the large retail and whole- 
sale trade between Boston and Denver. 
He is getting out his line of samples pre- 
paratory to an extended tour. 
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Crockett Welcomed by 
Cleveland Boys 


C. C. Crockett of New York City, is a 
newcomer to the shoeindustry inCleveland. 
He arrived here early in August to take 
charge of the Cleveland branch of Morse 
and Rogers, which has a large clientele in 
the Cleveland territory. 

Mr. Crockett has his headquarters in 
244 The Old Arcade, which is headquart- 
ers for Cleveland travelers, and the scene 
of many of their social doings. He was for 
six years with Endicott-Johnson in the 
Southwest territory and he has been in the 
industry for 15 years. He was in wholesale 
work, also in the factory, and in stock in- 
spection, for the International Shoe Co. 








F. Mv ANDERSON 
Representing Rice § Hutchins on the West 
Coast through the Rice Hutchins 

hicago Co. 





Joseph Ham Traveling West 
and South 


Joseph N. Ham, representing the Stock- 
bridge Shoe Company left Boston last 
week for a month’s trip to the Middle 
West, and Southern States, as far South 
as New Orleans. Mr. Ham will call on the 
wholesale. and department store trade 
with the newest fall styles in women’s 
turn and McKay shoes produced by the 
Stockbridge concern. Among these are 
satins, plain and brocaded, as well a 
patent leather in plain strap, cross strap 
and colonial effects. 


Brewer with Henegar-Dooley 


Jerry B. Brewer, of Crossville, Tenn., 
has been added to the sales forces of the 
Henegar-Dooley Shoe Company, Knox- 
ville, Tenn., traveling Virginia and North 
Carolina tecritory. 











Tribute to Traveling 
Salesmen 


The Indianapolis Star pays the 
following tribute to traveling sales- 
men: 


“We hate to fool you, but we’re 
going to. 

“You expect us to get funny 
about traveling men. We won't. 

“Traveling men, a fellow’s moth- 
er, his church denomination—these 
aren’t funny subjects. 

“Traveling men are soldiers of 
commerce, trading their lives for 
their living. 

“Not only that—they trade their 
lives for their families’ and their 
employers’ livings. 

“Traveling men wander from 
place to place in cold and heat and 
discomfort, put up with (and for) 
bad accommodations, and don’t 
kick much. 


A Real Philanthropist 


“When the lay traveler gets all 
balled up in his railroad connections 
and does not know what to do, the 
traveling man pulls out his railroad 
guide or a bit of his own clear mem- 
ory, and tells the lost one how to 
head in or make a short cut. 

“He will take chances on missing 
a train himself to do this. 

“There are pinheads in this world 
who think traveling salesmen are 
fresh guys who Jive for the sake of 
flirting, gambling, etc. 

“Most of the traveling men we 
know have sons and daughters, and 
nearly all of them have wives of 
their own. 

“And if those wives are as square 
with traveling hubby, as we know 
hubby is, in nine cases out of ten 
cases with wife, when they are 
separated, the lack of virtue in this 
country is sadly overestimated. 


Exception Proves the Rule 


“Once in a while there is a travel- 
ing man who is all that the pinhead 
thinks they all are; but he is an ex- 
ception, and he doesn’t hold his job 
very long. 

“If we wanted a square deal— 
wanted to be sure of it, and of genu- 
ine Christian, unselfish charity 
thrown in, we'should never hesitate 
to submit our case to a jury of trav- 
eling men. 

“We are for him, strong. For 
we've met bim away from home.” 
—From July Between Us, published 
by United States Rubber Company. 
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Charles S. Heath with 
William Henne & Co., Inc. 


Charles S. Heath, one of the best in- 
formed men on the shoe industry in the 
country—a veritable wizard on picking 
the style winners—has recently become 
associated with the women’s fine shoe 
manufacturing house of William Henne & 
Co., Inc., of Brooklyn, with territory in 
all of the large cities from Pittsburgh to 
Denver. Mr. Heath will also take care of 
the large department stores in New York. 
He will assist in the development of new 
styles, lasts, and other building details of 
the William Henne & Co., Inc., line. 

“Charlie’’ Heath commenced his shoe 
experience in his father’s shoe store, which 





CHARLES 8. HEATH 
Who will cover jor Wm. Henne § Co., Inc.,“all 
of the large cities from Pittsburgh to Denver; also 
the large department stores in New York. He 
will assist in the building and development of the 
new styles of his house 


was located in a New England town. All 
of his days have been spent in the craft. 
On leaving his father’s store, he joined the 
salesforce of-the Thomas G. Plant Com- 
pany—also acted as manager of this com- 
pany’s stores in various places. He re- 
mained with this house for several ‘years. 
His next connection was with La Salle & 
Koch Co., as manager of this firms’ shoe 
department; he then went to_.Detroit, 
where he managed the shoe department of 
J. L. Hudson Company. He later became 
associated with the Dunlap Shoe Com- 
pany of Columbus, Ohio. During this time, 
he was chairman of the Style Committee of 
the N. S. R. A., and just prior to making 
his new connection, “Charlie” was editor 
of the Shoe Section of the “Dry Goods 
Economist.” 

Endowed with a fine personality and 
always courteous, he is. popular wherever 
he goes and his winning smile is always an 
open sesame for a good reception from the 
retail shoe merchants he visits. 


ae ape 
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Congratulations to William B. Davis 


Ninety-four Years Old and for Fifty-three Years on Road—Travels for 


E are publishing a_ large-size 
photo of William B. Davis, be- 
cause this Jackson, Michigan, 

nonagenarian is believed to be the oldest 
traveling shoe salesman in the United 
States, both in age and service, and we 
want all of our readers to see just how 
young this 94-year- old lraveler looks. 
William B. Davis, observed his ninety- 
fourth birthday on June 12. He has been 
on the road for 53 years, 12 years of which 
has been with Rohrer & Co., manufactur- 
ers of children’s shoes, of Orwigsburg, Pa., 


in which he is very much interested. 


Has Joined the “Century” Club 


This aged knight of the grip didn’t 
spend his last birthday at home. He was 
hustling along his route, trying to con- 
vince the merchants which he visits, that 
hig line of shoes is far superior to that 
handled or made by any other factory in 
the country. Mr. Davis covers the State 
of Indiana and a few towns in Ohio. He 
says when he reaches the one hundredth 
mark, he will quit the road, and travel the 
country over for the next 25 years. If you 
should meet Mr. Davis on the road, and if 
you didn’t know his age, you would guess 
he is about 60 years old. He does not look 
like a man who has stood life’s buffeting 
for 94 years. Of less than medium height, 
of ruddy complexion, eyes that have re- 
tained keen vision, and with a step that is 
firm and quick, Mr. Davis is a picture of 
health of a man in his prime. He does not 
even use glasses to read newspapers. 


A Life Well Lived 


“It’s the way I live that keeps me in 
good condition,” is his explanation. He 
says he is a light eater, and eats anything, 
although he partakes of very little meat. 
“Every night before I retire, I go through 
my exercises to keep me limber,”’ he said 
the other day, and in demonstrating just 
how agile he is, he twisted his arms and 
hands in a lively manner and then doubled 
over and touched the sidewalk with his 
hands, without bending the knees. 

“Have you used tobacco for any length 
of time?”’ is a question which he is often 
asked. 

He smiles when he answers, “I consider 
it quite a while. I have chewed tobacco for 
69 years and have been smoking the weed 
for 40 years. I have quit chewing, but I 
still enjoy smoking, especially a pipe.” 


Of Welsh Descent 


Mr. Davis was born June 12, 1827, in 
Hamilton, Ohio, on the Rossville side. 
He is of Welsh descent, his grandfather and 
two brothers coming to this country on the 


Rohrer & Co. of Orwigsburg 


Mayflower in 1774, and the grandfather 
settled in old Virginia and served in the 
Wars of 1812-14. With his parents he 
moved to Wabash, Ind., in 1842, when 
that town had but 102 families. In 1843, 
Mr. Davis saw the first packet come down 
the canal in Wabash, and remembers that 
it was snow-white with red shutters. 

He learned the printers’ trade, and for a 
number of years worked in various towns. 
In 1861 he enlisted in the three months’ 
service in the Civil War, but was rejected 
because he had lost some teeth. 


A Former Newspaper Man 


In 1886, Mr. Davis located in Adrian and 
in 1864-65 he owned, published and edited 





a B. DAVIS 
Pg te -four- ey traveler of Jackson, 
Davis is believed to be the oldest 
fale shoe salesman in the United States, 
both in age and service. If there is another 
pinned this y~ let -> speak up. This 
photogr was m on ian's 
ninety-third — 


the “Whittery County Republican’, of 
Columbia City, Indiana. At regular inter- 
vals he made trips for the shoe firms of 

Busgert & Hart of Toledo, and Reed, 
Jones & Co., Columbus, Ohio. During all 
the years that he has been on the road and 
during which time he has been all over the 
United States, he has never been in a rail- 
road accident. 

Mr. Davis’s second wife died more than 
a year ago. He has two daughters and 
three sons: Mrs. W. O. Adams of Chicago; 
Mrs. Eugene Stout of Little Falls, N. Y.; 
John S. Davis of Marquette, Mich.; 
George S. Davis of Detroit, Mich., and 
Charles Legrand Davis, whose present 
whereabouts are unknown. 


A Lover of Flowers 


Flower beds and gardening are Mr. 
Davis’s hobbies when he is at home. His 
residence, a beautiful place, is surrounded 
by shrubs and flowers. He enters the gar- 
dening contests annually and has taken a 
number of prizes. 


Menzies Hold Sales 
Conference 


Sixty’ salesmen of the Menzies Shoe 
Company, of Fond du Lac, Wis., convened 
at the Palmer House, and in the opening 
session of their annual sales gathering, 
were given a review of the company’s 
activities by S. D. Nichols, president and 
superintendent of the firm. George P. 
Utley, vice-president and general manager 
of the firm, made the opening address of 


. the convention. Display of samples, expo- 


sition of sales methods which have brought 
results, and a study of proposed new lines, 
will occupy the attention of the salesmen 
during the convention. 





Proverbs of Opportunity 
(By W. M. Sloan of McElroy-Sloan Co.) 
Copyrighted June 12, 1922 
“‘Man’s extremity is God’s opportu- 
nity.” But God can do nothing for the 
fellow who doesn’t try. 


The optimist sees opportunity afar off, 
while the pessimist is lost in the fog. 


If you work like a tiger and stick to the 
truth, opportunity will always have her 
eye on you. 


Opportunity doesn’t spend her time 
with tricksters, she is looking for an 
honest partner. 

“Luck is blind,” but opportunity keeps 
both eyes on the fellow who is working 
with all his might. 


August 19, 1922 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Brockton, Mass.—Superior Shoe Co., shoe manu- 
facturers, reported petitioned into bankruptcy. 

Uxbridge, Mass.—-Frank B. Cassidy, shoes, reported 
petitioned into bankruptcy. 

Haverhill, Mass.—International Shoe Novelty Co., 
shoe novelties, reported assigned to Louis 
Watnick. 

Lynn, Mass.—Mrs. Sarah Stryer (667 Western 
Avenue) shoes, reported petitioned into 
ruptcy. 

Mcliyweed. Calif.—Ed Weiss (Edward Wise), (6523 

follywood Boulevard), shoes, reported peti- 
tioned into bankruptcy. 

Lafayette, Ind.—Robbins Economy Shoe Store 
(Ernest C. Robbins), shoes, re peti- 
tioned into bankruptcy. 

Jacksonville, Fla.—Joseph Moscovitz, shoes, re- 
ported petitioned into bankruptcy. 

The Children’s Bottery shoes, reported 
petitioned into bankruptcy. 

Polmstes, Fla.—J. D. Howze & Co., shoes, etc. 

D. Howze, reported petitioned into bank- 
A 8, 

Moultrie, Ga.—I. Golden, shoes, etc., reported 
petitioned into bankruptcy. 

Warrenton, Ga.—J. W. Whitley Co., shoes, etc., 
reported petitioned into ptcy. 

Savannah, Ga.—Jake Barnett Shoe Co., shoes, re- 
ported petitioned into bankruptcy. 

Waverly Hall, Ga.—Byrd & Baldwin, shoes, etc., 
report petitioned into bankruptcy. Re- 
ported offering to compromise at 25 per cent. 

Phil Cambell, Ala—Brown, Webb & Co., shoes, 
etc., reported petitioned into bankruptcy. 

Parlier, Cal.—Mike Nesenoff, shoes, etc., reported 
petitioned into bankruptcy. 

Stamford, Conn.—I. Shore & Co., shoes, etc., re- 
ported Israel Shore, petitioned into bankruptcy. 
Reported offering to compromise at 25 per 


cent. 

Savannah, Ga.—Jacob, Basch & Shir, wholesale 
shoes ed meeting of creditors was sched- 
— for ul si, ._- = $115,000. 


shop, Ga.— li, shoes, etc., 
titioned into 7a ptcy. 
Cu t, Ga. Toy “Harris, shoes, etc., reported 
petitioned into bai meat. 
Gi. Ill.—Manny Gold re. (3731 W. Roose- 
by ny Co., a es 3 assigned. 
ix Jones 
G. & H. Shoe Co. . Inc. (4719 S. Ashland 
Avenue). shoes, reported meeting of creditors 
eld. 
Harry A. Kurtz, leather and findings, re- 
ported we into bankruptcy 
Deutsch & Wolf (1621 ten Avenue), 
shoes, reported petitioned into bankruptcy. 
Henry Kleine & & Co. (208 West Lake Street), 
wholesale , reported offering to comprom- 
ise at 50 per cent. 
Peoria, Ill.—Max de mee shoes, etc., reported peti- 
tioned into bankruptcy. 
nae Valley, Ill. tien Miller, shoes, etc., re- 
od olining to compromise at 25 per cent. 
Argos, I Tad. —Henry Zugbaum, shoes, etc., re 


ssigned. 
McPherson, Kas.—Kern Bros. & Co., shoes, etc., 
reported petitioned into bankruptcy. Reported 


receiver a@ inted. 
New Orleans, —Louis Piliawsky, shoes, etc., re- 
petitioned into bankrup 
Crowley, La.—El Cc, Harkin. shoes, etc., re- 


Fairkead titioned into bankruptcy. 
Id wo —lieary J. Madigan, shoes, etc., 
titioned into bankruptcy. 
Detroit, —Reimer & Gregory, wholesale 
leather a findings, ed receiver ap- 
inted. Meeting of ditors was scheduled 


‘or August 1, last. 
—- Mich.—Anthony P. Kaczynski, shoes, 
into bankruptcy. 


titio 

Flint, “Miike —Joe Gross, , ete., repor peti- 
tioned into bankrupt: re... 

Hugo, — & shoes, etc., reported 
assi 

Augusta, Maine—J. F. Bilodeau, shoes, reported 
offering to compromise at 50 per cent. 


Hetroit, Mich.—Abraham Futterman (Stratford 
Boot Shop), shoes, reported offering to com- 
promise at 25 per cent. 

Dibbing. Minn.—Sapero Co., shoes, etc., reported 
offering to compromise at 30 per cent. 

Milaca, Minn.—Milaca Mercantile Co., shoes, etc., 


reported assi 
Detroit, —, Feder, shoes, reported peti- 
tioned into bankruptcy. Reported receiver 


appointed. 
Jackson, Mich.—Cohen Bros., shoes, reported 
offering to compromise at 30 per cent. 
Kalamazoo, Mich.—Herrick Boot Shop, shoes, re- 
ported petitioned into bankruptcy. Reported 
receiver appoin 
Lamberton, inn.—Palace Clothing Co., 
a . reported offering to compromise al 35 per 


St. pom Mo.—Schroeder-Lampe-Goldman Shoe 
Co., wholesale shoes, reported petitioned into 
bankruptcy. 

Lenoir, N. C.—W. F. Wakefield, 
ported petitioned into bankruptcy. 

New York City—Haiman Levin (1573 Madison 
Avenue), - reported offering to compro- 
mise at 25 per cent. 

Wodinsky Bros. (1-3 Avenue A), shoes, re- 
itors called. 


shoes, etc., re- 


ported — of = 

Barney Rev in, shoes, etc., reported peti- 
tioned into bankruptcy 

Harry Bonis ( nis Outlet Stores), (131 


w. 24th Street), shoes, etc., reported petitioned 
into bankruptc aa. Re receiver appointed. 
Pomerantz-Grupsmuth (1634 Bathgate 
Avenue), shoes, reported yo > 
Tillie essrurem (1053 thern Boule- 
vard), (Model Shoe Store), shoes, reported 
— of creditors called. 

Weingand (2417 8th Avenue), shoes, 
reported. petitioned into kruptcy. Re- 
ported roo appointed. 

Port fae Be handler & Held, shoes, etc., 

ee ects to compromise at 30 per cent. 

Canton, on, N. Cc. ~M. Littman. (The Fair) shoes, etc., 
reported asking general extension. 

Cleveland, Ohio—Harry Grossman (12819 St. Clair 

— ), shoes, reported petitioned into bank- 


ptcy. 
Oklahoma City, Okla.—Pack Bros., shoes, report- 


ed petitioned iat bankruptcy. 
Oilton, Okla.—Phil D. Hall, a, etc., reported 
petitioned into bar 
Pawtucket, R. I.—Louis , shoes, reported 


ing to compromise at 15 Per cent. 
Spartanbure, 8. C.—Nissens tore, shoes, re- 
to compromise - a8 per cent. 
Mentphis, Tenn.—S. Rate es a shoes, etc., re- 
ported petitioned into bankruptcy. 
Victoria, Texas—J. M. Haller (Haller Dry Goods 
, shoes, etc., reported petitioned into bank- 
ruptcy. ~ Reported offering to compromise at 


25 

Philade! hia, | Pa. —George Smolens, shoes, reported 
ues 4 com ~< at 25 per cent. 

Pittsburgh, . Templeton, shoes, re- 
ported onhiens’ into bankruptcy. 

Portage, Pa.—Griest & Griest, shoes,reported offer- 
in — at 25 cent. 

Port Retr, xas.—Port Arthur Co-operative 
Suppl a etc., petitioned 
into a= itcy 

Port Arthur, oy “Globe Clotheries, Inc., shoes, 
reported offering to compromise at 33 1-3 per 
cent cash. 

K. , Gearee, shoes, etc., reported petitioned 


into ba: 
Seattle, Wash. EAT Cy ber (Reliance Clothing Co.), 


shoes, etc., reported petitioned into bank- 
ruptcy. 
a W. Va.—Quality Merchandise Co., 
Inc., etct, gepestes assi 4 
Gna Ont.—G. . Bogart & Son, shoes, 


, reported ass 
Ottawa,” Ont.—Star assigned. Store, shoes, reported 
eported meeting of creditors was 
scheduled for August 1. 
mor .—Jacob Cassirer, shoes, reported 
Toronto, Ont.—Crown Shoe Co., shoes, reported 
assigned. 
Causapscal, P. Q.—Neree Pilotte, shoes, reported 


assi, ‘ 
Quebec, .—Duchaine Shoe Regd. shoe jobbers, 
assigned. 


CHANGES 


Boston—Rose Weinstein (Wife of Jacob), shoes and 

repairing, filed married women’s certificate. 
Allen Goller-Leighton Co., shoe manufac- 
turers, succeeded by Allen Goller Shoe Co. 

Abington, Mass.—C. Wesley Smith Shoe Co., shoe 
manufacturers, reported sold out. 

Brockton. Mass.— Henderquinn Moccasin Co. 

manufacturers 1 { moccasins, reported sold out 
to Robert W. Bigney. 

Chelsea, Mass.—Northeastern Shoe Co., shoe 
manufacturers, incorporated with authorized 
capital of $25,000. 

Amesbury, Mass.—Jennie H. Brickett (Wife of 
Walter E.), leather remnants, filed married 
woman's certificate. 

a, Counter Co., counters, recently in- 
porated. 

Greenfield. Mass.—Greenfield Industrial Co., shoes, 
etc., sold out. 

Haverhill, Mass.—Boilard & Clement (56 Wingate 
Street), leather, recently commenced business 
here. 

Buckley-Kerrigan, shoe manufacturers , dis 
solved partnership. P. B. and E. F. Kerrigan 


retire. 

H. & G. Shoe Co. (78 Washington Street), women’s 
shoe manufacturers, recently commenced busi- 
ness here. 

Herrick, Foote & Laurin Co., shoe manu- 
facturers, succeeded by Herrick-Laurin Co. 

Stockbridge Shoe Co., shoe manufacturers, 
Frank R. Hatch, resident, retires. 

Lynn, Mass.—Etta Kaufman (Wife of Hyman), 
shoes, filed married woman's certificate 

Forrest City, Ark.—Ash Bros., shoes, etc., suc- 
ceeded by Louis McDaniel. 

Jasper, Ark.—Brasel & Jones, shoes, etc., reported 
sold out. 

Marianna, Ark.—Griflis Newberne Co., shoes, etc., 
to consolidate with G. F. Gambrell Co. 

mn.—Lovell Shoe Co., pistengie 

oes, recently 

a Conn.—Futty Shoe Co., — " shoes, 

ated with authorized capital of $50,000. 

Cordele, Ga. .—R. Boniske, shoes, etc., succeeded by 


itz. 

Gainesville, Ga.—D. D. y “eo shoes, etc., suc- 
ceeded by Freedman C 

Rexburg, Idaho.—J. L. Ballif & Sons, shoes, etc., 
reported sold out to Lee Neilson. 

Shipshewana, Ind.—J. E. Suntheimer, shoes, etc., 
out of business. 

Clinton, Ia.—Craft Doran & Peterson, shoes, etc., 

. E. Shields —> 

Gilmore City, _ —-Joseph Habaab, shoes, etc., 
succeeded by Abbas. Fg ved (Boston Store). 

Chicago, I1l—Solomon & Benson (2144 E. 71st 
Street), shoes, etc., — partnership; suc- 
ceeded by David Solomo: 

Sealace Co. (1400 N. Halstead Street), manu- 
facturers of shoe findings, incorporated with 
authorized capital of $40,000. 

ser I Til.—Kannally-Wick Corporation (6th 
d Cypress Streets), shoe manufacturers, in- 
ted with authorized —_ of $75, a 





Missouri, Valley, Ia.—H. shoes, 
ceeded by ester Klein & Se — I. Rothen- 


berg. 
Ladoga, Ind.—Bischof Big Store, Inc., shoes, etc., 
succeeded by N. Newmark. 
——, Ind. hae eT & Purman, shoes, etc., 
succeeded by James N. Purman & D. A. 


Wam: ~ = 
Mahalaewn, Ta. —Weisman Bangein Store, shoes, 
etc., d by Wei dissin Co. 
Covington, Ky.—Kenworth Shoe »., Shoe manou- 
facturers, recently here. 
Garden Oe. Kans.—J. Cc. =, shoes, etc., 








H. 
Hallowell, han £ Son, shoes, étc., re- 
ported sold out to EE . Bickford. 
New Orleans, La — Shoe & Hat a = 
sale ees, recently commenced ere. 
= ich.—Angelo Latini, chews, 0 
East 1 ne, * Mo.—Emil M. Kingsinger, shoes, etc.,; 


discontinue. 
Saco, 1 Me.—Green’s Shoe Store, Inc., shoes, etc., 
ted with capital of $10, 000. 


Detour, 
S. McGuire. 
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GLOVE~ GRIP SHOES 
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The “Y” Last 


the shoe that speeds up 
sales and Plumps profits 


This is one of the strongest selling numbers ever added to the ““Glove- 
Grip” line. 


The principle of the shoe was worked out with the best orthopedic 
experts and is pronounced the most practical and perfect combination of 
style and comfort features to be built into a shoe. 





S—729 
Ladies’ Oxford of Brown Kid, Folded Tip, 12-8 Half The “Y” last has several separate and distinguishing features. The 
rubber heel. “Glove-Grip” feature supports the arch. The straight inside affords 
In Stock generous toe room. A cleverly fashioned forepart provides plenty of ball 


AA-A 4 to 9, B 3 to 9, C-D-E3to9 
Price, $6.50 


room. A low heel maintains correct body balance. 


All of these features combined nicely in a handsome shoe reduces 


S—730 fitting problems to the vanishing point and makes profit possibilities 
through rapid sales, loom up big. For dress or general wear THIS “Y” 
Ladies’ Oxford of Glazed Kangaroo Folded Tip, LAST is SOME SHOE. 
12-8 Half Rubber Heel. 
In Stock A trial order will prove its trade-getting and satisfying power. 


AA-A 4 to 9, B 3 to 9, C-D-E 3 to 10 


Price, $6.25 
SEND FOR NEW FALL CATALOGUE 











M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON Ss s 8 MASS. 
Boston Office : :: Room 801 : =: 10 High Street 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (price per foot) 
Pre-War Peak August, 1921 Today 

Call, quate Caw mete... <occccoesccceces $0.32 @$0.35 $1.40@$1.50 $0.80 @$0.90 $0.7 @$0.80 
Calf. smo th colored, top grade.......... -28@ .30 1.40@ 1.50 50 @ .55 45 @ .48 
Calf, smooth, black, top grade........... -26@ .28 1.30@ 1.40 45 @ .50 40 @ .45 
Side leathers, colors, to, grade........... -18@ .22 -75@ 1.00 -28 @ .30 -28 @ .33 
Side leather, black, to grade............ -16@ .20 -65@ .90 26 @ .28 -26 @ .28 
SS ere eee 45@ 50 1.40 1.60 80 @ .90 -70 @ 80 
White buck, top grade (side lea.)....... -28@ 30 .90@ 1.00 38 @ .45 35 @ .42 
i NT GL ccccensesepecesesessens .24@ .26 65@ .70 24 @ .28 -20 @ .26 
Kids, colors, best fancy. .............++. 35@ .40 1.40@ 1.65 85 @ 1.00 70 @ 85 
Kid, ‘colors, I o:0:000 66.6000 604000 -28@ .30 1.35@ 1.60 70 @ 85 60 @ .75 
Kid, black, top grade..............+++-+ -283@ .30 1.35@ 1.50 65 @ .70 60 @ .65 

Kid, medium, eer -20@ .24 -70@ 1.10 40 @ .55 35 @ .50 
Pil, MODE, MENEERs cocceses coccccaceues -18@ .22 .60@ 1.00 35 @ .50 30 @ 40 
a PE co+ccaneeese cobcecccoutébes -06@ .12 -.20@ .36 oo OS oe -. @ IS 

Chrome, Datens GHAR. «cso cvcccccsescees -25@ .30 85@ 1.05 45 @ 50 45 @ AB 
Patent Kid dacoosvescedeasesobedsevenben 40@ 1.40@ 1.66 70 @ .B0 60 @ .75 

Sole heaton (price per pound) 
oes TR Gabey 6 <.0.00c0 65 secccecccccess $0.32 @$0.33 $0.56 @$0.58 on , err $0.30 @$0.32 
SE cesnizane cs 0eetos 6e0nenes cauenus --@ 2 20@ .. 46 50 48 @ 50 
Bets © GU DRE ockncsvgcepecesebancees 38@ .39 92@ .95 55 @ .58 48 54 
No. 1 oak bends, shoe mfrs.’ use.......... 46@ A7 98@ 1.05 60 @ .65 -60 $ -70 
No. 1 oak bends, finders’ use............+ --@ 48 1.15@ 1.25 -70 @ 85 70 @ 85 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole leather, 

DR. J. weak anenaneeedenal .. @$0.18% $0. — 55 -. @$0.14 -. @$0.20 
Heavy Texas steers, for sole leather....... --@ .18 50 - @ 4 18 @ .18% 
Light native cows, for side leather... ..@ .17% ‘3 “62 « oa -- @ .18% 
Branded cows, for light sole leather. ...... --@ 17% -@ .50 10 @ .il @ .16 
No. 1 buffs, for heavy upper. and side lea. . -@ 15 45@ ‘50 064%@ 07% 134%@ .14 
No. 1 Chicago City calfskins for fine calf 

DED nas cess susoscnscececeseceé --@ 17% 80@ 1.02% 14 @ .21 18 @ .23 
Kips for upper leather. ..............+0. --@ .16% 65@ 80 12 @ .17 15 @ .21 
B.A. hides, for hemlock sole leather --@ 30 A2@ .46 -- @ .16% -- @ 17% 

GS iroa of leather have continued in new price basis. Some buyers are refusing Patent Leather in Good Demand 
; ‘ Vv meet the new advances although there : , , , 
good volume the last week even to meet the ne ces althoug’ Foir business contionss in patent 


fwith the market on a higher price 
level¥ than a month ago. Some of the 
larger shoe manufacturers are well sup- 
plied with upper leather bought at the 
former bargain prices. In some instances 
they purchased sufficient upper leather at 
low prices existing before July 1 to last 
until late into the fall. This of course 
means the curtailing of purchasing on the 
present high market. 

Leather of all descriptions in both the 
sole and upper leather markets is not only 
several cents higher all along the line but 
prices are being firmly adhered te in view 
of the advanced and firm hide and skin 
market. The hide market is on a high 
basis, higher than at any time since the 
recent advance started. In the meantime 
the trade is fairly heavy in all kinds of 
hides and skins at prices quoted above. 


Sole Leather Firm and Active 


Raw materials are at prices in some 
cases 50 per cent higher than the corres- 
ponding period a year ago, especially on 
hides and skins which go into shoe leather. 
There is more activity in the sole leather 
markets at the higher prices prevailing 
and tanners are fairly well sold up on 
union and oak sole. Sole cutters are busier 
than some weeks ago and a lot of sole 
leather comparatively is moving on the 


have been more inquiries in the market. 
Packer steer union backs are bringing 
from 49c to 50c per pound and the general 
tannage of oak backs bring from 44c to 
52c per pound for light and heavy steer 
backs. Trade is quiet in chrome sole. 


Calf Leather Held Firm 


Tanners report a good business in calf 
leather although some manufacturers are 
objecting to paying the new high prices. 
Top grades of full grain colored calf are 


’ bringing from 40c to 46c per foot. The B 


grades from 40c to 45c and the medium 
from 35c to 40c. Still cheaper calf leather 
is available from 25c to 30c and suede 
calf in the various shades ranges from 35c 
to 40c for the top selections. 


Side Upper Moving 


The side leather market in upper leather 
is also active with the new prices from 
26c to 33c prevailing on most lines of the 
best grain finishes, There is also a cheaper 
side leather ranging from 26c to 30c and in 
off stock and culls from 12c to 17c. There 
is also fairly active trade in the heavier 
leathers, veals, kips, and elk with water 
proof grain for agricultural and mining 
and heavy shoes, prices varying from 24c 
to 32c per foot according to quality and 
kind of leather desired. 


leather and tanners are still behind in some 
cases in their deliveries of first class stock. 
Patent chrome sides are reported at from 
43c to 45c and in some cases 50c per foot 
with the medium grades at 35c and 40c 
according to selection. Patent kips 
bring as high as 55c and are in good de- 
mand. Likewise the better grades of 
patent kid which are as high as 90c and 
95c for the best selections. 


Some Kid Tanners Busy 


Kid tanners report a fair amount of 
activity and some kid tanners are opera- 
ting their factories on almost a normal 
basis. On the other hand, some of the 
tanners of kid leather are operating at low 
to medium capacity. Prices if anything 
are firmer and trouble is still experienced 
in securing raw stock from China. Prices 
range very high and on the basis of figures 
quoted above. 





’ Stronger Linings Being 
Used 


One good improvement in shoes is the 
use of stronger linings. It is said, in a 
general way, that Lynn manufacturers 
are paying thrice as much for linings as 
before the war. That is to get linings of 
better quality. 





BOOT ANDSHOE RECORDER 


August 19, 1922 





oe Si 








Keds 


Trade Mark Reg. U. S. Pat. Off. 


KEDS salesman is on his way to show you the Keds 
A line for 1923. : 

This new line is better taan any we nave ever had 

before in Keds. There are new additions to satisfy the trend 

of style. There are many construction improvements in the 

established types. All are features that will help Keds main- 

tain leadership in this field of footwear—that will help Keds 


make profits for you. 


During the past year, more than sixty million Keds adver- 
tisements appeared in the leading National magazines. Next 
year an equally comprehensive campaign will continue to 
create a great demand for Keds in your community. 


The buying public is learning to order Keds by name and to 
be sure they have Keds when they buy Keds. Keds is a regis- 
tered trademark which the public is realizing more and more 
means protection and guarantee of value. Every effort will be 
made to continue the universal publicity already given to our 
slogan —“ They are not Keds unless the name Keds is on the shoe.” 


With the increasing demand for and improvements in the 
Keds line, 1923 is going to be a Keds year. When the sales- 
man arrives, he will be glad to help you order a well-balanced 
stock of representative Keds. 


United States Rubber Company 
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Clever Window Trims Sell Bathing Shoes 


An Electric Fan Introduces a Touch of Realism—Goodyear Tire 


and Rubber Company Makes New Contract for Rubber 
Heel Merchandising Contract with Finders 


sellers in some part of this big 

country of ours, for when the 
merchant ir: New England is displaying, 
let us say, skating shoes, the merchant 
in Florida is pushing bathing shoes; and 
when the merchant at Palm Beach thinks 
that it is “too blamed hot” to think about 
much of anything, the 
merchants in the more 
temperate zones = are 
planning how to sell a 
few more pairs of what 
should be one of the 
very best articles of 
added shoe store service- 
to-the-customer, name- 
ly, bathing shoes. 


B eter i shoes are year-round 


Introduce Action in 
Trims 

It has been generally 
conceded that there is 
no other article which 
is more susceptible to a 
touch of realism than 
bathing shoes. An elec- 
tric fan can be made 
produce wonders and 
this fan cleverly con- 
cealed in a shoe store 
window, with a scenic 
background _represent- 
ing a beach scene will 
cause a window to take 
on a look of real life,— 
and moreover wil] sell 
more pairs of bathing 
shoes. An expert win- 
dow trimmer once re- 
marked: “Nothing bet- 
ter attracts the attention of the public to a 
window than action within that window.” 

So to those merchants who wish to sell 
“a few more pairs” at this time of the 
year, why not decide that at least some 
of your additional sales will be on bath- 
ing shoes, and make your decision more 
emphatic by a clever window trim?” 


Goodyear’s Agreement with 
Finders 


Announcement is made by the Good- 
year Tire and Rubber Company of a new 
contract with shoe finders, which, it is 
claimed, is a long step in the right direc- 
tion towards the better merchandising of 
rubber heels. 

“The new contract is based on the 


same sound business idea behind our 
well-known tire dealer’s Service Station 
contract,” says K. W. Wolcott, manager 
of the sole and heel department. 

“It’s terms are simple, equitable and 
effective. We are appointing selected 
shoe finders as distributors of our sole, 
heel and cement lines who will carry 





“A Sea Beach Scene on Broadway” is presented by the United Staus Rubber Company as a sug- 
gestion for a window Trim which the retail merchant may transfer to his Broadway, Main Street, o1 . 
since the close of last 


sufficient stocks for their territory, thus 
insuring prompt delivery to the shoe 
repair shops. 

“By the articles of agreement the dis- 
tributor is fully protected against any 
loss which may be caused by price changes 
within certain defined time limits. 


Distributor and Shoe Repair Man 
Backed 

“We are backing both the distributor 
and the shoe repair man by carefully 
planned extensive national and local ad- 
vertising in the usual media with special 
attention to the consumer through wide 
use of street-car card display. 

“The distributor will actively repre- 
sent us in sales and delivery service and 
by looking after the placing and main- 


tenance of identification signs for shoe 
repair shops in bis territory. 

“The first class service to shoe repair 
shops given by our selected distributors 
is going to result in consumer satisfaction 
on repair jobs. As a natural consequence, 
there is bound to be a greatly increased 
consumer demand for our product as 
original equipment. 

“Since the ultimate 
consumer after all is the 
chief and final arbiter 
on original equipment, 
all present indications 
are that the demand for 
the high class products 
of reputable heel manu- 
facturers will result in 
more new goods than 
ever being equipped with 
rubber heels by the shoe 
manufacturer.” 


U.S. Rubber 
Makes Half 
Year Gain 


The stockholders of the 
United States Rubber 
Company have received 
President Seger’s report 
as to the results of 
operations during the 
first six months of 1922. 

The volume of busi- 
ness expressed in ton- 
nage or units has shown 
a steady improvement 


some other st-ect. An clectric Jan, cleverly concealed, operates in such a way as tc keep the sail ana 
the woman's cape constantly flapping. Thus is a touch of realism introduced. 


year. The net sales for 

the first six months of 
1922 amounted to $73,933,771, which is 
considered satisfactory in view of the 
lower level of selling prices compared 
with previous years, resulting from changes 
in general business conditions. 

The net income for the six months 
ended June 30, 1922, before interest, 
amounted to $6,305,113; interest on the 
funded debt amounted to $2,445,610, 
and all other interest amounted to 
$806,585, making a total of $3,252,195, 
thus leaving net profits for the period, 
after interest and all other charges, 
amounting to $3,052,918. 

The total current assets at June 30, 
1922, amounted to $132,745,000, con- 
sisting of $56,752,000 in cash and ac- 
counts receivable, and $75,993,000 in 

(Continued on page 95) 
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SKU]: 


Is aWorthy Asset 
to Every §Store 
Which} Features 


WG et 


STUNNING 


“Standaal.” 





SPAS 


The accepted’ vogue of long skirts and simple 
shoes forecasts another gratifying Spat Season. 


Particular attention is called to our entirely 


new feature: 
DRADS 


the most striking innovation in Footwear. 


They strike a new style theme—are practical— 
easy to slip on and take off—smart and wearable. 


S. RAUH & COMPANY 
310 Sixth Avenue - - New York 


FOR FIFTY YEARS THE WORLD'S LARGEST AND FOREMOST MAKERS OF FINE SPATS 
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LYNN 


Straps Still Selling Freely 


No New Styles Expected to Appear at Least Until after 
September 1 


TYLES in Lynn seem hesitant. Per- 

haps they await the turn in trade that 
comes at Labor Day. Familiar models 
are selling. But the “something new” 
that is coming is yet to be identified. 
Straps of many styles continue popular. 
One strap, two straps, cross straps, wish- 
bone straps and Grecian straps all are 
selling. 

Tongue pumps are a center of attention. 
Some expect they will be best sellers after 
Labor Day. Some fasten the tongues to 
an instep strap. Some put a gore beneath 
the tongue, to hold the shoe snugly to the 
feet. Some few try buckles on tongues. 
In the main, the tongues are without 
buckles, but are trimmed and stitched in 
fancy ways, many and varied. 

One new notion is to make a tongue 
oxford, that is an oxford with a tongue 
over the laces. This style, if made, will 
provide for a shoe that can be laced 
smoothly over the instep, no matter 
whether it is large or small. However, the 
common idea of an oxford is to put the 
tongue under the laces. Just how the 
idea of the tongue over the laces will work 
out remains to be seen. 


Brogues May Continue 


Another reason for tongue styles, by the 
way, is that the tongue covers up the 
puff ball that is sometimes raised on the 
instep when the strap is too tight. Ox- 
fords are being trimmed, with tips, straps, 
and saddles of various design. Some even 
speak of brogue styles again. On the 
other hand, some patterns are perfectly 
plain. While styles are conservative, yet 
they are-still many and varied. Black 
continues the leading color, and patent, 
satin, kid, and suede are all being cut. 


Developing Sales Campaign 


For its Formative shoes, the Cotter 
Shoe Co., of Lynn, is developing a nation- 
wide sales campaign. Edward Terhune 
has become manager of this campaign. 
New salesmen are being recruited, and 
assigned to territories. While the com- 
pany will not rake the country with a fine 
tooth comb, yet it will cover sales fields 
more thoroughly than ever it covered 
them before. 

Also, the stock department is being 
built up. Fourteen different lines of For- 
mative shoes are to be carried. While 
boots will be stocked, for buyers of health 
shoes always buy boots for winter, yet the 
larger increase will be on oxfords. A new 
one-strap has been added, too. This shoe 
is made over.a modified Formative last, 


whose toe is a compromise between the 
orthopedic and the narrow toe. The fore- 
part has a graceful swing. The heel is 
12-8 high. The sizes, by the way, run 
from No. 3 to No. 10 in length, and in 
widths from AAA to E. 

Formative shoes, carried in stock are 
made of black and brown kid and calf 
leathers. The stock, both sole and upper, 
is selected with care. Also, Formative 
shoes are made, on order, of patent or 
other leathers. 

It is the policy of the company to ship 
shoes from its stock department within 
eight hours after the order is received at 
the factory. Such a service seems to be 
wanted these days when retailers are 
striving to make quick turns of their 
stocks. 

For some time, the Cotter Company 
has been making Formative shoes, or 
health shoes, and tests of these shoes in 
retail stores prove that the shoes fit well, 
wear well, and satisfy those people who 
are particular about their footwear. Re- 
sults from sales so far are so good that the 
company is encourage to start and carry 
on its new, broader, and more intensive 
sales campaign. 


New Tongue Pumps 


New models of tongue pumps are being 
shown by Cruise, Sullivan Co., of Lynn. 
Most of them are of the tongue and strap 
style, the tongues fastening down to an 
instep strap. One of them has a patent 
vamp, a beige suede quarter and a 
tongue of patent and beige. A collar of 
beige suede is on the vamp. It makes a 
base for the tongue. The, tongue, being 
fastened to the strap, will not twist nor 
turn. Also, the company is making an 
unusual number of one and two-strap 
pumps of patent leather. 

Its best steady seller, however, is the 
Dr. Sullivan health shoe, of plump kid, 
welt sewed, with an arch supported shank, 
fastened securely in place by three rivets. 
The rivets, by the way, are polished, when 
the sole is given its velvet finish. The heel 
has a rubber top lift. The shoe is built for 
service, as well as for comfort. Though 
the Cruise, Sullivan Co. started only a 
few months ago, yet it has added this 
month a number of new machines, of the 
latest models, for increasing as well as 
improving its production. 


*‘A Wire and a Wheel” 


The Gotham Process Shank Method 
promises to become a welcome accessory 
to manufacturers of high-style footwear. 
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Leaders in the industry, for years, have 
striven to attain shapeliness and good 
modeling at the ball and arch. It is rea- 
sonable to assume, then, that any method 
which will meet this end best and most 
economically will be worth adopting. 

F. E. Roberts, inventor of the shank, 
worked ten years before bringing his 
process to a point of perfection. Its utter 
simplicity is embodied in his words: “A 
very simple contrivance, namely a wire 
and a wheel, otherwise known as the 
Gotham Process Shank Method.” For 
some twenty years prior to Mr. Roberts’ 
achievement, countless experiments had 
been conducted in an endeavor to bring 
about some practical device that would 
assure excellent modeling economically 
and speedily. 

The essential equipment, a corrugated 
wheel and a piece of wire, was on display 
at the recent Boston Style Show. Scores 
of manufacturers exhibited keen interest 
upon learning that, by the Gotham 
Process Shank Method, better shapes 
could be attained than those made pos- 
sible by custom shoe workers, and these 
at a very low cost. 


How Method Works 


By this wonderful method, the mould- 
ing of the outersole is eliminated. After 
the filler has been spread, the wire is 
placed on, the sole laid,—and exquisite 
cottage-roof and circular-ball lines are 
secured. The wire and wheel tend to 
speed up volume production at a mini- 
mum cost. Less labor and less time are 
exacted from the operative. 

Gotham Process Shank effects are pro- 
duced by the insertion of a “bolster,” in 
other words, the little piece of wire, be- 
tween the bottom filler and outersole im- 
mediately after bottom-filling. The cir- 
cular-ball and cottage-shank effects are 
defined during beating out through the 
application of the revolving corrugated 
wheel upon shoes which have already been 
supplied with the “bolster.” The rota- 
tion of the moving wheel brings out the 
line, drawing thé grain of the outersole up 
to a keen edge, or neat bevel, after beating 
out has been accomplished. 

Mr. Roberts, years ago, slowly visual- 
ized the idea of using the wire. In due 
time, he grasped the possibilities offered 
by the corrugated wheel—and presto, the 
research extending over long years was 
ended. Much credit, also, is due Frank C. 
Stetson, of the Watson Shoe Company, 
whose whole-hearted enthusiasm and prac- 
tical solutions of certain problems aided 
materially in the final satisfactory comple- 
tion ‘of the Gotham Process Shank 
Method. Patents were taken out and the 
Gotham Process Shank, Inc., was born. 
Operative economy and simplicity is 
tersely phrased in a statement made by 
the corporation: “Advantageous to a most 
important factor—that of factory produc- 
tion—by the possibility of 100 per cent 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Mar! Bl 
Fac 147-153 eat sat 
NEw YORK CITY 








The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 






















COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
Junior Louis 

No. 165— 16/8 Full 
Louis Heel. Price $4.00, 
leas 5 per cent 10 days. 
18 Phoenix Row 
Haverhill, Mass. 


8t., Boston 
Room 306 





BLEECKER STYLES 


Are the last word in footwear 
Jor stylish women 
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FELT SLIPPERS 


BLUM SHOE MFG. CO 
Dansville, New York 








IN STOCK 
No. 64 


_Men’s Brown Elk 
Everett True- Ferm 
Last 


Price $1.75 
Free Thomp 
‘Stee Co 








St. Paul, Minn. 


Manufacturers “Com/for ets” 








Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 RiverSt_ Haverhill, Mass, 
Bosten Office 
307 Easex Street 
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wee Satin Brocadesand Metal Cloth 
$2.10 per pair and up 
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efficiency in quantity production of circu- 
lar-ball or cottage-shank shoes.” 

The Gotham Process Shank, without 
doubt, marks a distinct step forward in 
applied artistic shoemaking. The results 
it has materialized indicate that manu- 
facturers can produce shoes quicker, more 
cheaply; and more beautiful shoes. The 
retail merchant, too, must profit. For, he 
will be able to stock footwear of improved 
appearance in all lines—men’s, women’s, 
and children’s. 


New Shoe Firm Formed 


Vaughan-Towle Co., recently incor- 
porated, with a capital of $50,000, is mak- 
ing comfort shoes, at 505 Washington 
Street, and is distributing them to the 
retail trade. It has designed the “‘Kush- 
In-Eze”’ shoes, and has registered that 
name as its trade-mark. The shoe has an 
insole of felt, covered with leather, to 
make a cushion tread for the foot. Hence 
the name. Also, it has an arch support 
built into the shoe. Ali heels have rubber 
top lifts. 

The new firm is made up of Howard L. 
Vaughan, Robert G. Pike, and Thomas P. 
McDermott, all of whom were formerly 
with H. K. Gardiner Co., and Elisha J. 
Towle, who was, until recently, with 
Towle, Surridge Co., makers of welt shoes. 





Old Firm Closes Its Books 


After 40 years in the shoe manufactur- 
ing business, J. T. Hopkins’ Sons, Salem, 
are closing their books and retiring. The 
factory, with a capacity of 3,000 pairs a 
day, of McKay shoes for women, misses, 
and children, has been sold to the Polonia 
Shoe Company. Frank A. Hopkins, of the 
firm, has gone to Pasadena, Calif., to 
make his home. , 


‘‘Shadow Shoes” 


Those “shadow shoes,” which the Lynn 
Last Company showed at the recent Bos- 
ton fair, are getting a good grip on the 
trade. They are shoes painted on lasts, to 
reveal the style of the last. A block away, 
they look like real shoes. Manufacturers 
want them, for their salesmen, and some 
retail merchants want them for window 
displays. The Lynn Last Company is 
arranging for agencies in St. Louis and in 
Syracuse. 


No Style Boots, Says Expert 


“It looks as if the bell would not ring 
for a change from pumps to boots this 
year,” says Mr. Bartlett, of Bartlett, 
Somers Co., “for we keep right along mak- 
ing strap pumps and novelty oxfords for 
the fall. The new idea seems to be that 
of trimming up oxfords. We bave a lot 


of new oxford patterns. One of our un- 
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usual shoes is an oxford, in combinations 
of smoked elk and tan calf, which we are 
making for the Californian trade.” 


New Firm Forming 


A new firm is being formed by William 
J. Barry, J. P. Brown, Abraham Richards, 
William Sullivan, and others. It is fitting 
up a factory in the Cass & Daley building, 
in Blubber Hollow, in Salem, for the manu- 
facture of novelty style McKay shoes for 
women, all to have Louis heels. The shoes 
will be sold to the big city trade. An 
office will be opened in the Rice Building, 
in Boston. 

Mr. Richards, who will superintend 
the factory, has been making McKays for 
a quarter century. He has been superin- 
tendent of shops in Lynn and Rochester. 
Mr. Barry was formerly with the W. J. 
Barry Shoe Company, of Lowell. Mr. 
Brown is a Lynn business man. Mr. Sulli- 
van is of Cruise, Sullivan Shoe Company, 
of Lynn. 

The new company expects to get 
started in September. 


A Fine Gymnasium Shoe 


A high-grade gymnasium shoe, made by 
Gregory & Read, has an upper of genuine 
kangaroo leather, and a sole of genuine 
deerskin. The upper is black. The sole is 
oil tanned, and is chamois color. Also, it 
has a ‘nap, like chamois, so that it will not 
slip on the floor. The sewing is done with 
extra strong thread. The shoe is as light 
as a feather. 


Sole Man in Europe 


Albert R. Merrill, of Hilliard & Merrill, 
Lynn, manufacturers of cut soles, is in 
Europe. 


Addition to Tannery 


Hunt, Rankin Company, Peabody, 
manufacturers of calf leather, are enlarg- 
ing feet, at their plant in Peabody. 


Stocking Up on Shoes 


J. J. Grover’s Sons are building up a 
stock of comfort and their well-known 
comfort and health shoes for fall delivery. 
Also, they are showing, in their fine style 
lines, new types of tongue and strap shoes, 
and some handsome oxfords. 





Women Like Shiny Rivets 


Rivets are put into soles primarily to 
hold the metal shank in the arch. But, 
in some cities, women have got a notion 
that the rivet is a sign of quality, and 
they look for rivets when they buy shoes. 
So some manufacturers are now shining 
up the rivets in their shoes. 
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BOSTON 


Stores Marking Time with Sales 


Low Prices Attract Big Crowds—A Men’s Style Week 
Coming—A Three-Day Fashion Pageant for the Ladies 


HE retail shoe stores of Boston are 
marking time with sales. All of the 
odds and ends, broken sizes and in some 
cases “old bugs” of at least two years’ 
peaceful repose on shelves and in stock 
rooms have been brought forth and pre- 
sented at prices which even the person 
with the leanest pocketbook felt free to 
purchase. Many bought several pairs. 
Not only were shoes marked down, but 
rubbers, spats, and hosiery, also. “The 
whole blamed stock,” said one merchant. 
In fact, so low were the prices that the 
Better Business Bureau of Boston, which 
makes very rigid investigations of retail 
advertising jumped into one store, at 
least—that of Thayer McNeil Company 
on July 24, the morning this store’s sale 
started. After thorough research as to 
merchandise offered and prices quoted, 
the Bureau’s investigators rendered a re- 
port, stating that this advertising was 
both good and true and that exception- 
ally good merchandise was offered at ex- 
ceptional values. 

The most of these sales commenced on 
July 24 and have run at a lively pace ever 
since. Merchants are well satisfied at the 
amount of business transacted, and they 
are marking time just now, pending their 
fall openings, which will take place about 
September 1. In the meantime, new styles 
are arriving in very attractive designs. 


September Fashion Shows 





The fall shoe business will be stimu- 
lated by a “Men’s Style Week,” which 
will be conducted in connection with the 
New England Men’s Apparel Show, Sep- 
tember 25-29. This will be held at the 
Mechanics Building. This year’s apparel 
show, the second event of the New Eng- 
land Men’s Apparel Club, will be it is 
claimed bigger than the first in every way. 
The show will be staged in a setting of 
““Men’s Fashion Town,” a miniature busi- 
ness community with business “streets” 
and shops. The shops will have spacious 
show windows in which merchandise will 
be displayed for the inspection of retail 
buyers and that of the general public. 

On September 21-23, afternoon and 
evening, the Boston Fashion Show and 
Yageant will be held in the beautiful ball- 

om of Hotel Somerset. The four sides of 
‘te ballroom will be lined with attractive 
looths, where there will be on display 
.very kind of women’s wearing apparel, 
s well as that for the younger women and 
caildren. A promenade of the models un- 
dor a radiant spotlight will emphasize the 
» -rchandise of the retail.stores of Boston. 


The Boston Fashion Show and Pageant is 
under the general management of Edward 
Newton G. Haag, Jr., and the direction of 
George Parris Haag. The management 
claims that the merchandise displayed will 
include millinery, furs, wraps, capes, 
gowns, hosiery, and footwear of the vari- 
ous retail stores. Harvey’s Orchestra of 
nine pieces will furnish the music. The 
management estimates that during the 
six performances of this show, some 
10,000 people will view the fashions 
presented. 


“The Cut That Hurts” 


“The Cut That Hurts!”’ is the heading, 
in crayon type, that Henry E. Hagan, 
president of the Massachusetts Retail 
Shoe Merchants’ Association, gave to the 
opening announcement of his big sale on 
July 24. And this is what President Ha- 
gan’s ad said: 

“No use dodging our Seriously Over- 
stocked Condition! No use kidding our- 
selves that something may yet turn up 
this season to make up for the thousands 
of dollars in sales that we’ve lost because 
of poor business generally. Why, the 
Weather Man alone put us back a full 
month with Rain—Rain—RAIN for 
weeks at a time. 

**So I am going to make a cut now 
that actually HURTS—a Sensational 
Sacrifice Regardless of Cost or Loss. 
I’m literally cutting the famous high- 
grade OBLAST SHOES to pieces! The 
Fun Starts Tomorrow Morning. Doors 
Open at 9 O'clock. Surely you're going 
to join the fray—and get your share!” 

In this sale, a lot of women’s first- 
quality rubbers in small sizes, formerly 
$1.25 the pair, sold at 39 cents; some 
women’s spats, high-grade broken lines, 
of $1.50 and $2.50 qualities, closed out at 
69 cents; women’s white canvas pumps, at 
$1.00; small lot of women’s sport hose, 69 
cents; broken lot of men’s lisle hose, 29 
cents; men’s silk hose, 69 cents. The high- 
est price mentioned was $7.85 for strap 
pumps. 


Henry H. Tuttle’s Sale 


Henry H. Tuttle Company’s window 
contained a schetiile of the sizes and 
widths on sale, with the heading: “Is 
Your Size Here?” 

Men’s oxfords in black and tan calf, 
wide and narrow toes, sold at $7.00, former 
price, $10 and $12; women’s oxfords and 
turn pumps sold at $6.50; some satin slip- 
pers in white, black, pink, silver, and gold, 
sold at $2.00 and an assortment of misses’ 
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Where to Buy 


Women’s Shoes 
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FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
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Boots & Slippers 
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172 Washington 
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Where to Buy 


Men’s Shoes 
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A.E. Nettleton Co. 


SYRACUSE, N.Y. 























and children’s shoes in tan and patent 
leather oxfords with leather and rubber 
soles, sold at $3.50. 


What Dr. A. Reed’s Store Did 


Dr. A. Reed offered a lot of odds and 
ends, small sizes and narrow widths, only, 
for men; and odds and ends in boots and 
oxfords, various sizes, for women at $2.50; 
the choice of this store’s entire stock of 
men’s oxfords; and for women seasonable 
styles in pumps and oxfords, sizes broken, 
were offered at $6.95 and $8.85. Hosiery 
was sold at 49 cents to $4.95—former 
prices, 75 cents to $8.00. 


Moseley Mid-Summer Sale 


T. E. Moseley Company commenced its 
““Mid-Summer Sale” of August 7, with odd 
lots of women’s oxfords, pumps, and slip- 
pers at $4.00 and $5.00—values up to 
$14—-sport oxfords in two-tone color 
combinations, rubber soles, $6.50; for 
men—white buckskin sport oxfords, tan 
or black leather saddle, $8.00, formerly 
$11.00. All-silk hosiery at $2.25. 


Hume Talks Mer- 
chandising 


Thomas Hume is the manager of the 
Douglas Shoe Store, 635 Washington 
Street. Mr. Hume is a thorough shoe 
man—he comes into his knowledge of 
footwear through ap inherited skill, as his 
father was a shoemaker, so was his grand- 
father, and his great grandfather. ““Tom- 
my’’ Hume, as the shoe trade likes to call 
him, came from Glasgow, Scotland, as a 
small boy, and at an early age entered the 
shoe business as a boot black in the old 
store of James Donadlson, 341 Washing- 
ton Street. Mr. Donaldson specialized on 
men’s high-priced shoes, all hand welted. 
At that time no Goodyear welt shoes were 
made. A few months as bootblack, and he 
was promoted to selling. After a few years, 
he went to Shuman’s and there sold men’s 
shoes for seven years; after that, he joined 
the sales force of the Crossett Shoe Store 
as manager and buyer; he then jumped to 
Springfield to take charge of Haynes & 
Co.’s shoe department. After eighteen 
months, he resigned and went back to the 
Crossett Store; from thence with the 
Goodyear Tire and Rubber Company and 
then with the United States Rubber Com- 
pany, then with Shepard & Norwell as 
assistant shoe buyer, and then with the 
Douglas Store as manager. 

Said Mr. Hume: “The shoe business is 
replete with details and the mastery of 
them requires much skill and means more 
pairs sold. A good shoe fitter should know 
whether a man wants a broad tread, an 
inflare, or an outflare, or a dozen more of 
good lasts, but especially the right last for 
the customer. Take, for instance, a man 
who comes in and says, “Give me a 7D. 


Thomas 


This man might have a bony foot and this 
width would not fit him at all through the 
ball. However, the trained shoe fitter 
would know at a glance that a 7B is this 
man’s size and would fit him to it without 
more talk. 


Built with Good Foundation 


“Building a shoe is like building a house 
—you would not put a narrow foundation 
on all shoes, nor on all houses, and, in fact 
even a woman’s party shoe is better with 
a good foundation. A person should al- 
ways be able to bend his or her toes in a 
shoe. I believe that a good woman’s heel 
is in a 12-8 inch height or a 14-8 is good.” 


A Cosmopolitan Trade 


A very cosmopolitan class of trade 
visits this Douglas store and Mr. Hume 
wins this trade by his fine personality.. He 
is never too busy to be pleasant to all. A 
great many house-working girls come in to 
buy. Mr. Hume always has something 
jolly to say to them and makes it a point 
to give each one his card. The girls are 
pleased and go out and tell their friends 
that this is a good place to trade. Besides 
these girls, there are, as Mr. Hume says, 
“The Chinamen, the Japanese, the Eng- 
lish, the Scotch, Negroes, and the Ameri- 
can customers, and besides the people 
from the Orient and Occident, descend- 
ants of the folks from Darkest Africa trade 
here—and all are welcome and treated 
right royally.” Mr. Hume has some very 
fine ideas in regard to display and sells 
quite a few extra pairs both of shoes and 
hosiery by his clever arrangement of 
merchandise. 


Connell & Carey Talk Mer- 


chandising 


Connell & Carey, who occupy the 
spacious Room 4 of the Little Building’s 
balcony, have been having a sale the past 
few weeks in which they cleaned up all 
of their strap pumps in white canvas and 
buckskin, except the Louis heel. Some of 
their oxfords and pumps were priced at 
$3.95 and pumps at $4.95. These were all 
broken sizes and how the women folks 
bought! Some as many as six or seven 
pairs. A good calfskin oxford for women 
is now being sold here regularly at $4.95. 

Thomas I. Carey of this firm believes 
that for fall, 60 per cent of the shoes worn 
will be black; 30 per cent tan, and 10 per 
cent novelties. He believes that many 
Colonials will be worn and that straps 
will lead the procession: first, in one 
straps, then two straps, then oxfords with 
wool stockings, then Colonials with cut 
steel buckles and silk stockings, or silk 
and wool. Mr. Carey also said that he 
thinks much silk and wool hosiery will be 
popular this fall and winter, and that the 
bulk of women’s wear will be on the 
heavy stocking, especially for business and 
sport. 
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Sport Footwear Good Sellers 


“And I think and feel that the sport 
craze is by no means dying out. Only the 
other day, a school teacher from New 
Hampshire came down here and bought 
tan sport shoes with rubber soles to be 
worn with her knickers and wool hose for 
this fall and winter’s sports, and we have 
many other customer who buy sport 
footwear.” 

Mr. Carey has recently returned from 
a two weeks’ vacation; Albert Connell of 
the firm is now on a vacation in Maine. 


Fletcher & Co., Ltd., 
Holding Sale 


At the exclusive women’s shop of 
Fletcher & Co., Ltd., Arcade of the Little 
Building, black and ‘tan oxfords and high 
shoes were reduced to $6.65 and $7.65 
and this sale has been well patronized. 


National Exposition Awards 
Prize 


The special prize of $25 offered by the 
National Shoe and Leather Exposition 
and Style Show, Inc., to the advertising 
department of that exhibitor in the recent 
Boston Show getting out the best mailing 
piece of advertising featuring the show 
has been awarded to the advertising de- 
partment of the Brockton Rand Company 
Brockton, Mass. 

The prize-winning entry was a two- 
color insert in poster style, with com- 
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bined half-tone and line portraits, and was 
a very effective and striking production. 

Honorable mention was awarded to the 
Emerson Shoe Company, of Rockland 
Mass., the Stetson Shoe Company, of 
South Weymouth, Mass.; Edwin Clapp & 
Son, of East Weymouth, Mass., and the 
Thomas G. Plant Co., of Boston. 

The. judges were Messrs. I. Wendel 
Gammons, of The Shoe Retailer; Everit 
B. Terhune, of the Boot and Shoe Recorder, 
and Arthur L. Evans, of The Retail Shoe 
Salesmen’s Institute. 


Steamship Service to 
Mediterranean 


The Maritime Association of the Boston 
Chamber of Commerce is advised that the 
Cosulick Line, an Italian service, operat- 
ing between New York and ports in the 
Mediterranean, is considering the practi- 
cability of taking cargo at the Port of 
Boston for Genoea, Bari, Venice, Trieste, 
Malta, Patras, and Grovosa. 

The steamships on this line have occa- 
sionally called at Boston to pick up 
passengers, and the company has arranged 
to have a sailing from this city once a 
month with passengers, and will also take 
cargo if sufficient is offered to make it 
profitable. 

The Boston agents of the line are 
Patterson, Wylde & Co., Chamber of 
Commerce Building, who will be glad to 
hear from interested shippers. 





BROCKTON 


Free Hides Pleasing to Brockton 


Proposed Duty Would Have Increased Cost of Both Work 
and Dress Shoes Says Frank S. Farnum 


HOE manufacturers in Brockton and 

Brockton district are pleased with the 
action of the United States Senate in 
putting hides on the free list. President 
Frank S. Farnum, of the Churchill Alden 
Company, shoe aanufacturers of this city, 
and member of the tariff committee of the 
National Association of Boot & Shoe 
Manufacturers, voices the sentiments of 
the local trade in this statement. Mr. 
Farnum says: 

“The action taken by the Senate in 
voting for free shoes, leather, and hides 
was expected by all who followed the 
matter. There was really no other course 
to pursue. As far back as 1920 the govern- 
ment began waging war upon high prices 
of shoes. A duty on hides would increase 
the cost of work shoes approximately 16 
cents a pair and the cost of Brockton-made 
shoes six cents a pair. We desired from a 
Brockton standpoint a duty on shoes to 
protect our workmen and to lessen foreign 
competition. This latter will undoubtedly 


become keener as conditions in Europe 
become more stabilized. Leather on the 
free list is a distinctive advantage to 
Brockton manufacturers as there is an in- 
creasing tendency to use foreign leather in 
our production. Taken as a whole, the 
action of the Senate is satisfactory, as it 
will promote the belief in the minds of the 
American buying public that the price of 
shoes is not being bolstered up by govern- 
ment legislation. When the purchasing 
public feels that prices of shoes manu- 
factured in Brockton are as low as they 
will be, then, and not until then, can we 
look for marked business improvement in 
the Brockton distuict.” 


Sport Shoes for 1923 


As seen by shoe manufacturers in Brock- 
ton and the South Shore district, pros- 
pects are for a continued large demand for 
men’s and women’s sport footwear. Golf, 


which has taken such a strong hold of the . 


89 














Where to Buy 


Men’s Shoes 
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Where to Buy 


Men’s Shoes 
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Where to Buy 
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Where to Buy 


Wood Heels 




















New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Haverhill - Mass. 


men and women of this country, will—in 
the opinion of members of the local trade 
—he responsible for an aggregate record- 
breaking sale of shoes suitable for this 
sport. Along this line, Brockton manu- 
facturers are developing new styles which 
may be depended on to strengthen the 
hold which this city and district have at- 
tained in the production and sale of sport 
shoes. Special attention is being paid, in 
the new samples, now in process, to the 
soles used on sport shoes. Novelties in 
this direction include the so-called “‘crepe” 
rubber sole, which was originally produced 
in England, considered to be a coming 
factor in the sale of sport shoes in the 
United States. Novelty and quality com- 
bined is the slogan which Brockton manu- 
facturers will adopt in their sport footwear 
for 1923. Preparations which they are 
making in this direction will be looked for- 
ward to with interest by merchants every- 
where. 


Shoe Findings Concern 
Incorporated 


H. H. Saunders, Inc., is the style of a 
corporation which is a re-organization of 
the firm of H. H. Saunders, dealer in cut 
soles and shoe findings, with store on 
Centre Street, Brockton. Mr. Saunders is 
treasurer; Lester E. Merrill, president, 
and Henry Littlefield, clerk. This business 
was established nine years ago by Mr. 
Saunders, with small capital. It has made 
a steady growth, and under the corpora- 
tion plan, will seek new and larger 
quarters. 


Sales Manager Appointed 


George B. Hendricks, formerly assistant 
sales manager of the Fisk Rubber Com- 
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pany, has been appointed sales manager of 
the W. L. Douglas Shoe Company. He 
takes his new position September 1. Mr. 
Hendricks was formerly associated in the 
printing business in Brockton and has been 
engaged in advertising, publicity, and 
sales work practically during his entire 
business life. He has an excellent record 
and will assume his new position with a 
thorough knowledge of its requirements. 
The successor of A. T. Sweetser, credit 
manager, who recently resigned, has not 
yet been chosen. 


Addition to Printing Plant 


Tolman Print, Inc., a concern which is 
identified with printing for the shoe trade, 
has recently completed a $25,000 addition 
to its plant on Centre Street. The new 
building, besides providing additional 
floor space, gives the concern an opportu- 
nity to re-arrange its main plant as re- 
gards offices of factory executives and 
several departments. This is the second 
addition made to the plant during the past 
year. The business of the Tolman Print, 
Inc., was established 47 years ago by 
Fred S. Tolman, a native of Brockton, who 
originated the idea of using a label on shoe 
cartons. 


Taken Additional Floor 
Space 


Doyle-Mullins Company, making men’s 
welt shoes, with factory on Montello 
Street, Brockton, has taken an additional 
floor and installed new machinery in order 
to accommodate the increased demand. 
This concern, although one of the young- 
est in Brockton, is making steady progress 
in business expansion, catering to the 
retail trade. 





BROOKLYN 


Business Gain Continues 


Moderate Progress Being Made Despite the Uncertainty 
Caused by Rail and Coal Strike 


USINESS in the Brooklyn shoe sec- 

tion continues to show moderate 
gains. Buying may not be as active as it 
was a few weeks ago, largely because of 
the uncertainties resulting from the coal 
and railroad strikes. The chief effect of 
the strikes so far has been the unsettling 
of retail merchants’ ideas concerning their 
outlet for the next few months. Mer- 
chants from the coal and railroad centers 
who have visited the market here recently 
report business in their districts as dull, 
with the outlook far from bright, and 
they are shaping their purchases accord- 
ingly. Little trouble has been experi- 
enced by the factories here in making 
deliveries, because of the rail shopmen’s 
strike. Some deliveries are slightly 


delayed, but no vigorous complaints 
have been registered as yet. 

On the coal situation the shoe factories 
in Brooklyn and Long Island City appear 
to be in a good position. Most of them 
report having sufficient coal on hand 
to last through October, and some of 
them are stocked with coal that will keep 
them running until well into November 
even if additional supplies are not forth- 
coming in the meantime. Some of the 
smaller factories that are located in 
buildings which also furnish power to 
them are not so well situated, but it can 
be stated now that there will be no delay 
in Brooklyn production among the larger 
factories for lack of coal for the next two 
months at least. 
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Pincus & Tobias Factory 
Now in Operation 

The rebuilt Pincus & Tobias factory is 
now in almost complete operation. Some 
work is still being done on the large 
building, but production is not retarded 
because of the building operations. The 
factory now has a greater productive 
capacity than before the fire last Fall, 
which put the company out of business 
for several months. 


Tongue Pumps Still In 
Limelight 


Style development is progressing slowly 
in Brooklyn. Tongued pumps are still 
receiving considerable attention, and 
within the past week the new center tie 
pumps have come in for more orders, 
some manufacturers report. Brown is 
growing stronger as the season progresses 
and practically all factories are now work- 
ing on “otter” browns in both kid and 
satin. It is likely that some of the brown 
shoes will be put in the “In-stock” depart- 
ments of factories that maintain such 
departments. 

In some factories beaded tongues are 
going well, while in others no call for 
beaded models has been registered. 
Little or no attempt to force styled high 
shoes has been made by the Brooklyn 
producers, and it is not thought likely 
that they will make much of a stir this 
year. On the other hand, staple high 
shoes are being ordered in good quanti- 
ties, particularly the orthopedic or com- 
fort type. The manufacture of this type 


of shoe is growing rapidly in Brooklyn, 
and some firms which have long been 
noted for their style creations now assert 
that the comfort shoe provides them with 
the bulk of their business. 

New patterns in styled shoes are being 
introduced almost weekly, but they are 
mostly variations in the trimming or 
shape of a tongue or arrangement of the 
straps. 

Some factories making both turns and 
welts report the major portion of their 
business on turns in styled shoes. The 
welts still hold first place in the comfort 
and staple shoes. 


Rogers and Davis Increase 
Capacity 

Owing to the rapid growth of the busi- 
ness of Rogers & Davis, turn shoe manu- 
facturers of Brooklyn, it has beennecessary 
to increase the floor space occupied by 
the factory. With this additional space, 
which has just been put into commission 
and is now operating, the capacity of the 
plant has been increased from 3000 to 
5000 pairs per week. The new addition 
was put into full operation on the first of 
July, and has since that tim every con- 
siderably relieved the pressure. 

As a result of these increased facilities, 
it is announced that they will make it a 
policy. of carrying a more extensive 
variety of shoes in stock. In speaking of 
style tendencies, Mr. Davis, of the firm, 
said a few days ago that they were show- 
ing more turn effects than had been 
shown for some time past. 





NEW YORK 


Fall Shoes Now on Display 


August Sales Not Yet Over, but Merchants are Showing New 
Strap and Tongue Effects 


ITH Summer clearance sales con- 

tinuing but on the wane, Fall 
showings are beginning to be made. In 
many of the exclusive shoe shops, sale 
shoes have been removed from windows 
and the displays are devoted entirely to 
new Fall models. In others, sale shoes 
are shown in one window and Fall shoes 
in another. 

Gimbel Brothers last week devoted one 
of the large windows fronting on Sixth 
Avenue to a special showing of French 
imported footwear. A wide variety of 
models were shown, mainly in tongued 
styles. 

A liberal sprinkling of satin was 
noticed in various colors, with brown pre- 
dominating. One strapped model of the 
cross-over variety showed a clever ar- 
rangement of the strapping in a sort of 
helf hitch cross. This was a patent 
leather pump with green stitching. An- 


other tongued model was made of pink 
and silver irridescent cloth. 


Tongues and Straps, 50-50 


In the new Fall models being shown 
here, tongues and strapped models appear 
about evenly divided. There is a great 
diversification in the size, shape and treat- 
ment of tongues. One new tongued, satin 
slipper has the body of a large clover 
leaf shaped tongue outlined with a nar- 
now band of brown suede. Pipings and 
strips on tongues are seen frequently 
and self-decoration, rather than buckles 
are shown more often. Buckles, however, 
are being shown more than for some time 
past and most of the local retail merchants 
have put in new stocks. 


New Styles at Fair 


At the fashion promenade held by the 
National Garment Retailers’ Association 
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Where to Buy 


Children’s Shoes 

















‘Bonita, Shoe * Baby 














Ihe Bg p FOOTWE AR CO. 


We trufaclire 
INDIAN MOCCASINS, BOOT SOCKS 
FOOT COMPORT end Si LUMRE R Sl [PPE RS 


Samples 


FACTORY 1 





? OSWE GO. hh # 





Soft Soles and Moccasins 
He am yous KX Jobber for our 
DO NOT sel} 
Ys retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


Rochester, N. ¥ 
Boston Office. 18] Ease> S reet 








Baby Soft-Sole 

Moccasin-Style Shoes 
Made of best smoked, tan 
and chocolate elk. Some 
with patent ~~ 2 igh 
cut afd sandal sty 

t cushion innersoles— 
fine for baby feet. A high 
grade shoe at a low price. 


Lynn Moccasin Co., 125 Market St., LYNN, MASS. 














Where to Buy 


Shoe Illustrations 


























PRINTING 


FOR THE 


SHOE TRADE. 
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Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











IN STOCK—OUR NEW 
BALLET SLIPPER 


Endorsed by dancing mas- 
ters. Made with improved 






our high grade boudoirs. 

Oriental Slipper Co., Inc. 
118 Pheenix Row 
Haverhill, Mass, 


Where to Buy 


Shoe Ornaments 
































Colonial Tongues the Fashion 
Always up-to-tne-minute with the 
latest styles in snoe ornamentation 
eitner in beaded, leatner, metal or 
habrics. hdw. FE. Kann Co. says: 
“Dame Fashion" demands Colon- 
tals. We nave them. Your sam- 
pies ready upon request. 


EDW. B.KAHN CO. 


BIO FULTON ST. BROOKLYN,N.Y, 








SHOE BUCKLES | 


DETACHABLE STRAPS 


SHOE BEADING 
METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


NO IC 
BEADED 


ee ee 


ave Eiieke, 25 2 i Me 4 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES. 
PROVIDENCE - - = R. I. 


ose 








For All the Latest 


CONVERTING Ps, 
BUCKLES, 
BOWS 
ORN ' 


Write to 


Vanity Novelty Works 
913 Gates Avenue 
yn, N. 


















BEADED 
BUCKLES 

\Cnatema 

PARISIAN BEADING WORKS co 











“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in erica 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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last week in connection with the ready- 
to-wear end of the Merchandise Fair in 
the 7lst Regiment Armory, shoe styles 
showed little change from those shown 
at previous fashion and shoe style shows 
held this Summer. Both straps and 
tongues were shown in liberel quantity, 
together with a sprinkling of gored models. 
Evening slippers ran largely to satin or 
metal cloth. Fewer broceded models 
were shown, in comperison with lest year. 

No exclusive shoe firms are showing in 
the Merchandise Faiz. Boudoir slippers 
are displayed in some of the booths in 
the Grand Central Pelece. G. H. & E. 
Freydberg, Inc., of 85 Fifth Avenue, are 
showing some boudoir slippers in con- 
nection with other accessories. Satin and 
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silk mules with heels are displayed, 
together with an extensive line of im- 
ported Chinese slippers, which are going 
well, particularly for holiday sale. 


Posner Wins Injunction 


As a result of legal action brought by 
Dr. A. Posner Shoes, Inc., a permanent 
injunction has been issued against Morris 
Abrams and the Lexington Shoe Com- 
pany, restraining them from making and 
marketing devices similar to the corset 
feature in the Posner sboes. A temporary 
injunction was first sought and the injunc- 
tion was made permanent after argument 
before Judge Martin T. Manton in the 
Federal court. 





HAVERHILL 


New Firm to Make Women’s Shoes 


D. R. Knipe Company to Occupy Portion of Dodge Factory 
in Newburyport 


. R. KNIPE COMPANY is the 

style of a new corporation which 
will manufacture shoes in a portion of 
Dodge Bros. factory in Newburyport, 
Mass. The line will consist of women’s 
novelty turn shoes which will be sold the 
wholesale and retail trade, representing a 
high quality proposition. The plant’s 
capacity will be 1200 pairs daily. Francis 
Bacon, director and sales manager, is well- 
known as owner of George F. Daniels 
Company and long identified with 
women’s specialty footwear. D. R. Knipe 
was formerly part owner of Knipe 
Brothers, Inc., Ward Hill, Mass., and 
has been identified with the shoe industry 
for the past 25 years. His long experi- 
ence in production and as buyer, qualifies 
him for the administrative duties which 
he will assume in his new connection. 


Re-Arrangement of Factory 
Quarters 


Collins & Staples, manufacturers of 
women’s turn footwear, have, during the 
past month, effected re-arrangements of 
their plant which facilitates production. 
Offices and sample room have been re- 
moved from the top floor to the next floor 
below. Space thus obtained is utilized 
by making and packing departments. 
Collins & Staples are producing in their 
re-arranged factory 900 pairs daily of 
women’s turns, with prospects favorable 
for continuation at this volume. The line 
is now handled by merchants in nearly 
every State of the Union. 


Shorter Vamps and Pointed 
Toes 

In the samples which Haverhill 

manufacturers of women’s turn and Mc- 


Kay footwear are getting out for the com- 
ing season, there is a noticeable tendency 
toward the shorter vamp and more pointed 
toe than during the past few months. In 
the vamp, 34-inch measurement is super- 
seded to considerable extent by the 3%- 
inch style, while the last runs to the 
pointed toe effects. New York City trade 
has been demanding a round and short 
vamp, but for other sections of the coun- 
try longer vamp and pointed toe are most 
in demand. 


Big In-Stock Business 
Expected 


An entire block of Wingate Street is 
now occupied by Hannahsons Shoe Com- 
pany for offices, stock department and 
printing plant. Extension is the order of 
the day with this concern, which, although 
one of Haverhill’s youngest, is among its 
biggest and’ best shoe manufacturing 
houses. Additional space for the in-stock 
department is now available with its ac- 
companiment of greater service to mer- 
chants. The printing plant'from’ which is 
issued fortnightly the Hannahsoris’ News 
and Where all the printed matter gotten 
out by this concern is issued is one’ of the 
most complete of its kind in New England. 
In its new location with additional presses 
and other machinery the Hannahsons’ 
printing plant is thoroughly equipped for 
the work which it has to do. 


Haverhill Manufacturer in 
Switzerland 
Joseph C. Kimball of Kimball & Sher- 
man Co., Haverhill shoe manufacturers, 
who is now abroad, writes from Zurich, 
Switzerland: 
“We are enjoying a fine trip, but thus 
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far there is no encouragement for any of 
our American-made shoes. Exchange, 
outside of Switzerland, is too much 
against us, and Swiss workmen are 
wonderful.” 


New Member of Factory Staff 


Herman Siegrest, formerly connected 
with Selz-Schwab Company, Chicago, has 


been engaged by Hannahsons Shoe Com- 
pany to take charge of the in-stock and 
shipping departments, with special refer- 
ence to the details of this work. Hannah- 
sons Shoe Company is planning changes 
which include important developments of 
the stock department. This has outgrown 
its present quarters and requires added 
accommodations which will soon be ar- 
ranged through perfected plans. 





ROCHESTER 


To Build Department Store 


Six-Story Building Planned by McCurdy and Company; Pre- 
paring for N. Y. State Convention 


O meet growing needs, McCurdy & 

Co., Inc., is preparing to erect a 
modern six-story building in the rear of 
the present property at Main Street, 
East and Elm Street, to build two addi- 
tional stories on one of the present build- 
ings and reface the front of the two 
buildings which the concern now occupies. 
The two buildings are joined for con- 
venience and one at the corner of Elm 
Street is four stories in height while the 
other is six stories in height. 

The new building to be erected next 
Spring will run through to Cortland 
Street. When all building is completed 
the company will have the entire block 
on Main Street with the exception of the 
store at Cortlann Street and Main Street 
East. A total of 225,000 square feet or 
about five and one-quarter acres of floor 
space will be had then. The work on the 
Harris Building will begin late this Sum- 
mer. This building project will be the 
greatest expansion in the history of the 
concern and is reported to be the biggest 
improvement in the downtown business 
section to be announced in years. 

John McCurdy founded the department 
store in 1901, coming here from Phila- 
delphia. William S. Norwell of Boston 
later joined him in partnership giving the 
store the name of McCurdy & Norwell 
Co... The store then was in the four-story 
building owned by the Harris Estate. 
Mr. McCurdy acquired his partner’s 
interest in 1903 and three years later the 
corporation bought the property adjoin- 
ing the corner store. In 1910 it became 


necessary to erect a new building on the 
site of the adjoining property. The 
present six-story building was finished in 
1912. 

H. I. Robinson, formerly of Rhode 
Island, became treasurer of the corpora- 
tion in 1913 and the name of McCurdy- 
Robinson was assumed. The McCurdy 
interest obtained the Robinson holdings 
in 1919 and the store took the name of 
McCurdy and Company, Inc. Since its 
beginning Jobn McCurdy has been presi- 
dent of the corporation. 


Many Outings on Schedule 


Employees of the McFarlin Clothing 
Company held their Annual Outing at 
Nine Mile Point last Saturday, and a 
real good time was enjoyed by everyone. 
Wednesday, August 16, was a Red Letter 
Day in the memory of Rochester Shoe 
Dealers who journeyed to Buffalo to 
attend the outing of the Buffalo Shoe 
Dealers’ Association held down the 
Niagara River. 


Preparing for Convention 

President William Pidgeon, Jr., of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, bas called a special meeting of the 
association to be held at the Chamber of 
Commerce, Tuesday, August 22, at 12.30 
P.M., at which time plans for attending 
the convention of the Retail Shoe Dealers 
of New York State at Albany, September 
5 and 6, and other matters of interest will 
be discussed. 





BUFFALO 


Business Gains Despite Strike 


July Bank Clearings Largest of Year, 16 Per Cent Ahead of 
Same Month in 1921 


ESPITE the fact that the city’s 
transportation lines: have been vir- 
tually paralyzed by a strike of street-car 
men for the past five weeks, the July bank 


clearings were the largest for any month 
this year and 16 per cent ahead of those 
for the same month one year ago. This 
indicates that industrial disturbances have 
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Where to Buy 


Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish: 


Creese & Cook Co. $.2cc* Wit} 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. Jones, Treas. 


F. E. JONES COMPANY 


coors MAT KID 





95 South Street, Boston 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


R and Leather 
Dee Foot Wola 

Sheet Rubber Soling 

B. F. CHAMBERLIN 
184 St. 


Formerly Walpole Shoe Supply Co 





' Colored 
Chrome; 
Sides. 


Beggs & Cobb, Inc., Bostqn, Mass. 








Cut from the best 
oak leather for 
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Where to Buy 


Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 











UNIVERSITY 
ECTRorYPE FOU 


Pe. 














- 





ATLANTIC PRINTING CO. 


Shoe Printers 


Tear eut this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











Where to Buy 


Miscellaneous 














1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 


Pr UBLE YOUR WINDOW sae | 
DOUBL ELECTRIC TURN TABLES 
DisPLAY “© SELL MORE GOODS | 
Five Year tron Gad Guarantee <-” Special Price by Pot 
eas” ELECTRIC WINDOW SALESMAN CO. 2c" of 

















Perfection Pneumatic 
Arch Cushion 
at 


ELASTIC TIP COMPANY 
Boston, Mass., U. S.A. 








not resulted in business forfeiting all of the 
gain it bas made since the upward swing 
set in early in the year. 

The clearance sales of Summer footwear 
which were inaugurated early in July by 
the downtown stores have entered their 
final stages and Fall styles are expected to 
make their appearance in windows about 
the middle of the month. So far, the 
Regal is the only store showing any of the 
Autumn shoes. They displayed, during the 
week of August 7, satin pumps in strap 
effects as well as oxfords of tan and tony 
red. They revealed no startling changes 
from shoes in vogue during the Spring, be- 
ing of the comparatively staple variety. 
Novelties, no doubt, will be about the last 
of the Fall goods to be shown. 

Although street cars are running, few 
people are riding in them, and these are 
mostly women. The west side lines are 
patronized best and as it is largely from 
this side of Main Street that the larger 
stores draw their customers this is re- 
garded as a hopeful sign. The car com- 
pany has taken court action to drive the 
jitneys off the streets. If successful, 
people will be forced to use the cars and 
the backbone of the strike will thus be 
broken. 


Big Crowd at Outing 


Responses to postals sent out by Secre- 
tary C. I. Lanich to members of the 
Buffalo Retail Shoe Dealers’ Association 
produced a bumper attendance at the 
annual outing to be held down the river 
on August 16. Applications for tickets 
were not alone from members, either, 
many requests being received from the 
Tonawandas, Lockport, Niagara Falls, 
and Rochester. 

The steamer, Hatlie V, and consort, 
Edgewater, left the foot of Amherst Street 
at 10:30 on the morning of Wednesday, 
August 16, and proceeded down the 
Niagara River, and around Grand Island, 
anchoring at Edgewater, where a program 
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of games and athletic events was staged. 

The program of sporting events in- 
cluded a baseball game and a series of novel 
competitions, for which Harry Spelter 
obtained donations of a number of excel- 
lent prizes from wholesale and retail estab- 
lishments. Music on the boat and at 
Edgewater was provided by Snyder’s Jazz 
Orchestra. 

The outing was taken advantage of by 
officials of the local and State organiza- 
tions to line up a strong delegation for the 
state convention at Albany. It is hoped 
to send a formidable representation from 
this city to the State capital the end of this 
month. 


Store Under Ten- Year 
Lease 


The Niagara Drygoods Company, one 
of Niagara Falls’ leading department 
stores, has executed a ten-year lease, 
effective from July 1, 1923, when their 
present lease expires, on the four-story- 
and-basement stone business block at 
114-118 Falls Street. The store has occu- 
pied this building since 1914, when it took 
over the lease from S. Hirsch Sons. The 
company recently had its big store re- 
decorated throughout. 


Merchant Buys Elbe Block 


The Elbe Block, corner of South Avenue 
and Main Street, Niagara Falls, has been 
purchased by Edward M. Flynn, North 
End shoe merchant, to one of the largest 
real estate dealers in that part of the city 
in years. The property includes the large 
store, now occupied by A. F. Leuthe, with 
two floors above made up of modern flats 
and offices. The building is of brick con- 
struction. The consideration was not made 
public. Mr. Flynn announces that this 
purchase was prompted by a firm belief in 
the promising future of North Main 
Street, and of his faith in the continued 
rapid growth of the North End business 
section generally. 





ATLANTA 


Fall Season May Start Early 


First Break in Hot Spell Expected to Stimulate Retail Trade 
—General Business Conditions Good 


: ANY of the Atlanta shoe merchants 

are now displaying their Fall 
merchandise, and already have started 
their annual Fall advertising, in an effort 
to get the Fall season opened up two or 
three weeks earlier than it usually opens 
in this section of the country. Some Fall 
buying, in fact, has already been done 
by retail customers, but if the weather 
remains as hot as it is at the present 
writing the dealers do not expect any 
influx of buying for another three or four 


weeks. People simply will not make 
their Fall purchases, dealers say, during 
hot weather, and while advertising will 
stimulate the Fall trade to a certain 
extent they recognize the difficulty of 
getting the season started two or three 
weeks earlier if the hot weather continues. 

Business as a whole continues / very 
good, not only among the Atlanta dealers, 
but apparently over the entire southeast, 
judging from the reports of the jobbers 
who say that retail merchants are con- 
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tinuing their steady buying. There is a 
general feeling that the next six months 
is going to be like old times in this sec- 
tion, for with a promise of an 11,000,000 
bale cotton crop selling at around 20 
cents per pound, there is a better feeling 
all around and people are much more 
liberal in their buying then they were a 
year ago. 
Big Slump in Failures 

Another evidence of improved retail 
trade of late is the report of R. G. Dun & 
Co. that the South of recent weeks has 
shown the largest decrease in the number 
of failures of any other section of the 
country. 

Shoe repair trade is beginning to pick 
up for the opening of school is close at 
hand again and the children’s shoes are 
finding their way into the repair shops. 
Also dealers report an excellent business 
beginning to open up in juvenile shoe 
sales as the Summer vacation wanes. 


Three New Firms Organized 


The following new firms have been 
organized the past two weeks, all of 
which will handle shoes in addition to 
other retail lines: The F. J. Buyck Com- 
pany, of St. Matthews, S. C., with 
$10,000 capital; H. B. McLauchlin, presi- 
dent. The Hobbs-Henderson Company, 
of Spartanburg, N. C., with $100,000 
capital; C. O. Hobbs, president. Steele’s 
Department Stores, Inc., of Jacksonville, 
Fla., with $3000 capital; L. R. Steele, 
president. 


J. K. Orr on Vacation 


J. K. Orr, president of the J. K. Orr 
Shoe Company, manufacturers of Atlanta, 
motored to Franklin, N. C., a short time 
ago for his annual vacation. Combining 
business with pleasure, Mr. Orr made a 
few calls on the way and sent more than 
$1000 worth of shoe orders back to the 
Atlanta factory. 


New Shoe Store Planned 


A new shoe store will be established 
soon in Atlanta by the Nash Retail Shoe 
Company, a store having been leased at 
122 Peachtree Street, in the downtown 
retail shopping district, according to 
Monteau Maddox, representative of the 
company, in the city arranging for the 
opening. 


Merchant’s Week a Success 


Merchants’ Week in Atlanta, August 14 
to 19, brought dealers to the city from 
all sections of the southeast to complete 
their Fall and holiday buying. The event 
was extensively advertised in the news- 
papers all over the section by the Atlanta 
Manufacturers’ and Wholesalers’ Associa- 
tion, under whose auspices the event was 
held. 
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Wholesale Branch Organized 


About twenty of the manufacutrers and 
jobbers of Macon, Ga., have organized a 
wholesale branch of the Chamber of Com- 
merce, and are planning to carry on an 
advertising campaign over the south- 
eastern territory to boost the city of 
Macon as a wholesale trading center. 


Miniature Shoe Factory at 
Fair 

The shoe manufacturing industry of the 
southeast will be among the industries to 
have an exhibit at the Southeastern Fair 
in Atlanta this Fall, the exhibit to include 
a miniature plant showing in an educa- 
tional way how shoes are made from the 
raw material to the finished product. 
The Atlanta factories will furnish the 
material and the operatives for the dis- 


play. 


Store to Go Out of Business 


Due to the expiration of its lease, 
Thompson’s Shoe Store, of Savannah, 
Ga., is advertising that it will go out of 
business. The entire stock is being sold 
out at retail and the store will close by 
September 15. 


To Make Business Tour of 
Europe 


The shoe and leather manufacturing and 
wholesale interests of the Southern terri- 
tory will be well represented in the itiner- 
acy of the International Trade Commis- 
sion of the Southern Commercial Congress, 
that is to make a European business tour 
during August, September and October. 
The commission will be composed of about 
60 prominent business men, principally 
manufacturers and jobbers, of the South, 
and they will visit most of the important 
countries of Europe during the three- 
month tour. Their purpose will be to 
study agriculture, business and industrial 
conditions with a view to further expand- 
ing the export trade of the Southern indus- 
tries with these countries. 


Credit Situation in Better 
Shape 


Excellent evidence of the improvement 
in business conditions over the Southeast 
of late is indicated in reports trom various 
retail credit associations received in At- 
lanta, these associations located in the 
larger industrial centers of the section such 
as Birmingham, Savannah, Macon, Nash- 
ville, Knoxville, Mobile, etc., to the effect 
that of recent weeks there has been a 
marked decline in bankruptcy cases. A 
few months ago, bankruptcy was an every- 
day occurrence, but recent improvement 
in business and industrial conditions has 
reduced such cases materially, both of 
individual persons and retail stores. 
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New Store for Lancaster, S.C. 


Pyler Brothers, of Lancaster, 5. C., op- 
erating a large general merchandise store 
including shoes, etc., are constructing a 
large new building at Lancaster into which 
the store will move when it is completed. 
The building is costing several thousand 
dollars. 


Association Changes Head- 
quarters 


Offices of the Southeastern Shoe Re- 
tailers’ Association and the Atlanta Retail 
Merchants’ Association, have been moved 
from the Connally building to Rooms 412 
and 413 New Gould Building, where much 
larger quarters are provided made neces- 
sary by the rapidly growing membership 
of the two associations. The Retail Mer- 
chants’ Association has increased its mem- 
bership the past year by 50 per cent, while 
the shoe association has also added many 
new members, according to C. V. Hoben- 
stein, secretary of the two organizations. 
In the meantime, the shoe association is 
adding more members as a result of the 
extensive campaign now being carried on 
by Secretary Hohenstein throughout the 
Southeast, with the aid of travelling shoe 
salesmen. 


Export Trade Picking Up 


Many of the southeastern manufac- 
turers, including the shoe factories and 
wholesalers of findings and leather prod- 
ucts, advise that export trade with the 
various Latin-American countries has been 
steadily picking up the past three or four 
months, and that before the end of this 
year, the business will probably reach the 
largest volume in its history. There is an 
excellent demand for southern-made goods 
from Cuba, especially shoes, leather prod- 
ucts and similar merchandise, and an im- 
proving demand from the other countries 
further south. There is good trade right 
now with Central America, but with 
Mexico, business continues somewhat 
slack,-as the économic situation there is 
not improving very rapidly. It is gener- 
ally believed, however, that trade with 
Mexico will pick up before the end of 
fall. iy 


U. S. Rubber Makes Half 
Year Gain 
(Continued from page 81) 

inventor es of finished goods and raw 
materials. Total current liabilities 
amounted to $46,352,000, consisting of 
$11,362,000 in current accounts payable, 
including acceptances for importation of 
crude rubber and accrued liabilities, and 
$34,990,000 in notes and loans payable. 

The Company’s surplus at June 30, 
1922 (exclusive of fixed surpluses of sub- 
sidiary companies) amounted to 
$30,231,456. 
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One of Our Latest Selling Styles For Your Fall Trade A 
Black Satin Fancy Stitched Tongue Colonial ry 
Afte 
This shoe can be made with the fancy stitching ane 
in either white, green, red or black on both don’ 
quarter and tongue. Made on our 56 last fers 
carrying 16/8 Full Louis or Spanish Louis ‘em | 
heel. It is also good in Patent Leather, ae 
Black Kid and Dull Kid. Delivery 4 to 6 
weeks. WA 


Why not send us a sample order and have 
this shoe in stock on your shelf for early fall? 


Stockbridge Shoe Co. 


Makers of High Grade Turns and McKays 
HAVERHILL, MASS. PA, 


Address all correspondence omy 
Boston Office: 207 Essex Street to the factory 4 
































For the School Days 


“ASBORN” 
NATURE SHAPED SHOES 


Wonderful Increase in oe 
Unit 


using the Success Shoe 
Batehed in white, French ao ae ae ivory, and f 


oak, mahogany or mission green 
It will sell your goods for you. Many merchants 
their broken li line and left over pro tion 


and styles our sales vs. as it 


.75 wt. 26 Ibs. 
1-2 doz 00 160 Ibs. 
100 pounds or over may be ordered by t. 


or thenmaeives ‘ma jity 
Success siihietesemstne Co., Inc. 
Spokane, Wash. 


Patent Applied For Formerly 2 ) Send Grater Co., Ine. 




















SPECIALS IN STOCK 


Two of Many Styles 
2038—G. M. Calf Lace for Immediate and 


2011—Dark Tan Lace . ~~ “a " Later Delivery 
2049—Tan Lotus Lace m 2...) ‘ 
2046— Patent Lace 










No. 2038 











2042—Patent Butt 
2009 — Tan Hicut oes Terms 
2085— G. M. Hicut Lace 2/10 
2010—Tan Button 
tte $2.15, 814-11 $2.50 net 30 
Hi 814-11 $2.75, 1144-2 $3.00, ; 
214-6 $3.50. ste ales Lette’ Felt Moccasins—ribbon trimmed with silk powoem. 12 
ct hhiddthteseehsehnekcennedaeheeNe Oeeeneees Oc. per pair 
C . H & C Tad Ribbon lag bye Trimmed Juliets, flexible WicKay stitched. 
hi a n a rwood with rubber heels, 10 colors. ............----+eesee00: per pair 
pm ’ oO. Send for samples of other ladies’, men’s, and children’s styles 
564 Atlantic Ave., Boston, Mass. BROOKLYN SLIPPER CO., *,0S80RN STREET Reta 
” BROOKLYN, 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. —— 














August 19, 1922 


Why Insane Asylums Are 
Busy 


A farmer walked into a country store, 
accompanied by his wife and ten chil- 
dren, and said to the clerk, “I want to 
git the hull lot of ’em fitted up in shoes.” 
After two hours of hard work, the clerk 
succeeded in getting each one fitted, and 
was beginning to make out the bill. ‘Oh! 
don’t bother about that,”’ said the farmer. 
“I didn’t want to buy the shoes. I just 
want to get the sizes so’s I could order 
‘em from Sears, Roebuck.’’-—Forbes Maga- 
zine (N. Y.). 








WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








buy ofn ah we A. Fy - price 

or retail and See eee - 44 Ky 

: merchandise. Quantity no object. 
OAS 3 4 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Brooklyn 
Phone Stagg 175 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
I je De value for your entire or surplus 


Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 
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MISCELLANEOUS 


MISCELLANEOUS 








FIXTURES 


Wood Fixtures 
Catalog No. 14 


If 


Window Valances 


In Stock—Ask for Samples 


Window Rugs and Plush 


Sampies Sent 


ae Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


Catalog No. 19 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 








FAMOUS GLASS 


Shown in Catalog G. F. 


Artificial Flowers 





Chicago 


MYERS 72" 


Insure perfect shelf service for 
any line of on pon 
tread steps, 
a = 




















SHOE STORE | ime 
CHAIRS 7 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 

















WANTED TO PURCHASE 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
Thee will am Ry 

ena you to 
get along with less help, 
save the wear and tear 


to approval and sat- 

isfaction guaranteed. 

Bit fey at 
wing st 

of ladders as wl @ 

other store fixtures. 


Milbradt 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 























CASH PAID 


for entire oy stocks or surplus stocks of 
shoes or other merchandise. quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. 
Phone 


Brooklyn, N. Y. 
Williamsburg 341 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y 
PHONE—SPRING 9965 


WILL(SLOW SELLERS = 














SURPLUS STOCKS 
BUY lenTirE stocks ) CASH 
Bargaias in shoes always on hand for special sales and bargain b ats 


INFORMATION fi: 


“Where to Buy” constitutes a: 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
Faas Nes rh Voth Fe 
— u enti ‘oot 
unexcalled. Well-known 

i its 
sreeom Make your stock of 
wENTHMATORS § children's 
PATENTED one © by as 


Prune ‘Beockton 3138 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 



















shoes 








for speed and 


pinch of salt. 































BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
a show his ancestry and race and give you an idea of the animal's capacity 

endurance. 


It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 


The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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BALTER SHOE CO. 








ARE YOU PREPARED FOR THE SEASON’S 





Jumbo Oxfords and Straps 


Style No. 105—Women's genuine brown vici kid 
5-eyelet Jumbo oxfords, 12-8 rubber heel, flexible 
Mc Kay, imitation tip. Sizes 4-8, 5-8, 5-9, 6-9 
EEE ‘ Price $2.00 


Style No. 106—Women's genuine black vici kid 
S-eyelet Jumbo oxfords, same as 105, except 
Soc svcnes cavcessneceenansene™ Price $2.00 


Style No. 109—Women's chrome patent button 
one-strap Jumbo, 13-8 rubber heel, same last and 
pattern as Oxford No. 105.......... Price $2.00 


Style No. 112—Women's genuine black vici kid, 
button one-strap Jumbo, same as oe 109.... 
‘ ‘ Price $2.00 


Style No. 113—Women's genuine brown vici kid, 
button one-strap Jumbo, same as Style 109 
... Price $2.00 





Style No. 100—Women's chrome patent, 5-eyelet 
lace oxford. Same as style No. 102. . Price $2.00 


Style No. 102—Women's full grain Mahogany 
side, 5-eyelet lace oxford, imitation tip, flexi 
McKay, 13-8 Cuban rubber heel. ... . . Price $2.00 


Style No. 103—Women's full grain mahogany 
side, 5-eyelet lace oxford. Same as = te Se. 102, 
except imitation shield tip. ice $2.00 


Style No. 
side, one-strap button, 13-8 
imitation 
: 4-8 


104—Women's full grain mahogany 
Cuban rubber ! 

McKay. Sizes 

. Price $2.00 


shield tip, flexible 





BUSINESS? 


Get busy on some of these 
sterling novelties. They will 
be the backbone of your busi- 


ness from now until Jan. Ist. 


IN STOCK 


FOR AT-ONCE DELIVERY 





Style 100 








Style 103° 
Sold in 18 or 36 | Terms Net 30 days 
Pair Lots F. 0. B. Boston 











135 Essex Street 


Opposite U. S. Rubber Co. 


ED. S. DONALDSON, Manager 





Style No. 200—Women's all black satin, button 
soca, et; Junior Louis wood covered heel. 
Og OO on 08 000nede4nees rahe Price $1.60 


Style No. 201—Same as No. 200 —— Spanish 
13-8 wood covered heel.............. ice $1.60 


Style No. 202—Same as No. 203 except wood 
covered 13-8 Spanish heel........... Price $2.25 


pm No. 203—Black Satin Vamp, Black Brocade 
— button one-strap, 12-8 wood covered 
unior Louis heel. Sizes 2-7, 3-7... . Price $2.25 


Style No. 204—Patent Vamp Black Brocade 
quarter, button one-strap, Brocade covered w 
heel, 12-8 Junior Louis. Sizes 244-7, 3-7....... 


60:0 46-60 6 hehe 6605650 KETC ERAEOEOEE Price $2.25 
Style No. 205—Same as No. 204, except Spanish 
| ee rice $2.25 


Brocade covered, Bppood 


Style No. 206—Women’s all black Brocade button 
one-strap, wood cov 13-8 Spanish heel, imita- 
tion turn. Sizes 244-7, 3-7........... Price $2.50 


Style No. 207—Same as No. 206. Junior Louis 
RR. I SS e oF Price $2.50 





Boston, Mass. 





fhe Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 














a T 





m | —' 


~ 











tton 
jita- 
2.50 


I 


August 19, 1922 


SALESMEN WANTED 


BOOT AND 


POSITION WANTED 


SHOE RECORDER 99 


LINE WANTED 








SALESMEN 
WANTED 


We will have open this coming season 
for real producers the following terri- 
tories; Minnesota, North and South 
Dakota, Missouri and Arkansas, Kan- 
sas and Oklahoma, Texas and Louisi- 
ana. We make superior line of chil- 
dren’s, misses’, and growing girls’ 
welts and the best selling lime of 
quality stitchdown shoes in the coun- 
try—running from size two, babies, to 
size two, misses. A line for real work- 
ers to make big money on. Reply with 
full information to Simplex Shoe 
Mfg. Co., Milwaukee, Wis. 














Salesmen For Big 


Volume Children’s Line 


Men who can sell high-grade chil- 
dren’s, misses’, and growing girls’ 
shoes to big buyers and quality stores 
im Western States, Coast, Ohio, and 
Indiana. Trade now established. Op- 
portunities for large cales unlimited. 
Desire only with 
good records who are established in 
the above territories. State full parti- 
eulars. Address D-420, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 














POSITION WANTED 





i gat Le 3 NEED CAP 
Do y 


Recorder, 207 South St., Boston, Mass 
Replies held strictly confidential 


ITAL in your shoe busi- 
ou need an executive salesman to 
mpshet 1 aon output? 1 I pave Se had  cusagenainy 
wide ¢ omen one 

shoes. If interested write D-412, care past 








FOR YOU? 
A Right-Hand Man 


T Years Training In 
Sales-Promotion, Credits 
and Advertising in Shoe 
Factories. 


If ability and faith are the test—this 
man will be offered a position at once 
by some manufacturer needing a con- 
fidential man to help him in sales pro- 
motion, credits and advertising. 
Has traveled extensively, [making 
credit adjustments, selling, etc. Is 
adaptable enough to fit himself to 
your business. Best of references— 
iacluding the Boot and Shoe Record- 
er’s. Address for Interview, D-406, 
care Boot and Shoe Recorder, 207 
Seuth St., Boston, Mass. 


a aie «2 =e 








ALESMAN AND MANAGER—Twelve years’ 

retail experience, age 30, and located in Ohio 
desires position as manager. Energetic and re- 
liable. Address D-427, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





ITION WANTED-—Salesman of , niin. 
children’s, misses’, and Gat girls with 
established retail trade in ilwaukee, 
= bey will take on good bee on ~—~BA 
ry, or drawing account. Address evs 3 
esinner. 6112 Voces Ave., Chicago, iL ‘ele- 
phone Normal 1887. 


STYLE MAN 
WANTED 


By Large Manufacturer of 
Women’s Shoes 


We are desirous of securing the 
services of an experienced style 
man, one who is competent to 
pick the winners and put our 
line on the style map. Must be 
a man of good judgment and 
style foresight. A good oppor- 
tunity for the right man. Ad- 
dress with full particulars, D- 
409, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











MORE 
BUSINESS 
WANTED? 


I can help you obtain it. Twelve 
years’ successful experience in 
advertising and sales-promotion 
with New England shoe and 
leather industry. Familiar with 
this industry from angles. Well- 
educated, and a close student of 
market conditions. Best of 
references. Now employed. 
Address D-413, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—By experienced salesman, line of 

men’s dress welts up to $4.00 for Pittsburgh 

and Western Pennsylvania. Ad D-422, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


WANTED—Line of Children’s Miss*s’ and 
Growing Girls’ Goodyear welt and turn shoes. 
Factory that can handle volume, established trade 
with large retailers and jobbers. a New 
York City, New Jersey aid Pennsylvania. A 
common basis ovreferred. Address 393, care 
+ a and Shoe Recorder, 207 South St., Boston, 
ass. 








WOMEN’S LINE 
WANTED 


For ten years I have sold large retailers 
throughout the U. S., the product of 
one of the best known and oldest es- 
tablished houses manufacturing wom- 
en’s better grade shoes. concern 
is now out of business and I am de- 
sirous of securing a strong line of 
women’s shoes for the coming season. 
I can furnish the very best of refer- 
ences, have an established trade and 
worth intimate friends amongst the 
worth-while buyers. Address D-434, 

Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














FOR SALE 


FoR SALE—Stock of clothing, furnishings, and 

shoes. In Southern lowa City of 1,000 - 
lation. Only stock ty clothing in city. “Gas lee 
shoe store. opportunity for a hustler. 
Stock will insure $15, 000. Rent $35.00 per month. 
Reasons for —~ 2 ye interests. Address D-428, 
cre Boot and Recorder, 207 South St., 
Boston, Mass. 








FoR SALE—Shoe store at invoice, plus $5,000 
for the entire store, lease, good will, and fix- 
tures, etc. No job lot buyers need apply. 
giz Address Kappner’s Big Shoe Store, 1319 
ain St., Cincinnati, Ohio. 





Foe SALE—21 bicycle step ladders, 10 & 12 feet 

; no track or poles; ladders in condi- 

} oll ag tn $4.00 each. Address Clarke Bros. 
tores, Scrariton, Pa. (Shoe Dept.) ‘ 





OPPORTUNITIES 




















WINDOW TRIMMER 


We een window trimmer, capable 
taki ‘of 





ing ones high-class windows for 
pa 8. Chicago shoe shop. aco D-421, care 
Boot and Shoe Recorder, 189 W. Madison St., 


Chicago, Il 





TO LET 


TO Let IN ALBANY BUILDING—Offices 
and desk room. to Harrison Shoe Com- 
pany, Room 204, Boston, M: 





Department. 
Store 
Opportunity 


A new department store, well 
finaneed and in the most desir- 
able location in New York City 
will rent a department for 
men’s, women’s, and children’s 
shoes. Only experienced people 
with a record for live merchand- 
ising will be considered. Write 
at once in confidence to D-415, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


be e 
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issue: 

Space 1 time 7 times 
1 in.... . $5.00 $4.00 $3.50 
Beavas 10.00 8.00 * 7.00 
3 in.....15.00 12.00 10.50 
ee 20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per 

Minimum amount accepted, $1.25. Ads under this heading will be 

received up to noon on Tuesday of week of publication date. 

When advertisers desire answers to come in care of this office, twelve 

words must be allowed in each advertisement for address. When 





$3.00 $2.50 
van a advertisers desire replies forw 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


word of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be seat under letter postage. 


word for each insertion. 





arded direct to their address, each 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





7TANTED—Salesman for Connecticut to repre- 

sent a well-known company with a line of 
rubber and canvas footwear on a commission basis. 
This is a good open opening for a live-wire with an 
acquaintance in the ‘shoe trade. In yea wr 
age, experience, and reference. Address D-433 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTE ¢<D—Salesman for Pacific Coast, North, 
and Middle West Territory to sell on liberal 
commissions one Rochester, N. Y., best and 
favorably known lines of infants’ flexible turns, 1 to 
5, and Soft Sole, 0 to 4. Only men with established 
trade and best of references considered, as liberal 
commissions paid warrant right to selection. All 
yy ouieey confidential. Address D- 
417, care Boot and Shoe Recorder, 207 South St., 
Besten, | Mass. 





W "api =D—A young, competent shoe man, with 

— and ability to build up bigess b business, 

with a shoe store 

in ay ee te city of 40, 000. Owner active and 

best location with long lease, but needs a ‘‘business 

building partner. Address D-419, one, Boot and 
Shoe Recorder, 207 South St St., Boston, Mass. 


GALESMAN to sell our line of men’s and boys’ 
dress welts in Western Pennsylvania. Estab- 
lished trade, 200 live and active accounts. Give us 
full particulars in first letter. Address J. Ralph 
Baker Co., Bridgewater, Mass. 


J gmt hy — ty line infants’ and children’s 
square edge turns, sizes | to 11. iy hy | 
women's The most complete line of 
infants’ shoes on the market and of unusual value. 
Stock proposition with one-day service. Six = 
cent commission. Settlements weekly. A few 
.~ lines 











dress 
corder, 207 South St., Boston, Mass. 


s' LESMEN WANTED—To carry as a side line 
= grade moccasin welts to retail shoe — 
trade. Territory open Connecticu 
ew You State and the West, "particularly Pacific 
Coast States. t commission. In replying 
please give references and line you are now carrying 
Adareas D-425. care Boot Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED SALESMEN—In all territories be- 
tween the Alleghanies and the Rockies, and 
from the Gulf to Canada, to carry with non-comi- 
peting lines, ten sam 
pe mA hg yl af ym ay Ae 
wel ust cover an 
be real ~~ getters. All the numbers carried 
in stock. Six per cent commission. Give territory 
covered, line —.. 


207 South St., Boston, Mass. 


ANTED—Two resident salesmen, one work- 
ing from Chicago and one from St. Louis by 
manufacturer of men’s, women’s, and 4 
high-class stitch-downs, to sell jobbing and large 
yy eg ae store trade on commission basis. 
dress K-637, care Boot and Shoe Recorder, 127 

Duane St., New York, N. Y. 


WANTED~ side line salesmen who are at present 
connected with a first-class house and have an 
established trade, to a line of comfort shoes 


py Proposition. State the 
a Ss, Testiee to be coustinned 
Address D 361, care Boot and 

& inonn 207 South St., Boston, Mass. 





SA LESMEN wanted for the Shaye A Lo. 
Valleys’ coal regions carrying a Philadelphia 
jobbing-house line, also full line of rubbers 
tennis, prefer a man to live in territory, trade 
already established. Address D-430, care Boot 
and Shoe Recorder, 1420 Widener Bldg., Philadel- 
phia, Pa. 
ANTED—Reliable men to represent us in the 
states of Indiana and Illinois; also the states 
of Missouri, Kansas, and Oklahoma. Established 
trade on children’s, misses’, and growing girls’ high- 
turn shoes. ‘Same to be with non- 
conflicting lines on liberal commission. None but 
those able to furnish satisfactory references need 
to apply. Address D-424, care Boot and Shoe Re- 
pode — ay 207 South St., Boston, Mass. 


ANTED—Experienced salesman for high-grade 
women’s, misses’, and children’s line in Brook- 

lyn and Long Island. Address K-636, care Boot 
and Shoe Recorder, 127 Duane St., New ‘York, | A 


ALESMAN having a good reputation and stand- 
ing with the trade, calling on the better-class 
retail and de ment stores wan to carry a 
side line of high-grade moccasins on commission. 
thing new, six samples. Give territory cov- 
ered and house now representing first letter. Confi- 
dential. Address D-418, care tt and Shoe Re- 
corder, 207 South St., Boston, i. 


Oy about to open shoe departments in 

department and ready-to-wear stores. is look- 
ing for bright, up-to-date, hustling Sa men who 
have ~ ambition to mak 














» Please state experience, salary, and 
f ee cae ‘Address D-416, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


EXPERIENCED A-1 shoe salesmen wanted for 





WANTED—Saleamen tosell a medium priced line 
of Men's Dress Welts, on a straight commission 
banie, in =; following territories vania; 
Wisconsin and > on Bow Michigan and ndiana; 
Illinois; a and Nebraska. Address D-337 
pty Ty Shoe Recorder, 207 South Street, 





NTED—Salesman ering Missouri and 
Alllinnis to mall’ Rachestor's leadi line of soft 
soles. Old established -t-+ many styles in stock, 
liberal commission, sample outfit. 
Cash bonus if you ea ‘good. In application 
state length of time on the territory and — 
other lines you Referenc>s uired be’ 
qenipast is genes. . H. Freeland, cs ng 





yo ¥ a. as side-line, 
en's, Boys’ ‘ou osiery, ranging 
nage from $2.25 AY $7.50 a dozen, about — 


paid on ny yr “Kadress, Medford 
solo Mig. ‘Co, Mt. ord, Mass. 


SALERMENe line two solid leather boys’ 

stock, $2.10 and A mg 5 per cent 
pe gtr th Address D-402 
care Boot and Shoe Recorder, scorder, 207 South St., Bos- 
ton, Mass. 








SALESMAN WANTED 
GHOE SALESMAN WANTED—An ex- 
salesman 


who 
quainted with the shoe jobbing trade 
im the Middle and W 








general retail trade in several | states. 
—~ — Wiidcees P-15 
Boot and on Recorder, 1420 Widener Bldg., 
Philadelphia, Pa . 


GALESMEN WANTED—By one of the largest 

slipper manufacturers, to carry as @ ay line a 

nationally advertised short ry line of felt 

slippers, carried in stock. commission. 

Territories Virginia, West Virginia, North 

oll South faroling ey Florida, A ° 
ississippi, Ten stati 

and other lines carried. Address 

a and Shoe Recorder, 207 South St., ox 
ass. 











SALESMAN WANTED— Line of 
Women’s Welts and Turns, medi- 
known. 


i 


Boot and 








Ogden Dress Shoe 


The following territories are 
open for our Ogden Men’s Calf- 
skin Dress shoes to retail at $7 
in conjunction with our Fox 
Kip shoes to retail at 35— 
Idaho, Utah and Nevada, Mon- 
tana and Wyoming, No. and 
So. Dakota, Illinois, New York 
State, West Virginia. 


Address OGDEN SHOE. CO. 
MILWAUKEE 








SALESMEN 
WANTED 


“We have open at this West Vir- 

inia, South a, entucky, 
uisiana, Mississippi and th Texas 

territory. Our floor stock of all styles 


and a line of correctly-priced Ou 
known to possess the 
waukee market solid leather, service 
shoe quality, should permit any one of 
sales ability to secure we nn ye et 
turns. Only men of experienée and 
clean record need apply.  Sivese 
application, with full iculars, to 
¥ 2 Portage Shoe Mfg. . of Portage, 
is.”" 








Lundin Shoes 


We have an opening for several 
experienced high-grade sales- 
men. Large territories located 
in the South, Middle West, and 
pert of Pacific’ Coast. Men's 

edium Priced Dress Welts. 
Liberal commissions. Give full 
particulars with application, 
regarding experience, etc., to- 
gether with references. Address 
communications to B. White 
Williams, 1101 Washington Ave., 
St. Louis, Mo. 
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BOOT 


AND 


SHOE 


RECORDER 


THE RECORDER CREED: ‘Getting More Shoes Sold Right; not on y “‘more”’ but “right”’; sold for the right purpose. to the 


right wearer, in the right fitting, for the =, sige price, at th 
oe. “The chief purpose of *“*The Boot and Shoe Record rae 


the progr of the entire allied A relating to shoes and 





pe sl Subseription in the United on $5. 00 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 





t | This is 


Per copy, 25 cents 
d for Less Than One Year 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered ai the Post Office, Boston, Mass., as second class matter. 


is the great problem of the retail shoe 
rder”’ is to ~ FW] it; for this is the basic problem upon 
ther; their production and distribution. 


Canadian, $6.00 


Foreign, $10.00 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS.., U. S. A. 


Cable Address BOOTRECO 


Printed in U. S. A. 
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SALESMEN WANTED 








SALESMAN 
WANTED 


Experienced sales and style man in 
one large Eastern manufacturer of 
women’s popular-priced shoes is de- 
sirous of securing an experienced 
salesman in touch with jobbers and 
city and chain-store trade. One who 
can command business where he is 
backed up with the right goods. We 
prefer a man who has had experience 
im the style end of the game and can 
anticipate as early as possible as to 
what will be wanted for best selling 
styles. Splendid opportunity for the 
right man. Address with full particu- 
lars, D-429, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


Shoe Salesman 


WANTED 


Well - known and long - estab- 
lished shoe manufacturing 
company, which enjoys a high 
reputation with the trade, is 
launching an especially attrac- 
tive proposition and can use 
additional salesmen to cover 
territories intensively. Liberal 
commission. Ability to sell will 
count for more than experience 
in the shoe field. State full 
particulars about yourself in 
first letter. All replies will be 
treated confidentially. Address 
D-411, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 














Are You The Man? 


There is an experienced A-1 shoe sales- 
man now selling jobbers, department 
stores, and chain stores who seeks a 
larger opportunity. If you are that 
man, a manufacturer of fast selling, 
popular-priced turned and McKay 
shoes offers you a liberal salary to 
start and an unusual lopportunity to 
earn a very large income. Only high- 
grade, experienced salesmen with 
established volume will be considered. 
Address D-414, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMEN 
WANTED 


to carry a high-grade line of children’s, 
misses’, and growing girls’ welts for a 
Pennsylvania factory. The line is a 
winner and highly profitable for ener- 
getic men. This line is well-known 
throughout the country. State experi- 
ence, references, and territory desired. 
Address D-431, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














SALESMEN WANTED 


Capable of selling special and large 
accounts in large cities. Only men who 
are acquainted with large city trade 
would be considered. onderful op- 


portunity. Personal interview pre- 


e . 
THE ROBERT WISE CO. 


Cincinnati 


WANTED—SALESMAN 
We have an excellent opportunity for 
an experienced salesman well acquaint- 
ed with Pennsylvania retail trade in 
Pittsburgh district. He will be given 
the chance to sell. as a side line in the 
above territory, the celebrated Barnard 
line of old ladies’ comfort shoes and 
ota. Write fully in reply. Address 
J. W. Barnard & Son, Andover, Mass. 





A 








WANTED 


Salesmen to sell children’s in-stock 
shoes. First-steps, infants’, and up. 
Splendid side line of popular priced 
quality shoes. References re 
Mention territ desi ° Cc 
Brown Co., Inc., ton, Mass. 











SALESMAN WANTED 

Capable of selling large volume - New 
ersey. To such a man we o mtire 

Wolec, Gian cupestenee ecpeaines. 

te. ex ence and p us 
record. All plie t 
tially. Address D-386, care Boot and 
Shoe Recorder, 127 Duane St., New 
York, N. Y. 














PUBLISHED WEEKLY IN THE INTEREST 
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PUBLISHER’S NOTICE 
rome yey my subscription price of the 


nd Shoe Recorder is $5.00 a year im 
ae which non to postage in the 
United. States, Cuba, Hawaiian Islands, 

i a and Mexico. i 


including pune 

FOREIGN SUBSCRIPTION.‘Phe The price to 
foreign countries except the above is $10.00 

per ae +e including postage. 

All becriptions are payable in advance: 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page:. 
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BOSTON OFFICE: 207 South Street. Cor— 

respondence ting to all departments 
Id be add to the B office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
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phone 
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. French Cord Bound Edges, 16-8 French Louis Full Breasted 


' 


B-1701—Skinners’ all Black Satin, Genuine Hand Turn, Silk 


B-1703—As above with Patent Vamp, Black Silk Finish, Brocade 
Quarter. . ‘ $4.25 


B-1702—As B-1703 with 13-8 Full Breasted Baby = 


B and C Widths Sizes 3 to 7 














> 0 
v ae FACTORY 
¥ Haverhill, Mass. 
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Heel 
$3.75. 


sy. | “Duane_Shoe 





B-156—Patent Vamp, Black Silk Brocaded Quarter, Genuine 
Silk French Cord Bound Edges, “DUANE PROCESS” Imitation 
Turn, 16-8 French Louis Full Breasted Wood Heel... . . .. 84.00 


B-154—As above in all Patent Leather............... 





. $3.75 


B-160—As above with Patent Vamp and Skinner’s Black Satin 
Gh 6:45 be sndenenssengnednedtenkeesduciewsewts<0s aes $3.75 


B-158—As above with 14-8 Military Celluloid Wood Heel. .83.60 
B and C Widths Sizes 3 to 7 


DON’T DELAY 


Send your orders in now 


& CORPORATION 


PHILADELPHIA OFFICE 
411 Forest Bidg. 


Company, 


143 Duane Street, New York 


LOS ANGELES OFFICE 
522 Loews State B.dg. 
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HUMPHREY 


Patent Button, Mat 
Top. 
Sizes 1 to 5, 3 to 8 


IN 
STOCK 


YOUR 
LEADING LINE 


Sr 
CHILDRENS TURNS 


Your business needs a good sub- 
stantial line of children’s turns. It 
is a safe policy to stick to one line 


QAVAVAVAVAVTATIAVAVAUIAUAVEL 


% 


and push it hard. 


The shoes should be thoroughly 
made of selected leathers, with just 
enough youthful style. 


Humphrey turns possess all these 
features plus a rapid turnover value. 
Ask your nearest wholesaler. 


HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 


x) 


Dull Top Patent 
Fox Pony Cut Pol- 
ish, Patent Turn- 
over Collar, 
Insert. 


Sizes 3 to 8 


Red 
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HMUAPHREY 
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BUY NOW 


PRICES ARE AT 
LOWEST LEVEL 


These Boudoirs wil! bring 
business for you. They 
have the eye appeal and 

uality of workmanship 
that wins trade. Let us 
prove this by sending you 
samples and quoting our 
present prices, in colors 
and quantity you 
desire. 


BOUDOIRS 
mY STUCE —— 


A. W. GREELEY 


49 Washington Street, Haverhill Mass. 
Branch Factory, Newton. N. H. 








Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 











GROPING IN THE 
DARK 


Time was when the purchase of advertising 
space was a “blind groping in the dark.”” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe 


Recorder eirculation. Our records are audited 
by the Audit Bureau of Circulations. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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; 2g. ee WE ARE SHOWING THIS SEASON IN OUR LINE OF 
<< ii. 

~ \ SAMPLES FOR SPRING, A GREAT VARIETY OF OUR 
od 

“4 NEWEST AND SMARTEST PATTERNS, FEATURING 
od i OUR NEW LEATHER, RAINBOW KID. 

na 

ink 

Ne 


RAINBOW KID IS A REMARKABLE NEW DISCOVERY. IT 
IS A LEATHER WITH THE SOFTNESS OF KID AND THE 
FIRMNESS OF CALF. IT WILL NOT STRETCH, ASSURING 
FINE LOOKING. LONG WEARING, FOOTWEAR. 


og 


AND WHAT IS MORE, RAINBOW KID CAN BE DYED IN ALL 
THE BRILLIANT DAZZLING COLORS OF THE RAINBOW. 
THESE LUMINOUS, OUTSTANDING COLORS OF RAINBOW 
KID, ASSURE THE SALE OF THE FOOTWEAR THEY EN- 
HANCE; ASSURE THE SUPREME SATISFACTION OF THE 
f WEARER. 


RAINBOW KID IS THE BEST AND 
MOST PRACTICAL COLORED KID. 
IT IS BACKED BY THE YEARS OF 
EXPERIENCE OF OUR ORGANIZATION 
IN SELECTING THE FINEST OF MA-~ 
TERIALS FOR THE SHOE TRADE. 


1 





SPECIFY “RAINBOW KID" IN YOUR 
COLORED SHOE ORDERS. 


Charles K.Fox 


INC. 
Haverhill, Mass. 
U.S.A. 


Boston: 54 Lincoln Street 


New York; Marbridge Bidg., 
Broadway and 34th Street Reom 632 
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Vol. 81, No. 23. Published every week by the Boot and Shoe Recorder Publishing Company, 207 Seuth Street, 
Boston, Mass. Entered as second class matter April 15, 1922, at the Post aaee at eRe, Mass.. under the 
Act of Congress of March 3, 1879. Subscription price $5.00 a year. Printed in 





Au 
BOOT AND SHOE RECORDER August 26, 1922 


“Follow the Creighton Line’ . 
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IN STOCK 


STYLE NO. 420 
Gun Metal Oxford—Goodyear Welt 


10-8 Wingfoot Rubber Heel—Widths A to D 


Price $3.75 


Send for new Fall stock catalog 


Boston Office—183 Essex Street 


A. 2 Geighton 














& wii 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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That fine-grained 
look 


that helps the sale of shoes materially, is 














never lacking in footwear made of 
STANDARD KID. This leather is al- ‘en 
ways made of fine-grained raw stock and 
made efficiently, so that practical prices 
result. 

Specify STANDARD KID—your manu- 


facturer can always get it. 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 











4) 
STANDARD 
KID 


GUARANTEED SELECTIONS 


THE Stanpann 110° 
8osToN 
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Never before have 
more attractive styles 
been shown in “The 
FE. & M. Line of Qual- 
ity”’ than we are show- 
ing now. 


E. & M. styles have al- 
ways made friends and 


held them. 


Write us requesting a 
salesman to call. They 
will be glad to show 
you “The E. & M. 
shoes of quality.” We 
have the goods at the 
price which makes 
profitable turnovers 
possible. 






























turn Colonial with gore strap. Made on . 
one 00 tne Cecalis Be ek Made on our 61 last. Carries 12-8 heel. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 




















MADAME BUTTERFLY. A patent T HE FOLLIES. A patent turn cross strap. 








The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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REG. U.S. PAT. OFF. 


IN STOCK NUMBERS 


ALL SOLID LEATHER—TOP QUALITY —GOODYEAR WELT 











122 8%lI% 58 
A-D A-D — 
18324—Mahogany Calf 34 Fox Toppy Boot . .$3.35 $3.10 
14324—Nut Brown Calf 34 Fox Toppy Boot .. 3.35 3.10 
17324—Black Calf 34 Fox Toppy Boot...... 3.35 3.10 
15324—Patent 34 Fox Toppy Boot, Black 
- iia aS ae 3.50 3.25 
12664—Black Kid 34 Fox Toppy Boot .. . 3.35 3.10 $2.75 
13664—Mahogany Kid 34 Fox Toppy Boot . . 3.35 3.10 2.75 
24664—Patent White Calf Top 34 Fox Toppy 
Beh voblscasGentacaseaneseas ee 3.10 2.75 
84-11% 5-8 
B-D C-D 
14424—Nut Brown Calf 34 Fox Toppy Boot......... . .$3.10 $2.75 
15424—Patent Black Calf Top 34 Fox Toppy Boot..... 3.25 2.85 
17424—Black Calf 34 Fox Toppy Boot................ 3.10 2.75 











122 8%11% 58 
C-E C-E D-E 


18243—Mahogany Calf Seamless Fox Lace 


Ba...... . $3.10 $2.85 $2.55 


15243—Patent Black Calf Top Senne F ox 


Lace Bal. . a 3.00 2.60 





SPECIFICATIONS 


Very, best quality upper stock, flint stone oak bend outer soles, sole 
leather box toes, counters, solid inner soles. “‘Red-Line-In’”’ Lining, 


Rubber Heels, Blind Eyelets. 














CARTHAGE 





WRITE US FOR CATALOGUE 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
- - MISSOURI 








BOOT AND SHOE RECORDER August 26, 1922 


6 








=—. - 
r ~~. xe 
NN ATR 


Donkey Colt 


PROOF” 








UR customers tell us that 

DONKEY COLT is work- 

ing better than ever in their 
factories. 


Also that it is making up into 
better looking shoes than ever. 





Tolman Dow & Co., Inc. 
174 LINCOLN STREET - BOSTON, MASS. 


CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 


Mohr- Holters SalesCo. NewCastleLeatherCo. T. M. Fitzgerald &$ Co. 
100Gold St. 1602 Locust St. 


ROCHESTER, N. Y. 


Mr. Charles L. Kirk 
22 Andrew St. 202 E. 7th St. 


: enn ee 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A WONDER STYLE 


GALLUN’S BLACK NORWEGIAN. Our 
New Shield Tip. Heavy 16 natural edge (fibre 
middlesole). Victor last. Wingfoot heel. 


Send for a case today. 


If you are not satisfied that they are worth more 
than $4.65, return them all for credit. 


MARION’S SELL OUT CLEAN 












801X 


IN STOCK 


A to D 
$4.65 


MARION: SHOE CO. 
MARION, INDIANA 
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BLACK KID WELTS IN STOCK 


Staple Sellers That Have A Country 
Wide Reputation For Good Value 


x 


These five numbers ready to 
ship from stock. Sample 
pairs sent on approval. 


MAKERS OF GOOD 
SHOES SINCE 1883 


Goodyear Welts Exclusively 


Stock No. 51. Price, $3.50 Net Stock No. 50. Price, $4.00 Net 
Black Kid Blucher Oxford. Junior last. Black Kid Lace Oxford. Combination last. 
11-8 Rubber heel Cushion Sole, Arch Support Counters, 11-8 

SIZES IN STOCK a ae 
AA—4\% to 8; A—4 to 8; B—3% to 9; SIZES IN STOCK 


C—596 to &; D395 10% ES 006. AA-4H6 to 8; ATS to 8; B36 to 9; 
—3% to 8; D—3% to 9; E—3 to 8, 





Stock No. 42. Price, $4.00 Net Stock No. 40. Price, $5.00 Net 
Black Kid, 7 inch Lace Boot. Hub last Stock No. 41. Price, $4.35 Net Black Kid, 8 inch Lace Boot. Combination 
11-8 tick ; , Black Kid, 8 inch Lace Boot. Junior last Last. Cushion Sole. Arch Support Count- 

‘ : 11-8 Rubber heel. ers. 11-8 Rubber heel. 


7: ys = ey TOM ack SIZES IN STOCK SIZES IN STOCK 
S302 09 BEAMS tos adel AA—4\% to 8; A—4 to 8; B—3% to 9; AA—4% to 8; A—4 to 8; B—3% to 9; 
. eee _ C—3% to 8; D—3\% to 9; E—3 to 8. C—3% to 8; D—3% to 9; E—3 to 8. 


QUO OO OOOO OOM OOOO 


WISE & COOPER CO. 


AUBURN MAINE 


2 
: 
: 
: 


TPL 
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WISE BUYING 


The Rule for Fall Business 


The coming Fall season will bring with it new opportunities 
and open new highways to increased sales. Right now you 
have the opportunity of stocking up liberally on the 3 W’s 
Lenox Turns for little folks. Glance over the prices listed on 
this page. Think what they will mean to you a month from 
now, when children return to school. 


122 


@ 


convrevennnnnnvconvvuuvvvuvutcomennennnnenneconienunouuvUcanuauansncasaccoueesenneeeeneconiennUUOUCQNUMUANAANeNn MUERTE QU UHURU QUE T TA if. 


Invest immediately in these snappy 3 W’s 
Shoes. You will win because you will have 
‘8% bought wisely. Every number shown, at 
the low accompanying prices, is in stock 





s a ; : Child’s Patent Chrome, Mat Kid Top, 
for instant delivery. Wire or write and Button, Turn, Plain Toe 

; 7504—3 to 8. D and E............0ecee0 $1.50 
get yours now! er} a | SaRpRReE Renee 1.25 
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Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 
Foxed, Field Mouse Kid Top, Pony Cut Lace 
7856—1114 to 2. Rubber Heel. DandE......... $2.60 


7857— 816 to Ill. Rubber Heel. DandE......... 2.35 Child’s Tan Kid Button, Turn, Tip, Peggy Last 
7858— 814 to ll, Spring Heel, DandE......... 2.35 7542—3 to8. DandE 
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We want additional experienced Salesmen with 
established trade. Write, giving details and 
territory covered. 


-, 


na 

















35 S. Second St. : - .Philadelphia, Pa. 
ob DS ARARARARARARARARARARANARARARARANARARARARARARARAR 
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E. T. Wright & Co. made 
the shoes herewith illus- 
trated. They are from their 
famous “ARCH PRE 
SE RVE R” line, which means 
that everything in the shoe is 
“Just Wright.” 


Of course the leather 1s 


NEW CASTLE HAVANA 
BROWN KID. 


“Judge It By Its Users’’ 








HAVANA BROWN 


NEW CASTLE KID 


The Outstanding Colored Leather Surety On Which There is No Speculation 


You would be surprised to 
know the quantities of 
NEW CASTLE HA- 
VANA BROWN KID 
that are used yearly in the 
factories that. produce the 
finest shoes for men. 


For thinking men have 
learned that there’s no such 
foot comfort to be had as 
NEW CASTLE KID 


affords— 


—and likewise that there is 
no substitute for that deep, 
rich shade which so dis- 
tinguishes the wearer—the 
genuine NEW CASTLE 
HAVANA BROWN. 


NEW CASTLE LEATHER CO., Inc. 


NEW YORK 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





August 26, 1922 























22 














August 26, 1922 


BOOT AND SHOE RECORDER 

















Three Reasons for Profit 


Tene are three main reasons why Dolgeville Felt Foot- 
wear is today building profits everywhere. First, The 
Dolgeville line is a quality line. Every pair contains the best 
materials for the purpose. Second, it is a service line. The 
superior workmanship put into each pair is responsible for 
the genuine service long identified with the name Dolgeville. 
Third, it is a variety line. There is no demand for felt foot- 
wear that cannot be satisfied by some style in the Dolgeville 
line. The variety of types, styles and colors offers dealers in 
all parts of the country an excellent opportunity to satisfy 
the exact requirements of their trade. 


Identify your store as The Home of Dolgeville Felt Foot- 
wear by ordering and featuring a representative stock of these 
well-known and fast-selling shoes. 





Dolgeville Felt Shoe Company 


Dolgeville, New York 
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Who’s Who! 


Mbenz 


HIGH IN QUALITY 
LOW IN PRICE 








JASE 
SF 


UR salesforce of 61 ener- 

getic and trustworthy 
men are now in their respec- 
tive territories showing the 
strongest line of work and 
dress shoes for men and boys 
that we have ever featured. 


First: No. 8025—Men’s Goodyear 
Welt, Tan FARM-WEAR Cap 
Blucher, Soft Box, Full Vamp, 
Oak Sole, Wingfoot Rubber Heel 
Munson Last. In stock: Dand E 
GEE. FUIGR. cic ccicccccss $3.10 


Second : No.7017— Men’s Goodyear 
Welt, Chocolate FARM-WEAR, 
Cap Blucher, Soft Box, Full 
Vamp, Oak Sole, Munson Last. 
In Stock: D width, 6 to 12..$2.60 


Third: No. 8013—Same as 7017, 
except Chrome Outer Sole. . $2.44 


Fourth: No. 9018—Same as 8013, 
except Chocolate Elk . .$2.49 


Write today for a salesman to call and show you the complete line 
of Menz ‘Ease’ shoes for men and ‘“‘American Boy” shoes for boys. 


THE MENZIES SHOE CO. 


FOND DU LAC, WIS. 


BOSTON BRANCH PORTLAND, ORE. BRANCH DALLAS BRANCH 
Cc. 8534 5th Street 





S. Stearns Shoe Co. 613 Main Street 














Au 


Pat 


No. 
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STYLES THAT APPEAL 





% 


No. 345—Price $3.75 
Patent Fenway One Strap, Single Sole, 
Full Leather Louis Heel, Euclid Last 


AA to 
No. 344. Samein Black Kid, $3.50 
AAtoD 


ARCH SUPPORT OXFORD 
Widths AAA to E. Sizes 24 to 10. 


No. 470—Price $4.00 
Black Kid, Tremont Last, 13-8 Heel. 


No. 471—Price $4.50 
Brown Kid, Tremont Last, 13-8 Heel. 





No. 346—Price $4.40 


Patent Rita One , Gray Suede Trim, 
w*Single Sole, Full Spanish Covered 


AA to C, 
No. 347—Same, only Beige Suede -Trim. 


To Your “Popular 


How are your sizes for 
the Labor Day business? 


Price” Trade 


READY TO SHIP 











Our folder illustrates 
only the live ones. 
Send for it. 











mH 


Pe - +s $4.00 

tent Flora 

Military Cont Wood Feel. 
Tremont Last. AA to C. 


ARCH SUPPORT OXFORD 


'o. 448—Price $4.00 
Black kia, Princess Last, 11-8 Heel. 


All a Rubber Heels. 





No. 383—Price $4.25 


Pogent, Rina, One Bicep, Bele» Sacto 
Single Sole, ys —* 


No. 382—Same, Gray Suede Trim. 
n gly Ger 


THOMSON CROOKER SHOE_CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


C. H, SULLIVAN, Seeretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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We’re illustrating here a 
shoe that is out of the 
ordinary. It’s especially 
designed for “OVER-SIZE” 
feet. It will fit to perfec- 
tion the— BIG ONES— 


“clinching”’ their business. 


Made top grade 
right thru. 


Let us send you 
a few pair on 


APPROVAL. 


600 Black Kid Oxford=$4.00 
605 Brown Kid Oxford $4.50 
610 Black Kid 2 Strap $4.25 
615 Brown Kid 2 Strap $4.75 


All in Sizes 2%-12-C-EEE 





All Goodyear Welts 


ANDERSON-OWENS SHOE CO. 
LYNN, MASS. 











A shoe store without “Whittemore’s” Shoe Polish is 
like a grocery store without sugar. It’s a staple, a 
real bread-and-butter proposition. Something that 
sells every day. You cannot very well do business 
without it, for— 


/yaitemores 


Shoe Polishes 
ARE SUPERIOR 


See your jobber—he will supply you. If he cannot, 
write us for catalogue. The Whittemore line of shoe 
polish includes everything necessary for maintain- 
ing leather and fabric shoes in best possible condi- 
tion. Bostonian Cream is one of our specialties 
that is extremely popular. 


WHITTEMORE BROS. 


Largest Producers of Shoe Polish in the World 
CAMBRIDGE, MASS. 





Recommend “Bostonian 
Cream for black or brows 
smooth or grained leat 
shoes. 
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No. 1055 


Made to order only in lots of 12 pairs 
to a width. Can be made either of 
Genuine Australian Black Kanga- 
roo or Fine Texture Black Ki 
Goding top-grade construction— 
Senator Last—at. . $5.70 





A Shoe of Solid Comfort for 
Men of Sound Judgment 


The Goding No. 1055 is just what men of this type are looking for—and they 
form a group whose patronage is well worth a special effort to get and hold. 


This shoe has a soft cushion insole that remains a cushion—simply 
can't rough up and get hard under the foot, owing to special 
Goding features of design and make. Moreover, it has every ele- 
ment of refinement plus service that more than gratifies. 


In all-around merit it is fittingly 
representative of the Goding line 


THE "GODING SHOE Co. 


soni 833-855 W. Chicago Ave. - - Chicago 
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HIS new method of sewing shoes 
Tere them the best qualities and 

features of all other methods with- 
out any of their weaknesses. A Wilson- 
Sewed Shoe is as durable as a Welt yet 
far lighter and more flexible. Compared 
to a Turn, it is as light and flexible yet 
decidedly more durable. It is constructed 
without tacks—Cannot stretch or lose 
its shape—lIs more comfortable—Can 
be repaired like new by any cobbler— 
And costs little or no more. Stock them 
now for fall. 


WILSON PROCESS INCORPORATED 
NEW YORK OFFICE 


Canadian Pacific Building 


ROCHESTER BOSTON ST. LOUIS LONDON 
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Douglas 


Shoe Company 
Brockton, Mass. 


—is now licensed to make Wilson-Sewed 
Shoes. This concern, one of the oldest 
and largest manufacturers of shoes in 
the world, has adopted the improved 
Wilson-Sewed method because of its - 
advantages of lightness, flexibility and 
durability over the Turn and McKay. 


In two years the Wilson-Sewed Shoe has 
gained international recognition and is 
now made by over thirty of the largest 
manufacturers both here and abroad. 
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Big Fall Advertising Campaign 
Now Running Full Force 


On August 26, Dr. Scholl's National Advertising Campaign will open 
in the Saturday Evening Post with the striking piece of copy shown 
on the opposite page. This campaign is by far the largest and most 
comprehensive we have ever put in operation and will rzach so many 
millions of people that it will cover the United States like a blanket. 


Full pages, half pages and smaller copv will run steadily in all the 
leading magazines such as: 


The Saturday Evening Post American Magazine 

American Weekly Magazine Ladies’ Home Journal 

Woman’s Home Companion Cosmopolitan 
Literary Digest | 


The combined circulation of these publications is more than 
12,000,000, with a reading circle of probably 50,000,000. Think for 
a moment what this tremendous selling force means to you and 
every shoe dealer rendering Dr. Scholl’s Foot Comfort Service! 


This advertising is working for you. Every dollar's worth of business 
which this advertising produces must go through your store and 
the thousands of other dealers selling Dr. Scholl’s Foot Comfort 
Appliances and Remedies. You and your fellow merchants extract 
your profits before any revenue or profit reaches us. 


But to get these sales and these profits, you must identify your store 
with this publicity. This can be easily, quickly and economically 
done by running some local newspaper advertising, by putting in 
an attractive window display, by handing out our booklets and 
inserts and by using the many other helps furnished you Free by 
our Dealers’ Service Department. 


THE SCHOLL MFG. COMPANY 





CHICAGO NEW YORK TORONTO 
213 W. Schiller St. 62 West 14th St. 112 Adelaide Street, E. 
, 
Dr Scholl's 
Demonstration Week 
Oct. 28—Nov. 4 
“More Dollars for the Dealer” 




















August 
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This striking advertisement will appear in the 
Saturday Evening Post, August 26th 
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these toys when you were in 


is only seating for two, 
here is coming with me.” 


: edderton nodded, and. sub- 


the best of it, Callant, for, 
you put up opposition I'l! 
on yyour head accidental- 


head came a resonant throb- 
lisp of shadow skimmed over 


fe shore. 
.” said Martyn. “He's up.” 
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ne was flying low,- low 
features of Cyril Cre. 
ible, and just behind him, 
nacelle, the outline of Mr. 

gick work.” 
juick work too. For once in 
onyngham, inspired by the 
a score against his con- 


feta move on. The big hydro- 
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floating at. the pierhead 
D its pomolemees of two- 
Fortunately _Cyril’s 

had been in charge. Le 
Tather a hectic time over- 
ers of resistance were low. 
fluent and his manner 
and Butterwick were hop- 
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too late. The unhappy 
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directors would have to 
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‘goon as he saw the fugi- 
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; forget the misery of 

ted him since Leslie 

He waved to the tiny 

; the beach, rose higher 


sda hand here,” said Mar- 
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lized the uselessness 
‘switched his talk into 

§ for his little craft. Her 
her astounding sea- 
d them all. ever 
his lady with greater 
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he 
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=a wonder,” he declared. . 
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h r's edge now with 
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We ‘sliced across the 
d back they lowered 
Preceding crest of it, 
Until the three of them 
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Weak and broken down arches 


may be the cause 
of all your foot troubles _ 


Hard pavements and sidewalks, heavy butdens, 
work that requires constant standing, ill-fitted 
shoes in childhood or in later life, tight hosiery 
—all conspire to aid in the weakening and break- 
ing down of the arches. 


Suffering 1s inevitable. Aching feet, legs and. 
muscles that throb with weariness, nerves on 
edge, rheumatic-like pains, a tired feeling that 
permeates the whole body—all because the 
arches have weakened, the bones and ligaments 
of the feet have been forced out of place! 


Are you sure about your arches? 


More than one-half of the population is suffer- 
ing from some form of arch trouble—weak foot, 
flat-foot, broken arches, and the resulting corns, 
callouses and bunions. 


Dr. Scholl has nes scientific appliances 
and remedies for every foot trouble, particularly 
a series of arch supports for the relief and cor- 
rection of arch troubles. Dr. Scholl's arch sup 
ports may be fitted easily and comfortably into 
any shoe. Not being a part of the shoe, they 
can be adjusted to the individual foot, to meet 
the, individual's requirements. No two arches 
are weak in the same degree. That's why the 
adjustable feature of Dr. Scholl's arch supports 
give such prompt and lasting relief. 


Your feet examined free 


Go to the store in your town which carries Dr. Scholl’s 
Arch Supports and Foot Comfort A apy me for an 
examination of your stockinged feet by a foot expert 
—a trained Practipedist. Seek out ghis service today 
~—and gain immediate relief and comfort and freedom 
from foot suffering. 
NOTE: If you cannot locate the Dr. Scholl store in your 
city, write us. We will send you the name of the nearest 
store, a FREE sample of Dr. Scholl's Zino-pads and an 
interesting new booklet, “The Feet and Their Care.” 
Address the Scholl Mfg. Co., 000 W. Schiller St., Chicago, 
th, Branch Office: 62 W. I4th Se., New York City. For 
Canada, address the Scholl Mfg. Co., Led., 112 Adelaide 
St., E., Toronto. . 


Dr Scholls 


Foot Comfort Appliances 


ae 


f 


Dr. Scholl's Foot-Eazer relieves tired 
feet, gently supports the arch and dis- 
trubutes the body's weight. Light 


<omhe 


Distorted toes (cause of bunions) are 
restored to normal action by the use of 
Dr. Scholl's Toe-Flex. Price, 75¢ gach 


Dr. Scholl's Zimo-pads provect and 
relieve corns, callouses, bunions and 
blisters. Send for free sample 
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Assure Yourself That You Are 


Assuring Your Customers 


HETHER it is buying automobiles or shoes, the 

American public is demanding surety in every pur- 

chase. The individual part is receiving a closer 
scrutiny then ever before. 


This is the result of education—a vast amount of money 
has been wisely and scientifically invested in advertising. 
The public now knows the whole is no stronger or better 
than the important parts. 


By what means have certain automobile companies gained 
quick and complete public confidence and a resulting phe- 
nomenal sales record for their cars? By using standard, 
advertised parts in their equipment— Timken bearings, 
Delco ignition systems,Goodyear and United States tires, etc. 


The public trusts the car because it trusts the parts. 


This same confidence is being exhibited by the shoe mer- 
chants. Today we see the largest orders coming in from 
merchants who strictly specify advertised leathers, rubber 
heels, linings, soles, box-toes, satins, etc. 


This is the true spirit of the times. Confidence begets 
confidence. The merchant who has been educated to a 
point where his belief in a shoe part makes him demand 
it in his order, will sell those shoes with added confidence 
and a faster turn-over. Assure yourself that you are 
assuring your customers—be they shoe merchants or the 
buying public. 


It has been the Recorder’s privilege to bring to its 
subscribers the news concerning all standard materials. 
How familiar these names have become! (See next page) 
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Trade-Marks of Assurance 


Ace 
Armortred 
Beechtex 
Cedar Cliff 
Eve Cloth 
Gallun 
Gun Metal 
Hub Counters 
Kaffor 
Levor 
Lotus 
Mousam 
Neolin 

New Castle 
Nubuck 
Polar Cloth 
Reuping 
Reignskin 
Rock Oak 
Scherer 
Schmidt 
Spring Step 
Skinner Satin 
Tony 
Uskide 
Vici 
Wingfoot 


These standard parts were standardized in 
merchants’.minds through Recorder publicity 
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“SHADOW SHOE” 
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ema hat booth 
at the Boston Show. 





August 26, 192: 


ways a crowd at the 


They were attracted by an innovation that 
has not been equalled for many years. 


They saw up-to-the-minute patterns beauti- 
fully tinted in actual colors on the various 
lasts. At a glance both manufacturer and 
dealer can see just how any desired pattern 


will look on the finished shoe. 


In these days of rapid style changes this 
“Shadow Shoe” opens vast possibilities for 


the maker of fashion footwear. 
Send for Particulars 


| LYNN | LAST COMPANY 


LYNN, —— — MASS. 




















285 Smoke Blucher 


287H Senoke Polish heel 
HAGERSTOWN SHOE & LEGGING CO., 
HAGERSTOWN, MARYLAND, U.S. A. 


Byron Process Soles 5-8 
: Cherry Lotus Button 1.35 
330H Cherry Lotus Button, heel 
235 Tan Lotus Blucher 1.35 
235H Tan Lotus Blucher, heel 
5 Black Calf Blucher 1.35 
245H Black Calf Blucher, heel 
1.35 
285H Smoke Blucher, heel 
: Mahogany Elk Blucher 1.35 
265H Mahogany Elk Blucher, heel 
37 Tan Lotus Polish 1.35 
237H Tan Lotus Polish, heel 
217 + Cherry Lotus Polish 1.35 
217H Cherry Lotus Polish, heel 
Black Kid Polish 1.35 
207H Black Kid Polish, heel 
7 Gun Metal Polish 1.35 
247H Gun Metal Polish, heel 
SmokeJPolish 1.35 


*‘Mother Hager’’ 


STITCHDOWN 
BOOTS 


814-11 114-2 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


Readin’ and Writin’ 
and 
’rithmetic 


McKAY BOOTS 


NCLUDING RUBBER HEELS 


410 
400 


1400 
412 
402 

1402 


414 


Gun Metal Polish, High Cut, wed 
os 1 ue Polish, High Cut, Rub! 


Gun Metal Polish, as Cut, English 
Rubber Heel 


Patent Polish, High Cut, wed, 


Patent Polish, High Cut, ‘Rubber 


Heel 
Patent Polish, High Cut, English 
toe, Rubber Heel 


Mahogany Polish, High Cut, wed 


404 =~ wad Polish, High Cut, Ru 


1404 
416 
106 

1406 
418 


1408 


ee 
Mahogany Polish, ar Cut, English 
toe, Rubber Heel 


Black Kid Polish, High Cut, wedge 
— a Polish, High Cut, Rubber 


Black Kid Polish, High Cut, English 
toe, Rubber Hee! 


Nut Browir Polish, ms h Cut wed 
Nut at t Brows Potish; Hi Cat, Rubber 
ee 


Nut Brown Polish, oss Cut, English 
toe, Rubber Heel 


1.30 1.55 


1.55 


1.50 1.75 


1.75 


1.60 
1.60 








5-8 84-11 114-2 2%-8 


2.15 


2.20 


2.40 
2.40 


2.40 
2.40 
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Make It a Habit 
in Shoe Selling 


If you only realize dhow easy it is to 
sell a pair of Comfys after a shoe sale 
by merely suggesting it, you would 
make it just as regular a part of the 
sale as making out the sales slip. 


Try the policy today, and you may be 
surprised at the degree of acceptance 
Comfy advertising has created. 


-" 












a bigger 
raler, but it 
far pocket in the 


















ALF the fun of vacation is lost if aie 
H must always be dressed in the heig 

of formality. There’ are many tig 
even with intimate friends dropping in, w 


easy, comfortable clothing should be suited ® 
the restful mood of the hour. 











No need, however, to tell the modern girl that 
informality must never mean untidiness. Her 
dainty sense of fitness will not allow her to 
wear ordinary shapeless house slippers that 
make her want to hide her feet when friends 
appear. 

That’s why Daniel Green Comfys mean so 
much more than merely rest for the feet. With 
them, you can enjoy a serene relief from any 
anxiety about your appearance. Their trim, 
custom-made appearance gives you the assur- 










mark in the 
be satisfied with 
quickly loses its shape, 
lower cost to recomme 
Felt Shue Company, D 
York Offices: 116 East 13tn S 




















Daniel Green 
, Comfy 
= Slippers 


Women and 


(Children 
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THE GROVER NATURES WAY SHOE 
MODEL 185 


. Style No. 9624 
Paris Kid Oxford on No. 185 last. Medium toe. 
Kangaroo tip. Flexible Welt. Filex-shank con- 
struction. fom heel 
AAA to E STOCK 


Price $6.15 


Style No. 9944 


Similar Oxford in Brown Kid 
AAA to D IN STOCK 


Price $7.15 


We are wholesale distributors to the 
[shoe trade of 


Dr. Jensen’s 


Arch Cuff 


A useful device in cases of arch trouble 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston Office, 80 Boylston St., Little Bldg. 
New York Office, 47 West 34th Street 
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The same*grade of service which has made the 
Claridge distinctive among New York's¥com- 


mercial hotels is being maintained in the opera- - 


tion of the Cadillac. The change is largely 
one of name—the Cadillac including under the 
same management the former Claridge with 
its 200 rooms as well as its own complement 
and that of the Yates. All operated by Ed- 
ward Arlington. 


The Cadillac combination located in the very 
center of the commercial and social life of 
the Metropolis offers ideal accomodations for 
your trip, whether it be one of business, pleas- 
ure—or both. 


The economy of this service is proved by the 
following tables of rates: 


Single Rooms, running water use of bath... $2.00 to $3.00 

$2.50 to $8.00 
Double Rooms, running water, use of bath.. $3.50 and $4.00 
Double Rooms, private bath, from.......... $4.50 to $10.00 
Parlor, bedroom and_bath, from. 


Special Rates for Sample Show Rooms ‘Be 3 


HOTEL CADILLAC 


BROADWAY ad 44th STREET. 


NEW —- WORK 





Clec 


$7.00 to $18.00 
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Again They Go 


Our ‘salesmen are leaving on their regular Fall 
tripsafter the most enthusiastic salesmen’s 
convention we have held in years. 


The department managers prepare for the com- 
ing of our mammoth sales force with great care. 
They vie with one another each season to bring 
forth something new—something better in style 
—leather combinations and workmanship than 
ever before. 


For after all, Merchant friends, these men of the 
road are truly your representatives. They come 
into headquarters expecting and demanding the 
best— the latest—the trade winning shoe mer- 
chandise that will mean your success. 


And each season it is our job to send them away 
happy—certain in their own minds that they 
are returning to you with the best general line 
of shoes in the world. 


When you see.their up-to-the-minute samples 
this season, you'll agree. 


New Fall catalogue now in the hands of the 
printer. 


Salesman will call at any time that suits 
your convenience — if you will let us know 


Www Vass Gowngainy 


First Successful Shoe Manufacturers in St. Louis 


FOUNDED 1878 
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You will improve your line of shoes 
by using 


Seta 

















ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75. 
ACE 808 
ACE 24 
ACE 909 
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7 HE appeal of our styles 
creates the desire to possess. 
Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


cAt Popular Prices ----Always 





Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Iwo Factories 
Capacity 5500 Pairs Daily 








TOTATOTOTOTOTOTOTOTOTOT TOTO TOTOT ATT TTIW 


I 
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Fashion’s Newest Designs! 
IN STOCK 


re Ma 


No. B 288—Patent Colt Oxford, imicesios No. B 289—Black Kid Oxford, Imitation Tip, 


No. B 280—Patent Colt T St 14-8 C 
No. Bee atens colt Two-Strap, 14-6 Ce Tip, 14-8 Cuban Heel, Welt. Price. .... 14-8 Heel with Rubber Top Lift, Welt. 
Pi escekevecdhuabegseesnnaseseoned $4.35 





No. B 279—Black Kid Two-Strap, Imitation SIZES IN STOCK 
be 14-8 Cuban Heel, Welt. Price..... $4.50 onkeudeuects 


B 278—Brown Kid Two-Strap, Imitation 
ad 14-8 Cuban Heel, Welt. Price..... $4.85 


JOY, CLARK &.NIER, Inc. 
ROCHESTER, : : N. Be 
Terms: Net 30 Days 





























FALL SHOES and SCHOOL DAYS. 


Before another fortnight vacations 
will be over and _ school will be open, 
and we are settling down to fall 
business. 


All of which means increased activ- 
ity in the shoe store. 
Here are two appropriate styles for 
fall and{school wear. 


IN STOCK 


IMMEDIATE] DELIVERY 


: They are]the;kind offshoes you will 
GUN METAL, DULL TOP, PONY, . . GUN METAL, PONY POLISH, WELT 
WELT have a demand for, and being Fairy Fairy 211 _-B vo D. 244 to 8... . .$3.40 


Fairy 3111—BtoD. 11% to 2...$2.85 ; 
Fay alice D. Bsa toll. 248 Shoes, we know they will please ect eae oinien eee 


TAN, PONY, WELT both you and your customers. , 
Fairy 3117—BtoD. 11% to 2...$2.85 ’ Fairy 2117—B to D. 21% to 8... . .$3.40 
Fairy 4117—C& D. 8%toll... 2.45 


GRIEB SHOE MANUFACTURING CO. 
309 ARCH STREET PHILADELPHIA 


EAM iiien ie eM eM MMU MMe Me UTS Me LULL Ln LLL 


ee eT e Tee MUO L ULL Lad 


Tccnneenenmesenmenmeimeins 
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“Fit where others fail” 


REG. US. PAT OFF. T.G.P CO. 


SHOES 
In Stock At-Once Delivery 


from BOSTON, NEW YORK and CHICAGO 


(Order from nearest point) 


This Isn’t 
Mere Selling Talk— 
It’s Cold Fact 








have a thoroughly representative and 
constantly turning stock, it is not neces- 
sary to go outside the Queen Quality line. That 
this is true is proved by the fact that many of 
our biggest accounts buy Queen Quality up to 
90 per cent of their total requirements. 


These merchants see the secret of successful 

buying in the average price of their stock entire, 

and its character as a whole. They consistently 

make the most of the special advantages of 

“Queen Quality,” “Little Queen,” ‘Growing 

Queen,” and “‘Osteo-Tarsal” (patented flexi- 

Style 2248 Price $5.00 ble arch) shoes, and their standing with con- 

sumers. Doing business on this basis, they 

BLACK KID “NIFTY” 2-STRAP reap the biggest benefits in average price, 
15-8 Military Heel quickened turnover and better net profits. 


Welt Sole Trig Plain Toe Concentration on Queen Quality has made many 
AA-D wonderful retail successes. Why not investi- 
gate its possibilities to you? 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS. 


ALL PATENT COLT 125 Duane Street 207 W. Monroe Street 
“NIFTY” 2-STRAP NEW YORK CHICAGO 


And the Same in 
Style 12623 Price $5.00 


E 
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CHROMOK 


Side <€HROMOK> Leather 
PATENT - DULL - COLORS 
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Made especially for 
medium priced shoes, 
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Also makers of . yt: 
therefore superior for ‘= 
Famous ' Nae 
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such merchandise. 
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Oak Tanned 
Flexible Inner Soles 


Flexible Sides W. D. Byron & Sons Leather Co. 


—_— Williamsport, Md. os os .- Boston, Mass. 
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Last. Solid Leather 
or Goodyear Wing- 
foot Rubber Heel. 








You know that your customers will 
get their money's worth, generously, 


when you sell them WEBER union 


made shoes. 


To Retail at $5. to $8. 


Weber Bros. Shoe Co. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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These Live 


Snappy 
Styles 





$1921 ARE QUICK 
" = ; —_ — No. S2362—Very pretty Black Satin One Strap, 
cab oe he oe c~ ar S I] S Beaded Vamp and Strap,. 16-8 Full Leute. Covered 
. 4g : - : — y € : € , I Heel, Turn Sole, French Corded. A, B; C Widths. 
Spanish Louis Heel, New Process Flexible Sole. A, 
B, C Widths. . ; a . ee $4.58 





No. S$3610—Similar Pattern in Patent Leather 


N o- 
ee Seen Oe ee Cae eee Vamp, Black Silk Brocaded Quarter, 16-8 Full 
Now on the Floor as ted Heel, Turn Sole, without Beats 
! PS ceba Sowtiansateccddyvens 


No. S1919—Same as No. $1920 in 14-8 Junior 
Heel . .. $4.85 










ORDER 
TODAY 


ORDER 
TODAY 


For Immediate 
Delivery 


For Immediate 
Delivery 










No. $3926 


No. S3926—Very Latest Patent Vamp, 
Nude Nubuck Quarter and Strap, 16-8 
Full Breasted Covered Spanish Heel, 
Very Flexible Sole. B, C, D Widths 

$3.75 


















No. S2753— Same Pattern in 13-8 
Covered Military Heel. B, C, D 














Puettddbedsvtiukeousews $3.35 

No. $1922—Top Grade Black Patent Leather Side 

Lace Oxford, Full Breasted Covered S - Heel, No. S2357—Very Fine Quality Black Satin One 
New Process Flexible Sole. The Big A, B, Cc Strap, 16-8 Full Louis Covered Heel, Turn Sole. 
WHE. adn steed beens selecRakdawe'tnde A sure winner. A, B, C Widths........... $4.00 
No. S$1913—Same Pattern in Patent Leather No. S$3922—Similar Style in Black Satin, 13-8 

amp, Silk Brocaded Quarter. A, B, C Widths. Military Flexible McKay Sole. B, C, D wes. 

$4.85 - 


NOVELTY SHOE CO. 


“* True to its Name’’ 


S. Wells Street a i a in Chicago 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A STRONG LINE OF 
GOODYEAR WELTS AND TURNS 
TO RETAIL AT $5.00 





IN STOCK 
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992—Gun Metal, One Strap. 926—Gun Metal, One Strap. 

991—Patent Colt, One Strap. 925—Patent Colt, One Strap. 

993—Black Kid, One Strap. Imitation Tip. 
Goodyear Welt, Im. Tip. 928—Patent Colt, One Strap. 


954—Patent Colt, One Strap. 930—Duil Kid, One Strap. 
955—Gun Metal, One Strap. Plain Toe. 
Turns, Im. Tip Baby Louis Leather Heels 


951—Patent Colt, One Strap. a a to D 


952—Dull Kid, One Strap. 
All Leather Cuban Heels— 
Turns—Plain Toe—AA to D 


$3.60 


FESS TS TEI S ACIS ETAT ASL E EEE EERE ET re a 
ET 


IMM 


915—Patent Colt One Strap, PlainToe. 
916—Dull Kid, One Strap, Plain Toe. 
918—Patent Colt, One Strap, Im. Tip. 
919—Dull Kid, One Strap, Im. Tip. 
Turns—Leather Louis Heels 
AA to D, $3.60 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
Is NORTH FOURTH ST. PHILADELPHIA 
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Everybody's talking 
about 


DURO CALF 


the best non-pigment 
(aniline dyed) boarded 
calfskins produced. 





“7 qwrence Leathers are Reliable Leathers”? 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. » 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 
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Nothing in the Shoe 
But the Foot 


LOCKING SHANK TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Sha:iks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 








Auburn, Me. Milwaukee 
87 Maino 258 Fourth 


Brockton, Mass. New Orlearis 
93 Centre ; 216 Chartres 


Cincinnati New York 

708 Broadway 37 Warren 
Chicago J. K. Krieg, N. Y. 
18 South Market 39 Warren 


=”) — pe United Shoe Machinery Peete a 

Sehmese Chey. N. Y. ration awe N. Y. 

Lynn, Mass. Corpo St. Louis 

nie be 1423 Olive 
arlboro, Mass. San Francisco 
31 Florence Boston, Massachusetts 850 Mission 
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“ARCHLOBE 


| An Arch Support Shoe of Character, Quality and Fit 


| Solid Leather To Retail at $ 6. 00 eg 
| 


Throughout 











Here’s the answer to the 
nation wide demand for 


A Real Arch Support Shoe 
of 
Os sees ee Honest All Leather Construction 
the smart lines of the affording 


A RCHLOBE Good Style, Quality and Fit 


made in 


BLAC K and as eee 
BROWN An Honest Retail Price 


Kid or Calf 
ARCHLOBE means volume 


sales and volume profits 


Sample ARCHLOBE 
from your WHOLESALER 


GLOBE SHOE COMPANY 


Women’s Goodyear Welt Shoes at Popular Prices 


Chelsea Mass. 
Boston Sales Office at 207 Essex Street 
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Just What Is A Substitute ? 


UR grandparents substituted oil. for candles. Later 
gas was substituted for oil. We substitute electricity 


for gas. 


A substitute may be a decided improvement—and a radi- 
cal economy. Frankly, Mousam Counters are such a 
substitute. They are an improvement. They are an 
economy. 





Mousam Counters conform to every need of shoe manu- 
facturing. They are uniform. They fit. They hold their 
shape. They wear. They cost less. 


In the present-day quest for economy, which, of course, 
includes quality, the word Mousam stands out clearly 
with manufacturers and merchants as the Countersign 
of Safety. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 


Mousam Division 


121 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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SSE 
— Sa ae ia es par 


B805— $6.50 
A Distinctive Brooklyn Made Tongue Model 


SELLING NOW 


ee 


et eT CUCHITECUEUUULAGULCEUOIERLELERTTLOUGURTECAUULUTFTEIENTALESLESUEDEUTLOEULUATEGRERETOEIUNNNNATIND <8 * 
COOUEODET UTE CEUTURT EDEL E PEED O EEE ECCT OEE 






|: B805—High Grade Patent Leather, Black and Gray Combination Ss ; 

A French Binding, Gray Stitching, 16-8 Full Breasted Louis i3| 

> Heel. Widths B and C. Sizes3 to7...........42+++- $6.50 B 
| B806—As B805 in Highest Grade All Black Satin, Black and Gray E 





Combination French Binding, Gray Silk Stitching, Widths 
AR 2 ie Ra a ee a: $6.50 


_Duane_Shoe (ompany, 


143 Duane Street, New York 


FACTORY PHILADELBHIA OFFICE LOS ANGELES OFFICE 
Haverhill, Mass. 411 Forest Bidg. 522 Loews ‘State Bldg. 





CLECEQIUITITITI Tih 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 














ISTINCTIVE shoes for 
children feature lacing 


hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own’ shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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MASTERS OF ONE 


NSTEAD of being, as the 
old saying goes, ‘‘a jack 
of all trades but a master of 
none,” HANNAHSONS 
are ‘‘Master Makers of 
Novelty Fabric Footwear.’ Genuine Turn 











Black Satin Turn, One Strap, with Genuine 


By specializing in one kind of shoe- Handworked, Steel-Beaded Strap and Vamp. 
: 16-8 Full Louis Heel, Leather-Lined. Code— 
making we are able to offer you, at Sarah. A to D. 
‘ ‘ : .B. 769—$3.00. Same as above except imitation 
lower prices, merchandise equal if turn and beading on vamp only. to D. 


not better than many of the so 
called higher grades; the manufac- 
turers of which make shoes of al- 
most every kind and description. 


HANNAHSONS SATINS net you 
a liberal profit and insure quick 
turnover. Let us have your order Black Satin Imitation Turn, One Strap, with 


TO D A y. os Geen Heel, Milo Button, Leather Lined. 





Sizes and Width A 4-8 B3-8 Cand D 2-8. 


ANNAHSON 


_ HAVERHILL,’ ‘MASS. 
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RAGEROGMA ST ADRECARRERSSE Argust 26n4022, 
Dox you 5 saelies the sis in the art of leather in ) 
that has been or inour: | 


BOARDED Mid LO SIDES 


ace vu ta 


Unless you have seen shoes made of these leathers you can- 
not appreciate their value. 
Keep in touch with the advancements that have been made 
by ordering samples of our 


CHERRY BLACK 
CHESTNUT BROWN 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, III. 








Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot - 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 

The Russell quality speaks for itself. So does Russell shoe- 
making. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal’’ for the growing lad. 





Write for Dealers’ Price and 
Catalog 





W. C. Russell Moccasin Co. 
Berlin, Wis. 
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WHITE CAB. TOP 


Patent Vamp and Cuff. Washable 
White Cabretta Top and Inlay. 
Milo Buttons. 


R140—Incl. half sizes, 2 to 5....$1.40 


RED KID TOP 


Patent Vamp and Cuff. Red Kid 
Top and Inlay.. Milo. Buttons. 


R141—Incl, half sizes, 2 to 5....$1.40 


CHAMPAGNE KID TOP 
Brown Patent Vamp “and. Cuff, 


Champagne Kid Top atid faley:, 


Milo Buttons. 
R142—Incl. half sizes, 2 to 5::..$4. 50 


Infants’ Jockey Boots 


Speed First Step Sales 


An assortment of Sinbac’s new Jockey 
Boots for infants will liven up your stock 
and speed sales. 


The big feature of this new style is a 
special mock heel, which adds greatly to 
the appearance of the boot. 


Sinbac’s “First Walk” Flexibles are 
distinguished by real flexibility, due to 
our patented process. They are carefully 
lasted, hand turned, full standard meas- 
urements. Maximum service is assured 
by number one bend soles. All leathers 
are of top grade. 


Careful: channeling in “First Walk” 
Flexibles insures a perfectly fitting, com- 
fortable shoe—no roughness to injure the 
growing feet. 


In addition to a complete line of shoes 
for children, misses, and young ladies, we 
show 50 styles in infants’ “First Walks,” 
ranging in- price from 75c to $1.50, in our 
new catalog 53. 


Send for it today 


ee 


__Sinsheimer Bro. & Co., 211-15 W, Monroe St. 


The Boot and Shoe Recorder will apprecidte you? WeHtionitig the pubtication it ‘replies ‘t6‘ advertisements: 
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THREE OF A KIND— 
EACH A WINNER! 


HESE Patent and Satin 
strap effects are going big 
for Fall. Flare tongue, 


cross strap and wishbone strap. 
Just the right height heel, too. The 
three big winners of the hour. 








We are ready to serve you fully 
and promptly. Quick deliveries 
guaranteed. You need these three 
snappy styles, regardless of what 
others you may order. 


Wire or write for prompt action. 
Every attention given your order 
or request for samples. 








Yours for a lively Fall, 
Allen, Goller Shoe Co. 




















ALLEN, GOLLER onee Co. 
s 60 K STREET, SOUTH BOSTON, MASS. y ly 


in 
(a ee a inal ys 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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REED STYLES 


Distinctive foot- 
wear, combining 
unusual beauty 
with quality — 
yet made to re- 
tail within the 
popular price 
range. 


# 
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Two Representative 
Examples of Our 


Fine Craftsmanship 


For 
Immediate Delivery 


** CHARLOTTE” 





$6.50 
6.50 


All Patent Leather 
All Black Satin s; 
Black Satin Vamp, with bros aded satin 





straps and quarter. . 6.85 
** CATHERINE ”*. 
All Patent Leather » Movtns ag, C100 
All Black Satin. . 7.00 


Black Satin Vamp with brocided ettin 


straps and quarter... 000); .0.0:.. 7.25 


Other Materials in Thesé Patteras, 
3 to 4 Weeks’ Delivery 


All our shoes are made on lasts of special 
measurements, designed to fit the high arch 
and narrow. heel. 
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No. 1878 


Patent colt vamp and col- 
ar. Very fashionable, and 
in popular demand. Mat 
kid top with red kid inlay. 
McKay % DS. Broad toe 
last No. 54. Sizes 8% to 
ll. Ato D, $3.10. Sizes 
11%-2. AtoD..... $3.60 


Same Shoe in Goodyear 
Welt 


Sizes 84-11. A to D, 
$3.50. Sizes 11%-2 
8 eres $4.00 


Also made with col- 
ored tops and in- 
lays, McKay or 
elt. Delivery 3 


weeks. 





Shoes for children, misses, 


growing girls, and young 
ladies from Kalt-Zimmers, 
represent staple quality 
merchandise with a ready 
market. The newest style 
creations, yet not freakish, 
as to make them a risk on 
the dealers’ shelves. 


For 22 years K-Z shoes, 
because of the thorough 
workmanship, and | ong- 
wearing qualities, have 
been substantial and cer- 
tain profit-makers, insuring 
dealers rapid turnover and 
complete satisfaction. 


Send for list of “in-stock” 
numbers now ready for im- 
mediate shipment 


Itami 


405-417 REED STREET 
MILWAUKEE, WIS. 
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SUPREMACY 


IN-STOCK 


A to D Widths 


High Shoes 
$3.50 


‘ Mahogany Style, No. 2 
Black Style, No. 20 


Oxfords 
$3.40 


Mahogany. Style, No. 25 
Black Style, No. 250 


In $5.00 Retailers 





THE NEW “BELOIT” LAST 


SPECIFICATIONS 


Beautiful Kip Upper 
Leather 


First Selection 
Oak Bend Outsoles 


Leather - Heel 
Linings 


Heavy Grain 
Insoles 


Wing-foot Rubber Heels 


The New “ Beloit’’ last will be the season's ‘‘ Best Bet’’ and the big turnover number. 
A combination last, snug at the heel and arch and wide at the tread to allow full 


freedom to the ball and toes. 


Fitting quality such as you look for only in the highest 


grades of shoes, combined with the high quality and workmanship for which the 


“Freeman Shoes”’ are justly famous. 
IN STOCK FOR IMMEDIATE DELIVERY 


FREEMAN SHOE MFG. CO. 


BELOIT, WIS. 
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vents creasing See rekllne without interfering 


The Genuine “VULCO-UNIT” divx 11066 Sindh eadigcss Gath? 


BECK WITH MANUFACTURING COMPANY — 
|. 111 SUMMER. STREET, BOSTON, MASS: 
Largest Manufacturers of Box Toes in the We ir 


Chicago, G. W, KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. y Cincinnati, GEO: 
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Goodwill Shoes 


REGISTERED TRACE MARK 


For Hard Service and Long Wear 


ey 





IN STOCK 
Ready for 
Immediate 
Shipment 


No. 1094—Chocolate Elk. Soft To», Two A iy Leathe No. 930—Boys’, Youths’, and Little Men’s~ Goodye ear 


, 84-13 Welt, Black Box Chrome, Lined, Single LeatherfSole, Solid 
Yao Datboe esi Insole 41. ve Seer UME. «os vrs csteecesconsaa $2.25, $2.10, $1.85 
Price of 1094—$2.10, $1.95, $1.75 4 -_144 


Our complete line of Men’s and Boys’ Shoes, made of the best leathers for [Hard Ser- 
vice and Long Wear and priced at lowest possible figures, would give you and your 
costomers the best of service and satisfaction. 


All stocks have Full Vamps, Solid Leather Soles, Solid Leather Heels and Grain Insoles. 





Every number in 
stock complete in 
all sizes. Order 
now for your at 
once and future 
needs. 


No Price Advances 











Terms: 5% for cash within 10 days 





or net 30 days. 
Send for circulars and 
samples 
No. 294—Men’s Tan Army Grain, Two Full Leather Soles, No. 441—Boys’, Youths’, and Little Men’s Brown Grain 
FB HT RE re $2.50 Hi-Cut, Two Full Leather Soles, Solid Leather Heel. 


$2.40, $2.20, $2.00 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 


Sales Office and Stock Rooms, 15 High Street, Boston, Mass. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Posed especially for the 
Cedar Cliff Silk Com- 
pany by Peggy Mathews 
of the Greenwich Village 
Follies. 


CEDAR CLIFF 


$X(Q <--<>-= 
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Tea lor ‘LG (Ze) then Gver 


A year or so ago the trade was asking: How long is 
this call for Satin going to last? 


Today no one thinks to ask such a question for dur- 
ing the past year the trade has found the answer: 


The call for Satin Footwear is going to 
last just so long as merchants continue 
to demand and manufacturers to supply 


Satin of the Cedar Cliff Quality. 


Good Satin is a logical footwear material for per- 
manent and standard use. No longer is it considered as 
a temporary novelty which comes or goes with a season. 
It has earned its present proud position on the basis of 
practical, economical quality plus distinctive beauty. 


In the joint report of the National Manufacturer's 
and Merchant's Associations, Satin heads the list of HI307_Cadar Clif Black Satin. Single Stra 
materials to be used for evening wear. It is second on hy gy | I 
the list of all materials for turn shoes. Lent. 16.8 Junior French L x V Heal. Square 
? ' : H308—Cedar Cliff Black Satin. Twin Strap. 
Shoes of Cedar Cliff Satin are in greater vogue than French Hound Viole Putin. Ausrigenior 
ever. And there is no indication that the vogue will ever ~ Heel. Square TurnfEdge. . 
pass. For shoes of Cedar Cliff Satin are shoes of estab- Both Models.are made by 
lished value and known quality. Sherwood Shoe‘Company 
Rochester, N. Y. 


“Yhe CEDAR. CLIFF 
SILIL COMPANY 


251-255 FOURTH AVE. 
NEW YORK 








SHOE SATINS © 


-- >: > 98 | 
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Style 716 BOMBO 


Tan Calf, Atta red calf wing tip, vamp 
band, saddle strap and back stay, 9 per- 
forations all over, 7 iron Goodyear welt, 


white stitch, 32 last, 12-8 leather heel. $5.40 


Style 719 GOTHAM 
Patent Leather, French bound, 9 perfora- 
tions, vamp straps, quarters and imitation 


ip, 6 iron sole, close imitation turn edge, 
Piece, 14-8 leather Cuban heel. .. . .85.15 


BURROWS SHOE CO. 





AA—4 1-2 to 8 

















Strictly 
High Grade 


IN STOCK 
For Immediate Delivery 


B and C—3 to 8 


TERMS, NET 30 DAYS 


: Rochester, N. Y. 


| FOUR POPULAR FALL NUMBERS 





AYETTE Style 717 
Black Satin, French bound, 1-8 space stitch 
all over, 9 iron, turn sole, 29 last, 14-8 box- 
GRUNER WElles.c cc cccccccesesococeed $5.25 


A—4 to 8 





GOTHAM Style 718 
Black Kid, French bound, 9 perforations, 
by straps, quarters and imitation ei, £ 

, sole, close -——— turn edge 
im Ee) leather Cuban heel........ 








The Latest Styles 


REQUIRE 

































(GUARANTEED) SILK HUB GORE 
In Various Widths to 
Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 


Webster and Spencer Aves. 















GROPING IN THE 
DARK 


Time was when the purchase of advertising 
space was a “‘blind groping in the dark.”’ Ad- 
vertisers iad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 
There are no dark spots in the Boot and Shoe 


Recorder circulation. Our records are audited 
by the Audit Bureau of Circulations. 





The Beet and Shoe Recorder will appreciate your mentiening the publication in replies to advertisements. 
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ORTRED 


ARCH-SUPPORT HEEL | 


Another 


tep Forward In 
Modern Rubber 
Heel Making 


The old style arch support heel with 
its ugly shoulder protruding out 
upon the shank is a sensitive point 
with every wearer. It shouts aloud 
of his weak feet. 


The new “ARMORTRED” ARCH 
SUPPORT HEEL is a boon to such 
men and women. Note the grace 
of the pattern as shown in this 
illustration. The supporting should- 
er is scarcely noticeable and yet it 
does the work just as effectively as “This new heel 
the old clumsy style. shows the progress 
Naturally makers of arch support oe i aoe 
shoes for men and women are very 

much interested in this new model 


exclusive with “ARMORTRED.’’ 


92 





As one prominent 
manufacturer puts it 


Have you asked for a sample? 


Juabaug Rubber Co 


North Brookfield, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publidiffin in replies te advertisements. 
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rN 
C.H.ALDEN CQ 


Us.h 


| ONCENTRATION of our efforts has 
enabled us to offer that which the 


times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition: 














The above is one of the styles that can be delivered 
promptly 
Lot No. 200 
Men’s No. 4 Gallun’s Russia Calf Oxford 


806 Last 
Medium English Toe 





BOSTON OFFICE 


FACTORY 
10 HIGH STREET 


ABINGTON, MASS. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Tf your leather isas goodas TONY 
RED, you ought not to have enough 
on hand to beable tomake deliveries.” 


—Statement of a very prominent retail 
shoe merchant to a salesman who.offered 
him a leather “just as good as TONY.” 


Reg. U.S. Pat. Off. 


(made only by Creese & Cook Co.) 


a for genuine “TONY RED” 
is stronger and more positive than ever. 


When a leather commands such unflagging 
confidence from all branches of the trade for 
15 consecutive seasons you may be sure it 
is because of its inimitable color and quality. 
You'll: find these same characteristics in the 


whole TONY family. 


| RED Reg. U. S.. Pat. Off. | TAN Y 


BROWN BLACK 


CREESE and COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO: 
706 Broadway, Cincinnati; O. 
Leather Trades Bldg., St. Louis, Mo... - 
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Style a a Kid Strap, Rubber Cuban Style 340—Black Satin fereo one Beadiog Style 320—Black Satin Strap, Brocade Quar- 
OE, codcncséuuduncnsbaebet $3.75 16-8 Covered Louis Heel Turn A-D..... ter, 45-8 Junior Heel, Turn i. eee $4.00 
Style 219—Same in Patent Leather without ove 341—Same Style, Junior oe $08 Style 321—Black Satin Strap, Covered Full 
OE ES OOO $4.00 Style 337—Same Style with Jenet Strap. $4.00 Louis Heel Turn A-D..............-.-. $4.00 
Style 241—Patent 2- ‘Strap, Rubber Cuban Style 339—Same Style Black Kid Style 323—Same in Brown Satin....... $4.00 
a Ly ~ ~ D Sgpccorsssrsereresent oy .00 Similar Styles with Covered Cuban Heels. ~ teal a sol Satin Strap, ree 
imilar Styles in Turns............... -75 ouis ee! WR 6006055 chcccsvasecs 
Similar Styles in McKays.............. $2.60 PATENT AND GRAY CODBINATIONS Similar Styles in Black Kid, Patent Leather. 
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LATEST NOVELTIES—IN STOCK 


Style 220 » Style 340 \ Style 320 NX 








IN STOCK NEXT WEEK 


Send for Catalog of High and Low Shoes in Stock 


The Boardman Shoe Company 


564 Atlantic Avenue we o sia Boston, Massachusetts 











HOTEL 
OPPOSITE SOUTH STATION Gs % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


All the comforts and conveniences of modern hotel service are yours at the “Essex.” 
You could pay more, but where could you get more? On your next trip to Boston, 
register at the ‘‘Essex.’’ We advise making reservations. 








THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 








MEYER APPROVED BY 
THREAD MEDICAL MEN 


is made in the best support for the ankles of 


equipped factories. 
It goes through 
a process which 
makes it the finest 
thread for sewing 
shoes. Wonderful 
finish. Uniform in 








ee = 3 i .— ° 
“Gvarmeo= = le. Durable, Try it 
. le yit. f 
sini doc tneietie SHOE CO. | 41] 
JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. Brockton, Mass. ' 











The Boot and Shoe Recorder will appreciate your wantinainn the publication in reptles te edvittiooments. 
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No. 600—Genuine Black Glazed Kid Comfort 
Strap py - 8 with Leather Insoles 
and 9-8 ber Heels. One width 

only—fits anbody—sizes 214 to 8 $1.60 


IN STOCK 
60 No. 601—2-strap same as above; Sizes 244 to 
e 13-8 Rubber Heel D. & E. width. $1. 78 


No. 602—Genuine Black Glazed Kid Comfort 
Oxford with Leather Insoles and 9-8 
Rubber Heels. One width. Sizes 
Be MN 640s sbensbccogucasee $2.00 








—@ 


Joyous Comfort 
for House Wear 


Pleasing Style 
for Street Wear 








A slipper that has both these 
attractions, plus the economy 
of a very modest price, is 
inevitably a real seller. 


That is why hundreds of 
alert shoe merchants are sell- 














ing these Wobst Slippers in No, 205—Child’s Choe. Side Bal, Lea. Insole, Rubber Hedl 34 
Verue. Tan Sree eooentiee No" s08 Mise arabe fives oS 
and steady. The profit is No. 405—Big Girls’ as above 244-6... ss. ec eee e eee $2.85 
worth while. They’re going Also made in Black, faved iia or Gun Metal 
strong right now. —————E 
Special Prices on gugeuememenems 
36 Pair Lots Ske 





Wobst Shoe Co. 


411-421 Vliet Street .. .. Milwaukee, Wisconsin 


in a 
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ONE HUNDRED YEARS 
OF GOOD SHOE MAKING 


COSSACK : Gia ENGLISH 
BOOTS 3 SANDALS 
TURN AND WELT LOW-CUTS 


ESPECIALLY DESIGNED FOR 
THE COLLEGE GIRL 





Now 
in Stock 
No. 234 Welt 2-Strap <NANS No. 134 Turn 2-Strap 
Gun-Metal Vamp anos Priscilla Sandal 
Grey: Suede Quarter $3.75 Full Kid Lined $3.25 
L. B. EVANS’ SON COMPANY 
Women’s and Girls’ WAKEFIELD, MASS. ae Sig a 


Catalog No. 19 
Boston Office: 110 Summer St. 





| 
} 























ABSOLUTELY NEW | ‘CLIF' TON” 


Gem Duck 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 





CHAMOIS BOUDOIR SLIPPER 


Has Stood the Test of Years 


A beautiful boudoir made entirely of soft, luxu- The Trade Prefers 


rious chamois leather, with soft hair filler from 


t heel and full | h ch is insole, tri d 66 393 
a ee Clifton’? Gem Duck 


with binding and pom 


ink, may rose, copenhagen blue, baby blue or |. 
a when once tried 
. er pair 
. - per P eo hes “Clifton’. shoe covering ‘paper and 
Discount 5% ten days—30 days net : i shoe covering cloths alsa? Clifton” 
Write for complete samples, and take your pick ; “ ¢ backing and plumping’ _ give 


, g. Sattefactory results: 


Keystone Overgaiter Co. |. 
MANUFACTURERS OF CLIFTON MFG. | C O. 


**Sago”’ Brand Felt Slippers 


237-41 North Sixth Street, Philadelphia, Pa. 





BROOKSIDE AVENUE, JAMAICA PLAIN 


ae eee ihe BOSTON 3 Qreroncoran---rsu MASS, 
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“Retail Shoe Merchants Who Specify Gallun 
Quality, Leathers and. Insist.on: Getting Gallun 
Quality Leathers Are Always Satisfied Customers 
- for the Shoe Manufacturer Who Supplies Them. 














Calf and Veals 


and 
Viking 
Calf 


Are Always Standards of Excellence 











Norwegian. 














With the advent of each new style season in the field of fashionable foot- 
wear, Gallun Leathers actually “make” the success of scores of new styles. 


Norwegian, Colors 3 and 4, also Black; Viking Calf in five colors and Black 
are the big numbers that will “put across’’ many a novel pattern. 


In order to get the genuine Norwegian Calf and Veals and Viking Calf, 
specify “GALLUN’S.” Insist on “GALLUN’S” for the sake of increased 


sales and more pleased customers. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN_&°-SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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HERE are several Keds styles which are fast vecoming 

recognized as ideal work shoes. Farmers, gardeners, car- 
penters, factory workers, and hundreds of men and women in 
every sort of trade are wearing these Keds for indoor and 
outdoor work. Here are nine reasons why: 


1. The sturdy eyelets. 6. Steel and fibre shank for 
2. Double stitched tongue. — - oe — 
Rugged upper with loose soled shoes. 
lining to allow ventilation. - Rubbersole,springy ,nois¢ - 
less and 1 on floor:. 
. Toe reinforcement. 
Full length sock lining for . Foxing which unites upper 
comfort. and sole into one unit. 


Back counter for support. 


Feature these Keds in addition to the regular Keds line and 
draw the workers to your store. They will build up your profits. 


United States Rubber Company 





‘Trade Merk Reg U & Pot OF 
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Rauskolb 


HAMMER LEAF 


Insure the Trade of 


Satisfied customers are truly the 
greatest asset any business can have. 
Nothing is of greater value to you as a 
merchant than the people who think 
well and speak well of your goods and 
your service. 


Are you doing all you can to remind 
them of your store and of the satisfac- 
tion you have given them? Your name, 
or the name of your manufacturer, 
stamped in imperishable gold helps 
you to do this. 


Order your shoes stamped with Raus- 
kolb Hammer Leaf. Not only does 


Your Satisfied Customers 


the gold stamp tend to dress up a shoe 
and give it a completing touch; it 
means a constant reminder each time 
the wearer of those shoes puts them on. 


Most manufacturers prefer Raus- 
kolb’s permanent and _ untarnishing 
Patent Sized Gold Leaf. Any of these 
manufacturers will gladly cooperate 
with you—and at a cost which scarcely 
needs mention. 


F.W. RAUSKOLB CO. 


160 FRANKLIN STREET 
MEDFORD MASS. 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Your Customers Will 


The finest combination 
on any shoes is Good- 
year Nedlin Soles and 
Goodyear Wingfcot 
Heels. They are at peak 
quality now and at bed- 
rock price. Specify them 
and insist on them 








Trade Mark Reg. U. S. Pat. Of. 


Nedlin 


ee ee 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Want Nedlin Soles 


Fall—with its drenching rains—will bring your 
) | customers in asking for waterproof footwear. 


ee 





Show them good-looking, serviceable shoes 
made with Nedlin Soles. 


Nedlin Soles are waterproof. | 


They are durable, too. And no such comfort 
was ever built into any other shoe soles as every- 
one finds in resilient Nedlin Soles. 


Representative manufacturers are now. offering 
an impressive variety of models made with dura- | 
’ ble, comfortable, waterproof Nedlin Soles. | 


ee 





You can get styles and sizes for the entire family | 
—men, women, boys and girls. 


| _ The quality of Nedlin Soles is higher now than 
ever. Their price is lower. Display them, and 


you will sell them. | 
The walking mates of Nedlin Soles are Goodyear 


Wingfoot Heels, famous for their fit, their lasting 
resilience, and their wear. Goodyear means good wear. 


|Soles 


—_ OURABLE - WATERPROOF : COMFORTABLE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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United Fast Color Eyelet Company 


Boston, 


Massachusetts 
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BRANDED OR UNBRANDED 


SEASONABLE oon OF MEN’S WELTS 


IN STOCK, READY TO SHIP 


_——“—---— == = = © 


—~—— ——ee 


No. B-975—Men’s Gun Metal Calf Oxford. Widths 
A to D. Code “Candy.” Last “Our Advice.” 5. 0 


No. B-862—Men’'s Bal. Tony Red Calf, Belmont Last. Six rows 
Stitching Throughout, l-inch Heel. Goodyear be 

foot Heel. 13-iron Single Sole. Widths A to D. os 
Code—“Drum.” 


No. B-872—As Above in P. & V. No. 104. Widths 
A to D. Code—*Dragon.” 5.85 





No. B-540—Men’s Oxford, Patent Colt, Perforated Throughout, 11 
Edge, Single Sole, Goodyear Wingfoot Heel. Am- 

bassador Last. Crawford or Unbranded. Widths 5 25 
A to D. Code—‘Nick.” e 


To those shoe merchants who are seeking de- 
pendable shoes, shoes that will retail ‘readily, 
at good prices, and produce substantial profits, 
we offer a choice in stock line in the Crawford 
No. B-939—Men’s Genuine Tan Scotch Grain Ox- 


Shoe. Give the Crawford shoe a trial in your ford, Heavy Single Sole, Bracburn Last. Widths $6.00 
store this fall. They better business everywhere. “‘ 0 Code— Scottie.” fs 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade ld ‘ 


———-———————=——<—— === ee a a 
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TANNERIES OF THE BARNET LEATHER CO., inc. 
LITTLE FALLS. N. Y. 





BARNET LEATHER Co. IKE. 


81 FULTON STREET- - - NEW YORK 

















New ENGLAND DistRipuTor: / 
BARNET LEATHER Co.INC OFMASS. TANNERIES: 
98-100 SouTH St, Boston, Mass. LITTLE FALLS NY 
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Page Locked in a Telephone Booth 


Agriculture Is the Basis of Prosperity. .70 There was an odd story in the newspapers 
; recently about a merchant who was locked in a 

Address by Dr. W. E. Taylor of Moline, Iil., 
defere the Ninth Annual Connntion ff the telephone booth by thieves, who robbed the cash 


. . ‘ wer register and made a clean get away. 
Cotten Aiates Merehentt' Aanotation The merchant didn’t think of using the tele- 








) ; ms phone to call the police! 
A Lawyer’s Definition of an Ideal There are a good many merchants and manu- 
SE EAD fF OR PUNE 1 Pe eee EE te 72 facturers in the shoe business who are “locked 





in a telephone booth.’”” They bemoan the fact 
that lack of orders and too much overhead are 
robbing them, while right at their elbows, under 


“Alertness Must Measure Up to Required 
Task’’—By Judge Marvin H. Brown of Fort 





Werth, Tenan, their noses, is quick-help advertising! 
. : Many a shoe merchant wastes hours of valuable 
Recorder Ad-Visor Service ............ 74 time trying to talk good customers into taking 
Sell the Idea and Complete the Buying Cir- substitutes when he could quickly please the 
cul, customers and make sales by offering merchan- 
dise familiar to the customers through ad- 
vertising. 
What Do You Know About Feet?..... 79 And that goes double for the manufacturer 
Herman W. Marshall, M.D., Tells About who can increase production and profits by call- 
‘oot Proportions and Shoe Proportions. ing the merchants of America on the long-dis- 
tance wire of Recorder advertising and telling 
Let’s Cultivate Community Loyalty. . .82 them about his particular merchandise. 
Advertising is a greater time saver than the ‘ 
Address by Fred P. Mann, Sr., of Devil's telephone—in that it reaches so many more 
Lake, North Dakota, before the Ninth An- people at one time. 


nual Convention of the Cotton States Mer- 
chants’ Association. 
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SEATTLE 





* 
MINNEAPOLIS 





MILWAUKGE 









* @CINCINNATI 


DENVER ® * LOUISVILLE 
eee KANSAS ST.LouIS 
Y 






* 
ATLANTA 






@ DISTRIBUTING BRANCHES 
*® SAMPLE ROOMS 














7 


SERVICE 


Distributing branches and sample rooms 
of the! Rice & Hutchins organization: 








THE ATLAS§SHOE{CO. THE RICE & HUTCHINS ATLANTA CO. 
614 Atlantic Avenue, Boston 88-90 South Pryor Street, Atlanta 
Lynn, Mass. Syracuse, N. Y. 
is Monroe St. eg THE RICE & HUTCHINS CINCINNATI CO. 
Yy Third and Race Streets, Cincinnati 
: 186 Bridge St. wr ag . Louisville, Ky. _ 203 Commercial Bldg. 
. M. Sharpe Mr. Chas. G. Hahn > Albest ulge 
Weneestay, Mere Sea Decades, THE RICE & HUTCHINS CLEVELAND CO. 
Mr. G. P. Carruth Mr. F. J. Webber 210 St. Gale Aveuue, Glevelond ay 
~ ron, e a iz. 
ut Male Sse 939 Elm Se aS Sees 
Mr. L. E. Moss Mr. A. D. Fletcher 
Seti, DB. Pertland, Me. THE RICE & HUTCHINS CHICAGO co. 
306 om i Exch. Bldg. - Market St. 233 W. Monroe Street, Chicago 
Me. W. H. Kelley Mr. H. H. Rowell Milwaukee, Wis. Denver, Colo. 
= Cawker Bldg. Jacobson Bldg. 
THE RICE & HUTCHINS NEW YORK CO. senate eg ee 
Duane and Hudson Sts., New York p> oe Penine Blas 
Mr. P. A. Morgan Mr. F. M. Anderson 
JOSEPH I. MEANEY & CO., INC. Detroit, Mich. Seattle, Wesb. 
16 North Fifth Street, Philadelphia oa ag pl - nM _ oo Bite. 
THE RICE & HUTCHINS BALTIMORE] co. THE RICE & HUTCHINS ST. LOUIS CO. 
101 Hopkins Place,{Baitimore 1021-25 Washington Avenue, St. Louis 
Uniontown fPa. Fayette Title & Trust Bldg. New Orleans, La. 609 Iberville St. 
Mr. Walter L. Justi Mr. Paul A Tuschick 
RICE al HU r CHINS, Inc. 
BOSTON, U.S.A. 
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A More Liberal Spirit on Credits 


A Better Business Through Realization of the 
Merchants’ Ambition 


HE best thing that could happen to the credit 

man in most factories would be a trip to the 

stores of a number of his customers in various 
sections of the country. It would open his eyes to the 
substantial basis for credit possessed by many 
merchants whose rating in general rating books isn’t 
AA-1. 

Ratings took such an awful tumble in 1921, that we 
doubt if they are back on a basis of the actual responsi- 
bility of the merchant in August of 1922. Farm and 
industrial impressions are the things that bring the 
credit and financial men some measure of estimating 
the capacity of the merchant to pay. It is for this 
reason also that we would like to have the credit man 
make a friendly visit to many stores to see the com- 
munity served and the type of merchant on the firing 
line. 

Not long ago the impression was broadcasted that 
some of the Southern States were on the verge of 
bankruptcy, and that some of the Western States were 
hopelessly burdened with mortgages, and that in 
general the country was headed for the bow-wows. 

Many shoe merchants in crop centers were unable to 
pay their bills, due to the sudden drop of values of 
stock on hand bought at the peak prices of 1919-20, 
but evidences have proven that fully 95 per cent of 
the shoe merchants are earnest and conservative men, 
and if giver a chance would pay every dollar they owe. 


The harvest of 1922 indicates a great possibility of, 


liquidation of debts. It is a time for every credit man, 
manufacturer and wholesaler, where it is possible for 
them to do so, to sustain these merchants, so as to let 
them remain in business. Every time a merchant is 
put out of business it does the manufacturer and 
wholesaler, almost as much harm as it does the individ- 
ual who has to close up shop. The spirit of the mer- 
chant is the thing to really consider. 


A prominent banker has gone on record in classify- 
ing his loans on the basis of character alone, to his 
great success. He found that the American born 
business man, married, and having children was 98 
per cent a good risk, if it could be proved that he lived 
within his income. 

The merchant who is part of the community, a 
co-operator in civic affairs, and owner of a home, and 
whose children attend school, is the man who earnestly 
desires to continue in business and will give of his best 
energy in that direction. The fact that he was pinched 
in the sharp decline of merchandise is nothing against 
his ability, for leading concerns of the country were in 
the same boat. To press that merchant beyond his 
ability to pay is loosing to the community a worthy 
service, and to the manufacturer a constant outlet of 
goods. 

There has been many a transfer of accounts from 
old-line concerns because of the tone of the letters of 
the credit man. Too many credit men mistake fierce- 
ness for firmness. Too many credit men get their facts 
from old files and old ratings. Manufacturers are 
beginning to learn that there is a new basis of rating in 
the ability of the merchant to make more rapid turn- 
overs of style merchandise; and that it is better to 
work off outstanding and old indebtédness by a slow 
process, than it is to hammer, hammer, hammer for 
the big amounts. It is hopeless in most cases for a 
merchant to accumulate .in a short space of time large 
sums of money. Many a merchant is carrying a heavy 
load of old bills, and at the same time is doing a thriving 
business on new goods at a profit, and all the time 
sweating down his total liabilities. _ 

It isn’t the amount of credit you extend to a mer- 
chant, but how you extend it, that often times makes 
him a friend of the house for life. We pin our faith in 
the ambitious, energetic merchant who has shown an 
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improvement in his methods of doing business these 
past two years. We have often said that the term 
“merchant” should be nationally adopted, because it 
implies ‘‘one who ventures in trade.” 

Good judgment of the merchant in the expenditure of 
his own money, and his care of the credit extended 
him, makes him worthy of consideration and trust. 
It is an inspiration to see the efforts of many a merchant 
in the up-building of his store, and community, to 
an appreciation of better shoes. 


A Basis of Price 

i e~ purchasing power of a nation of workers 

desirous of good shoes, provided. the money is 
available, is something to cheer the hearts of mer- 
chants, manufacturers and tanners. Despite tempor- 
ary handicaps, the outlook is extremely promising for 
the near future. From every point of contact with the 
production of farm, mine and factory, indications show 
that we are on the very threshold of sane prosperity. 

Consumption of commodities for the past year has 
been less than it should be. This is true of all lines of 
merchandise. Now comes the period when merchants 
are sanguine of their ability to sell goods to a public 
able to pay for them. Such being the case the first 
interest is in placing shoe stores in order for better 
business. 

Clearances have been sharp and stores are in a much 
better shape because of drastic cuts, taken after 
inventory. There has been no similar inventory house 
cleaning in years. Shoes have been taken off the 
shelves, having many elements of good style in them, 
but the feeling of most merchants was that it was 
better to clean out the odds and ends of styles and 
prepare for better times. 

Concentration of the entire sales force on a smal) 
number of quick-selling styles is the new order of the 
day. If you want to prove this in your own store, look 
over your recent sales slips, and ascertain just how 
many styles the clerk retains in his mind. Thus you will 
get some idea of where the straight selling effort is 


being directed. A store is no longer than the memory 


of the clerk as to its selling numbers. If a retail shoe 
store salesman concentrates his selling on a dozen 
different styles, what good are the 60 or 80 patterns 
that you possess? The point to watch in modern shoe 


selling is the sales per day and week, per type of shoe, 
rather than the store’s sales totals. 


Interest in shoes on the part of the public is usually 
greatest on one of three points; first, style in last, 
pattern and material; second, price, and third, fitting 
and utility qualities. We give these three points not 
in the order of their present day preponderence in the 
consumer’s mind, but merely as three general classifica- 
tions considered by the customer. 


Twelve months ago the classification would have 
been; price first, style second, and fitting quality third. 
To-day the consumer’s mind can be analyzed as 
having a first interest in style, a second interest in fit, 
and a third interest in price. By this same token we 
find a common sense basis of stabilization, for price is 
now in its proper place. 

It is a good thing for an industry to find out that the 
item of price is not the paramount issue in the majority 
of sales. Price is important, but it should be relative to 
the style, fit and utility of the footwear bought. This 
change of front is not only in the shoe industry, but 
has been charted in about 100 commodities, showing 
that all industry is reaching a base line of price. In 
figuring this base line the average is put at about 150 
per cent of early 1914 prices. This is extremely 
interesting as showing to any one industry which is 
below that level that when supply and demand 
straighten out the ultimate production prices will 
either go higher or lower to meet that level. 

As the trade knows, the Recorder has for a number of 
years kept a chart of comparative shoe manufacturing 
costs. The work started in 1905 and has been kept as 
a measuring stick of the industry and a true barometer 
of the progress of prices in our trade. Originally we 
took a shoe selling for $3.50, which as you know in 
1905 was a mighty good value. In those memorable 
days a prominent shoe manufacturer made the state- 
ment that “no more value could be put into a machine 
made shoe than what could be ordinarily bought for 
$3.50.” 

We have tried to keep that same type of shoe in 
mind through these years. We leave to any 
economist in the trade the detailed analysis of each 
item, but we wish to point out that in the past four 
months the base line of price on this men’s Russia Calf 
Bal has only seen an increase of approximatley 20 cents. 

More goods are bought on a rising market than on a 
falling one, and indications in al) industry are in keep- 
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ing with that principle. As long as commodity prices 
decreased merchants held off buying in the hopes that 
they could follow the inevitable rule of all business, 
“buy cheap and sell dear.” 

In our leather department we have in recent weeks 
shown the increase in “wanted” materials, and this is 
an indication of demand. What we want to point out 
more particularly in this editorial is that a general base 
line of prices in business can be said to be practically 
here. There may be variations up and down according 
to demand and factory conditions, but it is evident to 
most everybody in the trade that sharp and long breaks 
downward have ceased. When the trend is upward or 
within a fair range of price margins, it indicates that 
supply and demand are more nearly normal in opera- 
tion. When there is an excessive demand for shoes we 
get a seller’s market, but when the supply of shoes is over- 
abundant we get a buyer’s market. 
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The happiest state of affairs from consumer to the 
material maker is when supply and demand approxi- 
mately meet. So many industries had to make 
drastic cuts in wages, that the buying power. of the 
public was sharply reduced. Today we note many 
industries taking similar action to the steel mills in 
making increases of 20 per cent over their lower wage 
scale (operative during the past six months) for it 
has been found that raw-labor for crude work will not 
go into arduous jobs unless the wage is an induce- 
ment. 

Charles Henry Mackintosh, President of the Asso- 
ciated Advertising Clubs said last week, “‘Very few of 
present business people have had personal experience 
in doing business as we will be required to do it for the 
next quarter of acentury. There is all the difference in 
the world between buying and selling on a rising market 
and a falling one.” 























THE RECORDER’S MEASURING STICK OF VALUES 
We originally took a shoe to sell at $3.50 in 1905, and have kept in line the prices for materials 
and for labor year by year, so that the progress of prices might be accurately measured. This shoe is 
a man’s Russia calf bal. 
Item July Dec. July Dec. July April August 
1914 1918 1919 1920 1921 1922 1922 
Upper stock (3 feet)........ $0.93 $2.19 $4.50 $1.80 $1.50 $1.20 $1.35 
Duck lining No. 25............ 0525 1875 21 12 .06 07 085 
Sheep lea. trimmings......... .055 .095 16 LMS .08 .073 075 
Hooks and eyelets.......:... 045 045 045 05 05 045 045 
Bottom stock—outsole, welt, in- 
sole, heel, box, counter, figur- 
ing No. 1 heavy Union Back  .8075 1.4025 1.8125 1.30 1.20 1.14 1.20 
Cutting upper, soles and heels, 
fitting, bottoming, finishing, . 
treeing, dressing, packing.. .60 975 1.12 1.41 1.Al 1.24 1.24 
CR aie ioc cele wdabants 04 .065 .065 .0825 .066 .062 .062 
ss ha:s. wv med ache’ S bier tie & 055 055 055 055 055 055 055 
Factory and general factory 
labor expense................  .2025 2125, 24 285 :281 254 299 
Fingings, laces, tongues... 1275 25 .2675 .26 19 .164 .160 
Administrative and selling expense 29 A55 6275 sh) A77 407 409 
Discount and interest......... .095 15 .2475 .23 205 164 152 
$3.30 $6.0475 $9.3525 $6.2575 $5.574 $4.874 $5.088 
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Agriculture Is the Basis of Prosperity 


Address Delivered at the Ninth Annual Convention of the 
Cotton States Merchants’ Association, Memphis 


By DR. W. E. TAYLOR, Moline, Il. 


HE importance of agriculture can be appreciated 

when we fully realize that it is the source of our 

wealth and the foundation of our industrial 
prosperity. 

From the soil comes food to sustain mankind, yes, 
to sustain all living beings. No country, no nation, 
can become richer than its lands, any more than can 
a stream rise higher than its source. Therefore, the 
future greatness of our country, South or North, will 
be in keeping with the intelligence we display in in- 
creasing the fertility of our soil and in producing crops. 

To further portray the magnitude of the respon- 
sibility of the soil, I will ask you to picture 1,800,000,000 
people,—the great family of the world—eating their 
dinner. To seat that family on both sides of one 
table, would require a table long enough to reach 
around the world -16 times, and the food required 
to feed that family one year would fill a train of 
freight cars (30 tons to a car), long enough to reach 
around the globe eight times. The part the United 
States farmers play in supplying this table is truly 
astonishing. ' 

What do You Know? 

Do you realize that we have in our country but 
6 per cent of the population of the world, and that 
our land area constitutes but 7 per cent of the land 
of the entire globe? Do you know that we are produc- 
ing from our farms three-fourths of the cotton, four- 
fifths of the corn, one-third of the wheat, one-third of 
the oats, one-sixth of the barley, one-eighth of the 
cattle and one-twelfth of the sheep of the world? 
And do you know that we have a surplus of all neces- 
sary food products produced from the soil for export? 
Do you realize that the farmers of our country are 
taking wealth from the soil in crops and producing 
stock annually which amounts to more than all the 
gold mined in the United States since Columbus dis- 
covered America, and that the value of our farms and 
equipment amounts to seventy-eight billions of dollars? 


Facts on Farming 


And, as further evidence of our greatness, do you 
know that we own two-fifths of all the railroads of the 
world, and possess one-third of the wealth and one- 
half of the gold of the world. Besides all this, do you 
know that we produce two-thirds of the oil, two-fifths 
of the coal, two-fifths of the lead, two-fifths of the 
steel, four-fifths of the copper and one-fourth of the 
gold of the world? 


For the purpose of dispelling a popular belief that 
all of our fertile acres are being farmed and that we 
have reached our zenith in production, permit me to 
call your attention to the magnitude of the present 
farmed area in the United States and the ultimate 
potential possibilities of that industry. 

We have 6,448,366 farms, comprising practically a 
billion acres of arable land, and are cultivating only 
approximately one-half of the total number of acres. 
At least a half billion of those available acres were 
never stirred by a steel plow nor have felt the magic 
touch of man. Undoubtedly as our needs become 
greater and the world calls for more food all of our 
arable land will be cultivated. 


Increased Production 


In estimating the potential possibilities of agricul- 
ture in the United States, it is interesting to note the 
evolution and development of production during the 
past 73 years, the production of wheat per capita 
during the past 73 years; the production of wheat 
per capita in 1845 was 4.33 bushels; in 1859 was 5.5 
bushels; in 1869 was 7.45 bushels; in 1891 was 9.0 
bushels; in 1919 was 9.4 bushels. ’ 

Seventy-three years ago 87 per cent of the people 
of the United States were engaged in agriculture. 
They produced then 100,486,000 bushels of wheat. 
Now, with but 30 per cent of our inhabitants 
engaged in farming, our farmers produce 840,000,000 
bushels. 

Seventy-three years ago we exported 7 per cent of 
our wheat, and now approximately 34 per cent. In 
1849 we produced a half billion bushels of corn, and 
now more than three billion bushels. 

In 1866 we produced 1,750,000 bales of cotton, and 
in 1920 we produced 12,987,000 bales. Oats have 
increased from 146,584,000 bushels in 1849 to 
1,078,519,000 bushels in 1921. The increase in the 
production of barley, rye, buckwheat, flax, rice and 
potatoes, also live stock, in fact everything grown on 
the farm, has been in keeping with the increase in our 
population and national wealth. 


Not for the Sluggard 


An intimate knowledge of the development of farm- 
ing, impresses us with the fact that it is not an occu- 
pation for the sluggard. The farmer who reaches the 
goal of success, must be in action from the first peep 
of dawn until the last flicker of twilight during the 
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busy season. Brawn, energy and common sense are 
indispensable to gaining a competence and enjoying 
the real pleasures of rural life. 

As an indication that farmers are very remote from 
serfdom, statistics show that their wealth has in- 
creased during the allotted life of man from a com- 
paratively insignificant sum to the inconceivable 


amount of approximately seventy-eight billions of 


dollars. 


As a further indication that perseverance has its 
rewards; the late census shows that of the 6,418,300 
farmers, 2,146,512 have automobiles; 2,508,002 have 
telephones, and 452,800 have electric or gas lights, 
and 144,088 have water systems in their homes. 


What is Back of the Farm? 


Coincident with the development of agriculture, 
manufacturing expanded giving labor to a mighty 
army of food consumers, thereby furnishing market 
for the products of the soil. 


The trinity of forces back of the unprecedented 
growth of agriculture, manufacturing and commerce, 
has been and is, Labor, Capital and Invention. Farm- 
ing is, has been. and will, continue to be the basic in- 
dustry. 

During the past 72 years, which mark the great 
prosperity period of our nation’s existence, the farmer 
has not attempted to annul or radically change nature’s 
laws or nature’s ways. To him air, rain and sunshine 
have been the dominating forces in plant growth. 
He has accepted as unalterable the law of gravitation 
and action and reaction. He has recognized that the 
law of supply and demand, if permitted to function, 
govern the prices of his products, and that competition 
in all branches of business prevents profits from being 
materially greater than the price of money. During 
the World War he demonstrated his ability to over- 
come obstacles and meet. a most trying emergency in 
plowing, seeding and harvesting mighty crops short 
handed, and it is recorded in history that food from 
the American farms won the war. In view of the 
remarkable achievements of farmers in the past, the 
captains of the great business world naturally turn 
to them now for prompt and material assistance in 
returning to pre-war industrial and commercial 
conditions. 

Our future position in the business world will depend 
upon our ability to meet all competitors in manufac- 
oe This reminds us that the fundamental factor 
in ‘actory and mine productions, viz., the cost of 
labor, is always contingent upon the cost of living. * 
Hexce, the farmer’s problem is to produce food at a 
prof y himself and at the same time do it eco- 
non ‘cally enough to permit our labor to be competi- 
tive with like labor in other countries. The farmer 
can olve the problem of cheap food only by increas- 
ing ‘is production with no additional cost. In this 
he hs three problems. 
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The Alert Farmer 


1. Efficiency of Himself. Improved implements 
have already increased ‘the efficiency of the farmer 
from 300 to 2400 per cent. In view of the fact that 
we are living in an age when the ingenuity of man is 
working overtime, it is reasonable to assume that 
within the next decade the efficiency of the farmer 
through new devices will be more than doubled. 

2. Efficiency of His Soil. There has been no in- 
crease in the average production per acre during the 
past hundred years. We have a soil with potential 
power to produce equal to the best in the world. 
Farmers in many countries starting with a less fertile 
soil than ours are securing far greater yields per acre. 
Many of our farmers have demonstrated that inten- 
sive and scientific methods, proper rotation and a free 
application of yard manures, supplemented with com- 
mercial fertilizers, will play a wonderful part in keep- 
ing the United States to the front in all business 
activities. 

3. Efficiency of Feeds. There is no feature of farm- 
ing which will admit of greater improvement in effi- 
ciency than feeding live stock. The growth of an 
animal is strictly in keeping with the food it consumes. 
A maximum development is secured only when the 
essential digestible nutrients are given in sufficient 
quantities and in the right combination. If corn, oats, 
barley, legumes, cotton seed, linseed and the by- 
products of wheat are marketed in a balanced ration 
through the dairy cow, beef animal, swine, sheep and 
poultry, the farmer will receive much more than the 
market price for them. On the other hand, if the 
value of a balanced ration is disregarded, at least one- 
half of the feeding value of the feeds is thrown away. 

In the final analysis, it will be found that the farmer 
will take advantage of every opportunity and every 
reasonable suggestion to develop efficiency in the con- 
duct of his affairs, for no business man is more alert 
and more resourceful. 





Wood & Smith Company Unhindered 
by Fire 

Auburn, Maine—That Auburn shoe manufactur- 
ers have a true spirit of brotherly love was recently 
demonstrated when the Wood & Smith Company, 
manufacturers of the Maine line of infant’s McKays— 
sizes 3-8, exclusively, suffered a partial loss by 
fire. The fire came at a time when their plant was 
running to capacity, with orders for months ahead. 
Through the courtesy of several of the leading shoe 
manufacturers of this city, production was started 
the day after the conflagration. Therefore, the Wood 
& Smith Company are enabled to fulfill their orders 
to wholesalers without delay, and brother Auburn 
shoe manufacturers have lived up to the splendid 
reputation which they have always enjoyed or work- 
ing in close harmony with one another. 











A Lawyer’s Definition 
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of an Ideal Salesman 


When Judge Marvin H. Brown of Fort Worth, Texas, Packs a Punch 
Into a Speed, His 104 Pounds Become a Veritable Human Dynamo 


Y ideal salesman must have certain charac- 
M teristics. 
First of all, he must be fast about his work. 
He cannot be slow in the discharge of his duties, but 
must use such alertness as will measure up to the task 
set before him. He must have some of the qualities 
of two certain negroes about whom I will tell you in 
illustrating the point I am about to make. 

When I was presiding over the 67th District Court 
of Texas a negro was being tried for shooting at an- 
other with a pistol, and 
old Eph, a well-known 
town character was wit- 
ness to the crime. When 
placed upon the stand 
by the District Attorney 
he was asked if he heard 
the shot, and Eph re- 
plied: “Yas, sir, I* sho 
did hear hit; I heared 
dat bullet twicest.’’ The 
District Attorney was 
somewhat non-plussed 
but thought it best to 
leave well enough alone 
and pressed the inquiry 
no further as to the 
manner in which the 
bullet was heard. But 
the attorney for the de- 
fendant saw an oppor- 
tunity to break down 
the State’s principal wit- 
ness, and when he was 
given a chance at Eph 
on cross examination he began to dig into him about 
as follows: “So you tell this jury that you heard the 
bullet twice?” Eph, with no show of surprise or resent- 
ment answered “‘Yassir, dats easy, to splain to you; 
I heard dat bullet de first time when hit passed me 
and den | heard hit agin when I passed hit.” 


Entirely Consistent 

This model salesman of mine must be entirely con- 
sistent; there is no place for inconsistency in his make- 
up. And with your permission I| will illustrate that 
point. 

Down South of us some one hundred miles is the 
little city of Comanche, Texas, where they have a 
live town with a telephone exchange, but. where one 
calls for the place wanted by name and not number, 
as is customary with us in such places. For instance, 





JUDGE MARVIN H. BROWN 
of Fort Worth, Texas 





you do not ask for 178, you simply tell central that 
you want Brown’s Shoe Store. There was a new ‘girl 
put on the switch board, and a new man had recently 
moved in named McCohen; so someone calls up and 
says: “I want McCohen’s’’; the telephone girl was 
puzzled, and asked him to repeat it, he did so, and 
she was the more puzzled, and asked him to repeat it 
again, when the patron yelled out loudly ‘““McCohen’s”’! 
Then he heard the girl say: “Wait, a minute, oh the 
devil, the lines must be crossed!” 


Well Informed 


My salesman must be 
a man of experience; he 
must know what he is 
about. May.I illustrate 
that for you? He must 
be as well informed upon 
the subject under dis- 
cussion as was the mar- 
ried man, who was a 
battle scarred veteran of 
many a lost domestic 
fight, and after being 
driven from the field of 
battle ignominiously 
without his breakfast, 
he dropped into a cafe 
near his place of business 
when an officious waiter 
who knew him well 
eagerly placed the bill 
of fare before him, and 
the married man asked: 
“How is this steak, 
George?” to which George replied: “‘Fine, Mr. Jones, 
it is as smooth as velvet and as tender as a woman’s 
heart,’’ and immediately the muchly married man 
answered: “Oh Hell! Bring me ham and eggs!” 


Conserve His Energies 


My salesman must conserve his energies; one can- 
not succeed with wasting one’s energies over matters 
insignificant and things that are not essential. With 


.your permission, I will illustrate that. Over in the 


red hills of Arkansas, where I visit a brother-in-law, 
there is a typical, sleepy country village, with only 
two or three mercantile establishments, and one of 
them carrying what is called a general stock of goods, 
including drugs commonly used in such communities. 
And into this general store on a hot Summer’s day 
leisurely sauntered what we know as a one-gallused, 
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overall-covered farmer. The clerk was new to the 
trade, and when the young farmer stepped in he asked 
him what could be done for him, to which the one- 
gallused chap replied: “Gimme a dime’s worth of 
asaphoetida.”” The clerk complied with the request, 
and having placed it in a small pill box, handed it to 
the customer who said: “Charge it.” To which the 
clerk made answer, “And what is the name?” Our 
farmer without batting an eye replied: “Isaiah Honey- 
funkel.”” This was too much for the clerk, who ex- 
claimed, “Oh Hell, take it, I wouldn’t write all that 
for ten cents.” 
Must be Brief 


My ideal salesman must be brief. There is nothing 
that detracts from him like taking up too much time 
in talk that does not drive the nail up to its head. 
May I indulge in another illustration for that point? 
We have a lawyer here who is given to going off on a 
tangent in his arguments at times, in the hope that 
he will get under the jury’s skin with his client’s side 
of the case. On one occasion, at the end of a very 
imperfect week, when he was engaged in the trial of 
a rather insignificant case, so far as the amount in- 
volved was concerned, the trial judge was worn out 
with his work and announced that each side would be 
restricted to fifteen minutes in argument. My friend 
looked at his jury and saw that it was composed largely 
of farmers, so he hit on his tangents again, and launched 
into a flowery speech about the old swimming hole, 
picturing its cooling depths, the green banks of the 
bubbling creek, the joys of boyhood, the sifting of 
the yellow sun’s rays down through the leafy bowers 
o’er head, the freckling of its waters by its warming 
light, when suddenly the Court rapped and said, 
“Come on out Chauncey and put on your clothes, 
your fifteen minutes are up.”” He had never touched 
the point of his case! 


Confidence in His Ability 


My model salesman must have confidence in his 
ability to do the task to which he sets his hand, for 
without this confidence the battle is already half lost. 
He must have that confidence that an Arkansas 
tumble -bug exhibited to a traveling salesman, a 
friend of mine, and with your indulgence I'll tell you 
about him. One day this friend of mine had made one 
of those sleepy Arkansas towns perched upon the 
red hills of East Arkansas, and after he had done his 
work, purchased his ticket and checked his baggage, 
he found that it was yet a long while before the next 
train was going his way, so he put in his time saunter- 
ing about the depot looking at the marks and brands 
on the many bales of cotton that lay about the freight 
platform upon the ground, when his eye fell upon a 
tumble bug laboriously trundling his ball through the 
red sands; after watching him for some time engaged 
in his difficult task, my friend saw an empty half-pint 
bottle, and curiosity caused him to pick it up, pull 
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the cork and take a smell. He detected that it was 
“corn licker.”” There were two or three drops in the 
bottle, and just, for fun and as a mere experiment, he 
let a drop fall on Mr. Bug’s head; it arrested his atten- 
tion then and there; the bug walked a few inches from 
his ball and began to stretch his several legs; my friend 
let another drop fall on his head, and Mr. Bug turned 
around several times and felt out each leg and reared 
up; then my friend let the last drop fall on him, when 
to his atsonishment the Bug took his left foot and 
kicked his ball about 15 feet off, backed himself up 
to a 520 pound bale of cotton and said, “Come on, 
Big Boy, let’s go!” . 


Must be Resourceful 


My salesman must be a resourceful man; nothing is 
as productive of immediate results as resourcefulness. 
He must be as resourceful as a certain traveling sales- 
man in Lampasas County, Texas, who made his terri- 
tory in a Ford car. In that portion of our State one 
can see all along the public roads great boulders and 
giant rocks that furnish wonderful natural bill boards. 
and upon one of these a very religious man had painted 
these words: “What are you going to do after you die?’” 
My resourceful salesman, looked at it, stopped his car, 
got out his paint pot and brush and wrote immediately 
thereunder: “Use Delta Oil—good for burns.” 


Must be Friendly 


Finally, my friends, my model salesman must 
be a friendly man. He must measure up to that 
standard that I set for him when as a country 
boy, 17 miles from a second rate, branch railroad, 
near the little village where my cousin owned the 
principal store where I met him; a man who 
carried sunshine in his face, from whose eyes 
the light of truth and joy beamed, from whose 
lips fell words of cheer; a man who made a friend 
of every customer; who left his customer con- 
vinced that a real friend had taken the order just 
signed; a man who gathered in the great outside 
world a fund of useful information, a very com- 
pendium of knowledge,and ever ready to modestly 
give us the benefit of his experience and his learn- 
ing. We hung upon his-very words We believed 
that he was a friend to the proprietor and to the 
customer, and he was, in truth and in fact. 

He had no gift of poetic expression, but surely there 
breathed within his true heart the spirit of the poet 
who said: 


My only joy in life is to find 
At every turning of the road 
The stalwart hand of some comrade kind 
To help me onward with my load. 
And since no gold I have to give, 
And love alone must make amends, 
My only prayer is, while I live, 
God, make me worthy of my friends! 











Recorder 


“Like a cool breeze from France,” says a department 


store ad. 


“Another cool hint—crisp as a cookie, light as a 


feather.” 


It might have been anything to wear. It might have 
They are descriptive bits 
picked from frilly, Frenchy waist showings. 

Nothing about wearing qualities—nothing specific 
about price being lower than usual. 


heen shoes, but it wasn’t. 


Old Sol is toasting and 
sizzling humanity at the 
time though—cool, crisp 
and light as a feather are 
magic that loosens the 
purse-strings. The promise 
of cool comfort is welcome: 
The desire is so real, fos- 
tered by the Summer sun 
that the idea is all that’s 
necessary to complete the 
buying circuit and _ sales 
follow in natural sequence. 


Travel the Path of 
Least Resistance 


There is something more 
than truth in the successful 
ad-maker being an oppor- 
tunist in that he is able to 
analyze and capitalize cir- 
cumstances which have of 
themselves created a need. 

The .path of least resist- 
ance is the one to travel in 
advertising as in all selling. 

Every day the sun shines 
and the mercury skyrockets 
your public’s mind is on 
ways to keep cool. Trips to 
the beaches are popular, the 
mountain breezes beckon 
the vacationists, those who 
must stay at home are 
searching for cool things to 
wear. 


Price Appeal is Weak 


The instincts of vanity, 
comfort, desire for admira- 
tion or social leadership, 
pride, etc., are so strong in 
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most everyone that price may be discounted a great 
deal as a factor in influencing one to buy. 
If this were not so, if clothing for example was held 


in the same light today as in the days when men went 
















































































Hlank’s ShoeStore 








‘Old Sol’ Beams— 


Of course one needn’t buy new shoes now. 

One needn’t go to the beach, nor automobiling, 
vacationing or do any of the things that make 
life worth living. 


BUT EVERYONE DOES!!! 


—and their life is longer and happier for it. 
Fresh footwear for late summer is not an extravagance. 
It is good sense—and the advance styles here are winning 
new friends every day. 

We know you'll miss the sport ; being first to wear 

the new late summer and early fall styles if you put 

off coming here. Do it today. You'll be glad to lay 

oot Naf dusty shoes for those with the tang of fall 

in them 


Blank Shoe Co. 


Street 


Town 





out into the woods foraging for their food supply and 
clothing, the value of clothes would be measured solely 
by their utility, the cost would be based on utility alone, 
and be the determining factor in their selection. 

. The days of loin cloths, coverings of rudely tanned 


skins and shoes made from 
strips of hide fastened by 
thongs are gone. 

It is as necessary to 
please the eye as the pocket- 
book. Price is only one of 
many vastly more impor- 
tant elements.. 

Today when the appeal 
is based on price alone it 
must have the solid foun- 
dation of an established 
reputation for worth to be 
successful. An occasional 
opportunity of getting good 
things at reduced price is 
welcomed and looked for by 
the buying public, yet it is 
day-in-day-out iteration of 
this quality and that which 
counts. 


Pick a Leaf from 
Apparel Shop’s Book 


Those first lines might 
have been applied to shoes 
and aptly too.. There isn’t 
a single physical condition 
with which shoes cannot be 
connected. Proper foot- 
wear can change an irrit- 
able disposition into a 
sunny one. Proper foot- 
wear can improve diges- 
tion. It can even beautify 
one’s complexion, or add 
to man or woman’s earning 
power. It is a vital influence 
in our daily life, not simply 
Fashion’s darling and 
Price’s boon companion. 
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Models Who Took Part in 


INTERNATIONAL. SHOE CO — 
Tan Calf % Heel BROVYN SHOE co. 
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Combination tongue 
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TWEEDE FOOTWEAR 
Patent Vamp '%6 Hee} —_ 
Black Suede 


Left hand panel, reading from top to botiom — Brown Shoe Co , Boyd-Welsh Shoe Co., and McElroy-Sloan ‘Shoe Co. The two models 
beneath the pen and ink sketches, from left to right, are those of the Shoe Specialty Mfg. Co., and Johansen Bros. 





The St. Louis Fashion Pageant 


BRAUER BROS. 
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Oyster Grey Kid 
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The two models beneath the pen and ink sketches on this page, reading from left to right, are those of Roberts, Johnson ¢ Rand, and the 
Johr.son-Stephens-Shinkle Shoe Co. The panel al the right, reading from top to bottom, are the models of the Tweedie Boot Top Corpora- 
tion, the Hamilton-Brown Shoe Co., and Brauer Bros. 
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St. Louis Pageant Defines Good Style 


Satins, Brocades and Patent with Trimmings of Suede and Kid of 
Various Colors Predominate St. Louis Style Show 


\ N THEN the new fall footwear styles were pa- 
raded before the 9000 style fans on the open- 
ing night of the St. Louis Pageant of Fashion, 
held in the Municipal Theatre in Forest Park, August 
3-16, there was no doubt that the paramount shoe 
style notes sounded were satins and brocades. True 
there were many handsome novelties of various pat- 
terns and materials, but the majority of the practi- 
cal styles that will be sold to the shoe consuming 
public were fashioned of either satin or brocade, and 
in many cases beautiful effects of combinations of 
these two materials. 

The gowns themselves offered many new styles, 
but there was a notable absence of what may be 
termed freak styles. Skirts are lengthening gradu- 
ally, but they are not sweeping the streets as we may 
have been led to believe by fashion reports from across 
the seas. Ten inches from the ground was the aver- 
age length of the suit skirts though the sport skirts 
were somewhat shorter. The skirts of the afternoon 
and evening gowns appear to have a desire to get 
closer to the ground, but dare not force this vogue 
too suddenly. A compromise is offered in many ef- 
fects of loose panels and points dipping down below 
the skirt hem, occasionally trailing the ground 


Black Predominating Color 


Crepe is the favorite material, being highly sus- 
ceptible to draping. Black is the predominating color 
of the crepe gowns, relieved with only a brilliant 
jet girdle, though a sharp note of color is often intro- 
duced. A favorite effect by many manufacturers is an 
undersleeve and perhaps a panel of scarlet. 

Suits were seen in various colors of pastel tones. 
Periwinkle blue subdued to what is more recently 
termed tile and sorento blue; burnt orange, wood 
shades, muffin brown, caramel beige, grape, mignonette 
green, in these soft modfied shades and in many soft 
grays, the suits presented themselves. 

Beads are not more lavishly used but more skillfully 
than in past seasons. Spanish and Oriental effects in 
gowns were beaded rather profusely and some of the 
plainer models carried slight effects of beading. 


Strap Shoe Patterns Strong 


There was a strong tendency in the shoes showing 
strap effects. Perhpas seventy-five per cent of the 
patterns shown carried straps of some type. One and 
two straps without frills perhaps were the most popular 
in the style array. There were many novelties of wish- 
bone, basket-weave and cross straps all of distinctive 


patterns. Majority of the straps were of medium 
width and presented neither a slender nor stout 
appearance. With the exception of one or two styles, 
all were fastened with a button or as on the satin types 
with a fancy rhinestone stud. Rhinestone ornaments 
were used on a goodly number of the satin patterns, 
especially where it was intended to mask the button. 


Satins and Brocades Big 


For afternoon and evening wear, which practically 
means what the average woman will wear on the 
street, satin and brocades far out-classed the field in 
the style array. One and two straps with 15-8 and 


16-8 Louis or Spanish Louis heels were the preferred — 


patterns of the manufacturers. Satin vamps, with 
brocaded quarters were shown frequently during the 
show. Beading was used on a good many patterns 
particularly on the strap and around the throat of the 
vamp. The effect was delicate and not as heavy as was 
experienced just about a year ago. A few of the straps 
carried a center ornament of beads, which was designed 
in a cluster. There was apparently more rhinestone 
ornaments worn then beading, especially on the plain 
one strap patterns. Some of the ornaments were 
worn on the throat of the vamp. A few combinations 
of patent and satin were observed but their beauty was 
dimmed by the more distinctive types of satins and 
brocades. 
An Influence Of Tongue Shown 


Tongues were noted on not a few of the black and 
brown satins. The tongues were of a fan shape 
variety and were in many cases caught with a button 
one-strap on the back which was concealed by the 
tongue. Others were attached and placed over the 
goring which was also masked by the effect. The 
tongues were not as high as one is accustomed to 
seeing on colonials but has a more open fan effect. 
Two distinctive notes sounded in tongue effects were 
beadings and contrasted stitchings. Either a single 
row of beads delicately arranged or as some of the 
styles reflected an all-over effect of solid beading. 
The beading on these types were of colored glass and 
some unusually contrasting effects were obtained. 
Contrasted stitching was used to good effect on some 
of the tongue patterns. 


Many Suede Combinations Seen 


In walking shoes, suede was used freely in com- 
bination with other materials. In a good many 
instances two-tone effects were splendidly designed. 

(Continued on page 81) 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensea medical articles with numerous illustrations have been prepared 
by the writer for the ‘Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


IS og 


By HERMAN W. MARSHALL, M. D. 
FOOT PROPORTIONS AND SHOE PROPORTIONS 


F A large number of foot bones were collected, 
| including all bones found in feet, with many of 

each kind from many sources; it would be dis- 
covered on comparison of specimens of each different 
type that numerous variations existed. Heel bones 
would exhibit differences among themselves, or toe 
bones as well as all others would show some variations. 


These variations include differences of size and of 


proportions. 

There are short broad feet, short slender ones, long 
slender ones, long broad ones. There are feet in which 
heels are large, small, or of intermediate sizes in com- 
parison with transverse measurements across the ball 
of the foot. There are feet in which toes are relative- 
ly long or short in comparison with total foot length, 
or compared with heel to ball measurements. Arches 
may vary in height among feet of the same length. 
Some feet present a straight appearance, while others 
are inswinging or outwardly curved along the axis 
from heel to toes. The same foot may show variations 
in straightness from time to time. 


Individual Peculiarities in All Feet 


lf a sufficient number of different measurements 
of feet were made, there would be found to be indi- 
vidual peculiarities in all feet. Each foot is different 
from all others in some barely perceptible detail at 
least. Classifications of sizes and proportions have 
to be made for practical purposes, however, that dis- 
regard smaller more unimportant individual differ- 
ences. 

Is a foot to be considered simply a peculiarly 
shaped object that needs to be covered, as a shoe 
last is covered, with leather smoothly under slight 
even tension or absence of tension? 


How Shall Feet Be Fitted 


The answer is that feet should be fitted with shoes 
sometimes smoothly and evenly, and at other times 
they should be fitted with pressures of endurable de- 
grees increased locally at certain areas to assist weak- 
ened muscles, or, at times with unusual freedom from 
pressures locally at sensitive points. Feet that are 
evenly balanced, attractively shaped, and normal in 
function should be fitted with shoes of correspond- 


ing shape and similar balance, smoothly, evenly, 
loosely. 

Feet may be fitted to shoes that increase pressures 
locally when longitudinal. arches are sagging. In- 
creased local support may be furnished by specially 
constructed heels, or stiff shanks and counters, or 
independent orthopedic plates, or by shaes that shift 
strains by permitting changes of foot postures. Com- 
binations of these methods are used profitably. 

Weakening front parts of feet may require shoes 
that are fitted snugly; and shoes may be constructed 
with special combination measurements for this pur- 
pose. Or instead, independent arch supports or arch 
cuffs may be utilized. Sore and irritated toes on the 
contrary may necessitate snugly fitted heels with 
unusual room and freedom from pressure in affected 
anterior regions. 


Corrective Measures Ezert Force 


Corrective pressures, in distinction to simple sup- 
portive ones, have as their object the restoration of 
normal shapes besides the support of weak muscles 
and ligaments if the latter is needed. Corrective 
measures may not be designed primarily for immediate 
comfort, and not infrequently they exert as much 
force as an individual can tolerate. 

Shoemen and orthopedists both are agreed that 
specially constructed heels are to be recommended 
very often. Shoe fitters are inclined to extend the 
range of usefulness of footwear by trying to em- 
ploy shoes as active corrective appliances. Many 
orthopedists on the contrary favor corrections of feet 
by independent appliances first, advising the fitting 
of shoes evenly and comfortably afterwards to feet 
that are adequately held in improved postures with 
supports. Most pronounced foot defects can be well 
held only by carefully adjusted appliances, while at- 
tempts at holding such feet by any special shoes alone 
lead to new complaints not infrequently. Much may 
be said in defence of shoes as passive coverings pos- 
sessed of no alleged corrective features. 

How many lengths, widths, and special combina- 
tions of shoe measurements are needed to fulfill all 
requirements imposed by the large variety of foot 
sizes and foot proportions? 
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Figure 52 shows siz different heel bones that illustrate how a single type varies. Different sides of the siz bones 


have been photographed to show thal surfaces, processes, and bony contours correspo 


nd clearly with each other, yet are 


noticeably unlike in their lesser details. It is easy to imagine from such dissimilarities when all minor variations of all 
foot bones are considered collectively, that complete groups of bones will differ noticeably in size. proportions and pos- 
ture. Such variabilities of foot sizes and foot shapes are well known to shoe fitters. 


Customer Likes Simple Methods 


From a mechanical standpoint, the greater variety 
of shoes available, the better can be the fitting when 
all are conveniently at hand. Shoe merchants natur- 
ally wish to use the smallest number of shoe combina- 
tions that will give satisfactory practical results. 
Wearers of shoes favor as a rule those methods that 
are simple and inexpensive; and, however meritorious 
the ideas of shoe merchants or doctors may be, such 
ideas have to appeal favorably to customers. 

There are many good shoes made now, yet it is 
impossible for an average customer or a medical prac- 
titioner to compare shoes of different manufacturers 
with accuracy and facility. The public and the medi- 
cal profession need further education regarding shoe 
construction, last measurements, and combination 
measurements that are used, as the majority do not 
know even that a standard set of last measurements 
has been adopted already by the National Shoe Re- 
tailers Association. Many manufacturers have been 
rather reticent about making known all facts con- 
cerning their best selling styles in order to delay pos- 
sible copying by competitors, Furthermore, lack of 
uniformity in marking of shoes by different makers 
has been extremely conducive to confusion in minds 
of laymen regarding established standards. 


Feet of Variable Proportions 


No such thing exists of course as any single fixed 
set of standard shoe measurements that will fit all 
persons; or that all persons should attempt to mould 
their feet to by forcing the latter into shoes of ex- 
actly same proportions. Figure 52 was introduced to 
help give a clearer realization that feet are funda- 
mentally of variable proportions, that shoes have 
to be of variable proportions for best fittings uniformly 
of any large number of individuals. 


Educate Public on Peculiar Proportions 


It is the writer’s belief that special campaigns of 
publicity and education would yield increased sales 
of those shoes that are completely and plainly labelled 
so that every one can see easily their precise peculiar- 
ities. } 

While it may be said truthfully that the majority 
of customers perhaps are indifferent to footwear de- 
tails as long as their shoes look attractive and are 
reasonably comfortable, yet there are very consider- 
able numbers of people now who would adapt them- 
selves quickly to new information furnished them. 
Does it not seem probable that, as many customers 
realized more clearly the peculiarities of their own 
feet, they would search for and discriminate increas- 
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ingly in favor of shoes correspondingly best with their 
own types. Just as many or more shoes would be sold 
with increasing knowledge, there would continue 
to be many new styles, and progress would be tend- 
ing in desirable directions. 


Lasts 

The public ought to know. universally, as shoe 
fitters know already, that some shoes are made with 
heels which are one or more sizes smaller than ball 
measurements; that others are smaller or larger at 
waist or instep than standard requirements call. for. 
More information should be given about actual widths 
of weight bearing surfaces in ball measurements, as 
well as usual or unusual lengths from heel to ball, or 
from ball to toe. These details are important shoe 
peculiarities as well as the flexibility of shanks, swing 
of lasts, shape of toes, and height of heels. These 
measurements should be marked simply on shoes for 
easy inspection of customers and in uniformly intel- 
ligible manner. Many customers and doctors are 
eager to learn these peculiarities of proportions, and 
manufacturers who supply this demand may dis- 
cover that reasonable publicity is more profitable than 
obscurity of marking. 





St. Louis Pageant Defines Good Style 

(Continued from page 78) 
Perhaps patent was more frequently used in combina- 
tion with beige suede than any other material. The 
trend appears very much to be swinging toward beige, 
at least for the next thirty days. The patterns for the 
most part, where this combination is used have a 
patent vamp and a beige suede quarter and covered 
heel. Gray suede, with black ooze was also shown in a 
few patterns. Some new effects of brown ooze with 
various colored kid trimmings were seen frequently in 
the exhibit. Tan calf was well represented in the 
suede trimmed class. Heels were from the military 
and cuban effects of 14-8 and 15-8 heights up to the 
Junior and full Louis types, of 15-8 and 16-8. There 
were a sprinkling of basket cut-outs and underlay 
patterns, but none of the cut-down to the sole-line 
types were seen. 


Patent Has Trimmings 


Where: patent leather was used, it was usually 
relieved by trimmings of some sort with a pretty 
well defined tendency towards red and oyster gray 
kid. These trimmings were used around the collar 
on the tip and in some cases of lace oxfords an apron 
was found to give a unique effect. Red kid covered 
heels were seen often on the patent styles. One or two 
tongue patterns which were trimmed with stitching of 
a contrasted color created favorable comment among 
the fair sex. Some novelty boots, which were distinc- 
tively different from the late lamented Russian Boot 
were seen in black patent leather trimmed with beige 
suede. These boots were of a strap variety and 
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fastened with three buttons, which gave them a snug 
appearance around the ankle and over the instep. They 
were somewhat lower in height than Russian boots, 
and were made with an inside tongue effect. 


Unique Boot Tops Displayed 

Boot tops were given their share of recognition in 
the style footwear fest. Following. fashion’s decree of 
fur trimmed coats and suits, the boot top has adopted 
the mode of fur trimmed effects. _ Russian effects as 
well as the lower types are all trimmed with astrakhan 
of different shades. Some carry cuffs of various 
colored leather while others vie for prestige with long 
silken fringe. 

The shoe representation in the style show was one of 
its distinctive features. St. Louis manufacturers 


deserve unstinted praise for the styles produced which 
so generously enhanced the apparel worn in the show. 





Business Firms in Better Shape, Say 
Federal Experts 


Washington, August 13—Analysis indicates to the 
Federal Reserve Board that the financial position of 
business houses is better than a year ago. In the opinion 
of the board, better relations between bankers and retail 
merchants are assured as a result of the process of re- 
adjustment. It is believed that inventory of the whole 
has been written off sufficiently and that it has also 
moved from the distributor’s hands so that stocks main- 
tained have been considerably reduced. 

There is a distinct note of optimism in the statement 
of the board that “the bankers in general do not at pres- 
ent need to make certain allowances when considering 
the net worth shown by the borrower, while profits are 
taking the place of previous operating deficits.” It will 
be recalled that merchandise inventory had already 
been written off to some extent in 1920 to correspond 
with lower values resulting from the drop in prices ex- 
perienced in many lines during that year. There were 
many merchants whose statements, however, in 1921 
showed a considerable inventory on hand. During that 
year, the stocks were considerably reduced and further 
write off occurred. The Federal Reserve Board finds 
that since the opening of the present year the volume 
of business has increased and actual earnings are again 
generally shown. 

Business houses and banks have adopted new meth- 
ods to deal with credit problems. 





Sawyer Boot and Shoe Company Open 
Portland Office 


The Sawyer Boot & Shoe Co. of Bangor, Maine, is 
establishing a sample room and advertising department 
at 506 Boyd Building, Portland, Maine, where William 
H.-James will represent them as manager of this new 
departure. Thus will the well-known line of Sawyer’s 
Hiawatha slippers, etc., be in closer touch with the 
trade. 
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Let’s Cultivate Community Loyalty 


By FRED P. MANN, Sr. 
President Mann’s Department Store, Devil’s Lake, North Dakota, Before the Cotton States Merchants’ Association. 


The most important thing in any community is 
what the people think about each other, because what 
they think about each other will determine what they 
will do to each other, for each other or against each 
other. What people of the United States of America 
think about each other will in time determine the 
form of our Government and the nature of our institu- 
tions and what the people of the world think about 
each other and the various Nations of the world, will 
in time determine whether we are to have chaos or 
civilization on this old earth of ours. And what the 
people think about each other in any community is 
the spirit of that community. 


Will Small Towns Pass? 


Unless the merchants of the small towns of the 
United States wake up to the fact that they can meet 
the mail order competitions in the small towns of 
America, the small towns are going to be wiped off 
the map. If we are to maintain our American civili- 
zation we must maintain our American agriculture, 
and if we are to maintain our American agriculture, 
we must maintain our American small towns. That 
is my premise. If you don’t get busy the towns won't 
be there to maintain. 

Another reason why we haven't the proper amount of 
community spirit is because we have an* improper 
estimate of value. We are money mad. What does it 
all amount to anyhow? I have talked about the 
spiritual side of cummunity life and now I want to talk 
of the material side. It is not the big banks and it is 
not the fine farms, it is not the cattle and the corn, the 
horses and the hogs, it is the boys and girls of the 
community that are worth while. 


Bright Brains go to Cities 


What is happening in America? I will tell you what 
is happening in America. The brightest and the 
brainiest and the brawniest and the best are Jeaving 
the small towns and the rural districts and are coming 
to the great centers of population and my friends, 
if it were not for that new life blood, Chicago and all 
the other great cities would die of rot and explode in 
four generations. What is the problem of England 
today? It is not a problem of excise, it is not a problem 
of tax, it is not a problem of imports or exports, it is 
not a problem of a great army or a mighty navy, it is 
a problem of man-power. 

They took a census of that country not long ago 
to see what they were worth, and how did England 
express her worth? Not in any of these terms, but she 
expressed her worth in terms of boys and girls. That 


is the only worth while way. .What kind of com- 
munities have they there? Some one writing not long 
ago about one of these communities in the East said 
“They have lost the best, thé brainiest and the most 
ambitious and the high stepping ones, until today most 
of these communities resemble fished out mill ponds, 
nothing left but bullheads and suckers. 


Small Towns Develop Talent 


Do you know that the small towns are the reservoirs 
of the brain and the brawn in England as well as 
America? I want to say that I am opposed to any 
force, or any business, or any power that depletes the 
man-power, or the money power of the small towns and 
the rural districts of America. 

To save the small town for the local community 
center it will be necessary for the manufacturers, 
jobbers and retailers to co-operate to find a 
so’ution of meeting the mail order competition. I 
have found that when the average retail merchant 
can purchase his merchandise at a price that will 
enable him to meet all competition, and when he 
understands how to advertise his merchandise and 
co-operate with the farmers of his community, 
they will do their buying with the local merchant. 
What is needed is a great campaign of education in the 
distribution of merchandise through the retail mer- 
chants and a great campaign of community building 
where the business men of the town and the county 
are united for the one purpose of building the entire 
community. I know of no greater work that can be 
done in America today. This will not only solve the 
marketing problems but also the domestic distribu- 
tion problems which are now facing the business men 
of the United States. It is at conventions such as this 
that problems of this kind gre solved and through such 
associations as the Cotton States Merchants Associa- 
tion. Business as well as marketing is being conducted 
on entirely different lines than it was a few years ago; 
the successful business man and farmer as well as the 
successful community are the ones who seek for a 
solution of their problems and by united effort build 
the entire community along pvractica!, modern, up to- 
date methods. ; 





Endicott-J olinson Sell Store 


Nashville, Tenn.—Announcement has been made 
that the Endicott-Johnson has sold its Nashville Store. 
The complete equipment and all interests have been 
purchased by Messrs. Barr & Irish who are experienced 
shoe men and will continue to operate it as a retail 
shoe store under their own name. 
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Martinez of New Orleans Retires 


Well Known Brothers Close Business 
Started in 1829 

Retirement from business of W. J. Martinez & 
Bros., one of the oldest shoe concerns in the United 
States, and one of the oldest business houses in New 
Orleans, was announced last week. 

William J. Martinez asserted the only reason for 
the firm’s discéntinuance is that he and his two 
brothers, R. J., and Andrew Martinez have decided to 
retire. 

The firm dates back to 1829 when F. P. Martinez, 
late father of the present heads of the concern, com- 
menced business in a small building in Poydras street 
near St. Charles. The business grew steadily, and 
upon the death of Mr. Martinez was continued by his 
son, W. J. Martinez. 

In more recent years the two other Martinez bro- 
thers were admitted to membership in the firm, and 
the business continued under the firm name of W. J. 
Martinez & Bros. 


A Big Business House 


Steady growth of the business necessitated larger 
quarters, and changes in location were made to 119 
Magazine street, and then to the present large build- 
ing at Common and Magazine streets. 

For many years the firm operated the Apex Shoe 
Factory at Bienville and Decatur streets. A few 
years ago the factory was discontinued and a new 
factory established on St. Bernard avenue. Men’s 
fine shoes made in this plant were salable in nearly 
every big city in the country. According to Mr. 
Martinez, the firm recently ceased operations at the 
new factory. 

The concern’s business extended throughout most 
of the Southern states and numerous Latin-American 
countries. The three Martinez were nationally known 
as good shoemen and wholesalers. They made fre- 
quent trips to the market centers and were leaders in 
shoe distribution in Louisiana for many years. The 
trade feeling is that the “call of the shoe game” 
will be such as to bring them back again into distri- 
bution contact with the merchants of the South. 





St. Paul Firms Buy Big Interests in Big 
Portage Plant 


Portage, Wis.—Their work shoe factory production 
capacity being insufficient to satisfy the ever increasing 
demand of their customers for solid leather, quality 
first, farm and work shoes, Foot, Schulze & Co. and 
C. Gotzian & Co. of Saint Paul, have arranged to 
acquire a substantial interest in the Portage Shoe 
Mfg. Co., Portage, Wisconsin, and by so doing will 
have the same manufacturing possibilities as though 
the shoes were being made in their Saint Paul factories. 


Portage Plant Continues “Bison” Brand. 
The factory of the Portage Mfg. Co. is one of the 
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largest and most modern in the Northwest. It has a 
capacity of 5000 pairs per day. The Portage Shoe 
Mfg. Co. will continue to manufacture work shoes 
under its own trade name, “Bison” Brand, as well 
as the making of the Foot, Schulze & Co. and C. 
Gotzian & Co. work shoes under their respective 
trade names, “Rocky Mountain,” and “World’s Work.” 
The same standard of quality will be maintained in 
all shoes made by the Portage Shoe Mfg. Co. 
No Connection With Weyenberg 

The Portage Shoe Mfg. Co. is in no way connected 
with the Weyenberg Shoe Mfg. Co. It is a separate 
organization with separate capital, and entirely in- 
dependent of the Weyenberg organization. The ar- 
rangement made between Foot, Schulze & Co., and 
C. Gotzian & Co. of Saint Paul, on one side, and 
the Portage Shoe Mfg. Co. on the other hand, has no 
relation with the Weyenberg Shoe Mfg. Co. in any 
part, and does not in any way affect the manufacturing 
and selling policies of the Weyenberg Shoe Mfg. Co. 


Annual Report of C. & D. Co. 


Cass & Daley Shoe Co., of Salem, held their an- 
nual meeting August 15. Officers of the corporation 
were elected as follows: Joseph E. Daley, president; 
William F. Cass, treasurer; George E. Dempsey, as- 
sistant treasurer and secretary; and John J. Connelly, 
Walter H. Page, William S. Felton, James E. Malley 
and Frank J. Adams, directors. 

Annual reports showed that the company is in- 
creasing its production in its country shops, that it 
has enlarged its Gloucester factory, and that it has 
turned its Salem shop from the making of boys’ and 
youths’ shoes to the making of Goodyear welt shoes 
for women. The Salem shop is operated by the Put- 
nam Shoe Co., a subsidiary company. 








A Boston Visitor 


Jacob L. Wolff, formerly of Levy-Wolff Shoe Com- 
pany of Montgomery, Alabama, and now Vice-Presi- 
dent and General Manager of the Golden Eagle Dry 
Goods Company of Denver, one of the West’s largest 
department stores, visited Boston the past week. 





French Shoe Factories Working 
Full Time 


Washington, August 7—There is an unprecedented 
activity in the French shoe industry, according to cable 
reports to the United States Department of Commerce. 
Mills are working full time and manufacturers are has- 
tening to fill their orders for Summer shoes, in order to 


‘begin their work on Winter shoes, orders for which have 


been unusually heavy. 

In the retail shoe trade there has been some slacken- 
ing in sales, due, it is stated, to the prevailing wet season 
for the past 60 days. Retail trade in general during the 
past 12 months has been much better than during the 
preceding year. 
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Leather Market Conditions Unchanged 


in the leather market from the past 
Prices are firm and are 
virtually on the same basis and tanners 
are holding strongly to the advances made 


"Lin the is little change in conditions 


few weeks. 


some weeks ago. Shoe manufacturers are 
purchasing closely to their needs and are 
reluctant to pay the new prices. A few 
shoe factories which started on full time a 
few weeks ago have begun already to cur- 
tail and run on a shorter schedule. The 
general purchasing of leather does not 
seem to have quite the snap which it 
started in with right after the fourth of 
July. The feeling is, however, that shoe 
manufacturers with a plentiful supply of 
orders on hand for the next few months 
should be larger purchasers of leather. 
The situation is reported better in the 
West where shoe factories are running at 
better capacity. 


Sole Leather Trade Improved 


The sole leather business is improving 
and the increased demand and sales are 
making an almost normal business. Prices 
on sole leather are stronger in keeping 
with the prices of hides. Sole cutters are 
buying more whole stock and offal and so 
are shoe factories which do their own 
cutting. Sole leather tanners are an- 
ticipating brighter prospects for the tan- 
ning of sole leather at a profit than for 
many months past. Business is reported 


as increasing on green hide sole among 
New England shoe manufacturers and 
prices have advanced since spring from 
3c to 5c per lb. This stock is mostly oak 
tannage and is quoted at 30c to 32c per bb. 
for No. 1 over weights. For No. 1 medium 
weights prices range from 27c to 29c. 
Union sole is selling in better quantities 
and union backs are bringing from 46c’to 
48c on heavy and 46c to to 48c for medium. 
More interest is being shown in chrome 
sole, particularly by manufacturers of 
shoes for outing trade, Good smooth 
chrome in green or dry hide brings 40c 
per foot. The lighter sides sell from 22c to 
25c. There is better business in oak sole 
than for sometime. Shoe manufacturers in 
most all sections are stocking up more 
heavily on bends and backs of the various 
oak tannages. Packer bends range from 
60c to 75c and some even higher for 
finder’s use. Oak backs are quoted at 
45c to 52c per lb. 


Calf Leather Firm at the Advance 


The calf leather market shows little 
change. There are fair sales at the new 
»rices with an average steady business. 
Makers of the best grades of ooze calf 
report a good demand with prices ranging 
from 50c to 75c per foot. The fancy colors 
are in best demand. The top selections 
of smooth finish grain calf are quoted 
from 43c to 48c per foot. Other good 


grades are available for less money down 
to 24c to 28c for the cheaper selections. 
Job lots are about cleaned out. The price 
of calf leather is dependent on the grade 
and selection. Special selections bring 
more money and the price range is 
rather wide, varying from 26c to 50c per 
foot. 
Side Upper Active 


There is considerable activity anticipa- 
ted in the side upper leather market. 
Special prices are made when large lots 
are taken. Top selections of full grain 
sides of colored chrome are offered at 28c 
to 30c per foot. Prices range downward to 
20c per foot and for cheap selections and 
job lots from 10c to 20c according to the 
kind of leather and conditions. 


Good Call for Patent 
The patent leather market is fairly 
brisk with tanners still behind on deliver- 
ies. Buyers are taking No. 2 leather 
where necessary to complete their orders. 
Better grades of patent kips still bring 
from 45c to 50c and patent sides from 43c 
to 45c. 
Kid Tanners Fairly Busy 
There is a good business in glazed kid 
and tanners of kid are generally more 
busy than some months ago. The trade on 
satins has cut into kid in some centers, but 
the market is kept strong in view of the 
difficulties in getting raw stock. 
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Economic Condition Is Improving 


July a Good Month for Industry—August’s Torrid Weather 
Delays Sale of New Fall Footwear 


EACTING almost immediately to 

the first real hot spell of 1922, 
Milwaukee women are buying up the 
lighter weight shoes and temporarily 
losing interest in the first of the fall 
displays. While merchants do not look 
for a “run” on whites, it is almost certain 
that should the present hot spell con- 
tinue, whites will revive to a great extent. 
The weather for the past week has set a 
new high temperature mark for 1922 in 
Milwaukee, and is just the kind of 
weather the shoe merchants were “pull- 
ing” for about the middle of June. 

It is expected that the hot weather 
period, which is scheduled to last another 
week, will succeed in cutting off the early 
season sale of fall models which have been 
somewhat spirited in the few stores 
showing the newer lines. 


Men’s Business Dull 


Department stores, and managers of 
stores catering exclusively to the male 
trade, report that business for the past 
week has been very dull, in some instances 
barely equalling the volume business for 
a similiar period last year. The general 
tone of the men’s demand according to 
leading shoe merchants here is for a 
cheaper shoe than is being retailed at 
present. The feeling persists, however, 
that few houses will be able to make 
further price concessions, and that this 
attitude of the public will be overcome by 
necessity. 

The newer fall shoes for men, dis- 
tinguished by the finer effects and the 
almost total absence of the brogues and 
punched out models in extreme patterns, 
are being shown in many of the Grand 
avenue windows. These displays, at 
first neglected, are gradually beginning to 
receive more attention, as. the abrupt 
style change becomes more prominent, 
and more widely discussed among the 
men. 

Industries Show Labor Increase 


R. E. Wright, manager of the Commer- 
cial Service department of the First 
Wisconsin National Bank of Milwaukee, 
who makes a monthly survey of the 
employment and general industrial and 
commercial conditions in Milwaukee and 
Wis: onsin, has issued a very optimistic 
report for the past month, which has just 
been released. 

Atl of the varied industries of Milwaukee 
coun'y, with but three exceptions, showed 
increases in employment. According to 
Mr. Wright, “the larger shoe companies, 


without exceptions, increased the number 


of their employees.” He further states 
that “three of the shoe firms are working 
at full capacity. Orders for fall are in 
satisfactory volume. Two leading hosiery 
firms of Milwaukee substantially in- 
creased their working force during the 
past month. Leather was a prominent 
gainer.” 


Wife of Leather Man Dies 


Mrs. Erwin Steckel, 38 years old, wife 
of Erwin Steckel, superintendent of the 
Pfister & Vogel Leather Co., died at her 
home, 747 Hacker avenue, Milwaukee. 
Mrs. Steckel was a graduate of Holy 
Angels Academy, and the Milwaukee 
Normal school. Three children, her 
husband, six brothers and two sisters 
survive her. 


Marathon Shoe Company 
Busy 


Much success with their Pied Piper and 
New Dawn shoes is reported by the 
Marathon Shoe Co., of Wausau, Wis. The 
Pied Piper line, confined exclusively to 
children, has been particularly successful, 
according to officers of the company. 
About 1,500 pairs of shoes are being 
turned out daily in the two factories of 
the company at Wausau. The Marathon 
Shoe Co. was organized in 1914 with a 
capital of $35,000. It has been in con- 
tinuous operation since that period. The 
present capital of the company is $750,000. 
Officers of the company aré: C. Dodge, 
president; W. E. Dodge, vice-president; 
S. J. Pentler, secretary and general 
manager; C. G. Krueger, treasurer. 


Gimbel Plans Repair 
Department 


A shoe repair department is being 
planned for the new $2,000,000 addition 
to the Gimbel Bros. department store 
in Milwaukee, according to a recent 
announcement. Repair work at present 
is done in two shops rented by the store 
for that purpose, and employing about 12 
men. Two hour service is givén customers 
of the store, on shoe repair work. The 
new addition, which will contain a shoe 
repair department equipped with all of 
the latest machinery, will not be ready 
for use before late next year. 


Cruse Returns from 
Convention 
William P. Cruse, salesmanager of the 
Mason Shoe Manufacturing Co., of 
Chippewa Falls, Wis., has returned from 
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Atlantic City, where he attended the- 
annual convention of the Knights of 
Columbus. Mr. Cruse was one of 10 
delegates from Wisconsin. In addition to 
attending the convention, Mr. Cruse 
spent some time on business in the east. 


Milwaukee Assessed Valua- 
tion Drops 


A loss of $3,153,009 in the assessed 
valuation of Milwaukee property in com- 
parison with last year, is shown by tenta- 
tive figures issued by Louis D. Arnold, 
tax commissioner. ‘The loss is attribut- 
able to two causes,” said Mr. Arnold. 
“Because of the business depression 
merchants and manufacturers have per- 
mitted their stocks to run down, while 
values have also declined, causing a loss of 
$11,422,090 on this class of property.” 
This is the first time for many years that 
the assessed valuation of Milwaukee has 
shown a decrease from the preceding year. 


New Shoe Shop Opens 


The Broadway Shoe Shop, De Pere, Wis. 
is the name of a new combined shoe store 
and repair shop, opened in the Wilcox 
building in that city. L. A. Zeugner is the 
owner and manager of the store, which 
will handle a complete line of footwear. 


I. C. C. Helps Western 
Manufacturers 


Authority to increase rail and water 
rates on leather boots and shoes two cents 
a hundred pounds and reduce those on 
rubber footwear 29.5 cents on less than 
carload quantities and 16.5 cents on 
carload quantities has been given the 
Merchants & Miners Transportation Co., 
for application on its lines from Boston 
and Providence to Richmond, South 
Richmond, and Petersburg, Va., by the 
Interstate Commerce Commission, ac- 
cording to word reaching Milwaukee, from 
Washington. This authorization, accord- 
ing to reliable sources here, will make the 
rates on all kinds of footwear the same. 
Practically the whole boot and shoe 
industry of New England protested the 
increase, according to the report, as it is 
felt in that section that western manu- 
facturers will be enabled to get into the 
southeast territory on more favorable 
terms. 


Appleton Merchants 
Careless? 


One of the sidelights. of the recent 
convention of the Wisconsin Shoe Re- 
tailers Association held at Appleton, was 
the observation made by visiting shoe- 
men on the habit of business men on 
College Avenue to leave the doors of their 
establishment open, as if inviting rob- 
bery. The visiting shoe men were sur- 
prised to notice how calmly the Appleton 
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business men viewed the prospect of 
someone burglarizing their place of 
business. The carelessness is apparently 
engendered by the almost utter freedom 
of Appleton from robberies of any kind 
the past two or three years. 


Menzies Opens Southwest 
Branch 


Plans for the opening of a new branch 
distributing point at Dallas Texas, about 
September 1, with W. T. Jackson of that 
city as manager, were announced by 
G. P. Utley, vice president of the Menzies 
Shoe Mfg. Co., of Fond du Lac. The new 
branch will give Menzies distributing 
points in the northwestern, southwestern, 
and eastern parts of the United States. 


What To Do Before Dying 


A large daily newspaper in Milwaukee, 
has been asking prominent business and 
professional men of the city to answer the 
question, “How would you use your last 
day on earth?” The answer of the 
business or professional man, accompanied 
by his picture is run in the paper in a 
special space reserved for the query. 
Norman L. Olson, owner of the Milwaukee 
Parlor Shoe Shop, one of the most un- 
usual retail shoe stores in the United 
States, answers the question in a recent 
issue of the paper. “The last twenty-four 
on earth, would be the same to me as the 
twenty-four hours of the ordinary day,”’ 
said Mr. Olson, “except that I would 
spend my time with those dear to me, and 
in arranging my affairs.” 


Foreign Trade Expert Visitor 

John A. Fowler, trade commissioner 
representing the department of commerce, 
with his assistants Edwin B. George, and 
Osborn S. Watson, visited manufacturers 
and business men of Milwaukee on his 


way to the Philippines. He conferred 
with heads of industries which might 
be capable of developing their foreign 
trade in the Philippines, French Indo- 
China, Siam, The Dutch East Indies, and 
the British Malays. 

Mr. Fowler, who is to be in charge of the 
Manila office of the department of 
commerce, will seek information in the 
American cities between Milwaukee and 
the Pacific coast, in order to help them in 
their foreign trade extension plans. Mr. 
Fowler and his assistants were guests at 
a luncheon given for them at the Athletic 
club by the foreign trade committee of the 
Association of Commerce. 


Articles of Incorporation 
Amended 
The Weyenberg Shoe Mfg. Co., of 
_ Milwaukee has filed an ammendment 
with the secretary of state at Madison, 
changing their stock to $2,250,000 pre- 
ferred; $100,000 common, no par. 


CHICAGO 


Business Conditions Encouraging 


Fall Displays Attracting Attention—Cool Weather Needed 
to Increase Sales—Preparing for Profits 
from School Opening 


ETAIL trade has been good the past 
week, the hot weather creating a 
vigorous demand for all kinds of season- 
able merchandise. Out-of-town visitors, 
owing to the vacation season, have been 
numerous and this has contributed in no 
small degree to keeping up sales. 

Distribution of shoes and hosiery, es- 
pecially in the fancy grades, has been bet- 
ter than the average. 

Collections are satisfactory, although 
not as good as the previous week. How- 
ever, several large wholesale houses re- 
ported an improvement over the same 
week a year ago. While fewer buyers 
have been in the market wholesale orders 
have been fair in volume. 

Building continues to go ahead on a 
large scale and the vast number of men 
employed by the various building trades 
creates a steady buying power. 

Steel mill output has been cut in some 
instances fifty to sixty per cent, due to the 
scarcity of coal. If the resumption of 
mining which is in prospect becomes a 
fact, the only real handicap will be the 
railroad strike and just as soon as this is 
adjusted: it is believed that underlying 
conditions are most favorable to increased 
activity. 


Hot Spell Sells White 
Footwear 


Four or five days of extremely warm 
weather changed the minds of a gréat 
many people who had thought they could 
get through the summer season with shoes 
already purchased. In consequence, there 
has been a noticeable increase in the sale 
of white footwear, as well as sports shoes 
and lighter types of footwear; the princi- 
pal difficulty being in having the right 
sizes. An earlier cool spell had caused a 
decided slump in white sales but the un- 
expected heat wave produced many calls 
for this class of footwear and helped to 
clear the retail merchant’s shelves of 
desirable summer styles. 


New Fall Models Attractive 


While the unusually warm weather 
served to clear the shelves of white and 
similar footwear it at the same time pro- 
duced a lack of interest on the part of con- 
sumers in the buying of early fall models. 
Some of these, however, are so very at- 
tractive that even hot weather cannot 
keep them for long in the stores of the 
retail merchants. A ber of stores 
have extensive showings of early fall 





models, so attractive that one simply can- 
not pass them by. 

There is a decided predominance of 
Colonial tongue effects. These are shown 
principally in patents, satins and combi- 
nations. While patents and satins make 
up the bul& of these fancy slippers, there 
are some in dull fine kid and several stores 
are featuring models of gray ooze with a 
fancy tongue effect, as well as the same 
style in combination of beige ooze with 
patent vamp. 


Many Buckles and Ornaments 


There is a very noticeable use of large 
fancy buckles on the tongue types of slip- 
pers, some square, some oval and some 
round. A great many carry a large 
rosette of satin or ribbon with buckles in 
the center, some of them being most 
elaborate and requiring a very trim foot 
and ankle to set off well. Cut steel seems 
to be most favored for buckles and orna- 
ments. This type of shoe invariably 
carries the high slender type of heel 


In Brown Satin with Fancy Tongue 

One particularly pretty model was of 
all brown satin with fancy tongue and 
small cross strap heavily beaded in small 
bronze beads. A shoe with beige ooze 
quarter and heel, with patent vamp and 
tongue had rows of beige stitching around 
the fancy fluer-de-lis shaped patent 
tongue. 

One Store Features Patent Tongues 

Another store is featuring an all patent 
tongue model with the vamp and tongue 
cut into one, giving a very slim, graceful 
appearance to the foot. For trimming, 
this slipper has small elongated diamond- 
shaped pieces running from the toe to the 
top of the tongue which is most effective 
and still does not mar the simplicity of the 
shoe. 

There are many all patent models as 
well as very dainty slippers of all satin. 
Here and there one sees a plain satin vamp 
with brocaded quarter. 


Strap Effects Popular - 

Strap effects, similar to those worn this 
summer, continue in popularity and many 
delightful effects are shown in patent, 
satin and combinations. The strap effects 
also show a tendency toward the higher 
heels, although some of the simpler pat- 
terns carry the walking height heels. 

There is a certain feminine daintiness 
in the fall footwear that will make it very 
easy to sell that “extra pair” to swell the 
day’s volume of sales. 
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Call for Men’s Shoes Light 


Whether it is due to the extremely 
warm weather or because the men haven't 
got to thinking about their fall needs, it is 
a fact that the men’s business the past 
week has been light. 
some instances has not equalled those of 
last year for the same period. Among 
these sales, however, there has been a 
noticeable inquiry for high shoes and it is 
thought later a demand for high shoes will 
develop as the cooler days arrive. The 
younger men of course will stick to the 
low shoes even through the severe cold 
days but there seems to be a tendency 


Volume of sales in 
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among the older, more conservative men, - 


back to higher shoes. 


A Bid for School Trade 


A number of stores are stressing the 
approach of the opening of the school 
year, both in their advertising and in 
special displays. Because of this effort 
they report increased volume of sales to 
the younger people who are getting in 
readiness for school days. Most of these 
sales comprise the sturdier serviceable 
type of footwear and will no doubt result 
in the sale of a dressier pair a little later 
after the present school needs have been 
taken care of. 





INDIANAPOLIS 


Buyers’ Week—August 28 to September 1 


Wholesale Concerns Entertaining Middle Western Merchants 
—Including Shoe and Hosiery Men—Retail 
‘House Cleaning’ Continues 


OCAL retail shoe merchants have 
been directing their efforts for the 
last two weeks or more toward a general 
house cleaning of all odds and énds, left- 
overs and undesirable merchandise and 
as a result what business there is has been 
confined almost entirely to those lines. 
Reports from the stores indicate that the 
merchants as a rule are getting fairly 
well cleaned up on their marked-downs 
and “specials”, although there are some 
who say they are having some difficulty 
in interesting people in the summer clean- 
up sales. 
Although a number of the downtown 
shoe stores are devoting part of the win- 
dow display space to the bright and at- 
tractive new fall models, none of the 
merchants have started to push the sale 
of fall footwear through their newspaper 
advertisements. All feel that there is 
every indication for a big fall business 
but they are not in any great hurry about 
getting it started. The main thing with 
the merchants at this time is to clean 
up their stocks so that they will not 
have to carry over any great amount of 
summer stuff. 


‘all and Winter Fashions Shown 


all and winter fashions in most every- 
thing from carpet tacks to flappers’ shoes 
and half hose are to be exhibited to be- 
tween 4000 and 5000 retail merchants of 
the Middle West who have been invited 
to »e guests of twenty-eight large whole- 
saly concerns in Indianapolis during 
“Buyers Week,” which will be observed 
from August 28 to September 1. The 
affair is being arranged by the whole- 
sale concerns in co-operation with the 
Wholesale division of the Indianapolis 
Chember of Commerce. 


Guests From Eleven States 

The guests will come from eleven states, 
in what is described as a wholesale radius 
about the city. These men have been 
invited to participate in the benefits that 
will be afforded by the opportunity of 
establishing a close business relationship 
with Indianapolis wholesalers who are 
mapping out a special program of business 
and pleasure for the occasion. The pro- 
grami calls for festive gatherings and for 
a display of merchandise with an esti- 
mated value of $135,000,000. Merchan- 
dising events, featuring reduced prices, 
and refund of round-trip car fare for all 
registered buyers will feature the busi- 
ness program. One evening will be de- 
voted to a big meeting to be addressed by 
a speaker of national repute. 


A Well Advertised Event 

In order to insure success for the week, 
as planned, the wholesalers of the city 
have extended special invitations to all 
the retail business men in the whole- 
sale area about the city and have followed 
these up with invitations in person, ex- 
tended by more than 500 salesmen that 
cover the territory from Indianapolis 
as the central point of radiation. In ad- 
dition, flaring posters telling of the ad- 
vantages of buying in Indianapolis whole- 
sale markets have been sent out under 
the direction of Earl L. Ferguson, secre- 
tary of the wholesalt trade division of the 
Chamber of Commerce. 


A Fort Wayne Business 
Incorporates 
Articles of incorporation for the B. & 
B. shoe store at Fort Wayne were filed 
ifew days ago in the office of the Allen 
county recorder. The concern, which 


87 


is capitalized at $10,000, will engage in 
the wholesale and retail shoe business. 
The officers are Henry A. Zeller, president; 
A. A. Zeller, secretary-treasurer, and Ida 
Meyers, vice-president. 


Evansville Merchant Back 
from Buying Trip 

Walter Egli, who has charge of the 
shoe department in the H. E. Bacon 
Company's store at Evansville, has re- 
turned from a buying trip through the 
East. Mr. Egli stopped at Chicago, 
Philadelphia, New York and Boston and 
bought a complete line of fall shoes for 
men, women and children. He says that 
he expects a considerable increase in fall 
business after the store’s attractive new 
front is completed. 


Davis Talks Style and 
Conditions 


Elmer B. Davis, in charge of the shoe 
department at the L. S. Ayres store, who 
has just returned from the Boston Shoe 
Style Show and a trip through the East- 
ern markets, predicts that black satin 
and patent leather low shoes, in the 
strap effects are going to be the leaders 
in the early fall business. Mr. Davis says 
that while the trend in some cities is 
reported to be toward the Colonial types, 
he has not yet had any reason to believe 
that such a condition will prevail in 
Indianapolis. “Of course,” he added, 
“it is just a little early to make any defi- 
nite assertions along that line.” 


‘ “Price No Object’ 


Mr. Davis says that while the July 
business was ahead of July last year and 
business so far this month is running 
ahead of August last year, he has found 
it rather difficult to get customers inter- 
ested in the summer clearance sales. He 
finds, he says, that if the merchant has 
what. the customer is seeking, price is no 
object. The majority of the calls, he 
says, are for high grade shoes. The 
biggest disappointment to Mr. Davis was 
the lack of demand for two-tones. The 
call for these started out briskly early in 
the Spring, he said, but soon gave way 
to whites. 


Ayres Has Big White Season 


The white -season at the L. S. Ayres 
store has been the biggest the store has 
ever experienced since Mr. Davis has been 
in charge of the shoe department. Four- 
teen distinct lines in white kid low shoes 
were carried at the beginning of the 
season and all of these were disposed of, 
including later duplications in some of the 
lines. “We thought at first we were going 
to be stung,” said Mr. Davis, “but we 
found out later we did not have enough 
to supply the demand. It was without a 
doubt the greatest white season we have 
ever had.” 
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ST. LOUIS 


Summer Lull Continues 


Little Change Expected Until Fall Activity Starts—Satins 
Biggest Bet at Present 


ITH the warmest weather of the 
summer prevailing, the retail shoe 
business showed no signs of revival from 
the slump it has been experiencing during 
the past five or six weeks. The buying 
public has showed little or no inclination 
during the past fortnight to make foot- 
wear purchases, despite the fact that good 
merchandise is available at exceptionally 
reduced prices. The shoes that are being 
disposed of at present are for the most 
part those that are being forced out at 
sacrifice prices, due to the risk in carry- 
ing them: another season. 


A Good “Clean Up” 


The manager of one of Olive Street's 
best stores, stated that never before had 
that particular store cleaned up its stock 
as well as it did during the past six weeks 
of its sale. The windows of this store 
were still offering a few odds and ends of 
whites that were expected to be bought 
before the advance fall footwear was dis- 
played. This store was among those 
that held up its volume for July and 
August with last years level. This is an 
accomplishment worthy of note especially 
during the present slump which has 
affected the sales column in a good many 
stores. 


Merchants Rejoice at 
Saturday Closings 


Saturday of this week ends the all-day 
closing policy which has been conducted 
by all of the retail department stores and 
a few of the women’s ready-to-wear 
shops. Just what the effect of this all 
day Saturday closing has been in dollars 
and cents to the shoe merchants of the 
down-town stores, cannot be estimated 
but from reports gathered from the vari- 
ous managers and proprietors it can 
be easily stated that the receipts of the 
biggest day in the week were off from 
50 to 60 per cent on that day, therefore, 
there is reason why retail shoe merchants 
look forward to the coming week with 
enthusiasm. This week will also end the 
Saturday noon-day closing of a few shoe 
stores and also the three o'clock closing. 
Saturdays for the last five weeks have 
certainly been disastrous for the retail 
shoe merchants. A canvas of the “shoe 
belt”’ on any of the above mentioned days 
would find the stores practically empty. 
Stores that usually have from 40 to 50 
people being fitted were probably waiting 
on five or ten and this condition prevailed 
in the majority of stores. Whatever the 
down-town stores suffered the out-lying 


neighborhood stores profited by, as it 
threw the majority of shoe buying into 
the neighborhood stores. Saturday after- 
noon and nights found these stores 
crowded and the down-town men believe 
that this business was created by the 
Saturday closing of the department 
stores. 


Satin Shoes Dominate 


The demand for satin which continues 
to be the dominant style in the call en- 
joyed the greatest prestige during the 
past week. No style has received like 
attention in a good many days and pre- 
dictions, if they hold true, are that there 
will be still greater tendency for this 
type of footwear. There is now being 
shown some new patterns which lean 
toward the tongue effects. One pattern 
shown was a one-strap which slipped 
through the back of the tongue and held 
it close to the instep. Contrasted stitch- 
ing was worked on the tongue and around 
the collar. There was a noticeable effect 
to get away from the cut down to the 
sole idea which was so strong during the 
summer. This line is being raised on 
practically all of the patterns shown for 
early fall. 


Rand Returns from Europe 


Frank Rand, president of the Inter- 
national Shoe Company has just returned 
from a six weeks tour of Europe. Jackson 
Johnson, chairman of the board of direc- 
tors of the same company, who left with 
Mr. Rand is expected to remain until 
some time in September. 


Boyd-Welsh Shoes in London 
Fashion Parade 


Word has just been received from 
Babers, London, England, by the Boyd- 
Welsh Shoe Company that their shoes 
displayed by Babers in the London 
Fashion Parade, were much admired, 
both for their design as well as their 
fitting qualities. According to the letter, 
silver brocade will be the rage for the 
season in London, as the Court has an- 
nounced that it will be a silver season. 
Additional orders were placed by Babers 
after the first shipment was received 
which arrived in excellent condition. 


House Organ Uses 
Recorder Story 


The August issue of the “Shoe Horn,” 
house organ of the Swope Shoe Company, 
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devotes three of its four pages to an 
article that appeared in the Boot and Shoe 
Recorder, entitled ““What Kind of a Sales- 
man are You,” written by the western 
editor, E. C. Logan. 


Missouri Retail Merchants 
to Meet in February 


Paul Allen Ebbs, secretary of the Mis- 
souri State Shoe Retailers’ Association, 
called an informal meeting of men promi- 
nent in St. Louis retail shoe circles Wed- 
nesday, August 16, at the Missouri 
Athletic Club, for the purpose of deter- 
mining the best dates for the State con- 
vention to be held in St. Louis. It was 
decided to hold the convention at the 
same time the Missouri State Clothiers’ 
convention is held, which is the first 
week in February. The dates have been 
forwarded to President Mullen of Moberly 
for approval. 


Round Table Luncheon 
Meeting 


A number of the down town retail shoe 
merchants have formed a round table 
luncheon meeting, which will be held 
every Wednesday at the Missouri Athletic 
Club at 12.30. There are no officers and 
there are no obligations attached to 
membership in the organization, its pur- 
pose is purely good fellowship. The name 
to be given the gathering will be called 
the Wednesday Club. 


Lutz Visits Chicago 


A. W. Lutz, general manager of the 
Walk-Over stores in St. Louis, made a 
flying trip to Chicago to place orders for 


more fall footwear. An exclusive pattern 
being shown in the Walk-Over stores is a 
satin tongue, one strap with contrasted 
stitching. 


Vogue to Increase Capacity 


Alterations are being completed in the 
Vogue Boot Shop which will increase its 
shoe capacity about 1500 pairs. In addi- 
tion to this 15 additional fitting chairs 
will be added to the store. The service 
department has been moved to the 
extreme rear of the store and the space 
formerly occupied by the hosiery depart- 
ment has been reduced to make room 
for the enlarged shoe department. New 
lighting fixtures are being installed as 
well as new carpets. The shelving and 
store fixtures will all be redecorated and 
when this has been compléted it was 
declared that the store would be one of 
the finest in the down town district. A 
reception room in the rear will be main- 
tained for the ladies. The store specializes 
in short vamp shoes and enjoys much 
prestige in this particular field. 
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Fred Mann Tells ““How 
He Did It” 


Fred Mann, one of the most widely 
known merchants in the country, in his 
address before the Advertising Club of 
St. Louis, Friday, August 18, told how 
he had built an annual, business _ of 
$500,000 in Devils Lake, N. D., where he 
conducts a general store and the town 
has a population of only 5200 people. 

Mann told over 200 members of the 
club how he started to build his tremen- 
dous business when a newspaper advertis- 
ing man persuaded him to take a two- 
inch double column ad. 

“The first year,’ he said, “‘one assistant 
and myself sold $23,000 worth of greceries. 
Everybody said I would go broke because 
I was advertising, but I didn’t.” 

“In 1907 they again told me I would 
go broke, when I built a new store, five 
stories high, with all modern fixtures. 
Last year my grocery business alone in 
that store was over $250,000.” 

“Continual effort and continuous ad- 
vertising is all that built my business.” 


Stresses Importance of Newspaper Ads 


“I always like to tell about the town 
whose retail merchants got together and 


decided to do no more newspaper adver- 
tising. This happened up in a town in 
Northern Minnesota. 

“Once I was telling this story to an 
interested group in a railroad Pullman, 
and after I was through and they had 
left, another man who had been quietly 
listening came over and shook my hand. 
He said: “You know, Mr. Mann, why I 
was interested. I am with a New York 
mail order house. When we heard that 
these stores had quit advertising, we 
shipped three carloads of catalogues in 
that territory and the next year did 
$240,000 worth of mail order ready-to- 
wear business.” This shows how the 
non-advertising policy of these stores 
resulted. 


Explains “Continued Advertising” 


In his talk, Mann showed what he 
meant by continued advertising. He 
exhibited various types of material which 
he is using in his business including much 
of the same kind of advertising in use 
among the mail order houses themselves. 
His chief mission in speaking throughout 
the country, he said, was to show retail 
merchants how they could do business 
more efficiently. 
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Clearance Sales and Fall Offerings 


New Lines Shown Resemble Last Season’s—Patent Leathers 
Lead with Satins a Close Second 


LEARANCEsales with their price re- 

ductions are not always producers of 
good business, as one manager's experi- 
ence indicates. He said: “It is the policy 
of the firm to run a “20% off sale” twice a 
year. This season we had three weeks of 
it. We sold everything at that discount, 
and sold some of our best numbers— 
but at a loss. Since the sale has been ter- 
minated we have done more business than 
while the discount was on. At the close 
of the sale I went through the stock and 
re-marked a number of short lines to a 
lower price—and we’ ve sold more of these 
than we did during the sale. A general 
reduction sale is not profitable.” 


“Something New’? Booms Trade 


It is also noticeable that some stores 
do not find a semi-annual sale of as much 
value, as formerly, in getting rid of short 
lines. If something new is included, the 
sales boom on those lines, but the lines 
that should be cleared are found still 
sticking round. A merchant in a men’s 
store probably has the right slant on 
the situation. He said: “When everyone 
is offering reductions the customer just 
slives around until he finds what he 
wants. A lot of time and money is wasted 
in trying to stimulate business when a 


fairly large share of it would come with- 
out the extra cost. Our plan has been to 
obviate the necessity of having sales dur- 
ing the last few years. We pay particular 
attention to getting rid of the last few pairs 
of every lot. We can do less business and 
make more money by doing that.” 


Straps and Colonials Are Shown 


Among the new fall shoes being shown 
at this early date are many so closely 
resembling those of the past season that 
it is not possible to pick out the small 
changes that have been made in them. 
Patent leathers lead with satins a close 
second in these early showings. One 
strap, cross straps, Grecian center straps, 
tongue straps and Colonials are al shown 
while there is a small sprinkling of oxfords 
for those who will not wear straps. 


Russian Boots Increase 


Russian boots are being shown in larger 
numbers than last spring, but whether 
there will be a general taking up of the 
style many doubt. Some of the more ex- 
treme styles have been purchased in 
sampling lots so as to avoid loss if they 
fall dead, but giving the store the chance 
to try out the style, re-orders to take care 
of the sales should any of them go big. 


BOOT AND SHOE RECORDER 89 


Brocaded satins are being shown in 
larger numbers and will probably have 
considerable vogue. Some of these have 
patent leather trimmings. 

Men’s Plain Toe Oxfords 

In mén’s lines there appears to be an 
increase in the sale of plain toe oxfords. 
At Fyfe’s there has been a run on a 
creased vamp plain oxford in black and 
dark brown. In fact, the sale has been so 
encouraging that the same last and style 
has been purchased in light tan and in 
patent leather. Here there is a noticeable 
demand for lighter tans, one of tbe sales- 
men on the floor giving as his opinion 
that light tans will have a vogue in the 
coming spring, if it does not take promi- 
nance during the season now opening. 


For the “Flipper” 

At Burns’ a plain toe gored oxford is 
selling in both patent leather and gun- 
metal. This style is being featured for the 
benefit of the flipper class of young men 
who go in for extremes in dress. Two 
of this class were buying the line just 
indicated when the scribe happened in. 
They were dressed in extreme style, the 
trouser bottoms being in extreme bell 
shape, opened on tbe outside with four 
buttons along the opening. 

The manager said that he was encourag- 
ing this class of trade because it allowed 
him to make a quick turnover of his 
stock and multiply sales. 


Fall Windows Pleasing 


Among the early fall window displays 
of shoes in the down town section, several 
were of preeminent attractiveness. At 
Kline’s the shoe display was particularly 
noticeable because of the use of a secre- 
tary and chair of walnut as fixture ac- 
cessories. Two small Oriental rugs were 
also used on the floor of the display. At 
Fyfe’s the windows have been given a 
fall trim by the introduction of a number 
of very handsome floral decorations, pur- 
chased for this purpose by R. T. Kann, 
the display manager, while at the Chi- 
cago Display Convention. New panel 
backgrounds have been installed at Lus- 
comb’s, black and orange predominating 
in the floral design, which are striking 
in appearance. 


Detroit News Briefs 


Newcomb-Endicott Co., has added a 
boy’s shoe department on the third floor, 
in connection with their women’s shoe 
department. 

Manager T. B. Jefferies, Crowley-Mil- 
ner Co., “sprung’’ a sale of 16,008 pairs 
of shoes on the public just five days be- 
fore the semi-annual Lockhart Mill-End 
Sale. Trust “T. B.”’ to be ahead of the 
game. 

The Emerson stores will show correc- 
tive footwear this season, a moulded insole 
shoe being added to their lines. 
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LOS ANGELES 


Sale Season Drawing to a Close 


Many Tempting Bargains—Few New Shoes Being Shown— 
Openings to Take Place on and After September 1 


N a last endeavor to close out the 

remaining stocks of summer shoes 
every shoe store in town is placarded with 
sale signs and reduction-in-price tickets. 
Sales were not put on until rather late in 
the season and it is only within the past 
two or three weeks that they have be- 
come so general and all-embracing in 
scope. The usual procedure seems to be to 
have the sale shoes occupy the limelight 
in the front of the display window, and 
away back in the background are incon- 
spicuously tucked away a few pairs of 
the newer shoes. The eye of the shopper 
is caught by the tempting bargains and 
once inside she will probably be inter- 
ested in both offerings. The new shoes 
are merely a bait, they are shown so 
sparingly. 

White Shoes Still Selling 


The shoe merchants seem to be of 
one accord in waiting until September 1 
to make a showing of the new shoes. Al- 
though the patterns are practically the 
same that have been shown all season, 
there are new notes that proclaim later 
styles. The buying public is still inter- 
ested in summer shoes, as the warm 
weather makes the lighter weight cloth- 
ing very aftractive and comfortable, and 
white shoes are still receiving a good many 
calls. 

Gude’s Sale Bringing in 

Customers 


Gude’s reported one day recently a 
busy day with his store, practically every 
woman in Los Angeles was in this store 
(so it seemed). Nearly every woman 
bought shoes or hose, either sale or new 
merchandise. Business is keeping up 
wonderfully along Broadway, notwith- 
standing the closing of the stores on Sat- 
urday at noon, and so many people at the 
beaches. 


Higher Heels Here 


The prominent note in the fail showings 
of wearing apparel is black; therefore, 
it is easy to assume that black satin, 
patent and kid leathers will continue their 
unabated popularity. Those buyers who 
have recently returned from the East 
state that they have made purchases 
principally along these lines. The heel 
height is the principal change in the local 
situation. Higher heels are the rule on 
the new shoes. The side cut is gradually 
disappearing and the modified Colonial- 
strap effect is becoming more evident. 
A few brown leathers are being shown, 





chiefly in combination effects, and also 
a few bronze combinations, but black is 
by far the best bet at this time. 


Cossack Boots for Children 


Cossack boots were bought but only as 
a novelty, as it is not anticipated there 
will be any real demand for them. They 
promise to be more popular in the chil- 
dren’s section, although one store re- 
ports that the “chickens” show consider- 
able interest in them. It requires a long 
skirt to make them appear well and the 
long skirt has not yet become very gen- 
eral in this section. 


Business Brisk at Baker Stores 


C. H. Baker’s report business very brisk 
at their various stores. The new store 
in Portland has started off well, although 
conditions farther north are not so favor- 
able as in Los Angeles. 


Hollander & Funke Opens 


Hollander & Funke have opened a shoe 
store in the basement of Meyer Siegel’s 





store, where they carry a good line of 
ladies’ and children’s shoes. This is the 
first time Meyer Siegel’s has had a shoe 
store in connection with its store. The 
shoe department is nicely fitted up, taste- 
fully arranged. They will also open a shop 
in a new department store now going 
up in Hollywood. 


A New Star Shoe Store 


A new Star Shoe Store has opened on 
Broadway, upstairs over the Moss Glove 
and Hosiery shop. It is managed by T. R. 
Emerson, and is the third of the Star 
string of shoe stores in Los Angeles. 

Mudgett’s Opens Shop in 

Glendale 


Mudgett’s has opened a branch shoe 
shop in Glendale, in a little court of stores 
at the corner of Broadway and Brand 
Boulevard. The same type of custom 
made shoes that has made his shop in 
Los Angeles familiar to the high class 
trade is carried in the new shop. These 
shoes are built on the modified French 
last. Mr. Mudgett also carries a select 
assortment of sport models. When called 
upon by the writer he had just taken an 
order from Norma Talmadge for 19 pairs 
of shoes to be made up in various pat- 
terns. He has had a great success with 
the Monte Carlo boot made up in several 
different combinations. 





DES MOINES 


With Fall Styles Come Good Business 


End of Month Sees Selling of Large Volume of School Shoes 
—Riding Craze Hits City 


ITH virtually the entire stock of 

early fall goods in the hands of 
local shoe merchants, much advertising 
has been begun. A good response is al- 
ready being received with prospects of an 
excellent season ahead. 

The most noticeable factor in local buy- 
ing during the past week has- been the 
beginning of shoe buying for school chil- 
dren. As is usual at this time of the year 
with less than a week until the beginning 
of grade and high school, the selection of 
shoes is one of the most important in the 
general preparation. 

New Club Stimulates Business 


Perhaps the greatest social event of the 
year in the city which has proved of direct 
benefit to the shoe men has been the open- 
ing of the Wakonda Country Club and its 
stables. The Club is located on the 
southern outskirts of the city and has one 
of the best equipped stables on its grounds 
that may be found in the Middle West. 
A large number of riding boots of all 
leathers have been sold to members of the 


Club. The example of the Club members 
is spreading and riding is daily becoming 
more popular with the various social 
clubs in the city with many orders for 
riding boots being given to local retail 
merchants. Ong store in the city has sold 
fifty pairs within the past few months. 


Younker Buys Huddleston 
Stock 


Younker Brothers have purchased the 
entire stock of high grade shoes of the 
Huddleston Shoe Shop, 804 Walnut street. 
This store was formerly the LeFlora Shoe 
Shop and catered to a high grade clientele. 

Younker Brothers were given the first 
opportunity to bid on this stock and their 
price was accepted. A large extra space 
has been given over to the second- floor 
shoe section for this sale. It is the inten- 
tion of Younker Brothers to sell out the 
entire stock taken over along with another 
large purchase recently made. The stock 
has been placed on racks and tables for 
immediate sale. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


F. A. Huetter a Big Business Producer 


Veteran Wall, Streeter & Doyle Co. Salesman—Knows 
Shoes from A to Z 


. A. Huetter, who travels Michi- 
K gan and Ohio for Wall, Streeter 

& Doyle, motored last July from 
his home City, Detroit, for the special 
purpose of attending the big Boston Style 
Show. While in Boston, his headquarters 
were at the Wall, Streeter & Doyle Co.’s 
booth, where he explained this company’s 
new creations to many of his buyer friends 
who had “dropped in’’ to say “howdy” 
to Mr. Huetter—and best ofall, to place 
orders galore. In fact, not only Mr. 
Huetter, but all members of this firm were 
much pleased with the amount of busi- 
ness transacted at the Style Show. 


The Firm’s First Traveler 


Mr. Huetter is the oldest traveling 
man on the Wall, Streeter & Doyle Co. 
force; he became affiliated with them 
shortly after they started in business— 
some seven years ago. Prior to that he 
was in the retail shoe business in De- 
troit, Michigan, which he entered on his 
account in the spring of 1906. Shoe 
travelers covering that territory know 
well the big business house of Richards & 
Huetter Co. popularly known as the R. 
& H. Co. Mr. Huetter was the originator 
of this snappy trade name. 


A “Dyed in the Wool” Shoeman 


When one says “‘a thorough shoeman,”’ 
he has expressed himself correctly as to 
Mr. Huetter. For when he was only 
thirteen years old, he left school to sell 
saoes in a retail shoe store. This was in 
\acation time and it was with the pro- 
Viso that the youthful Huetter return to 
s-hool that his elders allowed him to 
t:ke his first job as a shoe store sales- 
1.an. When i came time to go back to 
s-hool, the young man entered upon a 
sries of strong debates as to why he 


should remain at work in the store, with 
the result that he came off victorious, 
and his shoe career had started in earnest. 


Detroit in 1887 
“That was thirty-five years ago,” said 
Mr. Huetter, “when Detroit was not the 
city that it is now. At that time, it had 
a population of from 150,000 to 200,000. 





F. A. HUETTER 


who travels Michigan and Ohio for 
Wall, Streeter § Doyle Co. 


Now its population is over 1,000,000. 
When I started in the shoe business, 
shoes were sold from twelve pair boxes, 
which were covered with green glazed 





N. S. T. A. Wins Inter- 
changeable Mileage 


And Frank B. King occupies the 
seat of honor in the ring as Presi- 
dent of the National Shoe Travel- 
ers’ Association, whose brilliant 
leaders led a united shoe trade on 
to victory. 











paper. There were no single cartons in 
those days; the change to single pair car- 
tons and other business reforms came into 
use shortly after my entry into business. 
In those days, the main streets in Detroit 
were of cobble stones, and horse cars 
reigned supreme. I remember when 
Henry Ford really got his start—it was 
over near where I once lived, and his 
first cars were built at that point. 


Early Poverty of Ford Questioned 


“All of this talk about Henry Ford 
having to be trusted for his Christmas 
Dinner and other tales of early poverty 
may be much questioned, for I have 
never heard of the family not having 
money. They were farmers and had - 
their farm just about ten miles outside 
of Detroit at Dearborn. His big plants 
are now at Dearborn and he owns practi- 
cally all the territory in and around the 
river where the big smelting works are, 
and where the Eagles were built during 
the war.” 

And Mr. Huetter knows whereof he 
speaks, because not only was he born in 
Detroit, but his father also—his grand- 
father coming there from Germany when 
Detroit had only nine brick houses. 


Men's Shoes With “Snap,”’ Best Sellers 

“But to return to 1922—and the shoe 
business,”” said Mr. Huetter. “It is the 
snappy things in men’s shoes that are 
going to sell this coming season, and 
these are the lines that the retail mer- 
chants should push—the staples will take 
care of themselves. Young men are today 
buying shoes almost in the same manner 
as the ladies are buying their footwear. 
Quite often, the merchant may hear the 
young man say, “Give me something 
different.” 


“Just a Little Different” 


“The live merchant is the man who 
buys a bunch of snappy oxfords and gets 
his manufacturer to make them just a 
little different from the style the other 
store has. I believe that blacks will sell 
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quite freely and oxfords will be stronger 
than ever. I was talking recently to a 
live Michigan retail merchant who told 
me that 75 % of the oxfords he is selling at 
this time are black—but I believe that his 
is perhaps an exceptional case; as I be- 
lieve the majority have not sold quite 
such a large percentage of black. I think 
that gable edges, rolled edges, silk fitted 
and plain toed oxfords, will be good—in 
fact, anything in the way of a snappy 
oxford. Anything that is new the mer- 
chant buys. I have sold more double 
decker shoes than usual this season, es- 
pecially to the high schools, and colleges 
where the students like automobiling and 
do a lot of driving. I believe that the 
retail stores will transact about 25% of 
their men’s business on oxfords and 75% 
on boots. 
Men Want Rubber Heels 

“Shoes are selling about 95% in rubber 
heels this season and up to the middle 
of July, I have sold hardly any shoes 
that did not have rubber heels; the only 
thing my trade did not buy with a rub- 
ber heel was a dancing pump. 


Fall Business ‘Looks Up Encouragingly 

“Business has been fine and promises 
to keep up the good work this fall. Ford’s 
plant is running to capacity. He made 
120,000 cars during the month of June. 
Every family in Detroit has some one of 
its members, and sometimes four or five 
of them at work in the Ford institution 
—in all about 50,000 men.” 


Norbert Huetter also a Traveler 

Mr. Huetter’s wife, and his son Nor- 
bert, a tall good-looking chap of twenty- 
one years, came on to Boston with Mr. 
Huetter. Norbert Huetter is also a shoe 
traveler and is just now assisting his 
father in his Western territory. Young 
Mr. Huetter has been selling shoes on 
the road for the past three months and 
**‘Dad” and the firm are much pleased with 
their new recruit. 

Father and Boys Like Outdoor Sports 

Mr. Huetter’s youngest son attends the 
University of Detroit. He is on his col- 
lege’s baseball team and his father tells 
with great pride about the beating which 
this team administered to Boston Col- 
lege last season, which was a wonderful 
victory, as it is the first time the Boston 
College team has been beaten by the 
Detroit boys for two or three years. Mr. 
Huetter has one daughter who is married 
and lives in Detroit. 

His younger boy’s love of outdoor 
sports is inherited, for the elder Huetter, 
who really looks more like a man of 38 
than of 48, is never happier than when 
attending a baseball game or “‘in the good 


, 


old Summer time” motoring on the Lake. 


Fond of Detroit 
Mr. Huetter is fond of Detroit and 
spends not only his spare time during the 
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winter there, but also his summers, which 
are enjoyed at St. Clair Heights, where 
he has a beautiful estate on the bay. And 
then there’s a motorboat—the “Agnes 
H.”—named in honor of Mr. Huetter’s 
wife. In this boat Mr. and Mrs. Huetter 
and their friends may often be found 
cruising around Belle Isle and the Lake. 

Mr. Huetter belongs to the Detroit K 
C. Council No. 305, containing 8100 
members, the largest Knights of Columbus 
Council in the world, who have an ex- 
ceptionally good club house. He enjoys 
immensely his trips to the East and is very 
fond of his friends in New Engtand also. 


“Tom” Daly Visits Boston 


On Friday morning, August 17, Thomas 
Daly, of Chicago, known to practically 
every shoe retail merchant in the great 





THOMAS DALY 
of Chicago, who covers the Middle West for 
Upham Bros’ Shoe Co. 


Middle West, “‘breezed’’ into the Re- 
corder office in his customary business- 
like manner, and announced that he 
had only a short while to spend in 
the Hub before taking the train to the 
big Western City, where he expected to 
arrive Saturday morning, in time to sell a 
good sized order on Upham Bros.’ Shoe 
Co.’s new creations for the fair sex. 

“What do you think you will sell?’ was 
asked of Mr. Daly. “Oh,” replied he— 
“*T shall sell some tongue pumps and some 
cross straps, and some of our snappy 
numbers.” 


Some Merchandising Suggestions 


Mr Daly has some very positive ideas 
on shoe merchandising and expresses them 
clearly and concisely—For instance— 

“The merchant must be king of his 
store.” “He must merchandise his own, 
individual lines, irrespective of the 
community.” “A man’s stock is only as 
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big as his memory.”’ “A shoe merchant 
should sell his salesmen on his lines.” 
“It is obvious,” continued Mr Daly, 
“that if a merchant can remember only 
five styles and forgets about the other 
five—no matter how long the other five 
have been with him, they will still stay 
with him. But if he has a good memory 
and will keep before him the whole style 
range, he will sell them all. 

“The shoe buyer’of today must use far 
greater insight than the buyer of yester- 
day. Everything moves more quickly 
today than of yore—travel moves more 
quickly—so does style.” 


A Talk on Style 


Mr. Daly believes that in addition to 
selling a woman a pair of straps, a mer- 
chant should also sell her this fall some of 
the tongue effects; he believes that 
patents, and patents in combination 
with ooze and contrasting heels will be 
good in 18-8 and 16-8 heights. “‘How 
about high shoes?”” was asked—‘*Well,” 
laughingly replied Mr. Daly— “high 
shoes will come back about the time that 
we may expect to see the saloons back. 
The average woman has now become 
educated to the convenience and trimness 
of low shoes, and she knows that with a 
pair of galoshes for wintry weather she is 
readily and stylishly shod.” 


When “Tom” Played Ball 


Thomas, or as his friends call him— 
“Tom” will be remembered some fifteen 
years ago as a. professional baseball 
player, where many a time he distinguish- 
ed himself as second baseman on the 
Notre Dame School Team of South Bend, 
ind. . After concentrating on baseball for 
about two years, he decided that he 
would try an even more active game by 
going on the road. He ‘consequently 
made arrangements with a Western 
house to,sell a line of men’s shoes, but 
Tom admits that he always liked the 
ladies, and therefore decided that he 
could in no way be of more service to them 
than by attending to the beautifying of 
their feet—he, therefore, quite a number 
of years ago joined the salesforce of 
Upham Bros. Shoe Co. and is as happy as 
the day is long in the thought that, as he 
expresses it—“‘I have the right line for 
my trade and conditions in the West are 
improving.” 

“Tom” looked the picture of health 
and well he might for he had just returned 
from a three weeks’ vacation spent at 
Christmas Cove, Squirrel Island, Maine, 
in company with C. A. Woodbine, a 
brother shoe traveler for Upham Bros. 
Shoe Co., and Mr. Woodbine’s family. 


Woodbine Off on Trip 
C. A. Woodbine covers New York, 
Philadelphia, Washington and other East 
ern points. * He started on his trip, 
Monday, August 21. 
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Interchangeable Mileage Bill Signed 


by President 


All Honor to the Brilliant Work of the N. S. T. A. and Its Clever Lieutenants Who Led 
a United Shoe Trade on to Victory 


"; N AUGUST 18, Senate Bill 848, 
authorizing the Interstate Com- 
merce Commission to issue books 

for Interchangeable Mileage, was signed 
by President Harding,” came the brief 
message ringing clearly and 
from the office of T. A. Delany, secre- 
tary of the National Shoe Retailers As- 
sociation. Almost at the same time came 
the press dispatch from the Recorder's 
special Washington representative who 
had been detailed to watch every phase 
of this legislation. Dispatch is printed 
on another page. 


concisely 


Just Cause for Rejoicing 
These two dispatches might be read by 
the uninitiated without a thrill, but to the 
members of the N. S. T. A., backed by 
a united shoe trade and the trade press, 
who have faithfully followed their leaders 


over the hills and valleys of this legis- 
lation’s battleground, there is now a feel- 
ing of righteous exultation that their long 
hours of planning, of watching, and of 
patient waiting have not been in vain. 

If the National Shoe Travelers’ As- 
sociation had never before accomplished, 
or if in the future it never accomplishes, 
one single action of merit, the winning 
of Interchangeable Mileage would be a 
sufficient cause for its existence. But, 
the boys have always been on the firing 
line in every battle into which they have 
been called, and always will be found, as 
they have in the past, alert to whatever 
is of benefit to the industry and to hu- 
manity. 


A Long Hard Fight 


This is one of the measures that shoe 
travelers in conjunction with the allied 


industries have been working on for many 
years. That this matter was successfully 
carried out is principa'ly due to the fact 
that the shoe industry as a unit was in 
support of this bill, and brought pres- 
sure to prove that manufacturers were as 
anxious and interested in the legislation 
as were the travelers. 


Trade Associations Helped 

The various trade associations, such 
as the National Shoe Manufacturers’ As- 
sociation, the National Shoe Wholesalers’ 
Association, the National Shoe Retailers’ 
Association, the Tanners’ Council, and a 
multiplicity of individual shoe manufac- 
turers have all worked in unison with 
the shoe travelers, that his be brought 
to a head. : 

The trade journals have been most 
generous in their support of this legis- 





President Harding signing the Interchangeable Mileage Bill introduced by Senater Walson of Indiana. This bill authorizes interchangeable mileage books for use 
wn used by the President in signing this Bill, is now in the possession of T. A. Delany, Secretary of the 


over the different railway systems. The pen herewith s 
N.S. T. A. 


The pen with which Speaker of the House Gillette signed the bill was also sent to Secretary Delany, who forwarded same to Frank B. King, the National 


President, in recognition of Mr. King’s splendid work and as the official head of the National Shoe Travelers’ Association through whose most commendable efforts 


Interchangeable Mileage has been given to the public. 
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lation. The Recorder, in the early stages 
of the campaign, sent its general manager 
to Washington to find out just what strong 
points to advance before Senators and 
Congressmen, and has been with the boys 
every minute, from start to finish, both 
with spoken and written word, in urging 
the passage of Senate Bill 848. 

Secretary Cnristian’s letter to Senator 
Lodge accompanying President Harding’s 
pen, which letter was forwarded by Sen- 
ator Lodge to Secretary Delany, read as 
follows: 








The White House 
Washington, 
August 18, 1922 


My Dear Senator Lodge: 

In compliance with your re- 
quest of July 20th, I have pleasure 
in sending you herewith one of the 
pens used by the President in ap- 
proving Senate Bill 848, entitled 
“An Act to amend section 22 of the 


Interstate Commerce Act, as 
amended,” The bill was signed 
today. 


Sincerely yours, 
(signed) Geo. B. Christian, Jr. 
Secretary to the President. 





JOSEPH P. BYRNE 


N. S. T. A. Chairman on Interchangeable 
Mileage Legislation 


and private conferences to further the 
passage of this bill. 
Much credit is also due to Joseph P. 


Byrne of the John Kelly Shoe Co., of 
Rochester, N. Y., who for the past two 
years has been chairman of the legisla- 
tive committee, and while in office and 
out of office has spent much valuable time 
toward influencing those in power to 
look favorably on interchangeable mile- 
age. 
Byrne’s Good Legislative Work 


Mr. Byrne has proved his legislative 
ability on many occasions, but no more so 











Hon. H. C. Lodge, 
United States Senate. 


Enclosure. 

















A Group of N. S. T. A. Leaders 


And now as to the clever and cool- 
headed leaders in the Interchangeable 
Mileage battle. Right at the head of the 
firing line was Frank B. King. president 
of the N. S. T. A, a large part of whose 
administration has been spent in public 





T. A. DELANY 
Secretary of N.S. T. A. A hard worker for 
Interchangeable Mileage and the custodian for 
the N.S. T. A. of President Harding's pen 
which signed House Bili 848 











The Cheery Washington Dispatch 
to The Boot and Shoe Recorder 

Washington, August 19—Presi- 
dent Harding signed interchange- 
able mileage book bill Friday morn- 
ing. The bill automatically became 
a law at that time, although some 
time must elapse before its effect 
is felt by commercial travelers who 
sponsored this legislation. The 
law provides for issuance of mile- 
age book and script coupons at just 
and reasonable rates to be deter- 
mined by Interstate Commerce 
Commission after investigation. 
Certain lines, particularly short, 
line railroads, are exempt from the 
operation of this law. The first 
step under new law will be for the 
commission to institute investiga- 
tion to determine what rates are 
reasonable and just. Undoubtedly 
travelers’ organizations and others 
who have backed this measure will 
press for immediate hearings. It 
is expected that hearings will be 
held next month and appropriate 
orders issued by the commission 
within a reasonable period. 

Government officials point out 
that a certain misunderstanding has 
developed in the passage of this 
legislation. The law as it stands 
does not provide for reduced rates, 
but leaves it entirely to the dis- 
cretion of the Interstate Commerce 
Commission. It is assumed, how- 
ever that the commission will make 
allowances for commercial travelers 
and others purchasing mileage 
books and script coupons—Mailed 
today, picture of Harding signing 
bill. (Signed) Daley—Recorder. 














Senator Lodge’s Letter to Secretary 
Delany 





Personal 
August 19, 1922 
My dear Mr: Delany: 

I enclose a letter which I have 
just received from Mr. Christian, 
secretary to the President, and am 
forwarding to you by this mail 
one of the pens used by the Presi- 
dent in signing the Interchangeable 
Mileage Bill. I was fortunate 
enough to be present when the 
President signed the measure. 

With kind regards, I am 
Very truly yours 
(signed) H. C. Lodge 


Thomas A. Delany, Esq., 
Secretary, The National Shoe 
Travelers’ Association, 
183 Essex St., Boston, Mass. 














than on this occasion. For this reason 
traveling men in general are heartily 
congratulating him. 

T. A. Delany, secretary of the N. S. 
T. A, was a general follower-up, and was 
instrumental in bringing the shoe industry 
to an unanimous support. Mr. Delany 





FRANK B. KING 


President of the. N. S.T. A. who gave valuable 
counsel to the securing of Interchangable 
Miliage 
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made a special trip to Washington right 
after the big N.S. T. A. meet at 
Philadelphia. He urged upon members 
of the House and Senate, with good 
effect, that the passing of this bill did 
not mean any class legislation but it would 
be understood that when the books were 
available, they would be issued for the 
benefit of all desirous of using the same. 


Proof of the N: S. T. A.’s Good Work 

As a proof that the N. S. T. A. were 
“the men behind the big guns,” of the 
Interchangeable Mileage fight, is the fact 
that the pen with which the President 
signed the bill, was handed to U. S. 
Senator Lodge, who sent it with his per- 
sonal regards to the secretary of the N.S. 
T. A., T. A. Delany, with the letters 
shown on the preceding page. 


Two Pens of Distinction 


The writer of this article has seen the 
pen received by Mr. Delany. This pen is 
to have a conspicuous place at the head- 
quarters of the N.S. T. A. The pen with 
which Speaker of the House Gillette 
signed the bill as it went through the 
House of Representative: was donated by 
Speaker Gillette to Congressman Geo. 
Holden Tinkham, who sent the same on 
to the secretary of the N. S. T. A. 

Mr. Delany, recognizing the work done 
by President Frank B. King, and as a per- 
sonal tribute to him for his good work, 
has forwarded to President King the pen 
with which the Speaker of the House, 
Congressman Gillette, signed the Inter- 
changeable Mileage Bill. 


Edmonds Salesmen and Their 
Territories 


The roster of the Edmonds Shoe Com- 
pany shoe travelers and territories covered 
are as follows: J. T. Alexander, Tennes- 
see; T. P. Arnoldy, North Dakota and 
northern Minnesota; Geo. C. Bachman, 
Northern Wisconsin; W. D. Britt, Ala- 
bama and Georgia; A. R. Bowdre, Vir- 
ginia; J. M. Broaddus, Ohio; C. L. Carter, 
Arkansas; Jos. Cwiak, Chicago with Six 
Counties; E. H. Dailey, Southern Cali- 
fornia; George C. Douglas, Michigan, 
excepting City of Detroit; M. E. Douglas 
Indiana; H. E. Edwards, Colorado,Ari- 
zona and New Mexico; Frank P. Eyer, 
New Jersey with New York Counties; 
F. L. Fitzpatrick, Philadelphia and Seven 
Counties; H. P. Gautier, Northern Mis- 
souri; J. W. Gucker, Alaska; F. W. Hack- 
ett, Northern California: L. A. Harper, 
Southern Wisconsin; R. Hess, South Caro- 
lina; Dee. H. Holder, Oklahoma; W. G. 
Johnson, Southern Texas; M. P. Kelley, 
Southern Minnesota, Northern South 
Dakota; H. A. Lorenz, Washington D. 
C., Delaware, Maryland; H. A. Luff, 
Idaho, Nevada, Utah; W. W. Mitchell, 
Kentucky; W. McDonald, Kansas with 
Polk County, Iowa; O. J. McManus, 
lowa, excepting Polk County; F. W. 
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Oakley, Montana and Wyoming; Raine 


Boys, West Virginia; W. A. Ray, New 
England States; 

Assisting W. A. Ray is K. A. Schneider; 
Mr. Wilden covers New Hampshire and 
Vermont; Mr. Young, Massachusetts and 
Maine; W. A. Turner, Boston and South- 
eastern Massachusetts, and J. J. Connolly 
covers Rhode Island and Connecticut. 

R. L. Speir, Florida; Sam Steineman 
Washington and Oregon, B. L. Stewart, 
Mississippi; C. A. Swanagan, Northern 
Illinois; J. C. Thacker, North Carolina; 
Wallace and Ford, Louisiana and North- 
ern Texas; A. V. Ward, Western Penn- 
sylvania; Al. Wiskochil, Detroit; I. F. 
Wright, Nebraska and Southern South 
Dakota; Young Bros, Western and Cen- 
tral New York. 


McElroy-Sloan Hold Sales 
Conference 


A sales conference of the entire travel- 
ing force of the McElroy-Sloan Shoe Com- 
pany has just been completed after a 








G. A. ROQUEMORE 
an Oklahoma for Rice 


St. Poote Sac pany 


Hutchins, 





week's visit to the house. The 1923 spring 
line will be taken out by the men next 
week when they will return to their terri- 
tories. The samples were displayed in 
the 19th and Washington Avenue build- 
ing taken over for this purpose, but the 
conference was held in the house head- 
quarters at 15th and Washington Avenue. 

Eight additional men have been added 
to the sales force, as follows: John M. 
Hockmuth, Ohio; J. H. Lively, Northern 
Iowa; Wm. Pennington, Northern Ala- 
bama; H. Blackmon, N. E. Mississippi; 
C. T. Harkreader, Northern Kansas; Her- 
man Nelson, Northern Illinois; Thomas 
Buche, Michigan; Bates Macgowan, Chi- 
cago. 
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Those hearty, romping, skuff- 
ing, shoe destroying children! 
How we all love ‘em but 
how they try our patience 
and purses. 


Kiddie Kars! 
Pushmobiles! Hanging on 
behind wagons and trucks! 
Wearing, tearing, kicking, 
grinding. Every walking 
moment destroying the 
soles of their shoes. 


Coasters! 


Only one thing to do. Let 
‘em go to it. Keep ‘em 


healthy. 
Put Rock Oak Soles on their 


shoes and save complaints on 


their shoe bills. 
Even Rock Oak Soles will 


not wear forever when 
American Kids are doin 
their worst. But Rock Oak 
will wear longer and give 
mothers less room for 
complaint. 


Write for a sample of “Rock 
Oak” sole leather. Keep it 
near you as a standard for 
judging good sole leather. 


The American 
Oak Leather 


Company 
CINCINNATI 
Boston 


Chicago St. Louis 
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A Constant Comfort 
Group 


These four good “‘pals,”’ shoe travelers 
for the Ault-Williamson Shoe Company 
came to Boston last week, en route first 
to their homes, and then to their terri- 
tories. They had just attended a very 
enjoyable sales convention at the Auburn 
factory and were much pleased with their 
new lines and with the splendid spirit 
of the firm with which they are affiliated. 
The sales convention of the Ault-William- 
son Company was held on August 14-16, 
and was the first time in two years that 
all the members of this shoe family had 
gathered around at “the home fireside.” 
During the last twenty-four months they 
had met in groups in various sections of 
the country. 


Great Plant Development 


They expressed themselves as being 
delighted with the great progress which 
the Ault-Williamson Company had made 
in the past two years. Since their last 
visit two factories had come into exist- 
ence, where before only one had existed. 

“Our convention was like coming back 
to a much-loved home, said the quartette, 
where everything was congenial and all 
the men inspired by a true brotherly 
spirit of co-operation. They were loud 
in their raise of C. R. Williamson, sales- 
manager and president; of Charles Ault, 
secretary-treasurer, and H. G. Lumbard 
vice-president. 
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The Convention Program 


Monday, August 14, 1922 


9:00 a. m., inspect Factory No. 1; 10:30 
a. m., salesmen’s meeting Y. M. C. A., to 
inspect line of samples; 2:00 p. m., sales- 
men’s meeting to prepare recommenda- 
tions concerning line; 7:30 p. m., talks by 
salesmen at Y. M. C. A.; “How I Sold a 
Large Number of Accounts,’’ W. C. Olds; 
“Selling Big City Buyers,” J. T. Carroll; 
“My Principle Selling Points,’ Henry 
Deidesheimer; “Why I Get Volume on 
Stock Orders,” O. L. Rappleye; “How I 
Sell Future Orders,’’ Gordon McDaniel. 


Tuesday, August 15 


9:00 a. m., inspect Factory No. 2; 
10:30 a. m., salesmen’s meeting at Y. M. 
C. A. “Factory Organization,” H. G. Lum- 
bard; “Following Instructions,” L. B. 
Shackford; 2:00 p. m., salesmen’s meet- 
ing Y. M. C .A.—consider recommenda- 
tions of salesmen; 6:00 p. m., banquet, 
salesmen and factory executives, Y. M. 
C. A.; “Complaints I Encounter,” J. T. 
Carroll; How We Handle Complaints,” 
H. F. Curtis; “Changes I Would Suggest 
—3 Years Afterwards,” W. K. Hartzell; 
“Changes for Betterment,’’ H. Knowlton; 
“Improvements Dealers Suggest,”” C. W. 
Emrich; “Improvements We Have Made,” 
M. Carson; “How I Overcome Com- 
plaints,” Gordon McDaniel; “‘Checking 
Cost in the Factory,” T. R. Brown; 
“How Constant Comfort Shoes Rank,” 


“Art” Luft. 
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A Constant Comfort 
Group 


Four good “‘pals” with P. R. 
Howard, of Detroit, senior sales- 
man, in the foreground, who 
has been with Ault-Williamson 
Company since they started in 
business, covering Michigan: 
“Art’’ Luft of Minneapolis, who 
covers North and South Dakota, 
Montana and Nebraska is direct- 
ly back of Mr. Howard. On one 
side of “Art” 
Minneapolis, 


is Fred Snyder of 
the next oldest 
salesman to Mr. Howard on 
the Ault-Williamson Company 
salesforce. Mr. Snyder covers — 
Minnesota and Wisconsin. On 
the other side of Mr. Luft is 
E. F. Smith, who covers Arkan- 
sas, Mississippi and Louisiana. 
Mr. Smith was for four years 
retail buyer for Lebeck Bros., a 


Nashville department store. 


Twelve Walk-Over Salesmen 
on Trips 

Twelve of the Walk-Over salesmen 
have left on a preliminary trip for fall 
business and will make a wide swing, hit- 
ting the high spots in various sections of 
the country. Good results are expected. 
They will return to Brockton about Sep- 
tember 1. 


Ffom McElroy-Sloan 
Enthusiast 


There is gold buried in your samples, 
but it takes the daily grind to coin it. 

One man fails while another wins. That 
is not opportunity’s fault. 








Where to Buy 


Miscel'aneous 
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pat OUR ELECTRIC SELL MORE GOODS! 
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52° ELECTRIC WINDOW SALESMAN CO. £2.30 


Perfection Pneumatic 
Arch Cushion 
“at. Set 


ELASTIC TIP COMPANY 
Boston, Mass., U.S.A. 
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Have You Seen Our Latest~Cherry Red A-Eric? 


CARL f:. SCHMIDT 6&.CO. Inc. 
DETROIT, MICHIGAN 


Tanners of the Schmidt Calf Leathers 
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Something New for Men and 
Women of Discriminating Taste 

















CARLESCHMIDT«.CO.Inc. 


Tanners of the Schmidt Calf Leathers 
DETROIT. MICHIGAN v BOSTON, MASS. 


REPRESENTATIVES 
H.B. ALTENDERFER A.J. 6 d.R- COOK 
Philadelphia San Francisco 
































SHOE STORE 
SERVICE 


Section of the - 
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‘Make Buyers Out of Passers-by’ 





Adams Period, Design, used for 
beautiful display in fine shops. 


Hugh Lyons & Co. 

















NEW YORK CHICAGO 

35 W. 32d St. Lansing, Mich. . Franklin St. 
BALTIMORE BOSTON 

No. 1 Eutaw St. 52 Chauncy St. 
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- Infants’ Socks 


Infants’ ‘*Onyx’’ Mercerized Socks in White, with fancy striped 
“Rollex” tops, in Black, Romper Blue, Cordovan, Sky, Pink, 
Reseda, Rose, Lavender and Buttercup. Sizes 4-914; Vdoz. 
boxes; per doz. 4-814 $2.25; 9-914, $2.40 


Infants’ **Onyx’’ Mercerized Socks, with fancy 4 x 1 rib “Rollex” 
tops striped with White, on the following two-tone legs: Black- 
Green, Black-Cordovan, Black-Red, Lavender-Green, Lavender- 
Rose, Lavender-Blue, Blue-Gold, Red-Green and Blue-Green. 
Sizes 4-914; 44 doz. boxes; per doz. 4-814, $4.10; 9-914, $4.35 


Infants’ ‘*Onyx’’ Mercerized Socks in White, Black, Cordovan, 
Romper Blue, Buttercup, Sky, Pink and Pongee, with clocks 


and fancy striped “Rollex” stops in contrasting colors. Sizes 
4-914; Pa boxes; per doz..° 4814, $4.25; 9-914, $4.50 


Infants’ ‘*Onyx’’ Pure Thread Silk Socks with fashioned tops and 
high spliced heel. Assorted colored legs and assorted colored 
tops. Sizes 4-914; 14 doz. boxes; per doz. 

$12.00 on size 7. Rise, $0.50; Fall $0.25 


Infants’ ‘“*Onyx’’ Mercerized Socks, with 1x 1 rib cuff. Black, 
White, Tan, Cordovan, Romper Blue, Pink, Sky, Champagne, 
Buttercup and Old Rose. Sizes 4-914; 14 doz. boxes; per doz. 

4-814, $2.25; 9-914, $2.40 
4 


Infants’ “Onyx”? Pure Silk Socks in White, Pink, Sky, Buttercup 
and Scarlet. Sizes 4-914; 14 doz. boxes; per doz. 
4-814, $9.00; 9-914, $10.50 


Write to Dept. P. 


Emery 6 Beers Company, inc 


Broadway at 24th Street, New York 


Chicago, Philadelphia, Boston, Buffalo, San Francisco, Los Angeles 
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THE LACE THAT 
STAYS ON THE 














“CORDO-HYDE” LACES ARE UNSURPASSED 


They stand up to a man’s size job with 
Spartan strength and never go under until 
the last ounce of vitality is used up by old 
age. 


“‘Cordo-Hyde” laces have put the retailing of 
shoe fastenings upon a real profitable plane. 
Don’t think selling ‘‘Cordo-Hyde” laces is a 
shoe string business. Take advantage of our 
introductory offer and learn first hand of a 
dependable source of profit. 











0. A. Miller Treeing Mch. Co. 


LACE DIVISION 


BROCKTON MASS. 








The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Equipment That Puts More ‘“‘Sell’’ 
Window Displays 


The Public’s Conception of the Quality and Value of the 
Merchandise Displayed in Your Windows Depends 
Chiefly on How It Is Displayed 


in 








and the keener the competition may be, the more 
essential it is that the merchant view his show 
window not as “some space to fill’’ but as his star sales- 
man. Chiefly through this medium your merchandise 
is presented to potential buyers. The more salesman- 
ship that is put into a window, the more sales will 
result. 
The measure of the salesmanship that is put into 
your window can best be gauged by its performance of 


[ee harder business conditions are to cope with 
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A set of Chinese design — fiztures which attracted much attention at the 


Boston Style Show. Made by Sol Levin, Brooklyn 


a two fold function—first making 
people stop and look at the mer- 
chandise, second, making them want 
it. Therefore, it is of primary 
importance that the windows be 
unique in appearance and then, 
that the goods be shown in the 
setting and position which best 
emphasize their most attractive 
features. With this in mind, it 
behooveth the progressive merchant 
to keep posted on advanced types 
and designs of window equipment 
as they are brought out by the 
manufacturers. 

To secure shoe fixtures which are 






decidedly different in effect without being freakish, is a 
consummation much to be desired. At the Boston 
Style Show, Sol Levin, Brooklyn, exhibited a set which 
caught the attention of all visitors and evoked much 
favorable comment. 

In design and coloring this set is a master reproduc- 
tion of the Chinese art. It is finished in typical Chinese 
colors, black lacquered, decorated in gold and Chinese 
vermillion. 

The Oriental lines and coloring prove particularly 

well adapted to the display of smart 


a = footwear. 


Special Backgrounds of Metal Cloth for 
Beauty and Economy 





Changing the background from time to 
time helps greatly to renew the interest of 
people who pass. the window frequently. 

For this purpose rich drapery materials 
are sometimes employed with very telling 
effects. 

Velvets, plushes, velours, tapestries and 
metal cloth all tend to create an atmosphere 
of refinement and quality and are particu- 
larly desirable for advance fashion windows. 

At present shoe merchants are less fa- 










A window background of metal cloth produces an 
exceptionally rich effect 
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This is an example of the harmonious. effect possible when background and 

dividers are of the same period design as the shoe fixtures. With some of the 

better sets of display fixtures, vases and other orative pieces to match 
can be obtained 


miliar with metal cloth than with the other materials, 
but metal cloth has a beauty that is truly distinctive, 
besides being comparatively economical to buy and de- 
cidedly practical to use because it doés not readily 
catch dirt and is easily cleaned by wiping off with a 
dry cloth. It does not require skilled hands to plait it 
in round, even folds as illustrated. This was made by 
the Schack Artificial Flower Company, Chicago. 


This shows the complete display with the setting 
illustrated dhe 


Unit Backgrounds Panels and Dividers to 
Match Fiztures 


Very often much money is spent on the 
permanent equipment of a window, only to 
have it fail in the desired effect owing to a 
lack of harmony in the design or color of the 
various units. 

It is always safe to have not only the 
shoe stands and tables, but also the larger 
pieces—such as screen, panels, dividers and 
where possible, the permanent built-in | 
window back, of one set—that is, the same 
design, material and finish. These two sets 
produced by the Oscar Oaken Company, 
Cincinnati, aptly illustrates this point. 

These are of the “Louis XVI” design, 
finished in a delicate tint of cream enamel 
with black striping. The unit back ground 
panels and dividers are made in loose 
sections, which readily facilitates any de- 
sired change in the window setting. 


Effective Aids in Featuring 


Now that the modern bootery maintains 
a complete hosiery department and derives 
a considerable portion of its profits from 
this source, it is well to give some thought 
to means of effectively featuring hosiery, 


A new shoe and hosiery stand with flower 
vase on top. Hosiery draped over the U 
shaped arms under the shoes. 
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Centemerl 


'2660—(3660) 


splendid examples of 
the famous Wolsey 
product — from raw 
wool to the exclusive 
Wolsey unshrinkable 
finish, this hose is 
made to _ represent 
maximum value. 





One of the most popular 
Styles in the Centemeri- 


2660 Wolsey Line. 


= Popular with Your Customers 
18.00 because [the splendid quality is 
evident at the first glance and 
slightest touch. The price is an 
3660 agreeable surprise, not only on first 
10-4 Rib impression," but after long service. 


a es Popular with Buyers 
Ss Pri : because in rib, weight and quality 
— oe it satisfies the great majority of 
women; and the English materials 
: ’ and manufacture guarantee uniform 
Subject to in- good wear. It stays sold—at a 
creases required profit. 
ay tase: Salespeople Like to Sell 2660 
because it is readily sold at a fair 
price and is so pleasing it leads to 
other sales—builds a big book. 


400 Fifth Avenue 
HDUNUAUVENUUNGNUOONOUOOGUOONDUGGSUONUUOONOUONSUOOSOUOOGUOON) OUOGQUUGGOUN FOOOUEOQOUEN COOOSOUONGULONOUONGOUED OOODHOOUNEOOUONOUONGDOONUDONNUNNNSUONGODEONUbON OHESOUESHI!! 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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artistic base a tall, slender 
pedestal extends upward, ter- 
minating at the top with a 
flower vase, giving somewhat 
the effect of a Grecian vase. 
Attached to it are U shaped 
arms ending in shoe tops. 
These arms are so arranged 
that the stockings can be 
draped on them just below the 
shoes. This fixture is illustra- 
ted on page 105 of this section. 

Many shoe merchants find 
difficulty in determining what 
types of forms to use when de- 
siring to show a number of 
hosiery styles together. Here 
are shown several practical 
types which lend themselves 
either to displays which are 


Mt? 4 


r 








Metal stands and flat leg forms of paper-mache, augmented by full leg forms in a special 
Where sport hose or fancy silks are shown in this manner, a few pairs 
appropriate shoes to go with them will add interest to the trim, 


hosiery wae 


both in conjunction with shoes and in segregated 
sections of the stores displays. 

Hugh Lyons & Co., Lansing, Mich., have designed a 
fixture which is very cleverly adapted to the showing of 
pairs of shoes, together with the type and shade of 

. hosiery most suitable to wear with them. From a heavy 














By using hosiery fixtures in this manner 
an effective hosiery showing can be built 
up in a small space. 


built up over a narrow space, 
or spread out over a wide one. 
By using metal forms as 
shown and the flat papier 
mache leg forms (which are inexpensive) a more 
artistic effect can be produced than with all round leg 
forms and at a very much lower cost for display fixtures. 
Those illustrated are all made by Hugh Lyons & Co. 





Bass Catalogues Attractive 


The G. H. Bass Co. of Wilton, Maine; has recently 
issued two attractive catalogues. One deals primarily 
with Rangeley Moccasins and Woc-O-Mocs while the 
other is a completely illustrated catalogue of the Bass 
shoes for hard service together with the Moccasin line. 
These neatly compiled catalogues will be of interest 
to our readers everywhere. 











An arrangement such as this in a corner 
of a window makes a pleasing present- 
ation of hosiery styles. 
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Plate No. 1—A simple drapery back and pilaster treatment 


Fall Opening Window Displays 


TTRACTIVE shoe window displays at opening 
N tie are always a direct invitation to interest 
the passer-by in the merchandise that you have 
for sale. A hit-or-miss display will discourage trade; 
therefore it is up to every man who looks after the 
show window display work to put on his thinking cap 
and start plans and preparation right now and work 
out the ideas that, when installed in the show windows, 
will show off the new fall shoe styles to the best possi- 
ble advantage and enter into the spirit of the style 
event at this particular time of the year. 


The First Thing to Consider a 


The first step in making 
your plans for the opening 
show is the merchandise it- 
self. This means that the 
shoes should be selected with 
care. They must be perfect 
in every respect. Every shoe 
should be cleaned with a soft 
cloth before it is placed in 
the window. In selecting the 
shoes it is always a good idea 





After the selection of the merchandise, the back- 
ground or setting should be planned and executed so 
as to have it ready for installation in plenty of time in 
advance of the opening. 

Opening time in the shoe store is an occasion when 
more than extra preparations should be made in work- 
ing out window displays so that this feature of your 
business will be handled in an intelligent manner. 
The show windows should breathe the spirit of style 
and tone in every respect. The displays should appeal 
to vanity. The decorations should be arranged in such 
a manner as not to detract 
from the merchandise on dis- 
play, but still be conspicuous 
enough to attract attention 
to the window. © 

You must remember that 
you are investing your money 
in the decorations for the 
sole purpose of bringing force- 
fully to the eye and mind of 
the observer the fact that 
you have beautiful merchan- 
dise and splendid values at 


| 
| 
| 
| 











to pick out the smaller sizes 
for window display purposes. 
Sizes are best from the stand- 


point of appearance. 








Plate No. 2—A three-panel background in pearl grey 
and blue. 


prices that are right. 
Artificial flowers and foli- 

age are, without doubt, the 

greatest decorative helps that 
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the display man has at his command. However, a great 
many decorators make the mistake of placing artificial 
flowers and foliage in any position in the window, with- 
out any consideration as to arrangement. 

A good rule to follow in the arrangement of flowers 
and foliage is to arrange them as if they were actual 
flowers. 





























ic —— 


No. 3—A combination of wall board panels and drapery. 


The fall season presents color schemes in decorations 
that may be worked out beautifully by selecting the 
right kind of flowers and foliage. Golden rod, poppies, 
chrysanthemums, brown-eyed Susans, cat-tails, oak 
sprays, and red roses are ideal flowers to select in work- 
ing up floral decorations for fall. 

Silk draperies, velvet and plush drapes also are ideal 
decorative accessories that help materially in bringing 
out the setting for your display. 


Fall Window Display Suggestions 


Illustrated herewith are four decorative suggestions 
which may prove a thought-starter for you in planning 
your fall opening window display. 

In working out these decorative designs we have 
kept the thought in mind to make them as simple as 
possible so that the most inexperienced window dis- 
play man can work them out by simply following the 
instructions as given. 

All of these designs are elastic in their measures, 
and may be made to fit any size window by simply 
making the various set pieces in proportion. 


What Can Be Done with Displays 


Plate One. Illustrates a very simple drapery back 
and pilaster treatment for the show window. This 
setting consists of two tall pilasters, about 18 inches 
wide and 61% feet tall. The tops are cut in the man- 
ner shown. These pilasters are cream color, using 
alabastine or any other cold water paint. The sides 
of the pilasters are finished off with narrow strips of 
wall-board, painted brown, and high-lighted in gold. 

The pilasters are placed flat against the back of the 
window, as is shown, and the space between the 
pilasters and at the end is filled with a soft drapery 
back of tan silk drapes, consisting of some soft material 
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that will hang in graceful folds. In the center of the 
window is placed the low plateau, which is made of 
wall-board and painted a tan color. Upon the plateau 
is placed the large decorative basket, which is made 
of wall-board and painted black and gold. This 
basket is filled with an assortment of fall flowers and 
foliage. From the top of the basket handle and drap- 
ing to the center of the pilasters are garlands of oak 
leaves studded with fall flowers. The floor of the 
window can be made by using 12 x 12 inch wall-board 
block with bevel edge. These blocks should be painted 
in two-tone cream and brown and then laid in checker- 
board effect. 

Plate Two. [Illustrates a very simple three-panel 
background treatment made of wall-board and painted 
a pearl gray color, and arranged as is shown. The 
panels are connected with strips of wall-board painted 
a royal blue color. 


Using Decorative Baskets 


Just in front of the center panel is placed the decora- 
tive basket and lattice treatment, in which flowers 
and foliage are arranged in a natural manner. The 
flower basket is made of wall-board and light strips, 
and painted in gold and royal blue. The lattice-work 
should be gold. 

The floor of the window is the same as described 
above, only the blocks should be a two-tone gray and 
blue effect. 

Plate Three. Illustrates another decorative treat- 
ment, using wall-board panels cut out in the shape 
shown in connection with a drapery back. In the 
center is placed a tall wall-board vase filled with flow- 
ers, as is illustrated. This setting may be worked out 
in any color scheme that you may care to select. 


| Te | 
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Plate No. 4—Scenic panel effects are always good and 

not difficult to obtain. 

Plate Four. Shows a very simple setting for use in 
the window, using a scenic panel effect as the chie 
decorative feature. This design is made of wall-board. 
In every one of the designs illustrated we have plenty 
of floor space for the display of merchandise which 
may be arranged in attractive units at various points 
in the window so as to show off to the best possible 
advantage. 
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Distinctive Shoe Fixtures In The Period of Louis XVI 


A design, beautifully carved and richly ornamented, impressive for its faithful reproduction of the art of the master wood carvers of LOUIS XVI 


period. Our experience of over a quarter of a century in the design and manufacture of quality display fixtures enables us to offer this beautiful _ 


design. Our shoe Fixture Catalog showing 24 other Period Designs gladly sent upon request. 


Send for Shoe Fixture Catalog A 
Display-Rooms 
750 Broadway 
New York, N. Y 


~OL LEVIN & CO 


DISPLAY FIXTVRES 
144-18 KB WEST ST. BROOKLYN N.Y. 





Boston Office 
Ezra Dodge 
453 Washington St. 




























The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
| rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


aie back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 
new Repco Shoe Stretcher are 


made of cold rolled steel. Blocks  /4ch stretcher is packed in an individual 
are of well seasoned maple and carton. 

shaped and finished as carefully as Positive action! Quicker action! Nothing 

a last. to break! 


For sale by shoe findings jobbers. 








UNITED SHOE MACHINERY COMPANY - - - - BOSTON 
San Francisco Branch, 859 Mission Street 

J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 

UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 
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How We Got Men to Buy Shoes 


By E. C. LOGAN 


Here’s some more “dope” on how to increase your 
men’s business. Many stores have done it and you 
can, too. 


The manager of one of Chicago’s busiest high-grade 
stores says: “This business has grown and prospered 
because it has been built upon certain well-defined 
principles. One of these is good substantial shoes in 
which style and fit are considered just as important as 
quality and materials. 

“The second is rendering every reasonable service 
which a man can rightly expect. 

“A third is immaculate cleanliness in and about 
the store. Our windows must be always spick and 
span, glass clean, fixtures always in order and shoes 
properly formed up and rightly posed. The floors, 
carpets, display cases, chairs and the stock must 
always be clean, free from dust, dirt and spots. Clean- 
liness is not overlooked by our salesmen. Their hair 
is brushed, their teeth, their hands and their nails are 
clean, their clothing and linen are clean. Our method 
of doing business is clean all the way through. 


Each Sale Should Sow the Seed for the Next 


“Another principle is the employment of intelligent, 
high-caliber salesmen that know how and do render 
real service—our kind of service—to the men who enter 
our doors. 

“When a customer comes into this store with an 
idea of what he wants we show him what he asks for, 
but we do not always sell him that shoe or try to sell 
it to him. 

“What we really do is this:—we observe his dress, 
his suit, hat, tie and maybe his jewelry. We observe 
his manner. This gives us an index to his habits and 
character. 

“Then we fit him with a shoe that will harmonize 
with the suit he has on and which we believe will ‘fit’ 
his personality. We tell him why that particular shoe 
does harmonize and look well with his clothes. 

“All the time we are waiting on him we impress 
him with the fact that we believe he is a good dresser 
and has a whole closet full of clothes at home that are 
just as good and stylish as the ones he is wearing. 


More Than One Pair— How? 


“Often a man will open up and tell us something 
about colors or styles of his other clothes, maybe golf 
clothes or evening clothes. We do not offer to show 
him anything to go with the other clothes until we 
have fully completed the sale in hand but when that 
sale is completed, the transaction entirely finished, 
then we show him something for the other clothes or 
another purpose. 

“We may not complete the second sale, may not 
even attempt it, but we have sowed the seed of a future 
sale. 
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Reaping the Harvest 


“Some day the man will put on another suit, pos- 
sibly a new one, but anyway one of a different color 
or for a different purpose, and he will look at the 
clothes and his shoes and reason something like this— 
‘These shoes looked good with that other suit. I 
always liked them with other clothes but some how 
they don’t look just right with this outfit. I can only 
wear one pair of shoes at a time, but I have to wear 
shoes all the time. Might as well have them match 
up with my clothes. That shoe salesman was right. 
It doesn’t cost any more. I will go and see what they 
have that will look good with this suit.’ 

“He comes back to us and we reap the harvest from 
the seed we have sown. Hundreds of men have come 
to trust us; to rely on our judgment in selecting styles, 
patterns and colors of their footwear.” 





Shoe Dressings an Important Feature of 
Customer Service 


Wilbur’s Shoe Store of Boston and Griffin 
Co-operate in Publicity Campaign 
August 28 


The importance of shoe dressings as a service to 
the customer of the shoe store is not in many instances 
appreciated at its true worth; nor are the incidental 
profits of such a service realized by the greater number 
of shoe men. Here and there, however, there are out- 
standing instances that serve as examples of how 
important the dressings business can be made in a 
store where the merchant is sufficiently interested to 
accent this feature as a part of his business policy. 


A Special Teacher for the Public 


An excellent example along these lines is the pub- 
licity campaign and demonstration that will be con- 
ducted co-operatively by Wilbur’s, 85 Summer Street, 
Boston and the Griffin Mfg. Company of New York. 
Beginning on August 28 and continuing for one week, 
there will be a very extensive demonstration of Griffin 
shoe polishes in the store to which the Griffin Mfg. 
Company will contribute by placing in the Wilbur 
store a special teacher on the subject of the care of 
the shoe and the proper dressing for it. 


Sales Average 400 Plus Daily 


The demonstration will be accompanied by an exten- 
sive window display of dressings in the store, and 
suitable publicity in the way of advertising in Boston 
papers. The store has always accented its dressing 
business, and has developed an interest on the part 
of its sales force by the payment of bonuses and prizes 
for sales of dressings. So important has this become 
that it is stated that over an average of 400 dressings 
sales the day have been made. 
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GOOD BUSINESS 
and Attractive Windows ey S245} 
‘6 ¥ g*Always go Together #- ae 


A pretty flower, a touch of green, 
and your window is transformed. 











Whatever your plans, whether some pretty, 
inexpensive bouquet or something more 
elaborate, you will find satisfaction in our 
beautiful, new 44-page ART CATALOG, 
just off the press. SENT FREE ON RE- 
QUEST. 


Or communicate with our Service Depart- 
ment. We shall consider it a privilege 
to help you with designs and estimates. 
No charge for this service. 


Clematis Spray- 
Yellow, Pink or 
Lavender cloth 

e flowers and foliage. 
6 feet long. 


208 WAdams St., Chicago Bach...» 8.3.00 


msa2 Famous for I ts Products Since 1895 


Autumn colored 
poppy piece in hand 
turned solid wood 
vase, brilliantly 
enameled a ny 
shade. Best qual- 
ity cloth leaves and 
flowers. Height 
over all 51 inches. 


Complete... .$15.00 
Flowers only 6.50 

















|TO THE FRONT— i 
| of your FINDINGS CASE 


“OLD RELIABLE”’ Brands of 
SHOE LACES 














( 





= SE see eno - 
a cad a 
1s” 117C tion- 
that is what you want to emphasize in your 
fall fashion windows. If there is true distinc- 
tion in your new pump and slipper, styles, 
there should also be distinction in the man- 
ner in which you present them to the public. 
Roth Display Pillows multiply their attrac- 
tiveness. 
Covered with rich silks, plushes, velours and 
velvets, in any desired colors. 
24 inch plush, all colors, in stock 
$2.00 per yard 
Write for Catalog B 


KARL B. ROTH, Mfr. 
FINDLAY, OHIO 
Window Rugs — Pillows — Valances 





‘“*“RADCLIFFE”’ Narrow Flat Mercerized, 
‘““YALE,”” “DUDLEY” and “‘C’”’ Round 
“THE QUALITY THAT SELLS” 
Your Jobber Can Supply You 
MANUFACTURERS 


_ FRANK W. WHITCHER CO. 222525 U.S.A. | 
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America’s Pioneer Circular 
; Spring Needle Feature . 4 A. ' 
FAMILY TAILORED HOSIERY Stocking of Quality FAMILY TAILORED HOSIERY 








Our New Fall Number 


297 


Is Now Ready and in the Hands of Our Salesmen 
' Deliveries to Start in a Week 








IL 


WELDREST No. 597 is absolutely a stocking that will not only stand 
unusually hard use, but will also stand direct abuse. It is made of 6 
strands crack extra silk plaited on the finest quality 2 ply Sea Island 
Lisle Yarn. 


This stocking can be subjected to any test or trick demonstrations 
with nail files, that is being used by house to house canvassers, and 
furthermore, cannot be torn with nails or strain such as they dare 
not attempt. 


WELDREST No. 597 is an effective weapon that will help you fight 
this competition, yet it is a beautiful silk stocking of fine gauge and 
superlative quality. 
Remember, WELDREST is never peddled from door to door. We do not sell 
firms that employ house to house canvassers. On the contrary, we make 


merchandise that will successfully and satisfactorily compete with any 
d. tration pr ised on hosiery by anyone. 





ALLEN HOSIERY COMPANY 
23RD STREET AND ALLEGHENY AVENUE 
PHILADELPHIA, PA. 


New York City Philadelphia Baltimore Allentown, Pa. Dallas, Texas 





a. > 
288 Feurth Avenue 1009 Filbert Street 100 Eutaw Street 529 Hamilton Street 2103 Magnolia Bidg. 
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APPELBEE & NEUMAN inc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Ete. 


‘* THE BUTTON IN THE RED LINE BOX” 


BOSTON: 133 Lincoln St. ST. LOUIS: Star Building 
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BLOODED -STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, = 
and then wait for experience to show if he had spoken the | 
truth. 





UOMO eT e LMU 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 


The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 
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Contains many 


You will 
want our 


Fall 
Catalog 


Now ready 


new ideas and 
innovations. 





The most 
complete, 
most useful, 
most practical 
catalog ever 
offered the 
display man 





Write for 
Catalog No. R F 22 


LBaumannelo. 


357-359,W. Chicago Ave., CHICAGO 


Headquarters for Display Ideas and Service 


Manufacturers and Importers of Flowers 
and Floral Decorations 





MOL OLU OLE LULLU PLE LLL LULL @ LLL 


THN 


TOOL LULU LLLP ORL ORLU EOL OLLI @ LUT 
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REPCO 


makes shoes look new 





EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


Your customers prefer Repco to any 
not rub off. 


other brand of enamel because Repco 
is easily applied without danger of soiling 


hands or clothes. Repco is made in every stylish color 


—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better’ order’ some Repco today 


UNITED SHOE MACHINERY CORPORATION J. K. ERIEG COMPANY, New York, N. Y 


mes UNITED SHOE REPAIRING MACHINERY CO. 


San Francisco Branch, 859 Mission St. Beston, Mass. 
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New color 


compinaftoys 


Ask to see our No. 466 line. 


pole Sith Teiery Cs 


Manufacturers of the highest grade of full fashioned 
silk hosiery that can be made, 


Columbia Trust Bldg. Dexter Bidg. 
358 Fifth Ave, 453 Washington St, 
New York City Boston, Mass. 














Write for our new catalogue showing a complete 
line of display equipment 


J. R. PALMENBERG’S SONS, Inc. 


1852—70 Years—1922 
63-65 West 36TH STREET, NEW YORK 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 





122 W. Baltimore St. 








The Shoe Store Service 
Department of the Boot 
and Shoe Recorder is at 
your service for 


Consultation 
and 


Information 


This is individual service. And it is gratis. 


If you care to confer by mail on matters of 
merchandising, of store equipment, of stock 
records or what not—just write the Shoe Store 
Service Department, stating your problems as 
fully as possible, and you will be answered by 
men familiar with that particular,phase of shoe 
store management. Perhaps in this way the 
experience of others along the same lines may 
profitably be brought to bear on your problems. 


If you would keep posted on things that are new and 
practical, coming under any of the heads listed below, 
this 5 will be glad to have catalogs and literature 
of the foremost manufacturers sent to you. 


FOR CATALOGS 
AND LITERATURE 
CHECK THIS COUPON 


It will supply you with information and suggestions 
which will help materially in making the right 
selections when buying equipment of various sorts. 














—) Store Arrangement —| Stock Boxes 

—| Store Front Construction —| Shoe Labels 

—| Counters —!| Metal Ceilings 

—| Shelvi —| Window Velenews 

—! Show —| Waste ~ 2 Balers 

—| Show Window Backgrounds —| Office A 

—| Show Window Decorations — Seles Cok Books 

—| Store Seating —| Store Interior Decorations 
os Fue came i— ino ting 

—| Cash Registers —| Interior ting 

—| Cash Carriers — Signs 

I—| Store Fixtures i— Machines 

— p mean 3 Fixtures — oom Equi t 
i—} Glass F' i — Helos y Cases & ‘ixtures 
i—| Metal D: y Fixtures — X‘itey Machines 

— po _ n ' es Devices 
aan _ ir jipmen 

— Seaveaiie and Premiums —_ Duplicators 

I. od oe 60ke deGocdeenedscbedcvesdes cdaqubeusteonkasesdacedwed 
icc noses hneansenasscceenkedvnedneessegtetetbnndenneeess 
BS ic cb646 “wcdeecvwesscidercdbccdcccteh thet de dsntnvtederes 
SNe sostecotalenbeeevedensteasnesenee ee 





Fill out and mail to Shoe Store Service Department, “Boot and Shoe 
Recorder,” 189 West Madison Sireet, Chicago, Illinois. 
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FAMOUS INTERCHANGEABLE GLASS FIXTURES 


BEAUTIFUL—NEUTRAL--SPARLKING—LASTING. A, B, C, show the pedestals and plate glasses, by means of 
which endless designs are produced from 6 inches to 60 inches high. 

D and D—shows two of the many “trims” to be produced. 

E—illustrates our massive all-plate glass Plateaus. 

F—is our glass shoe stand with patent Shoe Rest. Catalog G. F. shows the full line. 

G, H, I, J—present to you a few types of our extensive Wood Fixture line. Catalog No. 14 shows the Period 
Fixtures. Catalog ‘‘W,’’ the plain square Mission goods. 


K—Is our new Slender Model Ho- 
siery Form shown in Catalog No. 9. 





K WINDOW RUGS VALANCES 


WINDOW RUGS. Our besutiful Silk Velour Window Rugs are a rich embellishment for Window Floors. Ask for leaflet 
in actual colors and samples of materials. 


WINDOW VALANCE. 35 styles carried in stock. Ask for samples. PLUSHES for draping. Ask for samples. 
Visit our Chicago or New York Show Room : 


=es==) THE HECHT FIXTURE CO. 


70 West 36th Street 


wushenmenined Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 






































Selling Hosiery with Shoes 


A S a drawing card for the modern shoe store, the 
hosiery department too frequently fails to re- 
ceive the proper attention. 


A “New Way” hosiery department spells increased profits and 
greater productiveness and automatically forces a showing of 
merchandise that is bound to build larger sales checks. 


The above illustration shows a “New Way” hosiery department 
in connection with our sectional, interchangeable shelving. With 
the flexibility of the “New Way” system, a department started 
today can be added to little by little until the ideal is realized. 


Further information concerning this new 


field for shoe dealers sent free upon request 


OFFICES: OFFICES: 


vwvork GRAND RAPIDS SHOW CASE CO. omus 


— GRAND RAPIDS, MICHIGAN wea 
ST. LOUIS, MO. BOSTON 
Branch Factory, Portland, Oregon weitere 


ATLANTA 
Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Teronto, Canada 
CLEVELAND MINNEAPOLIS 
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HE retail shoe stores are still con- 
ducting clearance sales of odds and 
ends, white footwear and summer mer- 
chandise, and have been doing such a good 
business thereon that their stores have 
been well filled and their cash drawers 
have jingled merrily to the extent that 
August has been ahead, in the majority 
of cases, of August 1921. 
The new fall shoes are everywhere ap- 
pearing, with openings scheduled for right 





J. E. LYONS 
Treasurer of Lyons § Dunn Shoe Co. - 





after Labor Day in some instances—in 
others, about the middle of September. 


“Smart” Styles for Women 


Among the new models which have 
made their appearance in the various shoe 
stores are the cuffed top novelty boots. 
These are in laced patterns, with cut-outs 
in vamps and in quarters. They have 
Cuban heels for the most part. One of 
the very “smart” patterns was shown in 
the shoe department of Jordan, Marsh 
& Company, and was of tan Russia calf 
with fawn suede cuff and insets of the 
same on the vamp, and fawn suede lace 
stay. Another number at this depart- 
ment is in a black patent and gray com- 
bination. 

A beaded tongue novelty, with one 
strap slipping underneath the pointed 
tongue, of black satin, with a 16-8 heel, 
was another snappy number for milady 
shown in the Jordan, Marsh Shoe Depart- 
ment. 
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Fall Openings After Labor Day 


August Business Has Averaged Excellent—Clearance Sales 
Have Kept Trade Humming 


In the men’s Fall models, fancy stitch- 
ing is much in evidence; colored threads 
are used extensively, also gable edges and 
plain toes in blucher cuts. The creased 
vamp is one of the very new effects in 
men s styles. 

Business among thé New England 
manufacturers has shown much improve- 
ment during the past thirty days, plants 
operating approximately at 75 per cent of 
capacity. 


A New Wholesale House 


Lyons & Dunn is the name of a new 
wholesale shoe house which recently 
opened its doors at 55 Lincoln Street. 
During the past few weeks, these young 
men have been keeping open house and 
have been displaying a snappy line of 
women’s novelty medium priced welts and 
McKays, on which they will specialize as 
an in-stock proposition; they will also 
carry one of the largest lines of comfort 
shoes in Boston. They will cover the 
New England retail shoe trade very 
thoroughly; also the large department 
store and mail order trade of the United 
States. While this is a new firm, the 
principals are no strangers in the shoe 
game. A. J. Dunn, the President, has 
been for the past five years buyer of chil- 
dren’s shoes for the National Cloak & 
Suit Company of New York, with terri- 
tory in New York and Kansas City. J. E. 
Lyons, Treasurer, has been a buyer of 
women’s shoes for the National Cloak & 
Suit Company, during the same number 
of years, and with the same territory as 
Mr. Dunn. Prior to that, Mr. Dunn was 
with the wholesale house of Butler & Tyler 
of New Haven, Conn., and Mr. Lyons 
was buyer of women’s shoes for Almy, 
Bigelow & Washburn of Salem. 

“Business has opened up very well,” 
said Mr. Lyons, in a recent visit to the 
Recorder office. “The new wishbone 
strap effects are going to be very good; 
also the one straps. The 13-8 heel is good 
and we are now bringing out a 16-8 and 
17-8 Louis heel, which is taking very well 
in an all patent leather. I believe that 
Louis heels are going to be very strong. 
There has also been a demand in the last 
two weeks from the South for low priced 
boots in a nineinch height, black and 
brown, laced. 


Starting in New Shop 


Briggs, Hutchison Company, makers of 
novelty style shoes for women, started to 
cut shoes in their new shop on the corner 
of Athens and A streets, South Boston, 
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the week of August 21. They have moved 
up from Lynn. 

Two new lasts they have added to their 
line. One is a modified stage last, that 
will have a 3% inch vamp and a 16-8 heel. 
The patterns provide for new arrange- 
ments of straps. The new shoes have high 
heels and a few of them are 18-8 high. 
Patent leather is the leading material_in 
the line. 


Boston’s Style Show 
Commended 
Boston’s Exposition has been officially 
commended by the National Shoe Retail- 
ers’ Association in its official organ— 
“National Footwear.” The Style Show 





A. J. DUNN 
President of Lyons ¢ Dunn Shoe Co. 





came in for special mention, as well as the 
interesting working exhibit portraying the 
entire shoe and leather industry, the radio 
reports and exhibit of the Department of 
Commerce, the retail shoe merchants’ 
meeting and superintendents’ and fore- 
men’s day. These commendations have 
been reprinted neatly in pamphlet forms 
and have recently been sent out in the 
literature of the New England Shoe and 
Leather Association. 

Commendations on the Boston Show 
of 1922 were also made by the visiting 
retail shoe merchants from Canada. The 
Yarmouth, N. S. Herald, in its issue of 
July 18, stated in part: 

“Everything in connection with the fair, 
regardless of cost, outlay, or work, was . 
done to make it the greatest in history, 
and it proved to be of great educational 
worth to thousands of shoemen attending. 
The Yarmouth dealers were in every way 
delighted with all they saw, and claim 
the trip was in many ways a most profit- 
able one to them.” 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
wusttee 147-153 Waverly Place 
EW YORK CITY 








The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women's Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 











COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 


No. 160—14/8 Junior Louis 
Heel. No. 165—16/8 Full 
Louis Heel. Price $4.00, 
less 5 per cent 10 days. 

18 Phoenix Row 
Haverhill, Mass. 

123 Essex St., Boston 

Room 
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BLEECKER STYLES 


Are the last word in footwear 
Sor stylish women 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
No. 64 
_Men’s Brown Elk 
Everett True- Form 

Last 
Price $1.75 
Freeman-Thompson 
Shoe Co. 
St. Paul, Minn. 


Manufacturers “Comforets”’ 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 RiverSt.,Haverhill, Mass, 
Boston Office 
807 Essex Street 








in Medium and 
on GRADE 


oR S SLIPPERS 


a. Stylas made 3) Dometic and 
Imported Satin Brocadesand Metal Cloth 
$2.10 per pair and up 


‘MS. MGUSTIN © newyorn 
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LYNN 


Manufacturers Swing to Fall Styles 


Tongue Shoes Gain—Speculation About Longer Skirts— 
Summer Stocks of Novelties Well Cleaned Out—Black 
Is a Predominating Color 


ONGUE style shoes are gaining. 
Manufacturers have booked good 
orders for tongue style shoes for imme- 
diate delivery. It looks as if merchants 
would build up large sales on tongue style 
shoes right after Labor Day. 

One salesman went out the other day 
with a determination to get orders for 500 
cases of shoes. He came back with orders 
for 540 cases. It was his first trip for a 
long time in which he sold more shoes 
than he expected. That shows how vol- 
ume of business is increasing. Incidentally, 
many of his orders were for tongue style 
shoes. 

What Designers Think 

Tongue styles are of two chief types, 
those with gores beneath the tongues and 
those with straps. One and two strap 
styles continue to sell. So do oxfords. 
Some designers think that colonial, or 
tongue and buckle shoes will follow the 
present tongue style shoes. Others think 
that plain pumps with small tongues will 
come in. But these are matters for the 
future. 

Also, there is further speculation akout 
the influences of longer skirts. Some think 
they will lessen the demand for heavy wool 
hose. If so, then fewer of the heavy type 
brogue shoes will be wanted. Shoes must 
match stockings, and if long skirts lead to 
lighter, finer stockings for winter wear, 
then light and dainty shoes will be wanted. 
Also, there is speculation as to whether or 
not longer skirts will check the fashion of 
flapping arctics. 

Retail Left Overs Small 

Merchants all over the country made 
good sales of their summer stocks, accord- 
ing to reports had by manufacturers. 
“Left-overs” were small. Many of the 
summer styles will sell right through 
September, anyway. This season’s ad- 
venture in novelties seems to have paid all 
along the line, with no unpleasant come 
backs. 


New Lasts for Fall 


There are two chief types of lasts for 
fall, one, the 16/8 Louis heel last, which is 
used by makers of turn and flexible Mc- 
Kay shoes, and the other the 12/8 heel 
last, which is used by makers of welts. 
Foreparts are modeled to match the heels, 
toes being medium narrow, or narrow, 
and vamps 3 1/8 or 3% inches long. 

Variations there are on these lasts, for 
the makers of turn or flexible McKay 
shoes work up to 18/8 heels in a few in- 
stances, or drop down to 15/8 heels, while 


makers of welt shoes work down to 10/8 
heels, and up to 14/8 heels. 

The use of wood heels is quite large in 
the turn and flexible McKay lines, and it is 
gaining in the welt lines. Also, two firms 
are fitting up to make wood heel shoes. 

From 8/8 to 18/8 is the complete run of 
heights of Lynn heels. There is a heel to 
fit every elevation. 


Spreading Out Materials 


Lynn manufacturers continue to spread 
out their selections of material for fall and 
winter. This policy helped them to bal- 
ance the demand for materials during the 
spring and summer run, and to keep down 
prices. Of course, they had the co-opera- 
tion of retail shoe merchants in this 
spreading out process. 

For fall footwear, they are cutting quite 
a variety of material such as patent 
leather, black and brown kid and calf, 
suede calf, cabretta and satins and bro- 
cades. Later, some Lynn firms will work 
in to the heavier leathers. 

There is a growing interest in the new 
brown shades of leather, in both smooth 
and suede finishes. 


Styles at Murray Bay 


James H. Grover, of J. J. Grover’s Sons, 
Lynn shoe manufacturers, writes about 
styles at Murray Bay, where he and C. J. 
Underhill have been spending a_ brief 
vacation at Manoir Richelieu. He says: 

“There was much dressing up in fine 
clothes and jewelry by the ladies, and I 
was interested to note that practically 100 
per cent of the footwear in sight every 
evening consisted of strap slippers, gray 
suede, black kid and black patent. 

“Every conceivable variety of pattern 
was shown, with the extreme decollette 
slipper patterns the favorite. The unani- 
mity of choice of fancy straps indicates to 
me the likelihood that some time|will elapse 
before this type of footwear is replaced in 
popular favor by straps, or any other sort 
of shoes. 

“It is hard to avoid the conclusion that 
the perfection of modern silk hosiery 
makes the wearer ambitious to give a com- 
prehensive display thereof, made _in- 
evitable in fact by existing styles of ap- 
parel, and supplemented by the open 
work slipper designs now in vogue.” 


Tongue Shoes for September 
“*Tongue shoes are selling for Septem- 


ber,” says Harlan Leighton, of the A. M. 
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Infant's soft sole of smoked elk and patent. Made 
by Lynn Moccasin Co. 











Creighton organization. ‘Tongues with 
gores beneath and tongues with straps 
beneath, are both selling and the tongues 
are of variety almost without end. The 
shoes are of patent, black and brown kid 
and calf, satins, brocades and suedes, in 
solid colors and combinations. Heels on 
our shoes are from 13/8 to 16/8 high. 

“Oxford styles also are selling,” added 
Mr. Leighton and later in the season may 
come a strong demand for heavy types of 
footwear. 


A Matter of Merchandising 


“Here are two shoes,” says a sales 
manager. “One is priced 25 cents a pair 
highcr than the other. Less leather there 
is in the higher priced shoe. But there is 
more labor. So you can see for yourself 
that the cost of materials does not always 
make the cost of shoes. Often, the labor 
cost has much to do with the price. Labor 
costs usually increase as styles advance. 
That shoe, priced at 25 cents a pair higher, 
is the better seller. So you see that the 
style has a lot to do with the value of the 
shoe.” 


New H. T. & C. Shoes 


Harney, Tracey & Crehan have in their 
new line of welts a tongue style pump, 
made of patent leather, black or brown 
kid, in solid colors, as well as in combina- 
tions with brown and gray suede. How- 
ever, the all patent leather shoes are by 
far the best sellers. The tongue springs up 
smartly into a broad flare. The shoe is 
made over a new last, that carried a 14/8 
heel, the heel being of the military style 
and covered. 

Another new shoe is a one strap, the 
strap being half an inch wide, and fasten- 
ing with a button. The tip is made by 
stitching an imitation shield tip on the 
vamp. Also, there is a single line of 
stitching on the quarter. The heel, 14/8 
high, and of the military style, may have a 
leather or a rubber top lift, as the buyer 
desires. 

These two shoes are for September and 
October. For later in the fall, Harney, 
Tracey & Crehan will try some new 
brogue styles of Scotch grain and like 
leathers, making heavier shoes for cooler 
weather. 


Hopes, But No Stock 


Hopes for boots are still expressed. But 
one concern will not carry any boots in its 
fall stock, according to its present pro- 
gram. Another says it will think about 
boots later. Of course. there are others 
who have the boot habit, and will continue 
to carry them in stock. 


Goods for Repairers 


There is a fast growing business in Lynn 
that is made up of the manufacture and 
sale of goods of all kinds for the repair 
trade. These goods include soles, taps, 
heels, lifts, threads, stains and blackings, 
and miscellaneous other articles. 


Stylish Heels for Repairers 


Incidentally, makers of heels, for the 
repair trade, copy heels for the regular 
shoe store trade. So, if a shoe merchant is 
selling shoes with 16/8 heels in his store, 
he can get 16/8 heels for his repair depart- 
ment. The heels come all ready to put on, 
and the repair man is saved the labor of 
building them himself. 





“The Care of Shoes” 


Concerning that familiar topic, ‘The 
Care of Shoes,” George J. Kelly Co., 
Lynn, has issued a pamphlet which 
begins: 

Have more than one pair of shoes. 

Change from one pair to another fre- 
quently. 

Keep shoe trees in shoes you are not 
wearing. 

Do not keep shoes in either a hot or a 
cold place. 

Sudden changes of temperature injure 
leather. 

Use friction polish rather than self- 
shining dressings. 

Friction polishes contain wax which 
makes the leather soft and flexible. 

Self-shining dressings contain shellac 
or other gums which stiffen the leather. 

Uppers are frequently broken because 
lack of flexibility brings the bend, conse- 
quently, the strain, all in one spot. 

The cleaners in “combination” polishes 
generally contain acid, usually oxalic, 
which rots stitching. 
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Where to Buy 


Women’s Shoes 




















soft soleleather 
slippers. 
Send for catalogue 
MAID-RITE SLIPPER i» Ine. 
35 York St., Brooklym, N. Y. 
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E. A. & M.C.Witherell Co. 
Manufacturers 


Women’s Turns 
Boots and Slippers 
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FERN & POOR CO., Inc. 
Manufacturers 


Newburyport, Mass. 
Women’s Turn 
Comferts 
Boots & Slippers 
for the wholesale trade 
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and NOVELT 
One of our newest models 
Hand turn kid lattice work 
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Makers of 
HAND TURN NOVELTIES 
In All Leathers and 
On All the Latest Lasts. 


Felstiner-O’Connell 
Shee Co. Inc. 


41 Washinpgwn St. 
Haverhill Mass. 
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STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
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IN STOCK AGAIN 
Re. Bm Xs 
ed from Constanti- 
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Colors tor Immediate 
Delivery 

K. M. STONE CO. 
12-14-16 E. 22nd St, WY, 
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Men’s Shoes 
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T. D. Barry Co. 


Brockton, Mass. 














Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 














BROCKTON 


A Talk on Men’s Styles 


Brockton Enterprise Agrees with a Milwaukee Retail Shoe 
Merchant That the Customer Is Not Always Right 


N the samples of men’s welts being 

produced at the various Brockton 
factories a noticeable feature is the 
absence of vamp perforations and the 
prominence of vamp stitching effects. 
While toes are in the main left severely 
plain, uppers are embellished by various 
rows of stitches, coarse or fine according 
to the effect desired. So pronounced are 
these fitting effects, with the requirement 
of additional workers, that manufacturers 
are finding the demand of help in the 
fitting departments of factories is often 
greater than the available supply. 


When the Store is the Loser 


Commenting on a news item to the 
effect that a shoe merchant in Milwaukee 
doesn’t believe that the customer is 
always right, The Brockton Enterprise 
says,— 

“The Milwaukee shoeman has the idea 
that when a customer (and he mentions 
ladies especially), is unduly fussy, par- 
ticularly on a busy Saturday afternoon, 
he is not in favor of a clerk taking undue 
time in trying to please her. The store is 
the loser in a case like that. Customers 
who know what they want are discommod- 
ed, the store’s business is thrown out of 
plumb, and the salesman is needlessly 
bothered with a selfish customer who 
perhaps won’t buy anything after all. 
It is going too far to expect the seller and 
his force to abandon everything and lose 
time and patience to satisfy the whims of 
some unduly fussy person.” 


Manufacturer Opens His 
Mail 


A busy executive of a medium sized 
factory plant who is willing to take time 
each business day to open all the mail 
which comes into the factory may be 
considered strong on detail. Such a 
member of the local trade engaged in this 
occupation and being asked the wherefore 
replied :-— 

“*T discovered a while ago that with the 
mail being opened by delegated employees 
I was missing some important matters 
which should have been brought to my 
attention. In particular these applied to 
criticisms and requests from customers 
which required attention from the head of 
the house. Replies in many instances 
were delayed which resulted in some 
dissatisfaction. Then, I decided, that for 
a year at least, I would open the mail 
personally each day. It is a considerable 
task, but it pays in satisfaction and 
increased efficiency.” 


Outing and Anniversary 
Celebration 


The second anniversary of the shoe 
manufacturing firm of Barney, Capen & 
Denham Company was observed by an 
outing in which members of the firm were 
joined by salemen, as well as office and 
factory employees. The location of the 
outing was at Green Harbor, Mass. Two 
years ago the first shoes were sent through 
the cutting room of the factory, since 
which time a fine business has been built 
up in men’s welts. Members of the con- 
cern present were: President W. H. 
Denham, Vice President H. T. Capen, 
and Treasurer G. W. Barney. Among the 
members of the salesforce were J. J. 
Whalen, C. S. Merrill and E. M. Daniels. 
James F. Doyle representing the produc- 
tion, was assisted by heads of factory 
departments. 


Advertising Man Married 


Thomas Page Smith, sales and advertis- 
ing manager of the Emerson Shoe Com- 
pany, Rockland, Mass., was married 
recently at the summer home of Herbert 
T. Drake, Scituate, Mass. The bride was 
Mrs. Constance Van Brent Lynch of 
San Francisco. Her first husband Laur- 
ence Lynch, a lieutenant in the American 
Army, was killed in France in 1918. 
Mr. Smith, who is a Harvard man, 
class of 1905, has for several years been 
identified with the Emerson Shoe Com- 
pany. 


Concern Removed to 
Brockton 


The Allen-Gallegher Shoe Company, 
makers of youths’ and little men’s welts, 
have removed from the neighboring town 
of Holbrook to a factory in Brockton. In 
the new plant, which adjoins the railroad 
station, there is a complete line of modern 
machinery installed, with all other 
necessary facilities for production. 


Will Operate Branch Shoe 
Factory 


Joseph F. Corcoran Shoe Company, 
with plant in the Brockton Factory 
Association building on Court Street, 
where men’s welt shoes are produced, has 
leased a factory at South Hanover, Mass., 
where boys’ and little gents’ shoes will be 
produced. Machinery is being installed 
and production will start at an early 
date. 
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HAVERHILL 
Narrower Widths in Turn Shoes Where to Buy 
) 
™ There Should Be No Guarantee Against the Breaking of Wood Beeere Sane 
Heels—Other News Briefs eo 
HERE isa noticeable tendency on tween the two factories, were featured. f neers Ente J 
the part of buyers of women’s turn There was a fine dinner, also boating and owner, of Trade Mark Pullman’ 
shoes,’ said A. G. Collins of Collins & dancing. The outing was managed by a yy ed $15.00 a by. 
= Staples, “to omit D and E widths when joint committee from both the Rickard Coloxr Black and Brown 
& ordering. For instance; a wholesaler in and Claremont factories. Members of the full sizes 5 toll in Stock 
sion ordering ten cases of turn shoes will concerns were special guests. ow put ” ina WP, z 
“a specify two cases of A’s, three cases of B’s, atelniibaaninaaee 
nd = five of C's, the latter widths of couse = ‘Turns and Welts: In-Stock 
“= ing the most popular. The retail (ive ssa . Saath 8 ie 
ne merchant will order AA’s, A’s, B’s, and Another concern is added to the eta 
h C’s. In other words, we have practically numerous shoe manufacturing houses in a (ot BROCKTON 
forgotten the D’s and E’s which in the old Haverhill maintaining factory in-stock - Ih oo a3 ——— 
‘It days of Haverhill turn footwear were departments. The newcomer is_ the oe. 
= produced almost to the exclusion of Saltonstall Shoe Company, which begin- FOR MEN a 
7 narrower widths. Merchants are fitting ning September Ist, will carry women’s ‘ : 
~ womens’ feet long and narrow, these turns and welts ready for delivery to the 
x modern days.” retail trade. Lyman W. Stockbridge has 
“4 a been engaged as manager of the stock Stock Dept. 3 
s. One of Haverhill’s leading concerns anaes Is at Your Service 
c- ing w n’ i ingi ° r 
“ ea ea the ceehaate thavutow Added Line of Women’s | THE STETSON SHOE CO. (Inc.) 
the country the fact that it is impossible Turns South Weymouth, Mass. 
for a shoe manufacturer to guarantee Harry E. Adams, who is identified with 
wood heels against breaking. The concern the production of women’s Welt footwear, 
_ — bran {at - -_ pe = has added a line of women’s medium grade 
a Pe - hes a meted cromtarane-a , " . turns. This will include many novelty 
d ~~ ratvearieg cel pian’, patterns, supplementing effectively the 
using tough rock maple. It adds, how- women’s welts now produced. 
rt ever, that no matter how carefully 
aS these heels are made and how skillfully 
of attached to shoes, they are likely to Patented an Improved 
r- break or fall off under unusual wearing Innersole Howard & Foster Co. 
" prey a Merchants are advised not to William A. Knipe, head of the shoe Men’s & Women’s Welts 
. give the customer a new pair of shoes just = = a 
1, because she breaks a heel unless they are manufacturing concern of Knipe Brothers Address all communications to the 
: on Inc., manufacturers of men’s welts shoes factory at 
n themselves willing to meet the expense. ' : . 
.. has been granted a patent on an arch Brockton, Mass. 
* ° supporting innersole. This is an improve- 
Rickard-Claremont Outing ment on a combined leather and canvas 
On August 19 the Rickard Shoe  innersole patented by Mr. Knipe a few 
Company and Claremont Shoe Company years ago and used in connection with 
employees held their second annual outing. production at the Ward Hill factory of 
' The location was at Silver Lake, Wilming- this concern. The improvement provides 
4 ton, Mass. Several hundred members of a stout piece of sole leather between the 
“ the Rickard-Claremont Outing Associa- sections of thin leather and canvas of the 
“ tion took part in the day’s festivities. A previously patented innersole, also on 
j parade from the factories began the day. the shank portion. This extends along 
. Arriving at their destination, a series of the inner side so as to supply added 
. sport events, including a ball game be- support to the arch of the foot. iL 
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Fall Business Developing Slowly 


Clearance Sales Continue—White Season Was Spotty in 
Both Men’s and Women’s Lines 




































































Frederick S. Peck 


Wercester, Maes. 


ID-SUMMER dullness together to white shoes. The white season was Men’s and Women’s 
: with extremely hot weather put a decidedly spotty, and some of the retail Sport and College Shees 
damper on the retail shoe trade here dur- merchants have had a hard time to clear Boston Sal 
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ing the third week in August. Clearance 
sales continued, especially those devoted 


out stocks. Others, however, have cleaned 
up nicely. One of the largest mid-town 
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Where to Buy 


Men’s Shoes 
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| CRAIG “REED. & EMERSON INC. 


Boston Office: Room 214, United States Hotel 
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Wood Heels 




















New England Wood Heel Co. 
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Wood Heels and 
Wood Heel 
Machinery 
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shoe shops, which by the way reports 
business for the first seven months of this 
year 25 per cent ahead of last year in 
dollar volume, has sold all but 300 pairs of 
12,500 pairs of white shoes. At prices 
which it is offering the remaining pairs a 
good clean-up is expected. This was in 
women’s shoes. 

In men’s shoes somewhat the same 
conditions have prevailed. While some 
have been “stuck” on whites, others have 
sold out their stocks well. The Adler chain 
for instance, on August 19, had less than 
300 pairs of men’s whites in stock. These 
were being cleaned out at a general price 
of $4.95. 

Straps Still Leading 


Fall business so far has developed 
slowly. More is heard about tongue 
pumps, but they have not yet begun to 
move in a manner to give any indication 
of outselling straps for the coming season. 
In general, retail merchants have stocked 
them conservatively to test out the buy- 
ing temper of the public. One of the lead- 
ing stores here finds a good demand for 
the old-fashioned stripped pump, to be 
worn with buckles and in its call for new 
style shoes so far, finds it taking as well 
as the newer tongued models. 


An Old Colonial Pattern 


A Fifth Avenue shop, which is stressing 
tongued pumps, presents an old Colonial 
model that held sway several years ago 
and finds it moving readily. The last is a 
little different, but the pattern is un- 
changed. The model in question is a 
straight Louis heeled gray ooze Colonial 
with a square ooze covered buckle. 


Big Delegation for State 
Convention 


New York City will send one of the 
largest delegations to the coming conven- 
tion of the New York State Retail Shoe 
Dealers’ Association in Albany, September 
5 and 6. Already 33 members of the Retail 
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The Post Graduate Class of the School of Practipedics who rece 
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correct fool filling. Sessions were 
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Shoe Dealers’ Association of New York 
have signed up for the trip and several 
more are expected to join the party before 
convention time. The major portion of the 
local delegation will make the trip by boat 
up the Hudson. Several will go in their 
own motor cars and will take friends with 
them, while a few have signed up for a 
rail trip. 


Committee in Charge of Delegation 


The following committee is in charge of 
the local delegations: Jessie Adler, chair- 
man, Benjamin Barmann, E. A. Perlberg, 
Max Deutsch, A. Gabriel, J. Hirsch, A. W. 
Shiverts, Philip Bender, George Vander- 
porten, C. E. Hutchinson and J. E. Meade. 
Among others who have signified their 
intention of going are President Percy E. 
Hart of the local association, John Slater, 
S. Bloomberg, Mack Schenck, Leonard 
Davis, Edgar Pringle, M. Davis, K. Ker- 
nan, L. D. Shire, H. E. Jones, Harry 
Loventhal, Charles I. Clark, Ed. Fried- 
man, Phillip Firedman, Sam Fox, Robert 
Smith, Albert Harris, Leo Hart, Harry 
Rosenthal, Louis Edelstein, H. Treibitz 
and Maurice Miller. 


Louis Hart Home 


Louis M. Hart, President of Cam- 
meyer’s returned from Europe on the 
Majestic last week. Mr. Hart has been in 
Europe for a couple of month’s vacation. 
This made his second trip across this year. 


A Foot Correction Course 


A post graduate course, covering a 
period of two weeks, on the subject of foot 
corrections was given at the Hotel Penn- 
sylvania, New York City, by the Ameci- 
can School of Practipedics, and ended on 
August 4th. This school is the educational 
department of the Scholl Manufacturing 
Company. Instructions were given by 
Dr. W. A. Hill. There were two day ses- 
sions lasting a week, and one evening ses- 
sion extending over a period of two weeks. 


5 Le mag a most interesting course in 
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York The men who attended the classes were London to Paris, a trip that almost every 
veral shoe merchants who came from as far American traveler in Europe is making Wh t B 
a East as Maine and as far South as Florida. this year. Mr. Meade was accompanied er e oO uy 
e - . . . . . 
Pittsburg and New York City werelargely on his flight by his sister, Mrs. Clapp, and . 9 
boat represented. These merchants and sales- her daughter. From the height of 5,000 Children’s Shoes 
the “4 men are anxious to become thoroughly feet, according to Mr. Meade, the English 
with acquainted with the proper method of channel resembled a “sea of floating ice.” 
or a . . . aw 
fitting the human foot with shoes. —— 
Dr. Hill treated the subject from every In the Adirondacks ‘Bonita, Shoe * Baby 
possible angle that would help to give the Jesse Adler, President of the Adler Shoe In Stoc]< 
7 ma customer the shoe best fitted Company and Irving Grossman, adver- tra 
to his foot. - “ . 
air- .,  tising manager for I. Miller & Sons are AH Martin@ 
- The school sends out lectures to retail making a motor tour of the Adirondack endl 

Ww shoe merchants all over the country to csetaiion. ae 
le : help to enlighten them along this line, so 

r- ° . : — : pamee Fas : 

that they in turn may pass on their : . kto ——————— 
> . n _ 
1 knowledge and assist their customers in Irving —— Brockt | The BeP Ol O) Bhs Walia @ Oar 
2 obtaining comfort in every sense of the mm —_—— Vanufacturers —— 

a word. Irving Butts, for many years local INFANTS TURNS-SOFT SOLES 
= —— representative of the Commonwealth gud HAND MADE MOCCASINS 
= . > Shoe Company, has severed his connection famples o : 
oat James Meade Touring Europe with that concern and is now with the a 
we Another local shoe man who is touring Stone-Tarlow Company of Brockton, 

0 Europe is James E. Meade of Brooklyn. Mass. It is understood that Mr. Butts “ 
ene A letter was received from Mr. Meade has purchased an interest in the latter Soft Soles and Meccasins 
“sd last week in which he told of flying from concern. Ask zo" Jobber for our 

j - ng Fe — NOT sel} 

e retail trade. 
ROCHESTER Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 4 

“d Special Pre-Convention Meeting 
“ELAM” 

e New York State Convention Plans Outlined by William . h 
a ; Flexible Turn Shoes 
ar. Pidgeon, Jr., President of the Rochester Merchants and For the Jebhiieg Tus Bnahustreby 

Chairman of the Convention Program Committee F. S. ELAM SHOE CO. 

» Rochester, N. Y 

T aspecial meeting of the Rochester ‘Problems of Shoe Buying,” by James H. Boston Office. 181 Ease: S rect 

. Retail Shoe Dealers Association, held Stone, editor of the Shoe Retailer. 

. at the Chamber of Commerce on Tues- “Hiding the Hides,” by J. V. Lobell of the area a 
4 day August 22, plans for the convention Steele-Lobell Co., Charleston, West Va. Moccasin-Style Shoes 
«fl of the New York State Retail Shoe Deal- Wednesday a. m., September 6—‘*Mu- eeeeomnes, te 
- ers Association were outlined by William tual Insurance,” by Henry F. Hagemann, with parent veme High 
_ Pidgeon, Jr. President of the Rochester secretary-treasurer Shoe Dealer’s National Soft cushion innersoles— 
- Association, and chairman of the pro- Underwriters. “Advertising in Business on ate py Mh 
. gram committee for the convention. —A Dynamic Force,” by Martin F. Hil- Lynn Moccasin Co., 125 Market St., LYNN, MASS. 
i: The following program was announced finger, vice-president of the A. E. Nettle- pra 
4 by Mr. Pidgeon, who also stated that the 2 Co., Syracuse, N. Y. “Style, Service - SO SOLES 

Capitol District Retail Shoe Dealers were a _ rs —_— by F. 4 Mowe # FT LE 
planning several entertainment features anville, Ii. fourt Vi0O-PrOCHsens os the £ ntatal lige ) Sor Oe 
for both men and women. National Shoe Retailers’ Association. leather moccesins, oft soles. 
““Men’s Styles for Fall,” by Jesse Adler Hay — — 
Program of Convention of New York. wards. Also a full line 
Tuesd a oe Wednesday p.m., “Style Trend,” Prices of Ladies’Pump Straps 
ee ee eee pening and the Future of the Shoe Business,” NU BABY SHUE CO., East Lynn, Mass, 
of convention by President Charles H. by Henry E. Hagan of Boston, president 
mitt Pa ps sey apes 70: bd ee. of the Massachusetts Retail Shoe Mer- 
! rear ; ao 2 Mie d re -- chants Association and director of the 
en ee ce a a Ole National Shoe Retailers’ Association. Re- Wh t B 
Retail Shoe Dealers of New York State. ‘ , a ere to u 
sete ports of committees. Election of officers. 
Address of Welcome by Hon. William pe ON ll ‘ 
Hackett, Mayor of Albany. Response by “~~” ; Shoe Illustrations 
Past President William Pidgeon, Jr., of 














Rochester. 

Tuesday, p.m., President’s message by 
Charles H. Barton of Buffalo. “Bringing 
Business Back,”” by H. N. McGill of the 
Babson Statistical Organization. ‘‘Value 


of Unity Among Shoe Men,” by C. K. 
Chisholm of Cleveland, president of the 
National Shoe Retailers’ Association. 


General Business Reported 
Slow 

Final sales in the annual clean-up of 
white goods are the feature of the be- 
tween-seasons. Many of the stores have 
done their final business in whites and 
have resorted to “waiting”. A few, how- 
ever, continue with the clean-up and one 
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Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave.] Boston 








IN STOCK—OUR NEW 
BALLET SLIPPER 


Haverhill, Mass, 











Where to Buy 


Shoe Ornaments 

















or two have opened up fall goods. Busi- 
ness as a whole has been rather slow 
during the past week, even for summer, 
but one or two notable exceptions re- 
port good business. 


Finds the Recorder Widely 
Read 


Cosmo Dispenza, manager of the Net- 
tleton Shop recently received a letter 


from Australia requesting some data on 
the new store fixtures recently installed 
in the store which was described in the 
Recorder of February 25. 


“Cos” says that he always knew that 
Recorder was widely read by shoe mer- 
chants, but that he never half appre- 
ciated the wide circulation until he re- 
ceived the letter from the other side of 
the world. 





BUFFALO 


Good Fall Business Expected 


Summer Stocks About Cleaned Out—Black Much in Demand 
—Men’s High Shoes Sell to Extent of 75 Per Cent 


HE third week in August found the 
Buffalo retail merchants’ stock of 
sl r footwear well cleared out in spite 





Colonial Tongues the Fashion 
Always up-to-the-minute with the 
latest styles in shoe ornamentation 
either in beaded, leather, metal or 
b abrics. Edw. E. Kahn Co. says: 

“Dame Fashion" demands Colon- 
jals. We have them. Your sam- 
ples ready upon request. 


EDW. B.KAHN COQ. 
encox 


310 FULTON Sr. Lyn NY 








SHOE BUCKLES | 


DETACHABLE STRAPS) 


l wotcse. .... SHOE BEADING 
METAL HARNESS BUCKLES) 


SLADED 


FASHION ORNAMENT CO 


'S MYRTLE AVE BROOKLYN N.Y 


a | 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 


evel 








For TONGUES 
BUCKLES and 
BOWS 
Write to the 
Vanity Novelty 
Works 


913 Gates Ave. 
Brooklyn, N. Y. 


m60 0 





TRADEMIK 








Saale 


"Uae PARISLAN BEADING WORKS CO. 
4™& WALNUT STS., PHI 











“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y: City 














of the strike of street car men, which has 
caused no end of inconvenience to shop- 
pers for the past seven weeks. The hot 
spell during the week of August 14 helped 
to offset the rainy weather during the 
early part of the month and the clearance 
sales of white stuff were well patronized. 

With the vacation period about over 
and the homeward trek from the beaches 
nearly at hand, besides the school trade 
retail merchants are looking forward to 
a good fall business. In women’s wear 
patent leather and satin pumps continue 
to hold their popularity. Black seems 
to be more in demand and a brisk trade 
in this color is looked for right through 
the autumn. That applies to men’s shoes, 
as well. Merchants are of the opinion 
that high shoes will constitute nearly 75 
per cent of their fall business in men’s 
lines. 


Buffalo Merchants Hold Big 
Outing 

Favored by ideal weather, the annual 
outing of the Buffalo Retail Shoe Dealers’ 
Association, held on August 16, drew an 
attendance of 125, and proved one of the 
most successful ever held. With the 
thermometer hovering around 90 in the 
city, the boat ride down the Niagara 
River and the cool shady grove at Edge- 
water, Grand Island, proved doubly at- 
tractive. 

Leaving from the foot of Amherst street 
at 10:30 a. m., the Hettie V. and consort 
glided down the river and circled Grand 
Island where a stop was made at Edge- 
water for an afternoon of “high jinks.” 
On the way to the picnic grounds a lunch 
was served. The first item on landing was 
a chicken dinner while the climax to the 
affair was a baked whitefish dinner, ser- 
ved at 6 o'clock. 


Travelers Beaten at Baseball 


The feature of the afternoon’s pro- 
gram was a baseball game between the 


retail merchants and travelers, which 
was won by the former, 9 runs to 7 
The teams were as follows: 

Retail merchants: Spinner, p; La Reau, 
lb; Connors, 2b; Lauck, 3b; Poli, ss; 
Arnold, rf; Von Knopka, cf; Nordcliffe, 
If; Jones, c. 

Travelers: Hefferman, p; Zorn, 1b; 
Meyers, 2b; Sudron, 3b; Kendall, ss; 
Briggs, rf; J. Schaefer, cf; Spelter, If; 
Stolley, c 

Umpires: Fred Zorn, John Fornes. 
Scorer, C. I. Lanich. 

The sporting events were novel and 
provided entertainment for both com- 
petitors and speculators. Prizes for these 
events were donated by: John Ebberts 
Shoe Co.; United States Rubber Co.; 
Jacob P. Steffan & Sons; Stanley Von 
Knopka Farnham Shoe Co.; M. Steffan’s 
Sons; G. E. Thing branch of United States 
Rubber Co.; W. H. Walker & Co.; J. M. 
Fornes & Co.; John Strootman Shoe Co.; 
Joseph Argus Shoe Co.; Ollie F. La 
Reau and Steffan Leather Co. 


Athletic Event Winners 


The athletic events resulted as follows: 
Three-legged race; 1. Connors and Ken- 
dall, 2. Spinner and Zorn. Baseball throw- 
ing; 1. N. Anderson, 2. Connors. Blind- 
fold race, 1. Spinner, 2. Lanich. Crab 
race; 1. Connors, 2. Kendall. Cracker 
eating contest; 1. J. Balanco,”2. Ander- 
son. 

State Convention Committee Appointed 

The outing was devoid of speech-mak- 
ing, but the opportunity was taken ad- 
vantage of to select a committee to work 
in the interest of the coming state con- 
vention at Albany, September 5-6. Those 
named were: C.H. Barton, chairman; Fred 
Becker, Jacob Meyer, S. Von Knopka, 
C. I. Lanich and O. F. La Reau. They 
will endeavor to line up a large dele- 
gation from Buffalo and hold a meeting 
early this week to make final arrange- 
ments for the Albany trip. Most of those 
who intend to take in the convention will 
leave here by auto either Sunday, Septem- 
ber 3, or Labor Day, September 4. 


i 
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Dean A. Wilcox Opens Store 


Dean A. Wilcox, who has had 14 
years’ experience in selling footwear, 
the past two years with the Endicott- 
Johnson Company’s Main Street Store, 
and the four years previous with Adam, 
Meldrum and Anderson’s department 
store, opened on August 19, a brand new 
retail establishment in a newly constructed 
block at 2177 Fillmore Ave. It is located 
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in a busy little business section in the 
northeastern part of the city, which 
serves a thickly populated section of well- 
to-do Buffalonians. 

The new store will carry a complete 
line of shoes for the entire family of the 
staple variety and Mr. Wilcox will de- 
vote especial attention to his children’s 
department. He carries a number of 
popular brands, including the Endicott- 
Johnson line. 





BALTIMORE 


Special Sales Stimulate Business 


Manufacturers Report a Satisfactory Business—Jobbers Feel 
Optimistic as to Fall Trade 


HE usual summer business is in force 

in this city, with the retail merchant 
disposing of his summer styles through 
special sales. One retail merchant stated 
that he had increased his sales 35 per cent 
through special sales and his receipts 
25 per cent. This is general among the 
retail stores and they all report business 
as being very good. Demands for one 
strap styles predominate and now that 
the white season is over patent leather 
sales have increased. The department 
stores and most of the shoe stores have 
been closing all day on Saturday, but this 
has not affected business to any great 
extent as the sales have offset a loss which 
may have resulted from this practice. 
Sports have sold very well in women’s 
styles this season, but with the exception 
of a few stores, men’s sport shoes have 
moved very slowly. 


“Sold Up to November 15” 

The manufacturers report business as 
very satisfactory and a slight increase in 
the size of orders placed noted. Clement 
Ball Shoe Mfg. Co. announce that they 
are sold up to November 15. They also 
report collections as being very good and 
state that from all indications business 
will be very good in the shoe industry this 
fall. One strap patent styles are leading 
the demand. 


Collections Have Improved 
The jobbers report a bright outlook for 
this fall and in most cases states that 
orders are being placed for larger quanti- 
ties and collections have improved re- 
cently. 


Fashion Show Arouses 
Interest 


The attention of the shoe trade of 
Baltimore had been centered on the 
Fashion Show for the last few weeks. 
A great many of the manufacturers and 
jobbers have exhibits. Considerable 
business is being secured from out of 
town buyers. Fall styles were shown and 


each exhibitor has some new pattern 
which he is putting in the foreground. 


Some Attractive Exhibits 


P. H. Volk & Co.’s booth caused 
considerable comment. Irvin Volk re- 
ports a number of new accounts. This 
venture by the Volk Co. was watched 
very closely by the local finders, many 
of whom felt that it would not be a 
success; but Mr. Volk stated that this 
was definitely settled early in the Show 
for he secured business from firms whom 
he has never sold before. 


N. Hess Had Novel Display 


N. Hess Son’s had a very attractive 
booth and showed a special men’s style of 
tan with a black stitched tip and a black 
with white stitched tip. The stitching was 
in six rows. The display of this company 
was mostly of novelty styles. 


In Ye Colonial Days 


The Dixon Bartlett Co., manufacturers 
of the Dolly Madison Shoe had a booth 
representing the Colonial period, called the 
Dolly Madison Boudoir. The idea was 
carried out to the letter and shoes and 
stockings arranged just as they would be 
left by the wearer. The concern reports 
an excellent demand for one strap styles 
in patent and dull finished leathers. A 
new style in a one strap patent entirely 
stitched in red was shown. 


Wish Bone and Cross Straps 

S. Halle Sons had a double booth and 
showed a number of new styles in wish- 
bone, cross strap patterns and Russian 
boots for women and misses. They also 
showed girls’ Russian boot with a red top 
Silver and satin brécades were shown very 
extensively by this company, as well as a 
number of novelty styles. 


A New Comfort Shoe 
The Maryland Shoe Corporation is 
manufacturing a new comfort shoe for 
elderly women which is meeting with 
excellent succéss and was shown at its 











Where to Buy 


Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish. 


Creese & Cook Co. %3e"** Yu” 


Tanneries at Danvereport 











T. W. GODSOE, Pres. 
w.c. NALD, Vice-Pres. 
F. E. Jones, Treas. 


F. E. JONES COMPANY 


covors MAT KID 








95 South Street, Boston 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 











Beggs & Cobb, Inc., Boston, Mass. 








Cut from the best 
oak leather for 
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Where to Buy 


Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 











TRC RIVERSITY, o 
SAD 

















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4966-4961 











PRINTING 


A eB 


SHOE TRADE 


WINDOW CARDS 


THREE—all different—showing Fallish designs 
in FOUR colors, with catchy reading matter 
All Three for $1.00 [postpaid] 


TOLMAN PRINT, INC. 
Brockton, Mass. 











Where to Buy 


Miscellaneous 














1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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booth. It is also showing the ““Grow-Rite” 
shoes for children. This firm reports 
business as improving, and larger orders 
are being received so far this season than 
at this time last year. 


Buckles and Buttons 


The Alma Manufacturing Co., had a 
booth and displayed many different styles 
of fancy buckles and buttons. 


On The Blue Steps 


The Baltimore Shoe House had a double 
booth with steps covered in light blue 
displaying a number of different styles 
which they are jobbing. 

Rice & Hutchins, Inc., and the United 
States Rubber Co., are displaying rubber 
bathing suits and rubber bathing caps, 
also the Russian boot style was 
shown. The United ‘States Rubber Co’s 
booth had a background showing a bathb- 
ing scene. 

Many hosiery companies had displays 
separately or in connection with shoe 
exhibits. 


A New Gaiter 
The American Over Gaiter Co., has 
recently put on the market a gaiter with a 
contrasting top to represent the Russian 
style of boot. This is being shown by 
S. Halle Sons Co., at the Fashion Show. 


Bristol Opens New Store 


The Bristol Shoe Stores Co., has opened 
a new store at 202 W. Lexington Street 
and now has two stores on this street 
which is the main shopping district of 
Baltimore. The new store is very artistic- 
ally decorated and has excellent display 
facilities. 


Stores Protective Association 
Established 


The Stores Mutual Protective Associa- 
tion was recently incorporated in this 
state to furnish detective and other 
service and assistance in connection with 
the prosecution and conviction of burg- 
lars, sneak thieves and shop lifters. This 
association is backed by the local depart- 
ment stores and large retail merchants. The 
incorporators are J. Ira Middleton. Joel 
G. D. Hutzler, Walter Sondheim, Moses 
S. Hecht and C. Howard Milliken. 


Business Is Good 


Irving, Gomprecht of D. Myers & Sons, 
jobbers of women’s and children’s styles, 
states that business has been very good of 
late and a good season is anticipated. This 
firm had an exhibit at the Fashion Show 
and displayed many new styles. Last year 
they had the prize booth and the medals 
they received then were prominently 
displayed this year. 


The Monumental Shoe Manufacturing 
Co., reports business as being very good 
and a slight increase in volume noted. 
This company manufactures the Tickle 
Toe brand of infant’s shoes. 


The Low Heel Is Criticized 


Charles G. Dixon, who recently took 
charge of the shoe department of Joe! 
Gutman & Company, after eleven years 
with Hichschild Kohn & Co., says that 
the outlook for this fall is very encourag- 
ing, and he is very much pleased with the 
results he has obtained during the short 
time he has been with Joel Gutman 
& Co., Mr. Dixon states that the low heel 
is fast becoming a thing of the past; that 
the trade is requesting the higher styles 
and criticism against the low heel and its 
effect on the wearer has been very 
noticeable. 


A New Shoe Department 


Announcement was made recently by 
Julius Gutman & Co., that they would 
enter the shoe field to carry women’s and 
children’s styles. The basement of their 
building at Lexington & Park Avenue is 
being remodeled as an up to date shoe 
department and it is expected that the 
new department will open in the near 
future. The firm has not decided on the 
man who will take charge at the present 
time. 





Novelty Felt Slippers 
Made in California 


An interesting development in felt 
merchandise if noted in the presentation 
of Cosy Toes novelty styles by the Stand- 
ard Felt Company of West Alhambra, 
California. Inspiration for these novelty 
styles has no doubt come from the popu- 
larity of the strap effect in leather slippers 
and is a distinct departure from the styles 
heretofore presented. The patterns are 
finished on distinctive lasts that are 
shapely and the color combinations of 
turquoise, peacock, taupe and other 
popular tones reveal the designers’ in- 
genuity in creating a new touch of har- 
mony. A Chinese model of very daring 
conception has also been created by the 
manufacturers of Cosy Toes. These 
slippers have a flat continuous sole and 
heel that is a faithful portrayal of the 
original Chinese slipper and will be 
known to the trade as the Cosy Toes Man- 
darin. It has a double sole effect with a 
turned edging of contrasting felt between 
the sole and the body. It is being pro- 
duced in styles for men, women and 
children. 

The Standard Felt Organization has 
adopted the ploicy of year around adver- 
tising, and its salesmen are now covering 
the entire country, showing the new 
novelty creations. 
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School Children Need Canvas Shoes 


Boys and Girls Have Learned to Like the Comfort and Coolness of Rubber 
Soled Footwear for Playground Wear During September 
and October—Tell "Em About It 


of New York are of moderate propor- 


the boys and girls of this great 
country of ours are trooping off to 

There is certainly a big army of 
them, some 33,250,870, so the Census 
Bureau announced last November. This 
school population included childrev be- 
tween the ages of five and 20 years, and 
was based on the Bureau’s January, 1920, 
estimate taken between September, 1919 
and January, 1920. 

It is safe to say that every one of 
these children is a probable custom- 
er for a pair of canvas rubber soled 
school shoes. Why not sell an extra 
pair to the school children and im- 
mediately? Boys and girls have 
learned to like the freedom and com- 
fort of canvas rubber soled shoes 
during the summer months in the 
great outdoors. They would like to 
prolong their summer equipment just 
as long as possible, especially during 
the warm days which are bound to 
come during September and October. 

In the school playgrounds, or in 
the school class rooms, canvas rubber 
soled footwear is a popular number. 
The retail shoe merchant can sell 
this class of footwear if he makes the 
public aware of the fact that he has it 
for sale. Write a letter to the mothers 
about the common sense of Johnnie and 
Susie continuing to be shod in canvas 
rubber soled shoes for the next couple of 
months. Tell Johnnie’s mother or “dad” 
that he will want a new pair in which to 
appear “smart’’ and trim for the first two 
months of the school term and that there 
is really no reason why this very practical 
and economical method of “‘shoeing’’ the 
youngster should not be considered. 


Lite is the season of the year when 


school. 


Sell the Boy Through Your Windows 


And besides writing about canvas rub- 
ber soled footwear, advertise it in your 
windows with a baseball and a bat; or an 
outdoor scene; then Johnnie will be sure to 
see for himself the practicability, yes, even 
the dire necessity of another pair of canvas 
shoes, “the same as all the other fellows 
have.” After Johnnie or Susie reaily make 
up their minds that their whole future 
school life will be marred if they do not 
secure a pair of those shoes which you 
have so attractively displayed and talked 
about, the family purse strings will not be 
long in unloosening to the extent of the 
necessary purchase price. 


double foxing 
back-stay—speci 





Link Up With School Idea 


The daily newspapers of your town can 
also be made to convey a telling message 
that you have some brand new canvas 
rubber soled school shoes. Many retail 


merchants have already linked up with 
the school idea and they have found that it 
paid in the proportion to the efforts which 
they devoted to their publicity campaigns 
thereon. 





A Keds boy’s bey white duck, black cowhide trimming. 
um _—_ d frictioned fabric—ankle patch and 
ba fread soling—loose lining — 


* Insoling. 


Detroit Say Big Gaiter Season 
Ahead 


The Hood Rubber Products Company, 
401 W. Jefferson Avenue, Detroit, report a 
splendid trade in that vicinity, says our 
Detroit correspondent. A. E. Harris, 
manager, predicts a big season for wom- 
en’s buckle-overshoes. When interviewed 
during his calls on the Detroit stores he 
had a woman’s buckle overshoe with an 
astrakhan collar which he said he had sold 
already to the extent of 400 cases, and 
that on top of the purchases already made 
earlier in the season for plain tops. 


Rubber A Bit Steadier 


With the first of the week the New 
York rubber market was a trifle firmer 
and there seemed to be a more optimistic 
feeling among the larger factors. De- 
mand has looked up a little, although 
most of the purchases were still of a hand- 
to-mouth character. 

No stimulating advices were received 
from London. Plantation rubber was a 
little higher. Revised prices are listed 
below. Stocks of rubber in the vicinity 





tions. 
and devoid of new feature. 





Para rubbers remained unchanged 
There seems 


to be a little more interest in the distant 
positions, but no trading to speak of was 








reported. 
Plantations— 

First latex, crepe, spot....... ..@13% 
pecs Vee aia ..@13% 
October-December. . ..@u4% 
January-March . .. @14% 

Ribbed, cabal chavta, 
spot. . .- @13% 
September. . ..@13% 
Octobe =-Desemsher... ..@14 
we neieate one “u @.. 
Coarse. . . 84@.. 
Caucho, ball, upper. 13 @134% 
Caucho, ball, lower.1024@. . 
Cameta. . . 84@.. 
¢C vateeia—Catinto. . ..@10 
Siack scaxceys _.13%4@. . 
*Esmeralda...... ..@10 
*Mexican scrap...... ..@9% 
*Guayule—wet...... ..@18 
*Brown crepe, thin, 
clean. . .. 134%@13% 
Rolled. . ore a 
*Amber No. rf ..@13% 
Amber No. 2....... .. @13% 
Amber No. 3....... ..@13% 

Clean brown crepe..... .... 134%4@.. 

Para—Up-river, fine......... 185%4@.. 
Up-rover, coarse...........13 @13\% 
*Island, fine..............174{@.. 
Dry.. ie 

*Balata—Block, Ciudad. uate ..@58 
Block, Colombian. . .- @42 
Panama. . + alba Ka eid! Ope 
Sheet. . - dana @70 

‘Benguella, No. 2 <icse ew 

*Kassal—Pr. Madk.........06 @.. 
eer 
*Nominal 

Sheet fine ribbed 
smoked......... 25 @25% 8 @8% 

Sheet good F.A.Q..244%@25 7)@8 

Sheet off quality...23 @24 74@7T% 

Crepe fine pale....25  @254%4 84@85% 

Crepe good pale...24 @25 84,@8% 

Crepe off quality...22 @24 734@84% 

Crepe fine brown. .2214@23 7%4,@8 

Crepe good brown. 2014@22 7TY4@7% 

Crepe dark........ 16 @21 6 @7% 

Crepe bark........ 15%@17% 5%@6% 
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Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany. 


DUBS. ccccccocess $3.50 each. 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direst from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolli Step Ladders. 


Z 


‘ease ofa 











Bicycle 


STEP 


FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 


Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Window Valances 


In Stock—Ask for Samples 


Window Rugs and Plush 


Sampies Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





LADDERS 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicago 








are made 
in many 
styles and 





to fit all 
kinds of 





shelving. 


Send for cata- 
log giving full 
yo ar and Floor 

Mirrors 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chica tm. 





SHOE STORE 
CHAIRS 
SETTEES 


Write for 
Cata 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








Metal Shoe Fitting Stools 


No. 141 


je THECHICAGO 
cod Frit WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 











Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“*“Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 








Chicago Branch 


Boston, Mass. 161 W. Lake St. 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelvi 


of 

a ae. i ——- 
approv: sat- 
(heetion guaranteed. 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 

















BUY NOW 


PRICES ARE AT 
LOWEST LEVEL 
These Boudoirs will bring 
business for you. os 
whe of calepalp 
that wins trade. Let us 
prove Ly by sending you 





p g our 
present prices, in colors 
and quantity you 
desire. 
Black— Red— Havana 
Brown — Blue — Pink 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 


BOUDOIRS 
IN STOCK 








Branch Factory, Newton, N. H. 





Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 


332 Summer St. 


BELTING BUTTS 


BOSTON, MASS. 
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SALESMEN WANTED 


FOR SALE 











Salesmen For Big 


Volume Children’s Line 


Men who can sell high-grade chil- 
dren’s, misses’, and growing girls’ 
shoes to big buyers and quality stores 
in Western States, Coast, Ohio, and 
Indiana. Trade now established. Op- 
portunities for large sales unlimited. 
Desire only with 
good records who are established in 
the above territories. State full parti- 
culars. Address D-420, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 











FoR —3 T-- of geting, Se wary and 
shoes. In Southern Iowa City 000 popu- 
lation. Oni stock of clothing in FA “i other 
shoe store. A fine opportunity for a hustler. 
Stock will insure $15,000. Rent $35.00 per month. 
Reasons for and ‘Shoo interests. Address D-428, 
cre Boot and Recorder, 207 South St., 
Boston, Mass 


FoR SALE—Shoe store at invoice, plus $5,000 
for the entire store, lease, good will, and fix- 
tures, ete. No job lot buyers. need apply. A 
in. Address Kappner’s Big Shoe Store, 1319 
ain St., Cincinnati, Ohio. 


Fo. SALE—21 bicycle step ladders, 10 & 12 feet 
; no track or pees ladders in condi- 

~_ ag me $4.00 each. Address C 

Stores, Scranton, Pa. (Shoe Dept.) 











TO LET 








POSITION WANTED 








MORE 
BUSINESS 
WANTED? 


I can help you obtain it. Twelve 
years’ successful experience in 
advertising and sales-promotion 
with New England shoe and 
leather industry. Familiar with 
this industry from angles. Well- 
educated, and a close student of 
market conditions. Best of 
references. Now employed. 
Address D-413, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














WINDOW DRESSER 


ere WINDOW DRESSERS—We have a very 

phe ne Ly mg Ft 
ive tate = 

mit at Gren las RT 








LINE WANTED 


W: ANTED—Men’s hinged lasts. Wile M. S. 
Company, 42 Lincoln St., Boston, Mass. 


LINE of “Threads” wanted by a “Live Wire,” 
— hep sold and can sell the shoe manufac- 

tn oe ee Tet Shoe Re- 
an, 207 South St., Boston, Mass. 


WANTED—By « experienced salesman, 

men’s dress welts up to $4.00 for Tt, 
and Western Pennsylvania. Address D-422, care 
it ond Shoe Recorder, 207 South St., Boston, 














FOR RENT 


R RENT—Spacious floor in woman's special 
Porc re Sr © pepener-quiene mat a fe 8 social es 
store. 100 per cent locatien. Be 


rope I Wonderful 
ition. n 
sets apply to Golds, 306 Fifth A Ave., 5 York 








Torisr IN ALBANY BUILDING—Offices 
and desk room. in Apely, to nm Shoe Com- 
pany, Room 204, Boston, Mass. 





OPPORTUNITIES 








Department 
Store 
Opportunity 


A new department store, well 
financed and in the most desir- 
able location in New York City 
will rent a department for 
men’s, women’s, and children’s 
shoes. Only experienced people 
with a record for live merchand- 
ising will be considered. Write 
at once in confidence to D-415, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 

PHONE—SPRING 9965 FOR 
WILL(SLOW SELLERS 

BUY euFite erases ®sCASH 


Bargains in shoes atways on band for special sales and b 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 


shoes. 
Leases having a short term to run taken over. 
tablished 25 years. 


Es 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


ies cutive chen ctocke of euaine ctodte of 








et Sate eee 


any other Quantity no object. 


30 years 
Bank and =, 
BROOKLYN PURCHASING SYNDICATE 
610 Boned rook! 
Phone Stagg 1757 














MISCELLANEOUS 











CONTACT MAN 
WANTED 


We require a man who has acquaintance 
and experience with the best cless of retail 
and department stores. His principal work 
will be to keep in contact with our custom- 
ers and the trade in general regarding their 
requirements in women’s medium priced 
novelties. To the right man an unusual 
opportunity is offered. Address D 445. 
Boot & Shoe Recorder Publishing Co., 207 
South Street, Boston, Mass. 














WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes or 

We Sil vende repreecntative to investigate 
ent mabe ole upon 

Kalter Cerf. Mi a eeatie Co., Ine. 


591 Broadway, New York 
Phone Spring 5160-5161-51 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


ee | adrandadaaaane 


Frank W. Whitcher Co. 


Manufacturers’ 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL 
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August 26, 1922 





issue: 
Space 1 time 7 times 
$4.00 $3.50 
8.00 ~ 7.00 
12.00 10.50 


16.00 14.00 


Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED ANP OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
inimum amount accepted, seventy-five cents. 
“Want” advertisements, seven cents per 


For o 
word for each insertion. 
$1.25. Ads cone this heading will be 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Mi 

received up to noon ‘on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this 
words must be allowed in each advertisement for address. 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
for accordingly. Aaswers to ads must be seat under letter postage. 


, twelve 
When 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 

















Eastern States. 











We want two first-grade salesmen 
for Middle Western, Southern and 
Prefer those ac- 
quainted with best trade and experi- 
enced in selling women’s corrective 
shoes. State experience fully. 
confidential. Address, D 435, 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





Reply 
care 








W ANTED —Several straight commission resident 
salesmen of experience to sell strong line in 
stock comfort hones shoes, men’s slippers and 
colored felts, on 6 per cent commission. Territory 
open: West New York State, Maine, New Hamp- 
shire, Vermont, Northeast Philadelphia and vicinity, 
and Delaware, Baltimore and Washington, Md.; Vir- 
ginia, Georgia, Alab Mi I 
Arkansas, Tennessee, Kentuck 
and vicinity, Michigan, lowa, Nebraska, St. Louis 
and vicinity, Missouri, Oklahoma. Answer, with 
experience, details. Address D-442, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


W ANTED IN NEW ENGLAND—Three sales- 
men to specialize on women’s line of adver- 
tised fine welts, in stock. 7 per cent commission 
— Must be real progressive hustlers, and well 
nown in the trade. Territory: Boston and vicin- 
ity, Northeast Massachusetts and South New 
Hampshire, Rhode Island and South Massachu- 
setts. Strong line comfort house shoes, men’s slip- 
pers, and women's felts, available at 5 per cent 
commission, if make good on welts. Write, giving 
all details of experience to D-443, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





. Indiana, Chicago 





ALESMEN WANTED to sell fifteen st les of 

men’s popular- iced dress shoes. Fifteen 
styles of men’s work shoes. Only two grips full. 
Ev yle carried on floor. Six per cent commis- 
pen Ae The line is filled with quality. Quite a 
few territories 2 nen ~ 2 Make applications im- 
mediately. y, Mil kee, 
Wis., 352 East W Water St. P 





v 





FACTORY LINE growing girls’, misses’, chil- 
dren's Goodyear welts. Strongest line made in 
Lynn. Solid leather construction, Red-Line-In 
lining. Built to a standard for service, appearance 
and wear. Complete stock department. Repeat 
business guaranteed. Six samples. The best pos- 
sible side line you could handle at popular prices. 
Address D-441, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


HOE SALESMAN to represent in the South a 

strong line of Brooklyn turns. He must be a 
high-grade representative of proven ability and a 
producer. Commission basis, with liberal drawing 
account. Write in confidence. Address D-440, 
care coat and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








MANU JFACTURER felt and satin slippers de- 
sires representatives to carry side line twelve 
staple volume sellers. Territories: Middle West- 
Far West, Southwest, and South. Excellent op- 
portunity. Volume business now being placed. 
Write full particulars D 439, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


7XPERIENCED FOREMAN of men’s fine 

4 shoes. Capable of carrying shoes from lasters 
to finishers. Making 800 pairs daily. Must 
good handler and producer of help. Wonderful 
opportunity for right man. Factory located in 
large city, Central West. State reference. Corre- 
spondence confidential. Address D-437, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


MANU JFACTURER'S line infants’ and children’s 
square edge turns, sizes 1 to 11. Also a few 
women's comforts. most complete line of 
infants’ shoes on the market and of unusual value. 
Stock proposition with one-day service. Six pe 
cent commission. Settlements weekly. A few 
choice territories open. ‘References and lines 
carried. Address D-423, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. ote 








SAL sESMEN—Several choice territories open for 

igpt men who can sell the better make of 
Brooklyn turn shoes. eferences must be given in 
first letter. Will be kept confidential. Address 
K-638, care Boot and Recorder, 127 Duane 
St., New York. 


1 RAVE — SALESMEN—We want traveling 

shoe salesmen to handle a very interesting side 
line. One their customers will be glad to see. No 
samples to carry. Liberal commission. Bennett, 
61-63 Green St., Brooklyn, N. Y 


7 XPERIENCED SALESMAN with established 
trade in Thumb of Michigan, to sell tennis, 
rubbers, canvas and felt slippers. Address Marion 
— Company, 255 W. Jefferson Ave., Detroit, 
Mich. 


WANTED~Salesmen tosell a medium priced line 
of Men’s Dress Welts, on a straight commission 


- in the following territories: ass 
Mi ; Michigan and Indiana; 


pale and Nv 
my BY Shoe Recorder, 207 South Street, 
Boston, Mass. 











Wirtates of Indiana men to represent us in the 
states of Indiana and Illinois; also the states 

of Missouri, Kansas, and Oklahoma. Established 
trade on children’ 's, misses’, and growing girls’ high- 
grade turn shoes. Same to be carried with non- 
conflicting lines on liberal commission. None but 
those able to furnish satisfactory references need 
to apply. Address D-424, care Boot and Shoe Re- 

, 207 South St., Boston, Mass. 


i —r~ WANTED—By one of the largest 
slipper manufacturers, to carry as a side line a 
nationally advertised short i line of felt 
slippers, carried in stock. commission. 
— -t—* Virginia, West Virginia, North 
arolina, Georgia, Florida, Alabama, 
Missicioni, Tennessee. Apply stati 
and other lines carried. Address 
a and Shoe Recorder, 207 South St., Boston, 
ass. 


WANTED — side line salesmen who are at present 
connected with a first-class house and —_ an 
Ort shoes 








a line of 


Recorder, 207 South St., “Boston, Mass. 


ANTED SALESMEN—In all territories be- 
tween the Ly. sgh and the Rockies, and 
from the Gulf to Canada, to carry with non-com- 
peting | lines, ten samples of extra quality children’s, 
misses’, and growing girls’ medium-priced Western- 
made welts. Must cover the territory closely and 
be real business getters. All the numbers carried 
in stock. Six per cent commission. Give territory 
, line carried, previous experience, and 
references in first letter. es sea | September 
10. Address D-426, care Boot and ecorder, 
207 South St., Boston, Mass. 








Lundin Shoes 


We have an opening for several 
experienced high-grade sales- 
men. Large territories located 
in the South, Middle West, and 
part of Pacific Coast. Men's 
Medium Priced Dress Welts. 
Liberal commissions. Give full 
particulars with application, 
regarding experience, etc., to- 
gether with references. Address 
communications to B. White 
Williams, 1101 Washington Ave., 
St. Louis, Mo. 








Ogden Dress Shoe 


The following territories are 
open for our Ogden Men’s Calf- 
skin Dress shoes to retail at $7 
in conjunction with our Fox 
Kip shoes to retail at $5— 


Idaho, Utah and Nevada, Mon- 
tana and Wyoming, No. and 
So. Dakota, Illinois, New York 
State, West Virginia. 


Address OGDEN SHOE. CO. 
MILWAUKEE 
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THE ae bay Getting More Shoes Sold Right; not only “‘more” but “‘right’’; sold for the right 
right sats. "The pe Fight ——., for the, tenes getom ot the rig [_o—. > ost is “Ss isin the 1 of _+ 
erchants. purpose o' Recorder to solve it; for © basic blem 

a Nan eens ret thc entire allied industries selating to chees amd feather thelr ion and distribution. 

Annual Subscription in the United States, $5.00 Per copy, 25 cents Canadian, $6.00 Foreign, $10.00 
No Subscription Accepted for Less Than One Year 
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Cable Address BOOTRECO Printed in U. S. A. 

















PUBLISHED WEEKLY IN THE INTEREST 
‘OF THE RETAIL SHOE MERCHANT BY THE 


SALESMEN WANTED SALESMEN WANTED BOOT AND SHOE RECORDER 
[AIST ED Selene am at as side-line, Casespesetet aes AL 1. Laws) 
Mt EE By Bag OFFICERS OF THE CORPORATION 
styles, practically all territories nm. Commission OP HARLES G. PHILLIPS, President 
we on delivery of goods. ddress, Medford 


oolen Mfg. Co., Medford, Mass. 
ANTED—Salesman for Connecticut to repre- INDIANA— SOUTH CARO- ARTHUR D. ANDERSON, 
W LINA—WEST VI RGINIA SWAIN, CARPENTER & NAY, _ Counsel 


sent a well-known company with a line of 


rubber and canvas footwear on a commission basis. NEW YORK 101 Tremont 

This is a good opening for a live-wire with an ARTHUR D. ANDERSON, Editor 
ea, S—_ In a elving Experienced men only need apply. E. C. LOGAN 

care Boot and Shoe Recorder, 207 South St., Service shoe experience preferred. Our OWEN A. THOMAS 

Boston, Mass. solid leather full vamp line, largely HELEN M. HANEY 
in-stock, offers a real opportunity. Associate Editors 

All applications will be held in strict 


TERRITORIES OPEN fid but plete information PUBLISHER'S NOTICE 


Territories open for the best line of = mtial. Portage Shoe Mfg. Co., am my oy subscription price of the 


Boys’ shoes made. Twenty samples” Portage, Wis. 
Commission basis. Minnesota. Iowa, r 1 eats 
Indiana,Ohio,Pennsylvania.and other ! ited | Cae, M awaiian island 
sections. Five up-to-the-minute lasts, 2 = an —. 

all combination with thin nome and for is $6.00 a year i uding pulean, 
cones. Popular patterns. RAIN- ARE YOU A FOREIGN "SUBSCRIPT! ad price to all 
pe yon eee me a being bar year inchiding penta the above is $10.00 
sold in the highest-class stores. Every tage. 

shoe solid, honest leather, with leather All are payable in advance. 
counters, box toes, innersoles, heels. STYLE MAN ADVERTISING. RA an cea of a 

a urnished application. or ra’ 


0 . led. Entire li . ° 
pee Ngee = mes “PUNK! Trede helps who can sell a high-grade line for Wants, for Sales, etc., see Want Page. 


that dealers appreciated. To retail of Women’s Turns to the De- 


ee tment St d Retail 
NEENAH SHOE COMPANY —- aga tae ge 
Neenah, Wisconsin Trade? If so, and your ability 


is backed by experience, you 


may write, with full particu- ROCETON OFFICE: + 
lars, to D-444, care Boot and _ R. HILL. ig St. Geo. 


SALESMAN FOR Shoe Recorder, 207 South St., CHICAGO OFFICE: 189 West Madison St. 
Semen Mine Telephone Main 1089. B.C. Bowen, Manager. 
ALABAMA i . ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 
E want = cnpesteneed chge cates — YORK aa Room 101, Graham Bldg 
man w n 27 Du t. H. Wal Sco Me’ 
sciling shoes on the road to the retail SALESMEN WANTED highs SC od 
trade. y applications from this CTU of Infants’, il- idener 
type of man will be considered. M dren’s, Misses’, and Growing eee bee bee - 
In applying state experience in full Girls’ turn shoes, high and medium ms. r a 
giving names of past and present em- grade, at attractive prices, desires sev- HAVERHILL OFFICE: Chamber of Commerce 
ployers, territories covered, and length eral additional salesmen. Our very Rooms, Haverhill National Bank Bldg. Geo. 
of time with each, and all other such large stock department gives immedi- W. R. Hill, Manager. 
details. Also state age, married or ate service. e also make and stock CINCINNATI OFFICE: 810 Second Nationa: 
single, and home address. several styles of Old Ladies’ comfort Bldg. . M. Bowen, Manager. Tele 
Write to oxfords and straps, — — 
: r cent commission paid mont wers 
LUNN & SWEET CO. We prefer resident salesmen and hese oe Seward. es" New we. 
AUBURN, MAINE | ggg Lay 3 AY ive. Telephone Stone 6314. 
§ . ress 5 > Boot . 
Shoe Recorder, 207 South St., Boston, LYNN OFFICE: Fred A. Gannon. 
Mass. MILWAUKEE OFFICE: Leonard E. Meyer, 
(B. C. Bowen, Manager), 405 Broadway 
SALESMAN WANTED be e.g 
Capable of selling large volume in New tT WASHINGTON OFFICE: William L. Daley, 
Jersey. To such a man we offer entire SALESMEN WAN TED 816 Fifteenth St. 
State, with trade already established. GOOD SALESMEN PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
Write, giving experience and previous GooD KO OUSE . Manager. 
- ay ak — 5 seed confiden- GOOD TINE LONDON OFFICE: John C. Curtiss, Manager, 
Shee Recorder, 137 Duane St.r New GOOD TERRITORY 11 Haymarket, London, S.W., 1. England. 
York, N. Y. 












































OFFICES IN 
BOSTON OFFICE: 207 South Street. Cor- 
































Make selling a syccess. We want good AUSTRALIAN Pr haw 430 Lit. Collins St., 
i for Notth Carolina, : Melbourne Jervis Manton, Manager. 
a call iectilaen 0b tlted> Wane CONTINENTAL OFFICE: William Salzman, 


see, and Louisiana to sell our lines of ang 4 - 

eee iadines eee ba Aires, res, Rivadavia, 2721, 
SALESMAN WANTED Shoe Store Supplies, and 

GHOE SALESMAN WANTED—An ex- a ae pees Shoes ‘ 

“ perien salesman who is well ac- as well as other @ is a equipmen Rosas 

quaieted =e the ane Sabing wede for ey repairers, shoe stores, and sine tae 1123-1127. Otte 

in t general stores. 

alee | mt ag ae Make appli cation to, H. Wile neky & oe: Mr. ti. Gomes, Corrales, 24 Havana, 

ex pec and give re ferences. Address ms Co., P. O. x tlanta, Ga. " kok 

D-390, care Boot and Shoe Recorder, **A-Goin’ since 1886. JAVANESE OFFICE: Y¥ J. F. Wagon, 
207 Seuth St., Boston, Mass A-Growin’ all the time.” SPAIN: gy Vane Leoncio de Miguel, Librere 

— nEditor, 20 Fuecarral, M=drid 
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Novelty Shoe Co., Chicago, Ill 

Nu Baby Shoe Co., E. Lynn, Mass 

hue Bush & Weldon Shoe Co., —~ 





Olenick, I., New York City 


Opes | Boudoir Slipper Co., Haverhill, bas 


Packard, M. A., Co., Brockton, Mass 

Peck, Frederick S., Worcester, Mass 
Phillips Cram Corp., Haverhill, Mass 
Philmall Inc., New York City.............. 
Plant, Thomas G., Co., Boston 


Reed, E. P., & Co., Rochester, N. Y.. 
Rice & Hutchins, Inc., Boston. . ° ° 
Russell, Wm. C., Moccasin Co., Berlin, Wis... 


Sinbac, Chicago, Ill 

Smith-Briscoe Shoe Co., Lynchburg, Va... . 
Smith, Wm. Sumner Co., Chicago, Ill 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass 
Stockbridge Shoe Co., Haverhill, Mass. 
Stone, K. M., Com., Inc., New York City... 


Thomson-Crooker Shoe Co., Boston. ....... 


Union Shoe Co., Brockton, Mass 
United States Rubber Co., New York City. . 


Wall, Doyle & Daley, Inc., Brockton, Mass.. 
Weber Bros. Shoe Co., No. Adams, Mass.... 
Weimer, Wright & Watkin Co., Phila., Pa.. 
Westcott-Whitmore Co., Syracuse, N. Y.. .. 
Whitman & Keith, Brockton, Mass. 

bet a Arthur A., Shoe Co., Holliston, 
Wilson Process, Inc., New York City 

Wise & Cooper Co., Auburn, Me 

Witherell, E. A. & M. C. Co., Haverhill... . . 
Wobst Shoe Co., Milwaukee, Wis 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co., Cincinnati, 0... 95 


Barnet, J. S., & Sons, Inc., Boston 
Barnet Leather Co., Boston and New York. .64 


Byron, W. D., & Sons Leather Co., Boston. 30 


Cedar Cliff Silk Co., New York City 
Chamberlain, B. F., Boston................ 


ivanell, Batis TRGGOGRs cocceccccccsccvecces 


Gallun, A. F., & Sons, Milwaukee, Wis 
Goodyear Tire & Rubber Co., Akron, Ohio 60-61 


Jones Co., F. E., Boston 


Kistler-Lesh & Co., Inc., Boston........... 
Lawrence, A. C., Leather Co., Boston 

New Castle Leather Co., New York City. ... 
Quabaug Rubber Co., No. Brookfield, Mass. 51 


MACHINERY LASTS, MFRS. SUPPLIES 
DRESSINGS, ETC. 


Appelbee & Newman, Inc., New York City. 114 
Beckwith Mfg. Co., Boston 

Cincinnati Last Co., Cincinnati, Ohio.... .. . 
Griffin Mfg. Co., New York City 

Lynn Last Co., Lynn, Mass 


Meyer, John C., Thread Co., Lowell, Mass.. 5+ 
-~ England Wood Heel Co., ae 


United Fast Color Eyelet Co., = 


United Shoe Machinery Corp., 
Bostet 110-115 


Whittemore Bros., Cambridge, Mass 
Wiechman Pattern Co., Cincinnati, Ohio. . 
“ Insole and Counter Co., Campello, 


Baumann, L., & Co., Chicago 

Bicycle Step Ladder Co., Chicago, Ill 
Bongiovanni Bros., New York City 

Botanical Decorating Co., Chicago, Ill..... .11 


Centemeri, P., & Co., New York City 
Chicago Wire Chair Co., Chicago, Ill 
Coultas Co., D. W., Providence, R. I........ 126 


Ellis, W. E., Co., Haverhill, Mass 
Emery & Beers Co., Inc., New York City. ..101 


Fashion Ornament Co., Brooklyn, N. Y. 126 
98 Beading & Novelty Works, Phila. ine 


Chicago 
Holyoke Silk Hosiery Co., Holyoke, Mass __ 
Kahn, Edw., E., Co., Brooklyn, N. Y 


Levin, Sol & Co., Brooklyn, N. Y 
Lyons, Hugh & Co., Lansing, Mich 


Milbradt Mfg. Co., St. Louis, Mo 


—- O. A., Treeing Machine Co., in, 


Onken, Oscar Co., Cincinnati, Ohio 


Palmenberg, J. R., & Sons, New York City. 116 
Parisian Beading Works Co., Phila., Pa... .. 126 


Roth, Karl B., Findlay, Ohio 
Scholl Mfg. Co., Chicago, Ill 
Vanity Novelty Works, Brooklyn, N. Y 


New York 
New York 
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Stock No. 322—500 Last, Black Kid, 
One strap, One Button. 14-8 Heel, Wing- 
foot Rubber Top Lift. Sizes: B 3 1-2 to 
8; C 3 to 8; D 2 1-2 to 8. 


Price $3.25 
Stock No. 323—Same as above in Pa- 
tent. 

Price $3.40 
Stock No. 321—-Same as above in Board- 
ed Calf. 

Price $3.25 





$3.50 





Stock No. 327—500 Last, Patent, Two 
Strap, Two Button. Imitation Tip, F. 
L. D. 14-8 Heel, Wingfoot Rubber Top 
Lift. Sizes: B 31-2 to 8; C3 to 8; D 


2 1-2 to 8. 

Price $3.50° 
Stock No. 326—Same as above in Black 
cid. 

Price $3.35 
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FINE WELTS~LADIES 
IN STOCK 


“Lynn Maid,” Fine Goodyear Welts are manu- 
factured from leathers, linings and findings of 
the highest grade.. Skilled workers put them 
firmly together and add just the right finishing 
touch of style. These quality features available 
to you and your customer at a reasonable 
price, make “Lynn Maid” footwear a good 
substantial investment. Generous profits and 
more customers come to the merchant who 
stocks a sufficient range of styles and sizes. 


You are in business to make good through the. 
merchandising of reliable shoes. We are in a 
definite position to help you make good. Our 
entire organization, our complete facilities are 
devoted to that single purpose. | 


The “Lynn Maid” catalog for Fall, 1922, con- 
tains many valuable suggestions. It is well 
illustrated with color plates, and quotes prices. 
In it you will find all the requisites of a snappy 
line of women’s welts; Lace oxfords, Straps, 
Stout ankle polish boots, all original and of 
leathers of standard tannage in prevailing 
shades. Every number. shown is in stock. 
Write for it today. 


SMITH SHOE CO. Inc. 


266 BROAD STREET 
Lynn Massachusetts 
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“Follow the Creighton Line’ 


IN STOCK 








STYLE NO 415 


Patent Pump—‘‘Sunburst”™ 
Goodyear Welt—14/8 Heel—Widths A to L. 


Price $3.75 


Send for Fall stock catalog 


Boston Office—183 Essex Street 


A. AG Geightes 


Mass . 














eS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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THEY’RE SELLING FAST 


WHI P last is free fitting, wide tread and snappy 
looking. This wonder style carries a heavy 16 
natural edge (white fibre middle sole) Wingfoot 
heel. You'll sell them quickly at $7 and make 
33% profit. 


MARION STOCK STYLES MAKE YOU MORE MONEY 
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MARION SHOE CO. 
MARION, INDIANA 
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The faradi e i 


Formerly called “The Peacock 


K ordinal creation a sing 
fashions Jatest dictates fo 


Fall. 


Jt carries that air of refine~ 
ment whichis widely recepnased 
hy women of digcriminat 
taste. 


Triandle Shoe 


actory ~II-13 Emerson PI. 
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Our In-Stock 


department is for giving the shoe merchant faster 
turn-over by sizing up his broken stock quickly. Spe- 
cial attention is given to mail or wire orders. We price 
each shoe close to aid fast selling. 


























Here is an Arch Relief Shoe 
that gives the desired comfort 
to weak arches, and also as- 
sures the healthy arch against 





No. 6005—In Stock, Black Kid Arch No. 6011—In Stock, Black Kid Arch 


Relief Oxford, Goodyear Welt, 13/8 pain or weakness. Hundreds Relief Oxford, Goodyear Welt, 12/8 
Rubber Heel. Combination Last No Rubber Heel. Combination Last No. 
13 Price $4.35 of merchants now sell these as 118. - Price... ee $4.35 
ie, da0t— Same ss above, Brown Ei part of their regular line, thus No, H0—Same a above, Brown ig 























justifying our confidence in 








your success in also retailing 
this shoe profitably. The combination tast, and perfect fiting feat- 
ures carefully built into the last and pattern of every shoe, aid in 
building your business with satisfied customers. Your sales are bound 
to increase. 

















TWO 
POPULAR 
SELLERS 








Careful attention given your 


No. 4106— Black Patent Colonial No. 525—In Stock, Black Satin Pump, 


Pump, Imitation Turn, 16/8 Spanish orders, for we are here to Imitation Turn, 15/8 Satin-Covered 
give you good service. 


Louis Bleck, Peles Spanish Louis Heel. Price..... $3.35 


$4.10 
Made on order for 30-day ‘delivery. 


——_. 






























Write us if your prefer to have our salesman see you 


The RILEY SHOE MFG. CO. 


COLUMBUS, O. 





The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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Retail Shoe Merchants Who Specify Gallun 
Quality Leathers and Insist on Getting Gallun 
Quality Leathers Are Always Satisfied Customers 
for the Shoe Manufacturer Who Supplies Them. 















orwegian 
Calf and Veals 


and 
Viking 
Calf 


Are Always Standards of Excellence 








































With the advent of each new style season in the field of fashionable foot- 
wear, Gallun Leathers actually “‘miake’’ the success of scores of new styles. 


Norwegian, Colors 3 and 4, also Black; Viking Calf in five colors and Black 
are the big numbers that will “put across” many a novel pattern. 





specify “GALLUN’S.” Insist on “GALLUN’S” for the sake of increased 


In order to get the genuine Norwegian Calf and Veals and Viking Calf, 
| sales and more pleased customers. 


A. F. GALLUN & SONS CO. 


| MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 

















The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 








Se 


Progression of Sizes for Pra ofressive 


Merchants) | 


Te 


oe nt oe A Complete Line— 
terling Patent Colt Instep Strap Pump e 
16 Se Te ee ae Now Ready—Quick 
Shipments From. Stock 
We can ship immediately a complete run 
of sizes from infants’ to growing girls’. 


1144- 2, Last 23, Low Heel, A-D... 2.85 

816-11, Last 23, Spr. Heel, B-E ... 2.50 
6 —- 8, Last 23, Spr. Heel, C-E.... 2.25 

By the “Jel-Del” process each style is 

| capable of guiding the growing foot into 

the next correct style. This is the great 

underlying principle of our business. Our 

In Stock department is maintained for 

STYLE 3t—Wert your convenience in ordering and re- 





Russia Calf Lace Oxford, Medium shade filli 

Perforated Vamp—Lace Row and Quarter ing. 

2% 8, pets ped igre -D. o 
% 2, I A-D.... 3 

Bie 11’ Last 21. Spr. Heel’ BLE... - | School days are here once more. The 

little folks must be fitted properly. Op- 

portunity lies before your door. Check 


off the numbers shown that you want 


haps our In Stock catalog will better 
meet your needs. Mailed gladly upon 
receipt of your name and address. 


| and we'll ship them instantly. Or per- 


a 


—————— — - 


ETE 


 JEEREL 


' MADE TO GUIDE 
Rus Calf Lace. Med Shade. Per- 
ussia sn. 6 secs ade. Fer THE GROWING FOOT 


BE 7 tai Lowrie Ab. 838 ~= SELLY-DELANEY SHOE CO. 
814-11, Last 21, Spr. Heel, B-E... LYNN, MASS. 


6 — &, Last 21, Spr. Heel, C-E... 


STYLE 21—Welt 
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In Stock 
Now 


ept 








The time is right for Fall 
buying, and merchants 
looking forward to in- 


No. 7504 









Child’s Paten: Chrome, Mat Kid Top, 





creased sales are wise if Button, Tarn, P cin Teo 
th lect li ee 
Misses’ Nut Brown Side, Tip, Lace, Rub- ah ‘the — Saya ie et . Spee 9 tereeeees —“ 
ber Heel, Foot Form Last which they may as- 6400—814 a4 a eo Spring Heel 210 
7620—l114to 2. DandE $2.25 sured of service. . ' : 
7621— 84 toll. DandE 2.00 
7623— 5 to 8 DandE 1.75 3W’'s Lenox shoes for miss- = 


es and children are worth 
your investigation. They 
are of solid value and 
priced to meet your larg- 
est market,— 

And they are carried in f 


stock—not some of the 
















































time, but all of the time. im 
Wise buyers are depend- 
ing more and more on re- 
serve supplies that may 
No. 7856 ‘ 
? be called upon instantly. 
Misses’ 3W’s Lenox, McKay, Fair Stitch, . ; = 
Patent Foxed, Field Mouse Kid Top, With snappy styles, reli- . , 
, Pony Cut Lace able quality, and low No. 7542 
TES6—1174'0 2. eo $2.60 prices, these shoes meet 
7857— 814 to Il. Rubber Heel. your need. Think of this Child’s Tan Kid Button, Turn, Tip, Peggy 
, Sue: sy E.. 2.35 with school opening up. Last 
ate, ee 1542-3to8 DandE......... Su] 
7859— 5 to 8. Spring Heel. care _8h¢ a - aie Heel bo ; 
D and E.. 2.10 — Ss 
WEIMER, WRIGHT & WATKIN COMPANY 
Manufacturers g 
35 S. Second Street Philadelphia, Pa. 
We want additional experienced salesmen These styles shown cover but a few of our 
with established trade. Write, giving de- in-stock. Our new catalog, hot off the 
tails and territory covered. press, shows the others. Send for your 
copy. 
The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 

















d Top, 


$1.50 
1.25 
el 2.10 


42 


Peggy 


$1.60 
1.35 
2.25 
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SJE IPILIE, 


Best Sellers because Best Fitters 
aevis ast 











| Above: Style 12 Above: Style 15 | 
Broncho Black Kip Bal. The Teeple Last is bully for boys—the best Beencho Beotn Wk Black 
Little Men’s—C, D and E, , ' Little Men'’s—C, D and E, | 
10-1314, $2.65 fitter you ever saw! It is a special combination 10.1314, "$3.00 
Youths’—B, é Me D, 1-4, ~ Youths’—B, of and D. 1-4. | 
$3. that gives good support to the young ankle and $3.25 | 
Boys’—B, C and  D 246-6, $3.25 ° Boys’—B, C ead D. 23 6-6, 
- instep and allows for growth at the ball and $3.50 
Style 10.—Same in Broncho | - 5% discount 10 days ] 
Brown Kip Bal. toe. It’s a he-man last that the boys are 25e extra for less than even | 
4 Solel BS a Bhatt Broncho _ | . - OGRE ed 
Blacher proud of. 
Sets oR in Broncho IN STOCK 


Brown Kip Blucher 


ONE LAST—ONE QUALITY 
Because an entire plant is kept going with just one last, thus 
minimizing operating costs, you are able to buy these 
mighty good boys’ welts at surprisingly moderate prices. 


THREE TEEPLE SPECIFICATIONS 
that we are especially proud of, in each “Mighty Good” 
Shoe. 


K—L Prime Oak Soles—Cut by Neilson— 
DRYDEN Double Wear Rubber Heels 
Fred Rueping Leather Co’s Upper Slock. 





(The Tires, Spring and Body of a Shoe for High Powered 
Boys) 


4 


In Stock. Order now for September 15th and October Ist Delivery 


Write for Catalogue 


TEEPLE SHOE CO. 


WAUPEN WISCONSIN 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Why Shouldn’t You Know 
What New YorkIs Doing? 


pens you cannot fre- Philadelphia—what New Or- 
quently visit New York— leans—what any part of the 
walk up the Avenue—drop in at country is showing a desire for 
the Ritz—take in the opera and _ in shoes by calling at any United 
thus visualize shoe style at its Last Company's showroom. 


“first.” 
We believe we are rendering a 


Our specialists frequent the high- service to the whole industry in 
ways and byways of style, and offering this broad style view- 
we believe our national style point. 

viewpoint is broader than that 
of any individual shoe manu- 
facturer. 


There is just one class of infor- 
mation which we withhold— 
the confidential details of our 
You can know what New York customers’ own ideas which they 
is doing—what Chicago—what intrust us for development. 





SIX SHOW ROOMS 


BOSTON 
212 Essex St. 


CINCINNATI 
803 aoe St. 


ST. LOUIS 
Adv. Bigg’ Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE a ~~ weve pay ervey _ we wee pt = — = ww 
=: 10 Metropolitan Bids. SS eS aS SS a ea Bs a a eB 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HILL 
LYNN RUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 
Affiliated Company 
United 5 o pes Ltd. 
with Branch Office at Toronto 
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ER ssc Mase AR Apel 
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THE PERFECT INSOLE 


= ENDEX _ Insoles are 
| “standard equipment’’ 
7 with all the best and biggest 
. makers of outing and “‘gym” 


footwear. 





— 















Firestone-Aplsey Rubber 
Company use Kendex Insoles 
in this MATCHLESS BAL for 
gymnasium and basketball 
wear. They have found 
Kendex gives special satis- 
faction in this type of shoe, 
although Kendex Insoles are 
standard equipment in all their 
outing footwear. 


—for the 4 following good 
reasons 





] They are moisture-proof, and there- 
* fore will not curl, crack, shrink or 
swell. 


The Hood Rubber Products 
Company use Reniee Insoles 
in their very popular Fenway 
Cross-strap Sandal for children. 
No burning or stinging can 
come to little feet which are 
protected by Kendex Insoles. 


2 They are fast color and will not stain 
* hose. 


They conform readily to the feet and 


3. thereby eliminate callouses 
4 They are non-conductors of heat, 
* thereby keeping feet warm in winter 
and coolin summer. They absolutely 
ma burning and stinging of the 
eet. 





Seeceses Rubber Shoe 
Com make this Men’s 
SPE Dv AY Blucher with a 
Kendex Insole. This shoe is 
peemeeey opular for tennis 
and its Mt w= Insole gives it 
ang teal comfort through 
eliminating burning and stain- 
ing of the feet. 











These same facts make KEN- 
DEX just as ideal for winter 
as for summer wear. 






Once tried, they are always 
reordered. 


Try a sample dozen Slip Insoles 
packed in assorted sizes. They 
will please your trade. 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q 








Remember: ‘‘The Feeling of the Feet is Reflected in the Face’? — Wear KENDEX 


ee 
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John Wanamaker said: 


“You Can Never Ride on the Wave that 
Came in and went out Yesterday.” 


Neither can you exact a decent 
volume of Spat Business from lines 
that continually vary in quality. 


STUNNING 






‘Siand@a, 


ee EA Ke 


have ridden on the crest of “quality 
wave’’ for the last fifty years—that 
is why they are the Standard of the 
World Today, 





DRADS 











Our new product— 
A New Thought in 


Footwear Fashion. 


S. RAUH & COMPANY 
310 Sixth Avenue New York 
























FOR FIFTY YEARS THE WORLD'S LARGEST AND FOREMOST MAKERS OF FINE SPATS 


























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A FEW NEW ONES FOR 
SEPT. 15th 
DELIVERY 








384—Price $4.50 


Beige Suede Trixie, Two-Strap Van Dyke Calf, O N 386—Price $4.25 

Tip, Strap and Heel. Full Spanish Louis Heel. ur ew Patent Vamp, Black Brocade Satin Quarter, 
Single Sole—Euclid Last, AA to C. Marilyn Cross Strap. Full Spanish Louis Heel 
385—Same in All Patent... . . +. - $4.25 Single Sole—Euclid Last. AA to C. 


Folder for 
Fall 
1922 





7 
is ready 
il 
to mal 
387—Price $4.25 A 
Black Satin Vous. Brocade Satin Quarter 388—Price $4.15 
Marilyn Cross Strap. Full Spanish Louis Heel — Patent One-Strap a. Single Sole, Full 
Single Sole—Euclid Last. AA to C. Spanish Louis Heel. o C. 
392—Same in Brown Satin coos OOS 389—Same in Black xia. io6.5s 39s tua 


F Send for it 


373—Price $4.15 





Patent Clarice One-Strap, Single Sole. Full 391—Price $4.25 
ee Patent Kathryn Colonial, Single Sole, Full 
396—thiee in Black Kid $3.90 Spanish Louis Heel—Euclid Last. AA to C 

OMSON, Presiden J. M. THOMSON cae | H. SULLIVAN, Secretary 


BU FORD H. JONES, Vice-. rontlien and Sales Manager . HOWARD TARR, Asst. jon and Credit Manager 


18 Station St., Boston 20, Mass. 








The Boot and Shee & der will appreci your mentioning the publication in replies te advertisements. 
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TRAFALGAR SQUARE- LONDON 





THIS MONUMENT RAISES A QUESTION 


What made Nelson victorious? - His rank and station, or his 
QUALITY as a MAN? Neither battles nor markets are 
won by tinsel show, but by INHERENT QUALITY associat- 
ed with a universally recognized NAME. In your business 
that name is: 


Sterling Colt Sterling Mid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 


BAGAGIGAEIEIG IG 369669696 352595050505 1G 5858555 Ga I II TITER aI eared 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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1 
: 
y : 
i! ie 
4 ‘ 
‘ i 
t . . . . ' 
: The first hint of autumn will send mothers scurrying F 
4 . 1 
i! for nifty , 
: : 
, 44 OC iad ; 
4 Ny x it 
x} i 
IK 
i! Reg USPet. orice KI 
y of wool with cuff tops. When you run out of your sup- " 
, ply remember the following are for immediate delivery: R 
u it, 
" 432 BG—Boys’ “Onyx” Wool Golf Hose; three mixtures, with fancy rR 
x) cuff tops. Sizes 7-10; % doz. boxes; per doz on size 7................. $8.00 " 
" I oc acho seatl ndings dacntesictincaheaniniea tendtclsasdcea anon 50 " 
j 433 BG—Boys’ “Onyx” Wool Golf Hose; Dark brown and Dark Green ‘ 
i! Mixtures, with fancy cuff tops. Sizes 7-10; 44 doz. boxes; per doz. " 
, OU I Woseicncenetnttecsiainetcectannoncincsinccenccmppiiatennenteglceniaameuade $8.00 R 
‘ PET RE OMS 50 ‘ 
: , R 
» 420 BG—Boys’ “Onyx” Wool Golf Hose; Brown Mixtures, with fancy " 
Y cuff tops. Sizes 7-10; % doz. boxes; per doz. on size 7.................... $11.50 it 
i Ee ee Se SAO a Se OM ee he i! 
u iH 
m 421 BG—Boys’ “Onyx” Wool Golf Hose; three assorted mixtures, ‘ 
" with fancy cuff tops. Sizes 7-10; 4% doz. boxes; per doz. on size 7....$11.50 R 
" sia scicsipast ii tothe hc htcitagal ll tact 50 i 
") it 
: R 
. » i) 
Emery 6 Beers Company, hc : 
‘i Sole Owners and Wholesale Distributors of ‘‘Onyx’’ Hosiery I 
HF nt 
; Broadway at 24th Street, New York F 
Y A REA ene ree nF Sea e 31 Bedford Street " 
" I SI niceiicicusinidphanihamplelibamecdianil 1033 Chestnut Street i" 
" kG RR otc *......Mutual Life Bldg., Pearl Street i 
" ROE Res BOER” Lg 36 South State Street i! 
y REE EI IID tesco sanessnicinsbcghasegAtenebes playtaneeteenieeih 259 Geary Street ft 
Say Pe oer eteeemnc en chee hcrcnanboticnoedil 8th and Hill Streets a 
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NOUNCINO. 


TO OUR OLD BUSINESS FRIENDS AND TO PROSPECTIVE CUSTOMERS, 
WHOM WE HOPE TO MAKE BUSINESS FRIENDS, WE WISH TO INTRODUCE 


(REEL, Maupin & (HAMBERS 


Gum INCORPORATED 





THOS. L. MAULDIN, PRESIDENT 
WYLIE CREEL, VICE-PRESIDENT J. A. CHAMBERS, VICE-PRESIDENT 
LOUIS KOCH, CHAIRMAN & TREASURER BELMONT L. KOCH, SECRETARY 


FIRMLY FIXED IDEALS OF SHOEMAKING BROUGHT THE PRINCIPALS 
OF THIS NEW CORPORATION TOGETHER ON THE BASIS OF DELIVERING 
TO RETAIL SHOE MERCHANTS A PRODUCT THAT WOULD BE * UP-TO- 
THE-MINUTE” IN STYLE, “ UP-TO-THE-SAMPLE” IN QUALITY AND 
** UP-TO-THE-WEARERS "" EXPECTATION OF SERVICE. 


THIS NEW CORPORATION HAS ACQUIRED THE FULLY EQUIPPED, GOING 
SPECIALTY SHOE FACTORY AT HIGHLAND, ILLINOIS, OPERATED FOR 
THE PAST SEVEN YEARS AS THE PARENT FACTORY OF THE LUND- 
MAULDIN COMPANY. 


ON AUGUST 16, 1922 THE NEW FIRM TOOK CHARGE AND ALL SHOES 
MANUFACTURED SINCE THAT DATE HAVE BEEN FOR ACCOUNT OF THE 
NEW CORPORATION. THE FACTORY PERSONNEL HAS BEEN STRENGTH- 
ENED—AND THE NEW SLOGAN WHICH WILL BE KEPT CONSTANTLY 
DISPLAYED BEFORE EACH SHOE WORKER IS— 


QUALITY First, then—QUALITY! 











Sept 
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Shoe forMen 


THIS MARK WILL TAKE ITS PLACE SHOULDER TO 
SHOULDER WITH THE NATION’S FAMOUS BRANDS 
OF MEN’S SHOES. 


-. WE SHALL BUILD THE MEDIUM AND FINER GRADES 
OF MEN’S DRESS WELTS—AS SPECIALTY MANUFAC- 
TURERS, GIVING YOU A WIDE RANGE OF PREFER- 
ENCES IN DETAILS. 


OUR TRAVELERS ARE NOW OUT ON A BOOKING 
TRIP AND WILL PRESENT OUR NEW SAMPLES. 
PLEASE WIRE OR WRITE AND A REPRESENTATIVE 
WILL CALL TO SUIT YOUR CONVENIENCE. 


QUALITY First, then—QUALITY! 


(Reex, Maurin & (HAMBERS 
MANUFACTURERS OF MEN'S FINE SHOES 


TWELFTH AND WASHINGTON AVE. 
SAINT LOUIS 
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HERE are several Keds styles which are fast vecoming 

recognized as ideal work shoes. Farmers, gardeners, car- 
penters, factory workers, and hundreds of men and women in 
every sort of trade are wearing these Keds for indoor and 
outdoor work. Here are nine reasons why: 


1. The sturdy eyelets. 6. Steel and fibre shank for 


- Double stitched tongue. 


. Rugged upper with loose 
lining to allow ventilation. 


4. Back counter for support. 
. Full length sock lining for 


comfort. 


arch su which ars 
in no canvas ru 


soled shoes. 


- Rubbersole,springy,noise- 


less and on floors. 


. Toe reinforcement. 
- Foxing which unites upper 


and sole into one unit. 


Feature these Keds in addition to the regular Keds line and 
draw the workers to your store. They will build up your profits. 


United States Rubber Company 


‘Trade Mork Rag 0 & Pet OF 
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TYLISH STOU™\) 


LENDER FOO 
) OUTSIZES 


ARCH FITTER 





TRADE MARK 








TRADE MARK , 


Reg. U.S. Pat. Office 
“Siyle Shoes for Stout Women” 


Reg. U. S. Pat. Office 
“Fils the Narrow Insiep and Heel’ 


Sixteen salesmen are on their way with a sample line which will prove 
of interest to all dealers, and of particular interest to retail exponents of 


STYLE with COMFORT 


New lasts and patterns have been added: the line is pleasing both from a style and 
quality standpoint and the shoemaking is of a standard which we have 





heretofore been unable to attain. 


THE ROSTER 
D. D. OSTER— W. G. LOFTUS— 
Indiana, Michigan, Ohio. Iowa. 
VICTOR ZORN— WILLARD H. JAMES— 
Buffalo Chicago and Wisconsin. 
F. A. ZORN— HARRY R. JAMES— 


New York, Ohio, Pennsylvania. 
R. E. PATTERSON— 


Texas, Louisiana 


N. SWANSON— 
District of Columbia, Maryland, Ohio, 
W. Virginia and Pennsylvania. 


GEORGE F. STEVENS— 
Kansas, Nebraska and Oklahoma. 


W. A. COPITHORN— 
The New England States. 


J. C. HICKS— 
Long Island and New Jersey. 


If you wish 


Chicago and Cook County. 
FRANK S. STEVENS— 


Arkansas, Kentucky, Missouri and Ten- 
nessee. 


J. H. DREYER— 
Delaware and Maryland. 


E. W. (RED CARNATION) THULI— 
From Denver West. 


A. J. DAVISON— 
Minnesota, North Dakota, South Dakota. 


EARL L. MOORE— 


Illinois and Indiana. 


to get in touch with a 


W. B. Coon Co. representative, write us. 


506 Security Building 


Chicago Office: 139 w. Madison Street 








FOOUUAUOEUVONUAOEOUAEOOOASAOUHUOEAAEAAATUAAEOGEUAAOUUAEUAG AU 
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FRENCH, SHRINER & URNER 





THE 


In Kangaroo 
black 












MEN’S SHOES 


In Genuine 


KANGAROO 
VICI KID 


The Liberty 


—so comfortable that 
they give relaxation 


LIBERTY to the tenderest feet. 
with low instep 
sacceanneinialllan —so correct that they 
appeal instantly to the 
In Vici Kid man who demands ultra- 
black or tan style. 


Immediate Deliveries from Stock 














FRENCH, SHRINER & URNER 


FACTORY and SALESROOMS 


63 Melcher St., Boston, Mass. 
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CARRIED 


IN STOCK. 


These snappy Fall numbers are 
carried in stock for your benefit. 
Every Crooker-Morse factory 
facility is concentrated on pro- 
ducing footwear bound to meet 
demand and make money for 


you. 


A visit to our busy factory 
would convince you quickly of 
our desire to serve you fully. 


Pick out the numbers you think 
will sell best in your store, and 
write for them today. 


Every order handled efficiently 
and with good measure of 


service. 


THOM @L UO LU LLL @ LEE 


CROOKER & 
MORSE, Ince. 


BRIDGEWATER 
MASS. 


> en a ea errs ‘ae 
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No. 623— +e Two-Strap Pump, Goodyear 
Welt. Phyllis Last, 14-8 Heel ........... $5.20 
No. 624—Same style as above, Kid Two-Strap 
PEE d osind cS nade censecuns emkeeenwes eee $5.25 





No. 622—Kid One-Strap. Phyllis Last. Good- 
year Welt, 14-8 Heel .......... .$5.00 
No. 621—Same style as above, Patent Leather 





No. 430—Victoria Brown Calf Oxford, Long Wing 
Tip. Heavy Sole, Goodyear Welt, Rubber Top 
L ift. 10-8 Heel. Hazel Last..............$5.25 





No. 520—Kid Oxford. Goodyear Welt, Rubber 
Top Lift, 12-8 Heel, Lucille Last.......... $5.00 


No. 530—Same style as above, Tan Russia Calf. 
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No. 28 Bal. 
Frenchy Last. 


Goodyear 
Wingfool 


S the demand for good 

shoes to retail at $5 to 

$8 becomes more insistent, 

more thinking retail shoe 

merchants are featuring 

Weber Union Made Shoes 
for men. 


New York Office, H. Harris, W EK B 2 R B R 6) S 


1328 Broadway, Marbridge Bldg. NORIH ADAMS s 























THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT IS”— 


TIPS — TIPS — TIPS 





CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 
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A two strap Lestten number — 
made with Patent Colt vam 
and quarter, with Grey Calf 
“AN collarand straps. A wank with 
3 “~ white stiteb carrying, a Ya 
< mi itary hee rawn over our 
new and populer *15 “b last . 


Can be made on order 
within 30 days 


Price 4.85 - 3 % 30 days. 
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A Last Call! 


Hyscor2 : Centre 


F you want to sell your share of the eight 
million who will read about HOOD athletic 
footwear this fall—a HOOD jobber or branch 
salesman will tell you all about how to do it and 
will furnish sales helps. | 


Get in touch with him at once. 
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1526 


1526—Black Satin Colonial, Suede Tongue 
with Brocade Inlay. 16/8 Full Louis Heel. 
Hand Turned. A-C .... 85.00 
1529—Same shoe as above, but with 14/8 
Spanish Full Louis Heel. A-—C $5.00 


1531 


1531—Patent Colt Colonial. Perforated 
Tongue 14/8 § yor ee Full Louis Heel. Hand 
Turned. . $5.00 

1524—Same shce as above but with 168 
Full Louis Heel A-C.... $5.00 


1530 


1530—Patent Colt Colonial. Black Suede 
Tongue with Black Satin Underlay. 14/8 
a © Full Louis Heel. Hand Turned. 
A apace 85.00 


1525—Same shoe as above but with 16/8 
Full Louis Heel. A-C $5.00 


1527 


1527—Patent Colt Colonial. Eleven cutouts, 
in Tongue with Black Satin Underlay. 16/8 
Full Louis Heel. Hand Turned. A-C..85.00 


1528—Same shoe as above but with 14/8 
Spanish Full” Louis Heel. A-C $5.00 


att 














Novelty Footwear 
For Women 


FALL STYLES 


If you could visit our place of 


business and inspect the goods 
on the floor, you would recog- 
nize many good values that are 
going to help Fall sales im- 
mensely. You would also be im- 
pressed by the promptness shown 
in filling all orders. 


The shoes shown on this page 
are typical of the many new 
creations we have ready to ship. 
All are hand-turned, and are 
carried in widths A-C. 


Realizing that the saving of your 
time is essential, we are prepared 
to give you maximum quick ser- 
vice. Get busy for a big Fall 
now, and let Katzman-Adler put 
you in with the winners. 


Terms 5% 10 days. Net 30. 


Katzman-Adler Shoe Co. 
211 ESSEX STREET 


BOSTON MASS. 

















1415 


1415—Patent Colt. Cross Strap. 13/8 
nc Spanish Lquis Heel. Hand Turned. 


1416—Same shoe as above but with 16/8 
Full Louis Heel. A-C $4.50 

1417—Same shoe as above with 13/8 Mili- 
tary Covered Heel. :A-C $4.25 
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1500—Patent Colt with Bamboo Buck Col- 
lar and Strap. 13/8 meee Covered Heel. 
Hand Turned. A-C. $4.50 
1501—Same shoe as ehove but in _ Black 
Satin, Brocade Trimmed. A-C 


2 1428 


1428—Black Satin Vamp and Ques Bro- 
cade Inlay and Straps. 16/8 Full Louis 
Heel. Hand Turned. A-C . $4.50 
1427—Same shoe as above, but with 14 8 
Spanish Full Louis Heel. A-C 84.50 
1426—Same shoe as above but with 14/8 
Military Covered Heel. A-C $4.00 


Fe 


1438—Patent Colt Vamp with Black Bro- 
cade Quarter Two Strap. 14/8 Military 

Hand Turned. —C. .$4.25 
1437—Same o- = weet but = = 
Satin Vamp. A-C 


ya 


aa weve Satin, Brocade Trimmed W 
Pattern. 

Fock Hand Tu 

1430—Same shoe as ) shove but with my 4 

Military Covered Heel. A-C $4.00 


will appreciate your mentioning the publication in replies te advertisements. 
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‘RUBBER HEELS |j 


FOR 


COMFORT SHOES, LEATHER SLIPPERS 
STITCHDOWNS AND FELT SLIPPERS 


5-16s, 3-8s or 7-16s High 
United Shoe Standard Nailing 


SEND FOR SAMPLES AND PRICES 


HANOVER RUBBER CO. 


Makers of the ““NU-LIFE” Rubber Heel 


Boston Sales Office Room 319 10 High St. 


























FOUR POPULAR FALL NUMBERS 


Strictly | 
High Grade 


—, 
n Cale iat Lt. 7 wing Le 


ben wll a IN STOCK 


orat 
me toh. S2 let, "8 lea my 


” For Immediate Delivery 
AA—4 1-2 to 8 A—4 to 8 
B and C—3 to 8 


Ole ater, Poonch bound. 9 pestepa- TERMS, NET 30 DAYS Stim Style 718. 


Sreue, quarters a Sao. 
tip 
29 Sins sk ae Cuban a. m 548 


BURROWS SHOE Co. : Premenns N. Y. 
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Made in Milwaukee Sold all over the World 


VELOURS CALF 


Reg. U. S. Pat. Off. 


P & V Velours Calf forms the highest 
grade of black chrome-tanned calf 
leather on the market. Manufac- 
turers of high grade shoes know the 
supremacy of this famous product. 


A smooth full grain calf leather in 
bright or mat finish, glazed to a 
very smooth dirt-resisting surface. 
Its fine grain and even break are 


unequaled. 


Specify P & V Velours Calf, for the 
buyers of fine footwear will appre- 
ciate the excellent qualities of this 


leather. 


DFISTER «VOGEL LEATHER Co 


MILWAUKEE -— <— WISCONSIN 


eg = 
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Two Snappy Fall Oxfords 


S 


= j ——— . 
( Kj 7 
THE AP UEC 
NS a ea » 





Yale Last 


No. Y655 


The Yale last is right on top of the shoe styles for this fall. 
lines that the young men want—lines that express life and action. 
Here are a snappy brown bal and black blucher, over the Yale last, that 


will be big sellers: 


No. Y655 

Bal. in Tan 
Rueping’s Tan Calumet Grain Calf In Stock 
(Norwegian) bal. oxford, Goding all- 
leather construction, Wingfoot heels, 11 Eight hour service on 
iron rolled edge soles. rush orders 29,10 days 


Yale last 
B-C-D widths 


$4.65 


THE GODING SHOE Co. 


4 ‘ aepe) FF Se . ee ee 7 





No. Y755 


It has the 


No.. ¥755 
Raglan Blucher in Black 
Rueping’s Black Calumet Grain Calf 
(Norwegian) Raglan blucher oxford, Gos- 
ing all-leather construction, Wingfoot 
heels, 11 iron, rolled edge soles. 


Yale last $4.6 5 


B-C-D widths 








e QNhsnnsz~ 





2) 


s 
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The Two 


Cross Strap Colonial 
“Trma’’ “Tto’’ 





Made in Ooze Calf and Patent Combination 
as well as all Patent and Black Kid 


PRICES ON, REQUEST 


HARNEY, TRACY, CREHAN CO. 


Boston Office, Factory, 9 Harrison Ct. 
10 High Street Lynn, Mass. 








VPRUTAEUTEODOEDE RTO PAST GR DEOEDEADLELDOROEED OED EDEDPDEUEDDETTODODETEDED ETO E POEL EE EEE EEE CUT TOOT ITTTIMITITTIT 
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Shoe Machinery and Parts 
THREE WAR pupaaereeniia AUCTIONS 


ANUFACTURERS, Jobbers and dealers will find it to their interest to 
get catalogs of offerings and participate in these auctions. 








At Camp Meade, Md., September 15 
At Jeffersonville, Ind., September 19 
At Omaha, Neb., September 21 








For your guidance, here is a par- 
tial list of offerings in each auction: 


Camp Meade, Sept. 15 


7 Shoe stitching machines. 
19 Shoe parts machines, (one 


HE fact that you are buy- electrically equipped). 
3 Pegging machines. 


ing at an auction guaran- Nails, tacks and quantities of parts 
tees you an opportunity to for stitching machines. 


1,612 prs. Overshoes, arctic. 


purchase at prices you KNOW 166 prs. Puttees leather. 
: ° 583 prs. Shoes, Endicott-John- 
will yield good profits, and 


son. 


study of the catalog will reveal -833 prs. Shoes, field and metallics. 
many items that fit in splend- Jeffersonville, Sept. 19 
idly with your needs. The 282,020 prs. Laces, chrome, 36”. 


. Good lots of Overshoes, (cloth top 
Government reserves the right | and all-rubber), Shoes (russet, 


to reject any or all bids. field and garrison), Rubber 


Boots (knee and hip), and 
Lasts. 


Omaha, Sept. 21 
For catalogs and detailed information on these 265 prs. Shoes, commercial. 
auctions, write: 5,140 prs. Leggins, canvas. 


(For Camp Meade Auction) 
Q. M. Supply Officer, Ist Ave. and 59th St., 
Brooklyn, N. Y. 


(For Jeffersonville and Omaha’ Auctions) 
Q. M. Supply Officer, 1819 W. Pershing Rd., 
Chicago, IIl. 


WAR DEPARTMENT | 


— > 























— 
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Satin Novelties In Stock—Ready for Instant Shipment 


Get acquainted with the values we offer and the service we render 


T U ? With a hurry up order for Terms: 2% 10 days, 30 Net, 
ry S. these fast selling styles F. O. B. Chicago 


B-16—Women's Black “Bench Made” Turn, B-66—Women’s Black Satin Flexible McKay B-88—Women’s Black Satin One Strap Flex- 
Full Breasted 16/8 Louis Heel, Hand 3. 75 Cross Strap, 14/8 Junior Louis Heel, 2. 85 ible McKay Beaded Vamp Ornament, 2 50 
Beaded nee A- D, 244-8 B-D, 2%-8 14/8 Junior Louis Heel, B-D, 244-8 


B-52—As above, om ee ** 2.75 B-99-As above, 13/8 Military Heel. & 5) 


B-53_—As above, Sng paaKey, B-70—As above, ~~ ‘Se, “tae 2. 75 
14/8 Junior Louis Heel, Military Heel, B-D, 


AXMAN-WEISS SHOE COMPANY 


The House of Specialties 
40 So. Wells Street : : Chicago 











The Doctor Says: 


“Breathe deeply, ‘eat wisely, 
keep your head up, chest out 
and toes in and the chances are 
you won’t need a doctor.”’ 


HE Doctor Shoe is 
made for men who 
want to keep fit and efficient 
and always up and at ’em. 


A man’s feet have to carry him all 
through the day and it certainly helps 
to have them at their best. 


The Doctor Shoe helps a man toe-in, 
the right way to walk and stand. And 
the right way makes a world of differ- 
ence, so much difference that he is never TOE-IN—WALK STRAIGHT 
going to be content with any other shoe. 


When a dealer handles the Doctor Shoe THE 
he doesn’t need to worry much about 
making and holding customers. | 


SHOE 


Joun MEIER 
SHOE Comp ANY along and step lively 


SAINT LOUIS The. postee Junior 


Good Shoes for Men Since 1874 


For men who want to step 
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AMERICANIZED PARISIAN STYLES 
AS EXEMPLIFIED IN 


THOSE INDIVIDUAL LASCO SHOES 

















GENEVA 


TO RETAIL AT $7.50 


TMHE SPECIALIZED STYLES created at the 

Lippitt-Alfond factory are profit getters for a 
good many live wire merchants throughout the 
country. Are you one of them? If not, get in touch 
with our factory for list of jobbers who carry ‘“Those 
Individual Lasco Shoes.” | 





Start in today being one of the leaders of your com- 
munity. Get out of the ranks of the ‘average 
dealer.” Lippitt-Alfond ‘Americanized Parisian 
Styles,”’ ready for delivery in four weeks, will get the 
class of trade that wants the best. 




















LIPPITT-ALFOND SHOE COMPANY 


Where “Those Individual LASCO Shoes’’ are created 
3 and 4 Box Place — Telephone: Lynn 7976 and 5590 


LYNN, MASSACHUSETTS 
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LYNN 


Pre-eminent in 
the manutfact- 
ure of women’s 


and children’s 


footwear. 





_— 


STIS TS OES one a ¢ 
¥ 





LMM 








—_—_ 














Mother of American Shoemabing 


See following page 





~ 
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fhe Q Joung Wonan we all Know- 
wu Her Lhoes. 
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HE bright promise of tomorrow—the perplexing question of 
today. The American Girl, .at the glorious age of eighteen or 


thereabouts. 


When the sun rides through dawn’s rosy glow, she comes speed- 
ing, an effervescent bubble of youth on the black river of traffic, 
pouring into city and town, Toschools of books and recitations 
or schools of dictation and filing cabinets. With chatter and 
jests, a hundred thousand of her Young Majesties make bright 
spots in a drab world. Clear eyed, they rule on the farms and 
in the little villages with the gift of happiness. 


Child in mind—woman at heart, our American Girl is the spark- 


ling quicksilver in the Thermometer of Style. 


Her buying power is the composite strength of mother’s and 
father’s affection plus a determination to compete with her mates. 
She is the eternal challenge to the manufacturer of footwear and 
her glove of defiance is an inherent good taste. 


During ten generations of American Girlhood, Lynn shoe artisans 
have met successfully the most exacting demands of the Ameri- 
can maiden for footwear which she has been proud to wear and 


which is still a purse-possibility for her. 


Youth will be served. Let it be in your store—with the styles 
of Lynn, which youth loves. 


Lynn—Mother of American Shoemaking 


See List of representative Lynn Manufacturers on the following page 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE, CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 
Women’s Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. 
Women’s Novelty Flexible McKays and Welts 


MACLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC, 
Makers of ‘Style All the While’’ Lasts 


J. I. MELANSON & BRO. 
Children’s Shoes 


MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


RIALTO SHOE CO. 
Women’s McKay and Welt Footwear 


WATSON SHOE CO. 
Women's Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 
La France Shoe for Women 
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THE 





FLEXIBLE ARCH SHOE 
Sor Every Woman 


Your answer 

to the demand 

for style and 
comfort 


A New FORMATIVE 
Flexible Arch One Strap 


Unbeatable Style, Comfort and 
Service combined in this Special- 
ized FORMATIVE Shoe. Made 
of Fine Black Kid. 13/8 heel with 
Rubber Top-lift. AA to D, 3 to9. 





$4.75 


Write for Special Dealers’ Proposition | 


COTTER SHOE COMPANY 


LYNN MASS. 





UUUTEUU EATEN 
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eupports the waist- 


‘““_s09 the Master Futkorset 
Shoe Supports the arch’’ 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from arch 
discomforts, it helps weak feet become 
normal, it prevents fallen arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts that 
represent the latest decrees of Fash- 
ion. The stylish lines of the various 
models and the elegant materials 
used in their manufacture cannot 





THE FUTKORSET 
SUPPORTS THE FOOT _AS— 





help but please the most particular 
patron. It is, in fact, a shoe that will 
delight the eye as well as comfort the 
foot of the woman who wears it. 


The increased patronage and repeat 
sales that have attended the stock- 
ing of this shoe in hundreds of high 
class shoe stores throughout the coun- 
try have proven our shoe sales-build- 
ers. If you have not stocked it, you 
have overlooked a certain seller. It 
is made in both high and low models. 
Send in your order at once for a 
trial dozen. 



























TEVENS COMPANY 


TEFHOEMAKERS 


‘iate your mentioning the publication in replies to advertisements. 












40 





BOOT AND SHOE RECORDER 























A NEW SLIDE BUCKLE 
FOR STYLISH FOOTWEAR 


No. 1475 No. 1475/2 


(Composition) (Iron Cast) 
Sizes %-/2-¥%e-34-% Inch 
Standard Finishes 





A light pattern slide buckle suitable to the 
present needs of shce manufacturers, is a brief 
description of No. 1475-1475 

It is designed to fill a pressing want —a 
buckle similar to the popular No. 1375 - 13754% 
but improved in construction and more attractive 
in the eyes of those who prefer lighter lines. 

This new buckle eclipses all others of this 
type in appearance and utility. Send for free 
samples now. 


+> 


EXCLUSIVE DESIGNS 
RIVET TYPE BUCKLES 








1419 
LAKE PATTERN 
Patent Pending 
Composition or Iron Cast 
Sizes 3g—44—% Inch 
STANDARD FINISHES 





1379 
Composition 
Size 10 line (}} Inch) 
STANDARD FINISHES 


There’s a steady demand for buckles which 
can be attached to straps by riveting. Two popular 
designs made by us are shown above. They 
have the advantage of being assembled to the 
footwear quickly and at minimum cost. Send 
for free samples now. 


Send for Bulletin 135 illustrating 
the “Anchor Brand” line of Buckles 
for footwear. It’s free. 


a 


ALL LEADING JOBBERS SELL 
“ANCHOR BRAND” BUCKLES 
NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 


BRANCH SALES OFFICES 


ST. LOUIS NEW YORK 
608 VICTORIA BLDG. 127 DUANE STREET 
CHICAGO 


SAN FRANCISCO 


POSTAL TEL. BLDG. 326 W. MADISON ST. 











| 
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ef -MacMadster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


Distinctive Shoes for Your 
Children’s Department 





All White Kid, Soh) See, 





No. B 2536 
White Moccasin with 
White, pink or blue Rib- 
bon and French Knot 


Trimmings. e 
$9.00 a Dozen Pairs 


Sie use. Son Spring PRS -35 


J -J - Mac MASTER 
ROCHESTER ,N-Y. 
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Proof of 
the Wear 


FROM THE LARGEST POLICE 
CHIEF IN THE COUNTRY... 






CITY OF GREENVILLE 


SOUTH CAROLINA 










POLICE DEPARTMENT 













March 22, 1922, 







J 
Millie, watt™™2 Shoe Co, 


Gentlemen: - 













Ile 
Police wearing the second pair or 
Boot Sincs"r"aesr sod feoard the 






CHIEF OF POLICE 
J.D. DOE 
GREENVILLE S.C. 
WEIGHS 325 — 
WEARS HERMAN 
POLICE SHOES SIZE 15- EE 


HERMANS 
POLICE 
SHOE No.19 



















Wishing.you much success, 


Very truly. 
J. D. Moe. 
Chief of Police, 






















The only Police Shoe made that has actually won the recognition of Police De- 
partments all over the country. Adopted and worn by the New York City Police. 


WGN CRALE tee Its fine wearing qualities and extreme 
comfort make it ideal for the man on 
his feet all day. You can sell it to 
oe Policeman—Postman or Rail- 

an in your section. AND 

FAST COLOR 

HOOKS AND EVES THE PRICE IS RIGHT! 

Send for sample pair. Take them to the 

LEATHER nearest Police or Fire Dept. See for your- 

TOE BOX self whether they'll sell. 


No. 19—Made of High Grade Genuine 
INNER SOLE 





No. 17—Same as No. 19 but made on the 
Cadet Last. (A medium toe) 


PRICE $4.60 


In Stock Ready to Ship 


Sizes and Widths 
B:7 to 12; C-5 to 12; D-5 to 12 
E-5 to 13; EE-6 to 13. 






RUBBER 
WELT 


LEATHER\ oak DOUBLE 
COUNTER \ OUTER SOLE 


GOODYEAR WINGFOOT 
RUBBER HEEL 


JOSEPH M. HERMAN SHOE CO., Millis, Mass. 


BOSTON SALES OFFICE: 159 LINCOLN STREET 


rder will appreciate your mentioning the publication in replies to advertisements. 
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Two Representative 


Examples of Our 


Fine Craftsmanship 


For 
Immediate Delivery 


**CHARLOTTE” 


All Patent Leather 

All Black Satin 

Black Satin Vamp, with brocaded satin 
straps and quarter 


** CATHERINE ” 


All Patent Leather 

All Black Satin 

Black Satin Vamp with bree aded satin 
straps and quarter. 


Other Materials in These Patterns. 
3 to 4 Weeks’ Delivery 


All our shoes are made on lasts of special 
measurements, designed to fit the high arch 
and narrow heel. 
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“Jhree Generations 


Have Worn B&M Shoes 









HREE generations of merchants 
and shoe wearers have been im- 
pressed with the dependability of 
Bradley & Metcalf’s goods and ser- 
vices. After 79 years of continuous 
operation we can truthfully say that 
the values 
we offer 





































=f his- 


The following three “fas selling 
styles are now ready for immediate 
shipment from stock. Mail cr- 
ders promptly and carefully filled. 


Last 1 (Welt) 

Men’s medium straight, full ball, 
slight swing, medium high toe. 
Splendid fitting last. Good year 
welt, single soles, cap, 4 
rubber heels, blucher. 
Widths D and E, sizes 6 

to ll. 
No. 77 
—Gun met: al. 
Price, pr.... 


No. 753-Ma- 
hogany Calf. 
Price. . . $4.25 
No. 804—-Ma- 
hogany side. 
Price 23.40 


Last 10 (Welt) 
Men's medium straight, full ball, 
nice round toe. Very —e Good- 
ear welt, single soles, cap, \ rub- 
ie p>. blucher. Widt sD and 
E, sizes 6 to Il. 
No. 780 


Black glazed 
colt, Pr. $3.40 


Last 3000 
Men’s Munson Army last, a 
style as = for Government Army 
shoes. A good, full, well-fitting 
comfortable shoe, superior to | 
shoes on the market.  Unli 
Goodyear welt, double soles, cap, 
blucher. Width EE, sizes 
6 to ll. No. 303—Choco- 
late chrome veal. 
Pri ‘ $4.00 


BRADLEY & METCALF CO. 


MILWAUKEE WISCONSIN 


| Bradley & Metcalf's STORMKING, known to the trade as the World's Great 
| «st Waterproofed Shoe, formerly called cur WORLD BEATER a he 
Dr Shoe, is the biggest seller in the shoe trade. Write for special fol 
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GENUINE KIDSKIN 




















Not Just a “Buy” 
A Quality Investment 


ITH the Fall and Winter seasons drawing near, 

the time is ripe for stocking up on comfort foot- 
wear. Merrill, Porter slippers for men and women’s 
comfort shoes of outstanding quality represent a real 
“quality investment.” Every penny you put into 
them will come back later with interest. 


Just look at the numbers shown on this page. Every 
one made of genuine kid. The very shoes sought by 
men and women who want absolute comfort and fit, 
on the street and at home. 


Our In Stock Department is prepared to fill all orders, 
great or small, immediately. 


Write today for complete catalog. Check off the num- 


bers that look good to you. We’ll do the rest toward 
making business hum this fall. 


MERRILL, PORTER & CO. 


113 Monroe Street 


Lynn, Mass. 






Style No. 595 


Glazed Kid Plain Toe Oxford. Pearl sheep 


quarter and sock lining. 12/8 Wingfoot rub- 12/8 Wingfoot rubber heel. 


cushion inner sole. 


ber heel. In stock B, C, D and E. Price $2.75 Price $3.50. 
Style No. 561 
Same as above, with stock tip. D and E, 
Price $3.50. 








RECORDER 


@ 


Style No. 562 


Glazed Kid, 3/4 Foxed Plain Toe Polish. 
Genuine leather 


In stock C, D and E, 


3/9. 


3/9 


43 








ALL STYLES IN STOCK | 














da Style No. 817 


Havana Brown Kid Everett. Wide and com- 


fortable last, Leather lined quarter and sock 
lining. 


In stock FF 5/12. Price $2.50. 










Style No. 816 


Havana Brown Kid Opera. Shapely last of 
excellent fitting qualities, leather lined through- 
out. In stock M and F 5/12. Price $2.50. 


Style No. 802 
Same as above, but of Finest Quality Golden 
Brown Kid. In stock M and F 5/12. Price 
$3.00. 





Style No. 815 


Havana Brown Kid Romeo. A snug fitting and 
flexible slipper, leather lined throughout. In 
stock F 5/12. Frice $2.50. 


Style Ne. 800 


Same as above, but of Firest Quality Golde: 
Brown Kid and full leather lined. In stock 
F 5/12. Price $3.25. 


Style No. 851 





Glazed Kid, Seamless Lace. Combination 
bunion last. 8/8 Wingfoot rubber heel. Genus 
uine leather cushion inner sole. In stock D 
and E 3/9. Price 
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Vulco-Unit We 


Gk oe 


There is only one way that the st 
can be preserved in wear. Itis by iT 1€ 
vents crossing or wrinkling without inter : rin 


BECK WITH ent uence COMPANY > 
111 SUMMER STREET, BOSTON, MASS. . 
Largest Manufacturers of Box Toes in the. World 


Chicago, G. W. KIBBY & CO, _St. Louis, OSCAR F.. WRIGHT CO. Cincinnati, GEO. A. SF 
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SOME 
FACTS 
ABOUT 


CARLISLE! 


THE CARLISLE SHOE COMPANY 


Is the pioneer Shoe Factory in Carlisle. 

Is one of the oldest Shoe Factories in the United States. 

It was founded in 1862. 

It has operated continuously ever since. 

It is the only factory in Pennsylvania outside of Philadelphia making 


Women’s High Grade Welted Shoes 


Notwithstanding Untruthful Rumors 


It has not been sold to Cincinnati or Rochester parties. 
It is not making shoes for any other Manufacturer. 

It has no reason or desire to sell out to any one. 

It is now operating at full capacity. 

It has operated at full capacity during the war and reconstruction period. 
It has an organization of well paid, satisfied and contented workmen. 

It has had no strikes or labor troubles. 

It has the highest class of Merchants as its customers. 

It will continue to serve its customers as usual. 

There will be no change in its organization or management. 

It is governed by a Cabinet Council composed of Department Heads. 
The Employees have elected representatives of their own selection. 


































Its Officers are 


ABRAM BOSLER, President Branch Offices 













ROBINSON BOSLER, Vice-President NEW YORK 

T. GROVE TRITT, Sec. and Treas. MARBRIDGE BUILDING 

O. H. STARNER, General Manager 7 eacaco 
Directors LEES BUILDING 


BOSTON 
10 HIGH STREET 






ABRAM BOSLER O.H.STARNER 
T. GROVE TRITT M. J. IRVING 
ROBINSON BOSLER 
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5015E 
25.00 


Subject to increases 
required by tariff 


High Peaks in Wool Hose Selling Recor 


Every thoughtful buyer knows the outstanding success 
in his lines. We watch them too—not in one store or dis 
trict, but nationally. ‘Reorders point to the big winne 
with unfailing accuracy. 


We pick our 5015E for presentation to retailers in ever 
section of the country because we know it will build up 
conspicuous record for profitable selling. 


Features which make 5015E a universal favorite are: 


Medium weight Wide skirt top 

Medium rib Full Fashioned 

Extra long---28 inches Hand clocked 
Popular Colors 


Pure wool yarns especially selected by the 
Wolsey Company and chemically treated by 
them against shrinking. 

5015E is a distinguished number in the CEN- 
TEMERI-WOLSEY line, designed and made 
with the avowed purpose of producing the 
finest grade of ribbed wool hose at the smallest 
cost. 


400 Fifth Avenue 
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Telling 


the women 
about this 
new shoe 


HIS booklet that appealingly tells the women the story 

of Johansen’s Feeture Arch Shoe is sent to customers of 
Feeture Arch dealers. It is’ just one of the many co-operative 
helps we furnish to boost the sale of this patented combination 
rigid and flexible arch shoe. 


The shoe itself, a marvel of comfort and a boon alike to well 
and troubled feet, is everywhere winning the favor of the 


feminine world. 


The shoe and the help we are giving in selling the shoe are 
proving a business building and profit making combination. 


On the market but a few short months, the dealers are numbered 
in the hundreds. It may be that your territory is still open. 
Better write today and find out. 


47 
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ohansen Bros. Shoe Co. 


Makers- Women's Shoes Exclusively 


Saint Louis. 
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Fashion’s Newest Designs! 
IN STOCK 








B 280 B 288 B 289 
No. B 288—Patent Colt Oxiord, :mitation No. B 289—Black Kid Oxford, Imitation Tip, 
No. B 200 Tatens Colt Two-Strap, 14-8 Ca; Tip, 14-8 Cuban Heel, Welt. Price.....$4.50 14.8 Heel with Rubber Top Lift, Welt. 
No. B 279—Black¥Kid Two-Strap, Imitation SIZES IN STOCK PUGO. oc cccccscecscecuscccccesccocess $4.35 
Tip, 14-8 Cuban Heel, Welt. Price..... $4.50 DM, stsadanssecetetdieaaedn 34 os 
Pesecccccccccesesceceees to 


A 
No. B 278—Brown Kid Two-Strap, Imitation l 
Tip, 14-8 Cuban Heel, Welt. Price..... $4.85 B, C, D, B ........-..---. 2% tos 


JOY, CLARK & NIER, Inc. 


ROCHESTER, : : N. Y. 
Terms: Net 30 Days 





























DISCOVERED 


A NEW METHOD OF LAST REMODELING 


We will announce, shortly, an entirely 
new patented process of remodeling and 
preserving, for future use, all old lasts. 


Shoe manufacturers everywhere are de- 
claring this process a most marvelous inven- 
tion for saving money. 


“Jt will save millions.” 


GET IN TOUCH WITH US EARLY 


She Gincin ali hast G 


717 MAIN ST. /GOERT REMODELE Ss CINCINNATI, O. 
Se 
™ <NDDESIGNERS”™ SS 
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wosrone .., Customers 0% 7.222 
Comfort was the first consideration in de- This comfortable low cut is designed primarily as 





0239 075 


signing the lasts for our men’s sli ‘ a common-sense hygienic shoe—but we add a top 
Rom > eunaiinn saan to the toe, which makes this model all the more 


pe nn 3 pond SS — éé e 99 serviceable to the wearer who wants a shoe that 
height of the pattern protects the ankles ] is easy to walk in but has enough style for street 
when worn out of doors. use. 


The successful retail shoe merchant of today is the man who can produce the right 
shoe at the right time—just when his customer wants it. Thus he capitalizes on that 
mighty element “GOOD WILL.” 


Unfortunately, the merchant who stumbles along from week to week, with stocks 
shot all to pieces, falls down even upon the simplest request of a customer. 


Build your business on reliable staple footwear! Have any style, any size, any last 
ready when the customer arrives to make a purchase! Know, furthermore, that when 
stocks need replenishing you can get the necessary numbers immediately! 






A. Fisher & Son stands ready to supply you 
with dependable footwear. Your order for 
a complete line to begin with receives in- 
stant attention. And every refill order from 
then on gets to you when you specify. 


We are 
Specialists in 
Men’s Slippers 





and 
066 
LADIES’ SEMI-DRESS POLISH Women’s 0223 
There is a steady demand for this useful shoe, a MEN’S EVERETT SLIPPER 


demand which testifies to its twin factors of ease This is the slipper that many men like to have for 
and appearance. It sacrifices neither fit nor econ- comfort and relaxation at home. We make and 


omy, but is no less stylish on that account. x finish it in a variety of patterns, so that it makes 
The quarter is seven inches high and we furnish om or oes an excellent appearance in a window or showcase 
this shoe with leather or rubber heels, whichever as well as side by side with the dress shoes in a 
you choose. gentleman’s wardrobe. 


Chicago Office: ai pm 
189 W. Madison St. 6 . : ton ce 
Security Bldg. TSHER O5 ON 60 South St. 


Factory: 264 Broad Street, Lynn, Mass. 
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ALLSTEEL FACTORY EQUIPMENT 
THE LAST BIN THAT LASTS 


. STANDARDIZED AND CARRIED 
IN STOCK 


Ready for immediate delivery. 


SIMPLICITY OF CONSTRUCTION 


Like the mechanical toy, you can 
erect them yourself. 


FIRE AND WATER PROTECTION 


Will not burn or warp. 


MINIMUM OF SPACE REQUIRED 


Cold rolled steel, less than an eight 
of inch thick. 


INDIVIDUAL BAYS 


Each bay is complete in itself. This 
allows for rearrangement of any 
installation without loss or trouble. 
One or more bays may be added, as 
needed. 


GREAT ASSORTMENT OF SIZES 


Nine different depths, four different 
widths. Any height desired. 


DURABLE 


Can climb all over them without 
doing harm. All edges and corners 
rounded to avoid cutting of lasts. 


EVERLASTING FINISH 
Baked enamel finish, will not chip 


or rust. Color, olive green. 

You can’t afford to use wood. 
Steel takes less floor space, is 
cleaner, more durable, easier to erect 
or take apart, and its depreciation is 
much less than wood. 


Time and labor saving devices are necessary to bring 
production costs down and reduce, overhead to the 
minimum. 

The ALLSTEEL last bin, illustrated, has met with 
favor wherever shown. -Our ALLSTEEL equipment is 
increasing the efficiency of such factories as the Withe- 
rell & Dobbins Co., Haverhill, Mass.; Bliss & Perry, 
Newburyport, Mass.; F. E. Adams Shoe Co., Seabrook, 
N. H.; and the Newbury Shoe Co., of Boston, Mass. 





Let us prove to you that the ALLSTEEL shoe factory 
equipment can handle the materials in your factory to 
best advantage and be the means of saving time and 
money. 

We have made a special study of shoe factory require- 
ments and have successfully applied the unit principle 
of equipment to many different departments. Let one 
of our service experts study your problem, and suggest 
the way to greater factory efficiency at minimum cost. 


OXLEY’S INCORPORATED 


ALL STEEL EQUIPMENT 
14 WASHINGTON STREET, HAVERHILL, MASS. 
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Shoe 


DISTINGUISHED FOR ITS MERIT AND WORTH 























iL. 










The “Brennan” shoe makes good. Orders fol- 
lowing sample orders prove it. 














The “Brennan” shoe will help you obtain and 
retain worth-while trade. 


The “Brennan” shoe is for “young men and 
men who keep young.” It’s a buy. 


The “Brennan” shoe stands forth with distinc- 
tion because of its super-style and super-quality. 
It pleases the particular. 


Make the “Brennan” shoe your leader this Fall 
and Winter. Its merits will be reflected in 
your turnover and profits. 


Add to your stock, the style shown here. 


Gailun’s No. 4 Viking Calf number 
10, lace oxford. Marne last. Over- 
weight single sole. Goodyear Wing- 
foot Rubber heel. 
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(5 The Best Non-Pigment 


(Aniline Dyed) 


Boarded Calfskins Produced 


Sep 





















53 RUSKIN RED 

55 TENU-TAN 

73 TEAZEL TAN | 
75 BENGAL BROWN 


82 BAYWOOD BROWN 
61 BLACK | 





DURO CALF 


: **Lawrence Leathers Are Reliable Leathers’’ 




















1922 
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HE new colors which we 
have originated are the 
talk of the trade. 


The quality of the leather 1s 
instantly apparent to any 
shoe man. 


The superiority of both color 
and quality in the finished 
shoe 1s pronounced. 


Result:—the demand tor Duro 

in these colors is ahead of 

production, particularly in 

weights suitable for men’s 

fine shoes. 

A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 


NEW . YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 
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BEEBE 


FIFTY YEARS PRODUCING HONEST LEATHERS 


wc: 











‘Ohere is only. 


one VICT KID 
COhere never 


has bee 
amy other” 


PATENT 
COLT 
JAQCID 
SIDES 


AYER TANNING CO. 
CALF-KIPAND SIDES 


ALL COLORS AND FINISHES 
SMOKED EIK~ SPLITS 


CALF LININGS 


CHROME SOLE 



























































































SHEEP SKINS COTTON FINDINGS | f= 


129 SOUTH STREET, BOSTON , MASS. 
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ou ! il UT e TT iit , 
& U 
Fourteen Snappy Novelti ! 
2 UP TO THE MINUTE AND DOWN TO A PRICE 
. 
S Shown by Tober-Saifer 
. 0 
for 
a) 
Tice 
Delivery 
? 
651— Beige Ooze Calf 655—Patent Chrome 
Two - Strap Pump, Beige Two- Strap 
trimmed with patent Pump. Exactly as il- 
LM} leather exactly as il- lustrated. 13-8 Cel- 
lustrated, 13-8 Mili- luloid Military cov- 
= tary Beige-Covered Heel, light weight Goodyear welt ered heel. Light weight Goodyear Welt Sole. An at- 
sole. A real sport number, A, B and C widths—2 3 tractive number, A, B, and C widths, 214 to 8. .$4.35 
to 8 sevaenn edge ee chwaepa sees $4.3 654—FExactly same style as above except all over 
7 650—Exactly same style as above except tan Cat patent..... 
trimmed. pecs eo yanseteseaoene 
652—Exactly same style as above, except. black Ooze. 
Patent trimmed ines vhbnee .35 
¢ 
e , 
meee: ¥ 
658—Beige Ooze Calf Vamp Beige Ooze 
Fire Ersies, Onfor. Cait? Quarter, Dia | 
leather, exactly as a Cutout ford’ 4 } 
illustrated, 13-8 mili- gem att 
ee ne . . : . : ? Exactly as illustrated, 13-8 Beige Ooze Covered Military { 
a y ponent jlighe Pep gh met yr = Heel. Light weight Goody ag Sole. The latest 
— » ee yy . ere oe an hit. A, B, and C widths, 214 to 8.. $4.50 
= 35 ° 
659—Exactly same style as above, except Tan Calf S42—“Same style Heel above in all over Brocade sate = j 
Trimmed. L US Fallin cs $4. 35 with u ous eel eeeeeseseesees fe ' 
' 
: 
0 
e ¥ 
—_—_—_—_—— 
e ' 
j 
= i 
y Ps 
4712-Patent Chrome 3738— Patent Colt } 
e Vamp, — ~~ One - oe hong | 
cade warter an pump, Bamboo Un- 
Heel. One - Strap derlay Tongue and 
Pump. 14-8 Semi- Quarter. Exactly as 
Spanish Heel. Hand turned sole, all silk, French corded. illustrated, 17-8 full Louis Celluloid- Covered Heel. Hand i 
A very dressy number. A, B, and C a tacnet oe sole. A new creation. A, B, and C widths, , 
OH to 8. ee reer re ere $4.2. —— | ene en Soe ee $5.00 : 
4710—Exactly same style as above except in Stiin 3739°_ Same — as above in Brown Satin with Brown a 
a eee iPS CREE ay LE Mhak ay $4.25 Kid Underlay Tongue ................... . $5.00 y 
3740—Same style as above in Black Satin with ‘Black 
Be. CE cbindd cnema sowdee tsb cdibeccoese $5.00 
. : 
e 
IGS MANUFACTURERS = 
e 
NOVELTY FOOTWEAR IN STOCK 4 
1312 Washington Avenue St. Louis, Mo. ; , 
MOT . e e 5 5 5 7 . 5 . ° + Oli 
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Rue-Buck Sides 


Generally preferred by makers and 
retailers of better-grade shoes 


WHITE When you buy shoes made of sides, do 
you specify the tannage? 
BEAVER If you will put some sides of various brands 


together, you will at once see the importance 
of doing this. 

GRAY 
Where quality counts, be sure that Rue- 
ping’s Rue-Buck Sides go into your shoes. 


ry NUDE Rue-buck Sides are easily distinguished from 
— others by their superb mellowness of feel 
and uniform coloring. 
> BROWN 
> Shall we send you samples and 
a list of good shoe manufac- 
e BAMBOO turers who cut Rué-buck Sides? 


Fred Rueping 
Leather Company 


— FOND DU LAC, WISCONSIN 
Established 1854 


BRANCHES: 


Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 


FOND DU LAC, WIS, USA. Northampton, England 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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No. R85i—In_ Stock 
Harvard Last, P. & V. 
Velour Calf, 13 edge 
sole, rubber heel. . $5.50 


The Big, Four 


IN SNAPPY MEN’S 
SHOES FOR FALL 


Here are four shoes that you can bank on as 
rapid sellers to well dressed men. Look them 
over carefully, one by one. Note the swing of the 
last, the character of the pattern, the mellowness 
and finish of the leather. 














§Ococ 


No. R850—Same as 
No. R851, except in 
Rueping’s brown Semi- 
nole Calf. 









—— 88 ee lo 


No. R852—In Stock 
Harvard Last, Carl 
Schmidt Tan Eric, 13 
edge sole, rubber heel. 

$5.50 
They are real pace setters in style, quality and 
value—shoes that will materially help you to 
make a wholesome increase in volume and 


turnover. 


No. R853—Same_ as 
above, except black 
Eric. 










_———- = ee 


Immediate delivery 


Write for new 
In-Stock Catalog R, 
just off the press. 


(OCI I Ic Oc ac 3c 
__—— « - a ew JOO Cee eee oro 


Ask for sample of new opaque window sign. 


Beeler ag age o eae S eS oP SPS2S252oINNININIMIIMoMoMMMaoe 
525 5252525 * 


———— = oF 


{OO ee ec 
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No. R854—In Stock 
Olympic Last, vici kid, 
13 iron sole, detachable 
cushion insole. . . $6.00 








No. R846—In Stock 
Yale Last, Carl Schmidt 
Black Eric Grain Lea- 
ther, 14 edge sole, rub- 
ber heel, green rope 


Extra cushion insoles, 
-50 
stitch. 


re 





STONEFIELD-EVANS SHOE CO. 


ROCKFORD $$ ILLINOIS 





The Beot and Shee R der will ciate your mentioning the publication in replies te advertisements. 
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Take Your Customers 


Te see that responsible leathers 
are used in your shoes is im- 

portant—to let your customers know 

it, also, is even more important. 











If you're selling shoes of VICI 
KID, tell your customers so. Most 
of them, in fact practically every- 


body, has heard of VICI. 














Ney ame Oo? 


THERE IS ONLY OWE VICI 











The Boot and Shoe & der will appreci your mentioning the publication in replies te advertisements. 
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Into Your Confidence 


Go still further—tell them that the 
same firm that originated VICI KID 
more than 30 years ago is 
still the sole maker and 


maintainer of VICI KID." 


Such information increases your 
customers confidence in you. 


*It should be stricily borne in mind that 
the only VICI KID is made solely by 








ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 


PHILADELPHIA 








eee - — — 
THERE NEVER HAS BEE N AE NY ‘OTHER 


nani 
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TURNS 


HUMPHRE 


Golden Brown, 
Whole Quarter Button, 
Square Tip 


Sizes 1 to 5, 3 to 8. 






















With Humphrey Turns you 
can lay the foundation of a 






successful children’s business. 








Your nearest jobber will be 
glad to show you late num- 






bers. 






HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 






Patent Button, 
Mat Top. 







Sizes 1 to 5, 3 to 8 





eae, 


atin, 


wae 





HUMPHRE 
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} 
LADIES FINE TURNS ExcLUSiVeLY | | | LADIES FINE TURNS EXCLUSIVELY 





THE BONITA 


BLACK SUEDE SILVER CLOTH UNDERLAY 
BROWN SUEDE GOLD CLOTH UNDERLAY 





DESIGNED TO MERIT THE APPROVAL OF THE WOMEN 
OF FASHION AND TO MEET THE REQUIREMENTS OF 
THOSE DEALERS UNDERSTANDING THE FUNDAMEN- 
TALS OF FINE SHOEMAKING. 


TRAVASO SAOE ComPaANY 


MANUFACTURERS 





























1908 LOCUST STREET SAINT LOUIS 















































ans 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonble, making [possible 


BEST SHOE VALUES. 


If you have not received sample. cut- 
tings, write for same. 


MONARCH LEATHER ®. 


CHICAGO, ILLINOIS. 


CINCINNATI SRALILE 
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Know Your Customer’s Foot 


ACCURATE GAUGE 
Its Correct Length—Its Exact Width 


BUILT TO ENDURE 
A SALES MAKER 


FEATURE IT IN 
YOUR In one swift operation you learn just what size shoe the patron 
needs. The fit is made at the first try-on, the sale closed 
FALL OPENING without delay. 


Ten days demonstration allowed. Men's model being sold. Women's model 
on the market in September. Descriptive Booklet on request. 


SPECIAL INTRODUCTORY PRICE, $15.00--PAYS FOR ITSELF 


CLARKE-EMERSON MFG. CO. 18 TREMONT ST., BOSTON, MASS. 











f- ——- —— a 


| While ian READY TO SHIP 


"High Grade ‘Shoe ?* ‘a 
| A snappy selling up-to-date oxford, 


| Built of fine “Surpass Black Kid”’ 
Stock No. B-4 1 5 On a last that is unquestionably a 


real fitter and red-hot seller— 


“Theda” Last 


Perforated Cap, Vamp, and lace stay, Tan 
kid lining, 6 Midget eyelets, 13-8 inch heel: 
Sizes AAA 5-8, AA 4-8, A 4-8, B, C and 
D 3-8. 


Same oxford in Tan Kid No. B-416. 








SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 
BROCKTON (Campello Station) MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HUNTING 
HIKING 


FISHING 
RIDING 





MEN’S CHROME 
VEAL PAC 
Number 683 — 12 inch $7.50 


Number 684 — 16 inch 9.25 
D, E and EE Widths 













LADIES’ ELKO PAC 
Number 738 — 12 inch $6.00 
Number 739— 14 inch 6.35 

A, B, C, D and E Widths 
Also stocked in Soft Toe, 12 in. Top 






Write now for 






Samples 
We have made A large stock of 
“Hunkidoris” since many other styles 
1902 to select from 


HAND MADE SHOE CO. :: Chippewa Falls, Wisconsin 


Manufacturers of Men’s and Women’s Hand Sewed Pacs 


The Boot and Shoe R appreciate your mentioning the publication in replies te advertisements. 
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1400 
412 
402 

1402 


414 


416 
1406 
418 
408 


1408 
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Style No. 106—Patent Leather, Mat 
Kid Collar and Tongue. Patent insert 
Turn; French corded 16-8 Heel. A— 
4 to 74; B—3 to 7; C—3 to 7. 

No. 107—As above with grey suede 
Collar and Tongue. 


No. 108—As above all Brown Buck, 
Mandalay Shade. 


HARRY W. 


76 Washington Street 





Style No. 103— 
Black Satin Turn, 
One Strap 
17-8 Heel. 
B—3% to 8 

C—3 to 8 


Terms 2%, 


10 days 


FELSTINER & CO. 


HAVERHILL, MASS. 








McKAY BOOTS 


INCLUDING RUBBER HEELS 


5-8 844-11 114-2 2%-8 
Gun Metal Polish, High Cut, wed 1.30 1.55 


Gun Metal Polish, High Cut, R 

Heel 1.55 1.80 
Gun Metal Polish, High Cut, English 

toe, Rubber Heel 1.80 


Patent Polish, High Cut, wedge 1.50 1.75 

Poses Polish, High Cut, ‘Rubber 

Patent Polish, High Cut, English 
toe, Rubber Heel 2.00 


Mahogany Polish, High Cut, 1.35 1.60 
Mepeqeny Polish, High Cut, Rather 


Mahogany Polish, fish Cut, English 
toe, Rubber Hee 


1.75 2.00 


1.60 1.85 
1.85 


Black Kid Polish, High Cut, i. 1.50 1.75 
406 Black Kid Polish, High Cut, R r 


Heel 
Black Kid Polish, High Cut, English 
toe, Rubber Heel 2.00 


Nut Brown Polish, High Cut w 1.50 1.75 
. ~- Polish, High Cut, R 


Nut Brown Polish, High Cut, English 
toe, Rubber Heel 2.00 


1.75 2.00 


1.75 2.00 


Snug as a Bug 
and Ready for School 


2.15 


2.40 
2.40 


‘MOTHER HAGER’”’ 


STITCHDOWN BOOTS 


Byron Process Soles 


320 Tan Lotus Button 

320H Tan Lotus Button, heel 

235 Tan Lotus Blucher 

235H Tan Lotus Blucher, heel 

245 _ Black Calf Blucher 

245H Black Calf Blucher, heel 

285 Smoke Blucher 

285H Smoke Blucher, heel 

265 Mahogany Elk Blucher 

265H Mahogany Elk Blucher, heel 

237 Tan Lotus Pol 

237H Tan Lotus Polizh, heel 

217 + Cherry Lotus Polish 
217H Cherry Lotus Polish, heel 

207 Bilack Kid Polish 

207H Black Kid Polish, heel 

247 Gun Metal Polish 

247H Gun Metal Polish, heel 


287 Smoke Polish 
287H Smoke Polish, heel 


5-8 
1.35 


1.35 


1.35 


1.35 
1.35 


1.35 


1.35 
1.35 


1.35 


1.35 





Fashionable Turns In Stock 


; 





8% 11 114-2 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 

1.60 
1.90 


HAGERSTOWN SHOE & LEGGING CO., 
HAGERSTOWN, MARYLAND, U.S. A. 


i 
es 
Voa 


REREAD 


September 2, 1922 
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Fill up your 
stock with rubber footwear of 
known quality and demand! 





E know that the last two years have 
been bad for rubber footwear sales. 
Many retailers have withheld their orders 
for this season on that account. 


Now is the time to fill up your stocks. 
The old law of average indicates lots of 
cold and snow this year. That means a 
big, profitable season for you. Make it 
the most profitable by ordering rubber 
footwear of known quality and demand. 


Lambertville Snag-Proof Boots, Shoes 
and Arctics have been the choice of out- 
door men for over fifty years. They fulfill 
every desire for comfort, wear and protec- 
tion against weather. There are numbers 
to meet every need and preference. 

Powerful advertising in strong farm 
mediums begins this month, pointing out 
the attractive features of Snag-Proofs to 
your customers. Cash in on the increased 
sales that are sure to follow. Write us for 
price-lists and full particulars. All orders 
filled promptly. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear _ 
for over half a century. 


“SNAG-PROOF” 
4 Rubherlootwear 
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A Pretty Patent 
Pattern 


E. A. & M. C. Witherell Co. 


av 


Factory: 
erhill, 








The above illustration 
shows one of our latest 
styles. It will prove an 
important factor in your 
season’s sales. We cannot 
too strongly advise its pur- 
chase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 


Boston Office: 
Rice Bidg., Room 














GEORGE RULE 





mn 





Pacific Coast Representative 
|| meet ll 


7 
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No. 501—KID OXFORD, grey leather quarter 


ane sock lining. 12/8 rubber heel, A to No. 462—KID OXFORD, commonsense toe 
; sees eee 3.00 


7/8 rubber heel, D, E and EE........ $2.40 


es STOCK 


YOUR FALL LINE OF COMFORTS 
IS READY NOW! 


Twenty-eight styles by Gardiner, each of choice 
kidskin and made with rubber heel and flexible 
sole over. a sensible last. Many from which to 
select: Straps, Oxfords, Bals, Polish Boots and 
Juliets. Plenty of Quality 
Comforts to fill any de 


























mand, to increase your 
stock-turn and make money 
for you. 
No. 205—KID STOCK TIP BLUCHER 
OXFORD, gre — and sock append 12/8 
No. 208—PLAIN TOE KID 7-INCH POL- rubber heel, E. pea te 
ISH, 12/8 rubber hel, B, C, D, E....83.00 
Good sturdy low-cut comforts will be 








popular this fall. Heels from 7-8 to 12-8, 
as in novelty footwear, will be a_ big 
comfort feature sought by thousands of 
women. We can meet your needs com- 
pletely. We can do it at a 
very fair price, too. Just glance 
at the quotations under shoes 


eT eliiiiiiiiiielit 
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shown. They mean more busi- 
ness. 











No. 2011—KID eS TIP WIDE ANKLE 


IN 
STOCK 


OXFORD, oo oe and sock 
lining, 12/8 rub E only . ..$3.00 


No. 207—KID STOCK TIP WIDE ANKLE 
POLISH, press vamp whole quarter, heavy 
sole, 12/8 rubber EEE only... .. $3.50 





No. 404—KID SEAMLESS POLISH 10/8 
$3.00 


rubber heel, C to E 


PTO eT eT eT eT LET LL Ue LLU bh 


ERCHANTS who have tried Gardiner Service declare it to be a pleasant 
and profitable way of doing business. You are invited to join the ranks 
of those whom we serve. Complete In Stock folder, bound to be of aid to you, 


is yours for the asking. 


H. K. Gardiner Company 





680 Washington Street, Lynn, Mass. 


BOSTON SAMPLE ROOM, 134 LINCOLN STREET 


ETMe MMe lien in tel is 





Oe Teliiiiiiiieli cy 





TMOUHIIHONAHIOMHO HOON OUOMOMNCHNCHNNCONTE 





aaa a eeeatena gee yes venr enone — posnens-wresgeannnpsrsr aang gpa +r” many tar rey uses qaaamaaeaamamaammaiall 
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In Stock 





ARCH REST SHOES 


ARE SOUND BUSINESS BUILDERS 


No. 5146X 


HAVANA BROWN 
KID WELT OXFORD 
14-8 Wingfoot Heel, 303 

Last 


Price $5.35 


No. 5148X 
Same as Above in Black 
Kid 
Price $4.75 





No. 5214X 
HAVANA BROWN 
KID WELT OXFORD 
13-8 Wingfoot Heel, 
Combination Last 
No. 215 


Price $5.35 





No. 5240X 
Same as Above in Black 
Kid 
Price $4.75 


oD 





MPI eliiiiiiiiiieliii| 





o<h Sr 


attire: 


OTTO LPL eriidy 

















ei 








Pe 


The tremendous demand for Arch Rest shoes 
justifies our confidence in the success with which 
dealers can profitably handle them. They lend 
soundness to the very nature of the retail business, 
for they make satisfied customers. 


Write us if you prefer to have our salesman call. 





BLACK KID TURN SLIPPER 
Two Button Strap Patent Insert 12-8 Military Heel 
Last No. 206 


No. 4145 Price $4.00 


THE IRVING DREW CO. 


PORTSMOUTH, OHIO 





fhe Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements 
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HAVANA BROWN 
No. 10 


LIGHT BROWN 
No. 8 


BEAUTY BROWN 
No. 5 


CHAMPAGNE 
No. 18 


TERRA COTTA 
No. 3 


BRONZE 
No. 34 
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security. 





| " : WINE 


No. 6 
! YEAR by year our trade mark has taken 2. See, aoe 
on a more important meaning to the B MIDNIGHT BLUE 
|" shoe trade. No. 14 
| —, . a | BELGIAN BLUE 
! That meaning is Security—security in all ! No. 21 
| those factors such as beauty of color, fine- ] MAPLE BROWN 
ness of texture and satisfactory service to No. 12 
all who make, sell or use shoes made of ; =o 


| Scherer’s “Flower City” Kid. 
| 





| 





Oscar Scherer & Cro., Inc. | 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders tin Fancy’ Colored Kid 


HERE 


Flower City 































}0UL~TPMSIMN 2°  OSL~mMoStAddod ws a ' OPVA01Q)~ YAOL JOUONIUAL UIVIUTIOW. A4IOL~ SUDAD , 


i . MPL ,, 
‘i ; ‘ WMIYL AVI, SJAIH PASSOACL 119M ,, 











PEER IRS 


NATIONAL PARK 


| HIKING BOOTS~»OXFORDS# 
| YEAR ROUND WEAR | 


» 


31108—Mahogany Eric Grain Calf, soft 
Son tan, Paice beet, cane 4 @ © 16312—Mahogany Napa Elk, moccasin 
A to D, $6.00 a ee boot, sizes 234 to 8, A to 


= 


is Me ee oe he 9 


hs 3 














“Well Dressed Girls Wear Them” 


In Stock 
Two per cent ten days 


THE JUVEN s)t—Pshepar Sie Onin 
16302—Mahogany Napa Elk, 1 Cal hice ND. DO. 


moccasin toe oxford, gusset 
tongue, 244 to 8, A to D, $3.85 President 
resiaden 


CARTHAGE, MISSOURI 








Cy ey 
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Assure Yourself That You Are 


Assuring Your Customers 


HETHER it is buying automobiles or shoes, the 

American public is demanding surety in every pur- 

chase. The individual part is receiving a closer 
scrutiny then ever before. 


This is the result of education—a vast amount of money 
has been wisely and scientifically invested in advertising. 
The public now knows the whole is no stronger or better 
than the important parts. 


By what means have certain automobile companies gained 
quick and complete public confidence and a resulting phe- 
nomenal sales record for their cars? By using standard, 


advertised parts in their equipment— Timken bearings, 


Delco ignition systems,Goodyear and United States tires, etc. 
The public trusts the car because it trusts the parts. 


This same confidence is being exhibited by the shoe mer- 
chants. Today we see the largest orders coming in from 
merchants who strictly specify advertised leathers, rubber 
heels, linings, soles, box-toes, satins, etc. 


This is the true spirit of the times. Confidence begets 
confidence. The merchant who has been educated to a 
point where his belief in a shoe part makes him demand 
it in his order, will sell those shoes with added confidence 
and a faster turn-over. Assure yourself that you are 
assuring your customers—be they shoe merchants or the 


buying public. 


It has been the Recorder’s privilege to bring to its 
subscribers the news concerning all standard materials. 
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Many brands 
appreciation 


The profit-making possibilities of shoe 


twelve months. 


other stocks looked worse. 
aim that Educator Shoes never depr 


Some cl 


own, and are never out of style. 
, 


RICE & 


“LIKE OASES IN A DESERT” 


le 
f shoes sell well when peop 
‘ae poe footwear comes when 


Parlor City Shor Company 


The Store of “High Quality—Low Prices” 
57 CHENANGO STREET 


BINGHAMTON, N. Y. 














August 9, 1922, 





Rice and Hutchins, 
10 High Street, 
Boston, Mass. 


Ince, 











Gentlemen:- 





Having just completed our semi-annual 
inventory we believe that you will be interested 
in the resulting figures as they relate to your 
EDUCATOR SHOES. 










We maintain a stock sheet and summary 
card system which gives us all details at a glance 
and it is our pleasure to state that with your 
dealer's advertising helps we are turning car 
EDUCATOR stock between fout (4) and five (5) times 
@ year. We believe that we are justified in expect- 
ing better results in the future as we find the demand 
growing especially on the new Modified lasts. 










Every time we inventory, our sections 
of BDUCATOR SHOES look to us like Oases in a desert. 
No odde and ends, no out-of-style goods and no dis- 
continued numbers. Every line a trade builder. 










Thanking you for your co-operation in-the 
past and wishing you continued success, we are 








Very truly yours, 





PARLOR CITY SHOE CO. 
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Design Is Mostly a Matter of Luck 


In an Industry Which Spends So Little 





for Originality 


HERE is a gradual change taking place in 

T women’s footwear. The length of skirts and the 

change of silhouette has given to the garment 

trade a new type of costuming. This calls for a new 
type of footwear. 

How remarkable it is to see the changes that come 
through fashion. Clever designers of women’s clothes 
have finally brought about the long skirt that is grad- 
ually making obsolete, for afternoon and evening wear, 
the short skirt. With this re-grooming of women the 
change brings about, not only a long skirt length, but 
different ideas on hosiery, hats and even dancing. 

The Association of Masters of Dancing, seeing the 
trend of style, held a convention in New York for the 
purpose of composing new dances, because as jazz was 
in keeping with short skirts, so will the new balancing 
steps harmonize with the long skirts. Thus you see 
there are more things in the designing of shoes than 
what appears in a season’s first sample. 

The study of styles necessitates some knowledge of 
all of these factors together with an appreciation of 
color values, and a generous use of common sense. 
Practically every industry serving a public through the 
retail merchant has found the need of talented design- 
ers to keep abreast of the changing styles. 

The garment house doing one-tenth of the business 
of the average shoe factory could not exist without ore 
or two designers whose constant business it is to sketch 
fashion ideas and to study material. Take any industry 
from corsets to jewelry and the same statement can be 
made as to the utility of designers. One of the great 
advantages that Brooklyn possesses as a style center, 
is that it is in proximity to designing talent in other 


and Copies So Freely 


lines of industry and gets workmen who are acquainted 
with fine stitching and fine handiwork. 

There is actually too much left to chance in the 
designing of shoes. Every day we see examples of how 
little creative genius is put into the designing of shoes. 
An inspiration hits a shoe man and, if good fortune 
attends his trials, the result is a beautiful strap or 
colonial effect. No sooner is it merchandised in a few 
stores in New York, than it is picked up and copied 
the country over. 

Occasionally some other market develops a volume 
style, and the same thing holds true. This is no un- 
known truth, for hundreds of factories openly tell where 
they get their designs. Perhaps it is trade custom and 
economical to both, but an industry playing in the 
fashion game must put more talent into its designing 
departments. 

Styles should not be a matter of chance, but a matter 
of study and good taste. There should be a place for 
hundreds of bright young men in factory organizations 
to develop into designers of artistic shoes. When an 
individual retail shoe merchant will spend thousands of 
dollars to get styles ideas from Paris and New York, 
it shows how progressive the merchandising branch of 
the trade can be. 

Gradually shoe factories the country over will develop 
style departments and laboratories, so that the shoes 
when finally built will harmonize with the costuming, 
will fit perfectly and will entice women to buy more 
pairs. 

We are coming into a new period of Colonials and 
tongue effects, and we will retain what is best in straps, 
panel oxfords and pumps. Unless the shoes are de- 


ee 








signed so as to he acceptable to women’s ideas of fash- 
ion footwear, there are bound to be serious losses to the 
trade. We cannot afford to have freakish and imprac- 
tical shoes rushed through, and find that when they 
arrive in retail stores they will not sell. The tongue 
effects warrant an extended run and an extensive 
popularity not for a few months, but for seasons—but 
the style should not be rushed. 

Let the new style gradually grow into a profitable 
and pleasurable type of footwear for al] stores to safely 
handle for months to come. Let designers create fewer 
and better designs. Too many rush styles appear with 
no merit back of them other than a weird pattern and 
an enthusiastic salesman. When every salesman, every 
foreman and every merchant coddles a_ personally 
drawn pattern it is obvious that not sufficient care was 
given to any one design te make it good for weeks and 
months to come. Let design be tasteful, shoemaking 
accurate, and the results will be profitable to store and 
factory, salesman and customer. 


Ready for School Trade 


ITH this month comes the opening of the 

great number of kindergartens, schools, and 
colleges throughout the country. Hand in hand 
with this, comes the demand for school shoes. 

The school end of the shoe business is truly of as 
much importance as any other, and while the sales are 
not as large individually as in other departments, per- 
haps, they are equally important. The children’s shoes 
are worn out more quickly than those of adults and for 
this reason the merchant should pay particular atten- 
tion to the quality of his children’s school shoes. The 
sale of an unsatisfactory pair of children’s shoes might 
mean the loss to the merchant of the trade of the entire 
family. 

In connection with this point comes the necessity for 
educating the trade to demand better goods. It is 
natural for the mother to want to fit the child out for 
the school season at the least possible cost. Here is 
where she should be impressed with the fact that by 
paying more for the child’s shoes, she will save in the 
long run. 

It is also well for every retail merchant to consider 
his campaign for the school trade. His methods and 
dealings last season should have been such that the 
return of this trade this season would be only natural 
and he should center his efforts on increasing that trade 
this year. To do this we would suggest an early and 
appropriate window display of school shoes. Have the 
trimmer arrange a display for this occasion. Let it be 
one true to life and full of youthful action, such as 
children at play on the way to school, or at a recess, 
perhaps. This will interest the children. 

Do not overlook the trade in the outlying districts 
and you may be able to do some very effective work by 
a circular, or, what is even better, a personal letter to 
families who have children. 
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In this connection, too, it would be unwise to over- 
look the premium idea, as the something-for-nothing 
spirit gets the attention of the children, particularly if 
it is an article worth having in their play, and you may 
rest assured that the family will soon know of any 
offering you may make in this direction. 


What Is Your Window Worth? 


HE shoe trade isn’t getting 40 per cent of the 

value out of its shoe industy. There isn’t’ enough 
ingenuity put into window displays. We get a good 
cross-section of that from the fact that our corres- 
pondents do not report the presence of many good- 
selling windows based on original ideas, in their various 
communities. 

Neither do we get that prideful letter coming from 
the window trimmer who is interested enough in the 
art of window display to send us a photograph. 

When a merchant on the eighth floor of a business 
building pays twice his rent for the use of a six-foot 
square box in the entry of the building, it indicates 





that he believes in the value of window display. Hav- 


ing paid so much for the display case, he puts all of 
his wits in the proper presentation of his shoes. He 
doesn’t leave it to the shoe shiner, and stock boy 
as to the appearance of the window. 

The Recorder wants to see more and better sales- 
manship in the Fall months of 1922. To that end 
we are telling the bee story. 

A Vermont bee raiser went to New York, to sell 
his honey crop. “Oh! No,” said the New Yorker, 
“We couldn’t sell honey. We rarely have a call 
for it.” 

“Let me use one of your windows for a day, and | 
will sel) honey for you,” said the Vermonter. 

He got the window, put a hive of bees, and some 
honey in it. They had to call out the police to keep 
the sidewalk clear. Some New Yorkers hadn’t seen a 
bee for years. He sold a ton of honey the first day. 


Price is Third Factor 


“The purchasing power of a nation of workers should 
be accelerated in shoe demand, for the good and 
sufficient reason that shoes are an emblem of better 
times and a commodity which reflects the living 
conditions of a nation. More and better shoes mean 
more workers employed, and these customers are more 
content in their home living and more secure as to 
their jobs. 

In the long run the general public will buy utility 
shoes over any other commodity, because “a good 
understanding has ever been an emblem of a person’s 
status in the community.” There have been conditions 
in the last two years that have forced many people to 
consider shoes secondarily and only after paying for 
the necessity of habitation, heat and food, and so many 
incomes have barely covered these items in this period. 
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Getting More Shoes Sold Right: not only “more™ but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progres$ of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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THE Just Visiting with the Pubhsher 


Selling Intelligently 


“How, in your opinion, can I best check 
up my market?” asked a friend of the 
publisher. 


We suggested that he study his product 
from these angles: 


Qualities, 

Special advantages, 

Present applications, 

Possible applications, 

Present sources of business, 

Possible sources of business 

Method of distribution, 

Possible improvement in distribution, 
based on methods used by competitors and 
attitude of distributors. 





Correct market data on these points will 
indicate unerringly the proper sales and 
advertising methods for the manufacturer 
or the retail merchant. 
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The Merchant as the Key to National Prosperity 


By CHARLES HENRY MACKINTOSH 
President Associated Advertising Clubs of the World, before the Cotton States 
Merchants’ Association, Memphis 


HERE never was a time in the commercial 

history of the United States when it was so 

urgent that we business people get together and 
discuss business conditions thoroughly and carefully. 
We have got to learn to do business today on an 
entirely different basis than for the past quarter of a 
century; and for another quarter of a century to come 
we will have to do business upon this new basis. 


Commercial History Repeats 


Commercial history repeats itself. We have started 
down a path which will keep on going for twenty-five 
years and those who say that we may expect a return to 
wartime prices or expect the bottom of the valley to be 
reached within a few months are misguided optimists 
and speak certainly without intelligent knowledge of 
the facts of history as revealed to us by investigation of 
the commercial history of this country. Don’t think 
for one minute that the suggestion that we may have a 
descending price market for the next quarter of a 
century and that it may be at least fifty years before 
prices return to 250 per cent above the valley level 
means that we are going to have hard times for at 
least twenty-five years. 

Prosperity and high prices have nothing in common. 
If high prices meant prosperity, which would be the 
most prosperous country in the world today? It 
would cost you (but I hope it won’t cost any of you) 
1,500,000 rubles today to buy a suit in Russia. It 
would cost you 2,000 rubles to send a first class letter. 
If high prices meant prosperity, obviously a country 
having prices which have reached such high levels 
would be the most prosperous in the world. In 
reality, of course, high prices have nothing to do 
with prosperity. The only relation is this? How 
much in commodities can a man get for what he 
earns by his labor? How much will his effort 
buy him? Seven hundred years ago, the workmen 
building Westminister Abbey and the Tower of London 
were paid a penny and three-farthings a day for their 
work. If that would buy them the same quantity of 
commodities as the salary of a workman today, then 
those workmen of 700 years ago were just as prosperous 
as our workmen today because it is what we can get 
with what we earn that decides whether we are pros- 
perous. As prices fall the purchasing power of the 
dollar comes up, so from the standpoint of the 
general public, this constant fluctuation in prices 
means. practically nothing. While prices are 


going up, the value of the dollar is falling and 
when prices are coming down the purchasing 
power of the dollar is going up. 


From the standpoint of merchandising this means a 
big problem. We will have to do business for the next 
twenty-five years on a falling market instead of doing 
business on a rising market as we have for the past 
quarter of a century. Very few of our present business 
people have had personal experience in doing business 
as we will be required to do it for the next quarter of a 
century. There is all the difference in the world 
between buying and selling on a rising market and a 
falling one. 

On a Rising Scale 


For example, down in Boston I encountered an 
incident of a case of shoes sold by one of the great 
manufacturing houses of Boston to thirteen retailers, 
in turn. This was at the very time when prices were 
going up almost overnight. The first retailer didn’t 
accept delivery because he was offered an advance 
which enabled him to get his profit without actual'y 
handling the shoes. The second retailer released to 
another, and so on until that case of shoes changed 
hands thirteen times, every one of the retailers taking 
his profit before the case was broken open and distri- 
buted to the ultimate customer. It doesn’t take brains 
to buy on a market that jumps like that. All you have 
to do is to buy all you can get and pay for, with a 
certainty that you will make a profit. As for selling, 
you can’t sell—the customers grab the stuff off your 
counters. 


Buying Close To Your Needs 


Now what ‘is the effect of buying and selling on a 
falling market? We have just had a chance to see 
what that means. We have to buy infinitely more 
carefully on a falling market. Let us say we buy a 
hundred cases of merchandise this month and at the 
end of the month we have fifty cases left in stock. In 
the meantime, the price has fallen $10 a case, meaning 
that we could replace the fifty cases we now have in 
stock for $500 less than we paid a month ago. Thus we 
have suffered a loss of $500 overbought. Buying close 
to your needs and estimating your needs carefully 
enters into the question of merchandising today. 

I have had jobbers and wholesalers say that they 
would rather sel] in large quantities for six months 
ahead and cut out handling charges. That is a very 
short-sighted policy. The prosperity of the jobber and 
wholesaler is absolutely bound up with the prosperity 
of the retailer, and if any jobber promulgates a policy 
disastrous to the retailer, that policy cannot fail to be 
disastrous to him. Everyone in the business of distri- 
buting merchandise must seek and find the best policy 
for everybody, the policy which means the greatest 
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possible prosperity for every link in the chain of mer- 
chandising. 


Estimating Your Market 


We recognize today the fact that retailers must 
estimate their possible market more closely than ever 
before. We don’t have to talk to persuade the 
retailer to underbuy; in fact probably 97 per cent 
of the retailers today are underbuying. They are 
afraid they may not be able to sell. It is not so 
easy to sell today because this very same thought that 
restrains the merchants from stocking up is restraining 
customers from stocking up. 

There never was a buyer’s strike. ‘““Buyer’s strike” 
was a clever term but what really happened was the 
individual himself or herself stopped to think, saying, 
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All that advertising may do for most of us is to 
bring customers into stores where salespeople may 
either sell them goods or kill the sales, as they did in 
55 per cent of the cases of our test. 


Get More Customers Sold 


In a recent issue of the Saturday Evening Post I no- 
ticed a story about the great department stores of the 
country, in which mention was made of one store wish- 
ing to know how many people it had to handle on its 
main floor in the course of a day. It put checkers at 
the doors and discovered that 200,000 people passed 
into that store in one day. That same article men- 
tioned that 60,000 individual sales were made that 
day—an enormous volume of sales—but the striking 
point was the fact that 140,000 people had walked out 





“Prices are falling fast; they 
will probably reach the bot- 
tom in a couple of months,”’ 
and put off buying until the 
bottom was reached. So I 
say the best message you can 
send out to’ your customers 
is, “If you 'péople are going to 
stop buying until prices reach 
the bottom, you are going to 
stop living, because the price 
line wil! go down for 30 years. 
You might just as well start 
buying right now because 
while prices,. including the 
price of labor which is so large 
a proportion of all costs, will 
keep on’ falling, the value 
of the dollar will keep on 








Today we have come to realize that no 
article is worth advertising that will not sell 
itself if the full facts about it are thoroughly 
understood, because the most advertising can 
do is to make the full facts thoroughly under- 
stood. That is why to my mind all intelligent 
merchants have long passed the point where 
they need coercion in the matter of truth-in- 
advertising because advertising is simply an 
attempt to describe merchandise so people 
will come into stores and see if the goods 
square with the descriptions. If not, they 
don’t buy, or if they do, they go back home 
and test the articles in the home and find how 
big a liar the advertiser was. Of course, if he 
wasn’t a liar they would find that out. Any 
person who tries to sell by misrepresenting 
merchandise in advertising is tearing down 
with his own hand the only structure upon 
which success in merchandising may be based 





of that store without buy- 
ing. Seventy per cent of the 
chances to sell offered to the 
salespeople in that store 
were rejected, and the po- 
tential customers came out 
without buying. Allowing 
for a larger percentage of 
pure “showcase shoppers” 
in a department store, the 
example checks up our ex- 
perience that 55 out of 100 
potential customers, brought 
in as a result of advertis- 
ing, go out without buying. 
And when I speak of ad- 
vertising, I mean local ad- 
vertising of all types just as 
much as national advertis- 





coming up to meet them.” 





Importance of Store 





and that is the good will of the customer. 


ing. The success or failure 


C. H. Mackintosh of advertising conducted by 














Salesmanship 


Most of the selling in America is done of course 
by retail salespeople. It isn’t done by highly 
skilled specialty salesmen. And those salespeople 
look upon the proposition of creating desire and 
concentrating it upon certain goods as work. 
Human nature naturally flees from work and 
retail salespeople in the past four or five years have 
not had to sell goods. Their time has been taken 
up explaining why they couldn’t deliver them or 
in merely delivering them. I imagine that 
condition has been universal. As a result we find 
today that we are obliged to meet an increased 
resistarnice with a very much lowered pressure. 

I like’ to lift a simile from the electrical industry. 
The electtical people have a law they call Ohm’s Law. 
Ohm’s Law tells us that volume always equals pressure 
dividedity resistance. Now Ohm’s law of electrical 


eo just as thoroughly to selling, does it 
not? Sales volume always must always equal sales 
pressure, ditided by sales resistance. 
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a local store depends as 
much upon the sales ability 
of the salesperson as does the success of any of the 
great advertising campaigns. Advertising brings cus- 
tomers in to buy the goods from salespeople, and yet 
we have done little on a nationwide scale to help them 
to become better salespeople and so overcome this pre- 
sent increased resistance to the buying impulse on the 
part of our buying public; and also to help us take ad- 
vantage to the fullest possible degree of all our adver- 
tising. It is true that the great stores today are putting 
in educational departments. They have educational dir- 
ectors who go in to each department of the store and 
take little groups of employees at a time and instruct 
them definitely in the best possible way to overcome 
sales resistance; but nothing, comparatively, has been 
done for the smaller stores in the large cities and for 
the stores in the smaller cities; and yet the Agricultural 
Publishers’ Association assures us, as a result of very 
careful investigation, that 52 per cent of all merchan- 
dise sold in America is sold in towns of less than 
25,000 population. 
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Encourage a Demand for Lighter Weight 
Calfskins 


A Diversity of Demand for Leathers for Men Would Help the 
Price Situation on Heavy Weights 


HERE is right now an increased interest in calf 
T leathers. There is more demand and inquiry 
for the heavy weights. The colors will continue 
popular, at the same time there is a little better call 
for black. The calf leathers, however, for men’s shoes 


giv re 





Close edge and _ tailor 
, trim oxfords can be made 
up in lighter weight calf- 
skins, kid and kangaroo 


seem to be more popular in the dark shades of brown, 
tan, red, chocolate and the other colors which are 
usually seen in the men’s high-grade shoes. 

There has been also a_ corresponding 
falling off in calf leather for women’s shoes. 
This trade has been cut into by patent 
leather, satins, sport goods which call for elk 
leathers, buck and other varieties suitable 
for sport shoes. Such women’s footwear as 
call for calf leathers demand the lighter 
weights of calf, but that trade has been 
small the past year. 


Combinations 
should not die 
with the summer 
but be an all-the- 
year-round mat- 
ter of foot dis- 
tinction 


Select Your Shoes for Utility 


There is a feeling, although a mistaken 
one, that men’s shoes demand a heavy calf. 
It is true that the brogue, being a heavily 
constructed shoe, would call for a heavy 
grain calf, but the lighter shoe for business 
wear or semi-dress wear, could easily take a light calf- 
skin of the better grade. There is, for example, one 
special brand of calf leather which is not only very 
light in weight with a smooth chrome finish, but which 
is also very tough and durable and will withstand any 
ordinary wear. In fact, it is claimed that it will wear 
longer without cracking or breaking than a heavier 
grade of calfskin. It is maintained, however, that 
retail shoe merchants have only to a moderate degree 
been acquainted with the possibilities in the lighter 
weights of calf leather, such as are mentioned. 


What is the Shoe’s Function 


The return of the whole quarter blucher cut shoe 
for men will mean probably a larger call for heavy calf 
leather, although this shoe can also be properly made 
with leathers that are not extraordinarily heavy. Some 





tanners of high-grade calf leathers report the tendency 
and demand already for heavier calf; on the other hand, 
there are other tanners who maintain that there is 
little change in the demand either way. It is related 
by one tanner that workingmen, or people requiring 
heavy shoes, are often seen wearing kid shoes for the 
reason that they are easier on the foot. Inquiry shows 
that these people have not been informed that they 
can also secure calf leather shoes made of soft finished 
light weight calf which will stand the strain of heavy 
wear. In selling footwear, some effort should be made 
to ascertain for what purpose the shoe is wanted, or 
what kind of wear is to be given the shoe. A little 
inquiry and patience along this line may result in mak- 
ing a better customer. 


High Lights on Price 


The matter of price is interesting at this 
time from the fact that hides and skins 
have shown such sharp advances during 
the last month. No. 1 raw calfskins, which 
a year ago were selling at 14c to 2lc per 
pound, are now actively selling at 16c to 
23c per pound. Kip skins which were 12c 
to 174c a year ago, now bring 15c to 20c. 
On buffed hides, light cowhides and similar 
material which goes into side leathers, 
there is an advance of 30% to 50%. 

The side leathers made in imitation of 
calf, or which are given a calf finish, are 
very durable and excellent in quality, 
according to the tannage and are used in the 
medium and cheaper grades of shoes. Side leathers 
are also extensively. used in the heavier grades for 
men’s heavy shoes for workingmen and also in some of 
the better grade shoes for business wear. 

Large quantities of kid are also used for men’s foot- 
wear, but it is more used as a style leather in the higher 
grades of women’s shoes. It will invariably be used in 
men’s shoes where a shoe is sought for ease and comfort, 
particularly for tender feet. 


The broad last is a set- 
feature of good shoes for 
men and the blucher is 
coming strong as an ex- 
tra shoe for every{jwell 


dressed man 
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HE Eternal] Feminine. That is the answer to all 
questions on women’s styles for fall, and early 
winter, for styles are as infinite and fascinating 

in variety as the ways of women. 

Shall all shoes for women be alike? No, not as long 
as eyes of women flash their ever-varying lights, and 
smiles of women send forth their ever-changing thoughts. 
It is as impossible to think of two fascinating women 
wearing shoes exactly alike as it is to think of two fas- 
cinating women wearing hats alike. The charm of in- 
dividuality is there, in the women’s world, and it 
must be cherished in footwear, stockings, and shoes. 

So, the coming fall and winter, look for a new and 
very fascinating variety in women’s styles, and make 
the most of it. 

The Duo Shoe 


For the compromise shoe for the fall, consider the 
Duo shoe, or the shoe of dual style. A high-cut oxford 
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Women’s Styles 


for 


Fall and Winter 


and ‘Trending into Spring 


Sketches of Nifty Little 
Ideas in Shoe Design- 
ing and Making— 


By 


some may call it. A low-cut boot others may consider 
it. This Duo shoe is six inches high. It laces through 
nine pairs of eyelets. It has:a small, fancy collar of the 
turnover type on its top. It is a style that is different. 
It is a style that blends with the longer skirts. It is a 
style to be commended to those who have the courage 
to present something entirely new and novel to their 


customers. 


The High-Cut Pump 


Yes, there is a trend toward shoes of higher cut, 
though it has not yet reached the boot stage. For in- 
stance, there is the high-cut pump, which, in its ex- 
treme stage, introduces the pump with the eight-bar 
front and four buttons on the side. Some may identify 
it as somewhat similar to a pattern of some years ago. 
It is mentioned to show the present trend toward pat- 
terns of higher cut, even on the oxford and pump lines. 
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One may find this tendency in many lines of shoes. 
The cutaway sides, so popular in summer time, are 
giving place to the full-sided shoes, that come well up 
on the throat, and as close to the ankle bone on the side 
of the shoe as good fitting will permit. 


High sides with Gore 
Adjustment—the tongue 
conceals the gore—a 
stitch holds it flat to 
foot. 





Tongue Shoes 


Of many varieties are the tongue-style shoes, for 
September and October tongues are fastened to one 
straps, or are connected to the quarters, or are made 
over gores, the gores holding the shoe snugly to the 
foot, as well as holding the tongue in its proper position. 

Tongues themselves are of a hundred and one de- 
signs—large and flaring, pointed, clover leaf, and other 
styles, some plain, many French corded, perforated, or 
inlaid. Many are of leather, adorned with beads, and 


some are all of beads, sewn on to a stiff fabric. 

“Call them tongue styles, please,” begs a maker 
thereof. “Keep away from that term ‘Colonial.’ It is 
not correct. The tongue styles are not the Colonial 
style. Besides, the term ‘Colonial’ is old, and we should 
have novelty in names as well as in patterns.” 

“The correct tongue shoe,’ comments another de- 
signer, ‘is the shoe that shows plainly that the tongue 
was built into the shoe at the factory. Watch out 
against styles that look as if the tongue was added to 
the shoe as an afterthought. Well-dressed people do 
not like patched-up styles.” 


Strap Styles 





Strap styles—the one two and three straps, the 
cross straps, wishbone straps, and some new variations 
of Grecian straps—continue to maintain their grip on 
the trade. Only last week a leading style maker sent 
several new patterns of straps into his cutting room. 

“Let us run straps a while longer,” says he, “for 
they are by far the best-looking, best-fitting shoes that 


Waist, | ne straps behind 
tongue with slit in ton- 
gue lining to keep tongue 
from flapping 






we have ever offered to women. They open to us shoe 
manufacturers a great big field for the development of 
new designs, and they also opened to retail merchants 
the opportunity to make the most charming array of 
women’s shoes they have yet shown. 








“Beware of hastening strap styles to the bargain 
counter. They are too good friends to be sacrificed.”’ 


The Plain Pump 


Yes, the plain pump appears again in one noted line. 
Yet plain is not the proper adjective, for this new 
pump is a thing of beauty. It is modeled over a last 
of wonderful lines. It is for the shapely foot that is 
best adorned when least adorned. The heel is high, 
and the toe is somewhat long and slim. But its real 
beauty is in the graceful lines of its superbly arched 
shank and its flowing curves from heel to toe. It pre- 
sents a new triumph of the last-maker’s art, as well as 
of the shoemaker’s skill. 


The Bead or Metal-Trimmed Shoes 


Bead and metal trimmings for shoes, banned by the 
war, are appearing in new and abundant variety. 
There is, for instance, the familiar satin slipper with 
its beaded vamps or straps, a style that is good at any 
time and that is to be valued according to the artistic 
design of the beading. 

Then there is the beaded tongue for the tongue-style 
shoes, the beads being of jade, bright or dull black for 
black shoes, or of cut steel, or gray or bronze. Some 


A high-crimped throat 
band up to one-strap 
combines both tongue 
feature and strap slipper 





of the new tongues show masterpieces of the art of 
decorating shoes with beads. 

Also there are the buckles, which some may prefer 
to call slides, of metal or bead work on leather or satin. 
The patterns were never more varied. These hand- 
some trimmings are used not for trimming the large 
and flaring tongue shoes but are on the high-throated 
pumps or the pumps with small tab tongues of Parisian 
pattern. The new designs show them not staring up 
from the shoe like a lighthouse on the rocks, but 
nestled down on the vamps as if they grew there. 






The New Welted Shoe 


Welted shoes for women are being developed in two 
directions for the coming fall and winter. First, there 
are the new lightweight welts, which are made to look 
like turns or flexible McKays. Many of them have 
wood heels, up to 14-8 high, said heels being of the 
military style. They are light, easy, graceful shoes, 
with close edges and slim shanks. Some buyers like 
them much, because they have two layers of leather 
between the feet and the sidewalk, the insole and the 
outsole. Many of the insoles of these new welted 
shoes, by the way, are of the Johnson type or of leather 
and tight canvas. They are recommended because they 
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hold the inseam true to the line, and prevent the bot- 
tom of the shoe from spreading and getting out of 
shape. 

Then there is the heavier type of welt shoe with the 
stout sole and the heel of solid leather, 9-8 or 10-8 high. 
It is the mannish type shoe. Uppers are correspond- 
ingly heavy, being of Scotch grain boarded calf or like 
leathers, and having shield tips, with perforations and 
heavy trimmings. 

Welted shoes, by the way, are preferred by many 
merchants because they can be resoled in the modern 
repair shop. 

Lasts for Fall and Winter 


In toes, there is some tendency to longer vamps, 
rarely longer, however, than 314 inches, and not ex- 
ceeding 314 inches; such tendency being found in the 
turn and the flexible McKay shoes for dress wear. 
The wood of the fore part is modeled in sweeping lines, 
there being a bit of a tendency toward an outside wall. 
Toes, for the heavier types of shoes, are rounder and 
broader. There must be more foot room in the heavy 
shoe than in the light and dainty shoe, especially if 
sport stockings are to be worn with the heavy type 
shoes. 


One-eyelet tie to give 
better fitting value to 
high tongue models— 
concealed back of tongue 





Heelsrange all the way from 8-8 to 18-8, and one 
style shows even a 20-8 or 24-inch heel. The new 
interest is in the genuine Louis heel. Heels on walk- 
ing shoes are made up to 14-8 high, and on dress shoes 
to 18-8 high. 


Shanks Are Shapely 


A deal of thought is given these days to shaping the 
shanks of shoes. Metal shank pieces are commonly 
used. In many types of shoes, especially wood. heel 
shoes, they are bridged from the heel seat to the ball, 
and riveted in place in such a manner that they hold 
the shoe securely along the line from the heel seat to 
the ball. This prevents the shoe from buckling, the 
heel from slipping from its proper position, and the 
shoe, being held in shape, wears longer. — 

These metal shanks are fitted to the last, so that, if 
the last has a graceful shank, the lines are brought out 
in the shank of the shoe. Shanks of dress shoes are al- 
ways slim, and there is a tendency to pull in the shanks 
of welt shoes for walking, to make them look slim. 
\lso, shanks are a trifle oval on the bottom. 


A Report on Boots 


As for boots, they are wearing them in Paris, it is 
said, but precious few of them can be found being 
inade in American factories at the present time, except- 
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ing in health and comfort shoes, mail order and like 
lines. 

Yet, many a manufacturer has his ear to the ground, 
listening for the tread of the coming of boots, for these 


The three panel tongue 
is kept tri-sided by a 
tin-band inside of lin- 
ing—also a one button, 
low waist-line strap 





are days when styles change swiftly, and there is a 
chance that boots may come in of a sudden. 


Stockings and Shoes 


Styles in shoes will go hand in hand with styles in 
stockings for the coming fall and winter. Or as some 
may be pleased to remark, they go “foot in foot.” 

If heavy wool hose or the sport type be worn when 
colder days come, as was the fashion last winter, heavy 
type shoes will be worn to match. But if the fine 
hosiery of summer time is worn through the fall, by 
reason of the fashion of longer skirts, then there will be 
a corresponding sale of the fine, light types of shoes, 
proper for wear with hosiery of silk or lisle. 


Sectional Demand 


Once again appears sectional demand familiar be- 
fore the war. In brief, this shoe sells in New York but 
does not sell in Boston. This style is no good in New 
England but is immensely popular in California. This 
style will sell along Main Street but another is favored 
by Side Street. 

This sectional demand should be observed with 
care by those who select styles for it is likely to be con- 
fusing if a man says this shoe is the right style when he 
means a style for the warm and sunny south and not a 
style for the cold and stormy north. 

Accuracy, Accuracy. That is the word for describ- 
ing shoe style. 


Material for Fall Shoes for Women 


Of abundant variety of materials shall shoes be for 
fall, for shoes should match the hosiery gown or wrap 
and as these articles of apparel are of abundant 
variety so shall be materials of which shoes are made. 


The high oxford, or low 
boot is given a contrast- 
ing collar for smartness 
—its a young Russian 
boot idea made practical 
for fall and .winter 
Weather 





Blacks, Browns and Grays 


Black is in new vogue. There is the bright black of 
patent; the lustre of satin; the elegance of brocade; the 
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dullness of suede; or of mat calf cabretta or kid; all for 
street or dress shoes. Also some fine genuine buck- 
skins are used and kangaroo too. 

Browns always staple for autumn range from the 
biscuit to the dark chocolate shade. 

Grays are excellent, in the metallic shades, like silver, 


More novelty tip effects 
noted than in many sea- 
sons, going all the way 
from gypsy seams to 
this clever design 


4 f/ 


4 
steel gray suede, or buck. Also, there are beavers and 
beiges. 





A Color For The Age 


A new bit, in the world of footwear fashions, by the 
way, is the fitting of the color of the shoe to the age, as, 
for instance, the older sister wearing a shoe of the 
darker shade of gray, while the younger daughter 
wears shoes of a brighter hue. There is much in this 
idea of matching color to the age to be worked out by 
scientific merchandising. 


“Brocade De Smyrne”’ 


A new material, for winter wraps, is wool brocade, 
sometimes called “‘brocade de Smyrne.” It is wool, 
with a silk finish. The gray tones predominate in it. 
Gray suede may be the leather of the shoes to be worn 
with it. But, we may have for wear with it, 
spats of brocade de Smyrne, and patent leather shoes. 
Or some tanner may create a new leather to match it. 

It is the new things in leather for which merchants 
are watching today. 


For Silks and Satins 


Silks and satins, for ballroom wear, are in wonder- 
ful array for the coming season. Satin shoes certainly 
match them. So do brocades. Sales of satin shoes 
have already risen to a new height this season, and 
some satin mills are ru ning over time, to meet the 
future demand. Brocades, especially of gold and 
silver, were never more beautiful and abundant. 


The wishbone strap is 
a good bet in every store 
for it has fitting value 
and will not gape and 
it is new to the public 





Bronze Kid 


“It does not seem possible,” says a noted maker of 
dress slippers, “but it is a fact, nevertheless, that 
bronze kid slippers are our steadiest sellers this year. 
We use only the very best bronze kid, which may 
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account for our good sales. But then, bronze kid 
slippers were always correct for dress wear.” 


Tweeds and Grains 


Of course, there will be sport apparel in abundance, 
for winter sports will be in greater favor than ever, the 
coming cold season. Hence the heavier grains, like 
Scotch, or Norwegian or sport boarded grains, for 
winter shoes for out o’door wear in rough weather. 


Full Grained Leather 


Perhaps there never was a time when full grained 
leathers were in such high esteem among buyers of 
good shoes. The full grain skin has a texture of an 
elegance that is all its own. It is silky, and so matches 
the prevailing mode in apparel for dress wear. Painty 
finishes are hard, and are passing, like “tinny” stock 
or the early days of chrome tanning. Even makers of 
pigment finish leather are insisting on transparent 
finishes, in which the pigment is invisible. 


Fine Finish Leathers 


Mr. Tanner may give his leather “‘a lick and a wipe,” 
like a man doing the dishes while his wife is in the 
country, so that he may get his leather on the market 


The back is useful as a 
novelty design spot—for 
when ooze combinations 
come in the back needs 
covering 





in a hurry. Or he may finish that leather with care» 
re-staking, re-glazing, and re-ironing, until he has 
worked it down to a finish that is almost perfection. 

Between his leather, and the leather that is given 
“a lick and a wipe,” there is the same difference as 
there is between a whitewashed wall, one coat, and the 
wall that is covered with seven coats, each coat rubbed 
down. 

Don’t tell the shoe man that shoes should be cheaper, 
because hides have been cheap. The tanner may be 
putting on an extra fine finish, at a large labor expense. 
It is worth the price. 


Quality in Soles Too 


Bottom stock never ran better than it does these 
days. Tanners learned much during war times about 
improving sole leather, and the public now is getting 
the benefit. 

Soles, for turn shoes, which predominate in dress 
lines, are of selected leather, of from No. 71% to No. 10 
iron, as thick, meaty and as long wearing as soles on 
men’s shoes. Edges are feathered to make them light 
and thin, and are set to make them firm and shapely. 

On flexible McKays, which also come in to the dress 
shoe class, lighter soles are used, for the McKay has an 
insole of leather to give substance to its bottom. Edges 
are trimmed slim, and set. 
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In welts, for dress, the sole is of light leather and for 
walking, or sport, or rough weather wear, soles are 
heavy, and, sometimes the mid-sole, of raw hide, white 
leather or rubber, is used, to get an extra heavy bottom. 
Insoles of flexible welt shoes are of leather, leather and 
tight woven canvas, or sail cloth. The canvas holds 
tight in all weathers, and keeps the insole from spread- 
ing, and throwing the shoe out of shape. 


Novelty Welting 


Much improvement has been made of late in welting, 
particularly in the dyeing. The color is made fast, and 
of a hue to make a pleasing harmony, or contrast, with 
the upper. There is, by the way, a new two color 
welting, which, when used, gives the effect of a brown 
edge with a white midsole. 


The Lines of Length 


“As | analyze styles from Paris,” saysadesigner of 
shoes, “they show long, clinging lines in apparel, whic h 
will lead to long, slender and graceful lines in shoes. 1 
wouldn’t be surprised if the old time clinging vine type 
of girl re-appeared. , 

“However, as for shoe st yles, 1 observe that Parisian 
costumes emphasize the lines of height. Doubtless, we 


When combinations are 
sought the diversity of 
material permits of a 
new placement of the 
ooze for novelty 





shoe men will add to this emphasis with Louis heels, 
16-8 or 18-8 high, which will add two inches, orJ214 
inches, to the height of the wearer. 

“Also, to my mind, the Parisian costumes are of the 
type that will bring in slim toe lasts, tipless, but orna- 
mented with buckles, slides,-or novelty tongues. These 
shoes will have close thin edges. and slim shanks. 
Many of them will be high throated. They will be, I 
believe, even finer examples of the art of shoemaking 
than we have hitherto produced. 


Lappet, or Tongue, Styles 


Lappet is the name applied by some to the new 
tongue style shoes. A lappet, in dressmaking, is 
“anything loosely pendant,” or anything hanging, or 
lying, in a fold.” 

The name seems to fit. Many tongues on the new 
style shoes are “loosely pendant,” not detached, nor 
hanging by a thread, but fastened to the shoe securely, 
yet loosely, like the feather in a hat. Also, the plaited 
tongues lay in a fold over the instep. And some of the 
new smail tongue shoes have buckles, or slides, that 
lay smoothly on the vamp. 

Lappet seems to be a new name that fits and there 
is such a thing as novelty in names as well as in styles. 
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Courage! Brother! Courage! 


Let the longer skirts come. The fine art of making 
pretty shoes wil survive. Longer skirts may cove 


legs, but ankles and feet are still open to view by the 
world’s eye. Less exposure of the pedal extremities is 


More fitting value 
is obtainable in 
a well-placed one 
strap than in any 
other stylish shoe 
barring none 





but an incentive to the designer to produce more 
brilliant shoes. So let the longer skirts come, and make 
the shoes more brilliant, so that what of the feet and 
ankles is revealed will shine with new and undimmed 
radiance. 


The Return of Character Shoemaking 


Yet, all the while, welcome this turn of character 
shoemaking. For there have been made styles that 
never fitted, and shoes that never wore with the pleas- 
ure and the comfort that people have a right to expect 
from their shoes. Day by day people gain the wisdom 
of experience and seek better shoes, meaning not alone 
shoes that please the fancy, but more especially shoes 
which they recognize as shoes of character. 


Farewell to the Flapper 


It may be that the coming season will bring the fare- 
well of the flapper. For several seasons she has frisked, 
here, there, and everywhere, bringing into fashion her 
costumes, once praised, but now considered outlandish. 
Did not freak fashions in footwear follow the flapper? 
Will not longer skirts restore a lost charm of the world 
of women, and bring in a vogue of more ladylike foot- 
wear? Has the sport girl run her course, and will she 
not be followed by the ladylike girl, whose form may 
be molded by the returning corset? Is not the vamp 
of the movie fading away, under edict of the censor, 
and is not a new and nobler type of womankind rising, 
on the screen and elsewhere, to dictate fashions in 
women’s apparel, from shoes to hats? 

Thus do shoemakers seek the trend of fashions, 
striving to understand the philosophy of style making 
for the coming seasons. Many a shoe man says that 


Patent combines with 
so many materials and 
colors that the blend 
attracts trade as much 
as the type of shoe shown 





he is at a loss to tell what is going to sell. He speaks 
with truth. The women’s world is going through a 
cycle that may seem strange, but that may be just a 
return to the old way of making shoes of character— 
that is, shoes that are pretty and shoes that fit. 
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nomenclature of colors under the title 

of “Amadou.” This means German 
kindling wood, inside of the bark of a tree, 
rotten wood, and in a more general way, wood 
browns. 

This is valuable evidence that the Amer- 
ican vogue for brown is duplicated in 
the French capital, and thus strength is 
given to the brown movement in footwear 
for women during the coming fall and winter 
seasons. 

Only recently a rich woman came down the 
gang plank from a French steamer attired in a 
traveling suit of golden brown. On her way 
uptown to her city home she called at her 
favorite New York shoe store and was both 
surprised and overjoyed to find a matching 
shade to her latest Parisian acquisition in the 
way of street clothes. 


diem French have added a new one to the 


The Brown Colors Appear 


In fabrics of brown series, start with otter, 
include soft nut browns, through the beaver 
family, and on up to light shades of biscuit. 
The darkest shades are for street, carriage, 
and general wear, while the high tones are for 
all day and evening functions. 

The truth is that the vogue of brown is so 
universal and so strong that it has revived to 
some extent a demand for bronze footwear. 
Bronze brown, that is, a brown with a bronze 
cast, is showing some activity. 


The ‘Recorder’s Authentic (olor Guide 











While as a Winter Novelty 


Dismissing browns, we come to white, which 
is increasingly in evidence in the French capital. 
Not only for day outings, but for evening oc- 
casions as well, and will so continue for the 
forecoming twelve months. 

The entire world of dress is now ablaze with 
color. Hence, the exclusive few in Paris who 
both set and further styles have adopted cloth- 
ing which repr esents the absence of color; viz., 
white. 

Thus both white and black look promising 
for the coming fall and winter season in both 
dress and footwear, though black will over- 
shadow white by a large majority. 


Brillianey and Variety in Trimmings 
Proof of this is presented in the brilliant 
trimmings imported from Europe for the com- 
ing fall and winter seasons by both dress- 
making supply houses and more especially by 
firms featuring dress trimmings exclusively 
for distribution through department stores 
and to manufacturers of ready-to-wear gar- 
ments. 

In fact, trimmings are so colorful that up to 
now they would have been rejected by most 
any buyer or consumer. Nevertheless, no 
color in trimming is so vivid or brilliant as to 
be out of the call of the buyer or one of his 
prospective customers. 

This vogue of color may be explained by the 
fashion for striking effects in dress, something 
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unusual and out of the ordinary, frequently 
emphasized in all of the Recorder’s articles on 
the all-important subject of colors. 


Striking Effects in Costumes 


In fact, the whole style situation may be 
summed up in the phrase, ““Get into something 
striking, and get out of doors and stay out.” 

Naturally such an unprecedented vogue for 
such a striking effect in dress for out-of-doors 
has an overflow into evening functions. And 
so we have both white and black for a basis or 
background for the exploitations of colors in 
the form of decorations. 


The Louis Period 


If further evidence is wanted of the adoption 
of striking effects in dress, it is present in the 
adoption of brocades in silks, dress goods, and 
in cotton goods, these having been made fam- 
ous in French court circles during the historical 
reigns of the Louis kings. 

Not only are brocades and self colors promi- 
nent, but equally so are brocades in colors on 
grounds in solids and all in pleasing harmony 
or striking contrast. 

With striking effects in dress apportioned to 
weave and to color, it naturally follows that 
character should find expression in footwear. 
And so, in upper circles there has been a gen- 
eral discarding of hand-painted vamps, cut- 
outs, and other extreme types of. recent 
memories. 











The Basts of -All Style ts (olor 





Bedeck the Slipper 


And in their place has come adaptations 
from Colonial pumps, together with decora- 
tions in variety, in the form of buckles, rhine- 
stones, and fancy tongues especially. 

So strong is this tendency that sales of “shoe 
trimmings,” as they are broadly classed, have 
grown by leaps and bounds, especially in shoe 
stores catering to the advanced trade. 

Thus, adaptations from pumps and ties 
have forced straps into second place in high 
style. Straps have recognition principally in 
morning and informal wear for business girls, 
for sport and for walking. 


Silver Slippers Continue 


With society women whose whole life is to 
make the most out of a winter season, it is 
only natural to expect that gold and silver 
slippers should have representation in their 
assortment of winter footwear, and so such 
have attention in stores carrying general lines. 

It only remains to say that silver effects are 
to have increased representation, due, as al- 
ready explained, to the increasing vogue of 
white. Moreover, crystals are to be one of the 
high lights in trimmings during the oncoming 


seasons. 

Thus, we may confidently look forward for 
the general adoption of black in patent leath- 
ers and satins, of browns in suedes and kid, of 
white kid and of bronze in kid. The season 
offers an endless variety. of color-opportunity. 
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Do You Chart Your Styles? 


A Recorder method of outlining advanced styles so that the entire needs of a 


store can be surveyed. 


Welt Footwear 


Patent 

Black kid 

Black calf 
Straps ; Brown kid 

Brown calf 

Combinations 


Black kid 

Black calf 

Brown kid 

Oxfords { Brown calf 

Black ooze with patent trim 

Otter ooze with brown calf trim 

| Patent oxfords—plain and ooze trim 


{ One strap 
\ Cross straps 


Heels 
Lasts 
and 
Details 








Utility footwear in calf and kid 


Boots { for growing girls and women of 

\ very conservative taste 

Turn Footwear 
| Plain 
Patent { Piped and underlays in color 

| | Forepart patent and quarter of suede 

| { Black and brocaded 

| Satin ‘ Brown and ooze trim 

| | Black and ooze trim 

| Ooze { All ooze 
Straps { Trimmed with narrow band of patent kid or calf 


Brown or black forepart in calf or kid 

With ooze quarter to match 
Brown satin with bronze kid 
| Suede with kid in browns or blacks to blend 
| Otter, cinnamon and rust shades 


{ All bronze 
\ For matching brown dresses 


Combinations < 


Bronze kid 


Crimped tongues 
Up from throat 


Patent 
Black satin or brown 





Pump types { Black ooze or brown Fancy cut tongues 
Brown ooze or black In same leather 
Bronze kid As vamp 
a of 5 eyelet oxford - 
Tongue } Oxford types i aes front, goring covered 
Effects | With tongue attached to throat 
( 


One eyelet tie with high tongue 
Ornamented with buckles or slide 
Colonial 


Types 





One strap at waist line with high 
Tongue over; some tongues are slit 
Permitting strap to-pass through 
Holding it closer to step 











With straps 

10/8 to 12/8 in calf and kid 

Up to 14/8 in patent and ooze 
ith oxfords 

8/8 to 12/8 in calf and kid 

up to 14/8 in patent and ooze 


All welts with light edges 
Closely trimmed 

and fine stitching 

Vamps 3 inches to 314 inches 
semi-round with 

tendency to narrow tips 


Heels 

14/8 to 16/8 

Wood Cuban type or Spanish 
Louis 


In 15/8 and 16/8 
Wood Spanish 
Louis or Full Louis 





A medium opera toe vamp 
| Running 3 inches to 314 inches 
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HE new type of long dress calls for a new 
type of footwear—therefore the rapid trend 
towards tongue effects and colonials 
lhe ankle-length skirt is the cynosure of fash- 
ions eyes. The change is radical but dress design- 
ers have taken care of this by skilful draping 
which brings the new fashion along by easy 
stages and which assures the right feminine men- 
tal angle to assure its success. The gradual 
moulding of style opinion lies in the folds of the 
new draping 
Not by an inch at a time did the designers 
of women’s clothes bring about the change of 
skirt lengths—but by a rad’cal thrust into a 
completely different sort of dress—the long 
side panels with the skirt at any desired 
length. The panels accustomed the eye to 
the long sweeping lines of the new fashions. 


Jazz is Passing 


The wonder of fashion influences is best noted 
by observing a lady, who has been playing golf in 
knickers, change to an afternoon dress o the long 
lines of today and she immediately changes her 
entire mood, expression and mode of walking. 
She assumes a stateliness, a poise and grace—she 
even changes her method of dancing from the 
jazz to a walk—and not only is the dress changed 
but the hat, hosiery and footwear. 

To give a real study to the transformation 
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he (Smin 


of Colonia 
Anlful way of the 


dress designers to 
bring longer skirls 


into fashion 


caused by style is what we endeavor to do in this 
issue. 
Complete Change of Personality 

When a fashion changes women follow it, for 
feminine nature is susceptible to outside in- 
fluences. 

Place the veriest coquette in sober garb and she 
becomes a shining example of chastened virtue; a 
maid in the costly gown of her mistress and she 
assumes aristocratic bearing; a demure miss wear- 
ing a domino costume at a ball is transformed and 
becomes a sensation imbued with the intriguing 
mannerisms of the age-old vampire. 

Today skirts are lengthening. Still there 
is one length for walking, another for sports, 
dancing and so it goes, but they are all a 
little longer. 


Influence on Footwear 


And footwear follows closely. From dapper 
models to magnificent, queenly-looking colonials. 
Latest advices from Paris contain many references 
to pumps and their close companions, colonials. 
From ‘flapping’ to “‘courtliness,” fashion is no 
respecter of fixed modes. We are in the midst of a 
right about face toward the sweeping grace and 
smart poise of the ankle length skirt supplemented 
by the recognized beauty of the many effects in 
tongue pumps or high-side colonials—with gores, 
straps or ties for adjustment. 
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Colonials With Straps for Fitting 


There is no End to Tongue Designs 









Blending browns brocaded 
and plain satin with tongue 
and bars in Mandalay 
brown suede. By Wm. Henne 
& Co., Brooklyn. 


Patent leather turn over 
satin with open throat. By 
Upham Bros. Co. Stoughton, 
Mass. 





Taupe suede and patent 
with 31% inch tongue and — 
slide. By P. J. Harney f Pa 
Shoe Co., Lynn. 
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3 Tongue Effects Can Have Button, Tie or 
Gore Adjustment 


Patent and otter suede in Patent strips over satin 
a slipper giving high and with rhinestone ornament. 
snug fitting. By Dorothy ‘ By Herman E. Lewis, Haver- 
Dodd Shoe Co., Boston. hill. 





Black satin brocaded quar- 
ter and heel. Patent fore- 
part and trim. By Lippitt, 
Alford Shoe Co., Lynn. 
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Tongue Effects in all Grades 


Many Materials and Many Heels 





Dull calf with gray inserts 


: tongue effect with 
in tongue 14-8 heel. Strap Patent or As 


high sides—white stitching. 


slides through tongue lining. ‘ 
By V. K & A. H. Jones > pee 


& Thomas Co., Lynn. 





Dark gray suede with cov- 
ered patent heel and trim- 
mings of patent. By Watson 
Shoe Co., Lynn. 
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Black satin brocade with 
hand embroidered front in 
silk on plain black satin. 
By Fred. A. Eyre & Co., 





Brooklyn. 
Otter suede with dark 
oe i brown kid strap and nine 
- bars each side—covered 18-8 
Jo! heel. By Laird, Schober & 
| be ae - Co., Philidelphia. 
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5 Straps Have a Profitable Future 
Endless Opportunity for New Effects 


Black brocade over black 
satin with cross straps. A 
turn slipper. By Dave W. 
Saifer Shoe Co., Chicago. 




















—_— ae. Se ‘ee 











} 


hy 


ST 


SEPTEMBER 2, 192 











N 


: hor Shirts and 
Jtraps Go fogether 
‘he flapper is with 


us again as the embod- 
ment of. “youth and 
the spirit of 7  ferinine 


freedom- 





HE prerogative of youth must be reckoned 
with in style. 

Short skirts suit the spirit of the flapper 
and this will prolong their stay. It is hard to con- 
fine the limits of fashion within one sphere, there- 
fore the restraint of the long skirt and the freedom 
of the short will find equal favor within their 
respective spheres. 


Youthful Dress Types 


The exponent of hygiene, the physical culture 
instructor, the devotee of rhythmic grace all find 
their ideas carried to an ultimate conclusion in 
flapper styles. 

Low heel types of shoes supplement the jaunti- 
ness of the short skirt, and have left their impress 
as to what is appropriate in dress for the girl in 
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her ‘teens. Straps have always symbolized tender 
youth and have grown up naturally from sizes 3 
to 6 into 24% to 9—and the calfskin shoes have a 
proper place in these grades. 


Continuation of Low Heels 


The flapper will be slow to accept the mode 
that subdues a vivacity inherent with her years. 
We look for an extended period of good sal- 
ability in ‘ow heel strap types for the younger 
generation of young ladies, possessing freedom 
and the ability to “wear-it’’ well, as an outward 
symbol of a carefree girlhood. 

Shoe men have found it quite necessary to be 
equipped to serve shoes for wool hose wear. or 
with silk—an endless variety making all styles 
in good taste—diversity of shoes and materials. 
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s Turn lite Are Good 


Straps Are Good Fitters and Will Continue 








Black kid with cross straps Black brocaded satin with 
on a model carrying a 1o-8 patent trim covered 17-8 
covered wood heel. By ' heel. By Utz & Dunn Co 
Brown Shoe Co., St. Louis. Rochester. : : 













Fawn suede with patent 
trim, 13-8 Military heel. 
By Novelty Shoe Co., Chicago. 












~ 
‘oO 

Nh 

Nm 


SEPTEMBER 2, 1922 BOOT AND SHOE RECORDER 














: deeecnee Are Very Popular 
With the Soft Suedes, Bucks and Ooze Leathers 












th Black satin with patent trim 

-8 sine eh omayea borane stitched in white and white 

ered heel. By A. M. Creigh- ae. yen By Rialto 
ton, Lynn aii sin 





Black suede with patent 
novelty trim over a cov- ° 
ered patent 14-8 heel. By 
The Julian-Kokenge Co., 
Cincinnati. 
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OMEN as wage earners were advanced a 
whole decade by war-time necessity. 
As usual the world moves forward 
slowly until some incident of unusual portent sets 
up a mile post which marks changing conditions. 


Vast Army of Workers 


From home work and behind counter women’s 
activities have broadened until it would be hard 
to name an industry in which women have not 
made a place for themselves. Their efficiency will 
keep them at their posts, and that they are well 
paid is but another indication of their ability. 

This may account in some measure for the in- 
crease in per capita income per year. In 1922 it 
shows an advance of over 40 per cent from that of 
1913. 

And it cannot be denied that good clothes have 
a decided influence on woman's capacity for 
production. 
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Who Spends the Money 


The new American Business Woman holds her 
own purse strings—is answerable to no one but 
herself in matters of expenditure. She is well- 
dressed, attractive; an acknowledged power in 
raising the standard of American dress, in both 
sexes. 

Never underestimate the buying power of the 
distinctly feminine pocketbook. 


The Independent Purse 


As a factor in the purchase of smart shoes for 
her occupational needs the woman who earns her 
own wages is a leading customer in every city 
store. The smart oxford—the tailored dress—the 
modest garb—all tell of an efficiency that is a 
permanent asset to the prosperity of the nation. 
Keep an open eye to the types of footwear best 
suited for the young woman who enjoys her work, 
her wage, and her independence. 
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° Women Who Walk and Work Find a Need 
for Real Fall Oxfords 












A panel oxford with bea- 


A light weight oxford with ver lace stay and brown 


otter top and lace stay over calf—a fall shoe out of 
patent with buckle straps. several Cincinnati fac- 
By S. Weil & Co., Brooklyn. tories. 


Tan calf oxford with brown 
underlays 14-8 heel with 
rubber tap. By Harney- 
Tracy-Crehan, Lynn. 
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} wie or on Oxfords 


A Development Tending Towards Boots 









A Fall sport number with 
two shades of brown—one 
ooze, the other calf. Typical 
of shoemaking on the South 
Shore of Massachusetts. 


Mahogany calf with beige 
suede lace stay and under- 
lay on a welt carrying a 13-8 
heel. By Cushing Shoe Co., 
Lynn. 





pea The high oxford or low boot 
» f | is a novelty of this Fall 
x i season. In calf and other 
iv ie suede. By the Rickard Shoe 
aes Co., Haverhill. 
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ort and appro- 
priate attire are- 


signs of the world- 
wide interest in the 
great outdoors 


y 


HE modern hustle of living has developed 

many women contrary to the ‘clinging 

vine type of woman. In day; gone when 
a flat-chested anaemic posture was a mark of 
gentility the shoe business was a matter of 
“mincing feet’’ and “prunella boots.” 


Sports Increase Sociability 


If an increasing part of the world’s work is to be 
done by women they must qualify. Their active 
interest in all branches of sport not only proves 
an ability to do so, but relegates to the musty 
pages of history the idea that there is such a thing 
as the “weaker sex.” 

A woman's first thought upon planning any- 
thing is, “What shall | wear?” 
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New Demand Encouraged 


The answer is in the women’s shops. A vast 
array of appropriate apparel is proof-positive of 
woman's enthusiastic entry into the field of health- 
giving sport. If askirt is a sport skirt it is noth- 
ing else; shoes the same. It is impossible to in- 
terchange uses of clothing or footwear, so diversi- 
fied are feminine activities. Result new demand 

The sport shoes o° the next six months are 
seasonable to many locations—in the North, the 
heavier walking golfing, ‘climb’ng and then 
skating shoes—in the South, tennis, golf and the 
late season resorts having a call for “Gallery” 
smart shoes worn to an outdoor affair. The oppor- 
tunities for sport footwear are limited only by 
your community interest in sports, 
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Smarter Shoes For Men 


Parellel Stitchings and Real Russia Colors 










Each Shoe Selected 
to Portray a Style 


Pointer 
A semi-broque last with Six row stitchings are tak- 
medium trimed edges. Real ing the place of elaborate 
Russia in leather and color. perforations—the last is a 
By James A. Banister Co., brogue type. By Fred S. 
Newark, N. J. Peck, Worcester, Mass. 
Saw tooth cap and fancy 
back stay on a_ severely Two row spaced stitching 
plain and roomy last. By in Norwegian grain circular 
Edwin Clapp & Son, Inc., oxford. By J. E. Tilt Shoe 
East Weymonth, Mass. Co., Chicago. 
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Real niece on Simple Patterns 


Patents for Dress-Up and Bluchers for Variety 










“Buy Your Shoes Right” Slogan 
Adopted by Many Merchants 


Al! patent evening oxford 


Here is a creation by C. H. iis tt coe toe tee 


— [a dancing, and buffed sole. 
ose oe Smart One seal By Reynolds, Drake & Gabell 
carries a plain toe and anew Co. Nerth Batten. Mines 


crimped vamp and tongue. 


A heavier oxford in patent 


Pure brogue last with real : 
su with square throat. Heel 


Russia color and simple \ 
track stitching. By John- B ¥" oa .* hy 
son & Murphy, Newark. po lt elaon e Lo., 
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: miversiy is Good for Style 


Teach more men to vary their footwear 






More shape to toe and 
medium ball on a Scotch 
grain, perforated oxford. 
By The Dalton Co., Brockton, 
Mass. 


Reddish tan Scotch grain 
with apron of brown tan 
calfskin, Full rubber sole. 
By Hurley Shoe Co., Rock- 


land, Mass. 





Sell “em one pair 
of tan and one 







A black oxford with heavy 
stitchings, full toe to tip and 
flange heel. ByJ. P. Smith 
Shoe Co., Chicago. 


A straight model boot with 
short flat forepart and 
slightly receding toe. Im- 
ported Russia ‘calf. By 
French, Shriner |@ Urner, 
Boston. 
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Recorder Outlook for September 





ER osndica” opi has given way to 
“candied” opinion, and the pursuit 
of piffle has taken all the vigor 
out of public opinion. To say any 
more would cover EY ov morn with blushes. We all stand 
blue with suppressed indignation at the vandals who splattered 
the threshold of prosperity with the mud of strike and delay. 
There is much too much of tolerance in every American 
—let the damn thing drift until some smart Alec solves it 
—what care we for high prices of coal, inconvenience and 
speculation? We would like to see a vigorous expression of 












oer owe forum is in any field, square, market-place or publication. 


The Kingdom of Peter Pan 


The Kingdom of Peter Pan and the land of make-believe 
are filled with the Pollyannas of prosperity—whereas those 
who know the truth realize that the strikers are licked in 
every fight and that every week’s delay means millions of 
dollars unavailable for merchandise. There is mud on the 
threshold with a house set in order for good business. Let’s 
individually use the broom NOW! 


We're Of —September 2 


We’re off—September 2—to put a valuation on style, 
and to get more shoes sold right. The right understanding of 
the amount that can be charged because of the fashion in 
a shoe is what affords the widest grounds for net profit in 
merchandising. 

We have so often said that the term “merchant” should 
be nationally adopted because it implied “one who ventures 
in trade.” ‘The judgment of the merchant in the expenditure 
of his own money for sizes and widths on a fashionable article 
is certainly a venture worthy of a substantial profit. 


Better Stores Today 


Now, let’s go back a period of ten years and think about 
the national average of shoe stores the country over! Con- 
trast that average with the type of stores today! Look at 
some of the finest shops on Fifth Avenue, Los Angeles; 
Fifth Avenue, New York; Seventh Street, Los Angeles; State 
Street, Chicago; Market Street, Philadelphia, and the fashion 
“Main Streets” of America. They were not in existence ten 
years ago. What type of store will be in leadership of service 
to the public ten years hence? 

These stores have learned how to coin fashion reputa- 
tion. The minting of fashion in footwear in these stores has 















































Reputation 
In A Business Paper 


Did you ever see any Damascus steel? Have you ever talked with Wash- 
ington and Lincoln or Napoleon or Cesar? Have you ever walked the 
streets of Babylon or old Troy? 


Yet the reputation of those old time products, of those men and cities, 
long dead and turned to dust, are the standards by which we today 
measure the qualities of products, men and cities. 


In its forty years of growth, the Boot and Shoe Recorder has been a builder 
of reputations. 


Incidentally—and only incidentally—it has been a seller of merchandise 
directly from its advertising. For while it is true that during these years 
this publication has helped to produce more sales of footwear and foot- 
wear commodities than all other business papers combined—yet the 
direct sales are the unimportant thing. The greater thing is the power 
which creates reputations. 


If there had not been a single sale directly traceable to advertising—reputations 
would have been steadily built and the advertising would have been justified a 
hundred-fold. 


Reputation is an enduring asset to a business or to a product. If your 
house and product have a good reputation, your job is easier than if they 
are unknown. 


The extent of their reputation depends on the number of people who 
have been told continuously of their good qualities. 


The Recorder is a 10,000 merchant-power market, which means 10,000 
merchants can be reminded each week of the good qualities of your 
product. 


Veteran advertisers in the Recorder do not measure their advertising 
by direct results only. They check it by the prestige and increased yearly 
profits it brings to their business. 


“The 20,000 Merchant-Power Market” 


CHICAGO B OOT and S H OE NEW YORK 


CINCINNATI PHILADELPHIA 
ROCHESTER ST. LOUIS 
WATIONAL SHOR WESELY 


FMB GREAT 


BOSTON 
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been highly profitable, otherwise these stores would not now 
be on the increase. The expansion of high-grade stores is 
directly attributed to the development of fashion in foot- 
wear. To all this we have tried to be a useful inspiration. 


Artful Dress Designers 


We are going to show how artful were the dress de- 
signers to gradually accustom the eye to longer skirts by 
putting panels on the side. With these longer effects for 
afternoon and evening wear come colonials, higher heels, and 
fine turn footwear—style, all the while. How inevitable are 
the cycles of dress in their changing modes—when few peo- 
ple in America know what it is to wear-out clothes, it is 
obvious that to get business, fashion must put-’em-out. Same 
cycles work in shoes, and the trade is more inclined to heed 
the law of style than ever before. Even hair dressers say 
long hair is returning. 


Flappers Still Free 


Well, short skirts, bobbed hair and low heel straps go 
together, and the flapper will not relinquish her freedom— 
we will say something encouraging to merchants on this 
score, especially encouraging if they have many strap and 
low heel patterns on their shelves. 


The Women's Pay Envelope 


Then in the same finely illustrated number, a story of 
the woman with the pay envelope, with more money to spend 
for attire than her domesticated sister. Something else on 
sport as a factor the year around in footwear and clothes. 
In fact a real style number with more features in it than 
can be here enumerated. 


Sept. o—“Sell’ Em Holes’ 


Shoe store service as an aid to getting more money, 
a case of “Don’t try to sell augers; sell the customer the 
holes and he will have to buy an auger to make them.” When 
a man buys shoes he buys a foot covering, but when a woman 
buys a function, or a walk-down-the-aisle for all eyes to 
envy, she is sold the use or pleasure which the footwear gives. 
We are therefore in our September 9th issue going to peace- 
fully and profitably penetrate every merchant reader’s mind 
with ideas on looking at new shoes through the eyes of the 
prospective customer. ‘Too many customers come in, some 


















































to buy, but few are ever sold anything. Sometimes the 
effort is made to boost ’em up to a better pair, but how 
about teasing ’em into two pairs at a fair price? Also, how 
about spending a little money for something other than 
shoes—in a shoe store?—What? 


Sept. 16 “Lights The Way’’ 


Our September 16 lights the way to a store style show— 
the how and why of a season’s showing to the public. We 
believe the end is in sight in convention style shows when 
the Maine Undertakers had living models in shrouds to 
show styles of the future—there is a limit to even legs and 
style shows to merchants, but the novelty of a store style 
show never diminishes—the link of footwear to the public 
purse is more firmly welded by some such stunt. 


“Publicity — Keynote of Sept. 23 


The twenty-third of the month finds us beating a path 
to every merchant’s store—a campaign of publicity to help 
him sell shoes. All the tools of his trade will be put before him 
in suggestion to his sales staff, selling ideas and something 
especially good—meeting the competition of all things be- 
tween the customers’ dollars and his shoes. We promise a 
noteworthy effort in this issue—plus style. 


Selling The Children on the 30th 


Sweet children on every page—some of the things in- 
teresting to them and their parents—all to the end that 
children may be better served. A real study of children’s 
feet and some original deductions from experts who have 
proved that a children’s department can be profitable as well 
as pictorially a pleasure. It is the obvious thing to put in 
nursery rhymes, but how about substance in footwear, pride 
in production, distribution by dozens, and an invigoration 
of interest in children’s shoes nationally. Let’s set ourselves 
a high mark—let us hope we help every child get a better 
pair of shoes, better fitted and economical to boot. 

September is the “they are off” month—we set the pace 
for profits—believing that an early profit in a season is bet- 
ter than a late bargain table. 


Heartily yours, 


Matha AL) Con cleteon— 






































Reputation 
In A Business Paper 


Did you ever see any Damascus steel? Have you ever talked with Wash- 
ington and Lincoln or Napoleon or Cwsar? Have you ever walked the 
streets of Babylon or old Troy? 


Yet the reputation of those old time “onponese of those men and cities, 
long dead and turned to dust, are the standards by which we today 
measure the qualities of products, men and cities. 


In its forty years of growth, the Boot and Shoe Recorder has been a builder 
of reputations. 


Incidentally—and only incidentally—it has been a seller of merchandise 
directly from its advertising. For while it is true that during these years 
this publication has helped to produce more sales of footwear and foot- 
wear commodities than all other business papers combined—yet the 
direct sales are the unimportant thing. The greater thing is the power 
which creates reputations. 


If there had not been a single sale directly traceable to advertising—reputations 
would have been steadily built and the advertising would have been justified a 
hundred-fold. 


Reputation is an enduring asset to a business or to a product. If your 
house and product have a good reputation, your job is easier than if they 
are unknown. 


The extent of their reputation depends on the number of people who 
have been told continuously of their good qualities. 


The Recorder is a 10,000 merchant-power market, which means 10,000 
merchants can be reminded each week of the good qualities of your 
product. 


Veteran advertisers in the Recorder do not measure their advertising 
by direct results only. They check it by the prestige and increased yearly 
profits it brings to their business. 


“The 10,000 Merchant-Power Market” 


CHICAGO B OOT and S H OE NEW YORK 
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Western Style Survey 


Tongue Effects the New Note for Late Fall and Winter—Their 
Popularity to Be Determined by Skirt Length 





HE Ups and Downs of the Skirt” is a story 
that is causing much. anxiety among shoe 
manufacturers and shoe merchants of the 

Middle West just as it is of the “Near East’ and “Far 
East.” 

“Positive, long; comparative; longer; superlative, 
longest.” So the school grammars used to say, but 
that was before skirt lengths became:so important a 
factor in commerce, society, and insane asylums. 

Now the grammars have to be changed and written 
all over again, for it is generally conceded that women 
will wear “longer” skirts, but will they, generally, wear 
long skirts—skirts that reach the ankle or below? 

Answer that if you can, and the question of shoe 
styles is pretty well solved. 


Strap Effects and Short Skirts 


Strap effects have had a good long run; and so have 
abbreviated skirts. The two go together nicely; they 
harmonize splendidly. 

Pattern makers have done themselves proud in de- 
signing strap patterns that are beautiful of line and 
wonderful in fitting qualities—and they are still at it. 
Some of the new recently designed strap patterns are 
works of art and refined taste, and no doubt will regis- 
ter the bulk of sales in the lighter and more airy types 
of footwear for several months to come. The creation 
of new strap ideas seems to be without limit. 


Tongue Effects Are Coming 


But tongue effects surely are coming, and coming 
fast. 

For several seasons high-grade factories have been 
showing some tongue effects, but so long as skirts re- 
mained short, women did not take kindly to them; 
somehow they did not look just right with skirts that 
exposed the leg from the calf down. 

It is a question whether they will prove popular with 


the “longer” skirts (that is longer than.they were last 
season). 

But if skirts of ankle length or longer become the 
vogue, look out for a run of tongue effects. 

For several months, the Parisian Style Service of the 
Recorder has shown a strong tendency toward footwear 
that covers the instep. 

Shoe manufacturers of Cincinnati, St. Louis, Ports- 
mouth, Chicago, and other style centers have been 
quick to catch the trend, and the leading manufac- 
turers in all these centers are showing beautiful crea- 
tions in tongue effects that show the Parisian influence. 


Two General Types 


While each designer has worked his own ideas and 
his individual personality into the designs, the new 
patterns, on the whole, can be classified under two 
general heads: First, the strap pump idea; second, the 
oxford idea. 


The Strap Pump Tongue Styles 


The strap pump idea is really a combination of the 
old opera or strapped pump, built on general lines, 
combined with the Grecian strap running from the 
vamp up over the instep, with the Grecian strap 
widened out into a shield tongue. The lining of the 
tongue is cut so the instep strap passes through it, 
which makes the tongue lie down and hug the instep 
closely, while the strap is entirely hidden. The tongue 
being narrow at the bottom, the stocking is exposed 
on either side just above the vamp line. 

The size of the tongue and the height to which it is 
extended depends upon the style ideas of the designer. 


The Tongue Ozford Style 


The tongue oxford idea is built on the lines of a front- 
gore oxford, or Prince Albert, with a tongue covering 


’ the goring. 


) 
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The height and shape of the tongue depend upon the 
style tastes of the designer. 

Some of them are of the shield type, while others 
take the form of petals, with underlays or overlays of 
contrasting colors. 


Revival of the One-Eyelet Tie 

For the more conservative dresser who wants the 
tongue-effect footwear, the one-eyelet tie has been 
revived, the tongue being decorated with a cut steel, 
beaded, or other form of buckle such as was popular 
three or four years ago. 

This style appears to be particularly good in both 
bright and dull kid. 


Materials and Colors 


Patents and satins will continue to lead the proces- 
sion in materials in the lighter and more airy creations, 
although ooze calf in black, otter, and some darker 
shades of brown are gaining in popularity, both in all- 
over effects and in combinations with other materials. 

Rust shades are being shown exclusively in dresses 
and gowns which are bringing forth a revival of bronze 
kid for afternoon and evening footwear. 

Darker shades of brown are expected to follow in 
dress materials, and with them will be the darker 
shades of tan kid, made in combination with a match- 
ing shade of ooze calf. 

Brown satin and brown ooze is another combination 
that bids fair to be popular in both tongue styles and 


strap styles. 
Heels and Toes 


As footwear grows lighter, heels become higher. It 
was ever so and probably always will because there is 
harmony. 

In turns and turn effects, both in strap patterns and 
tongue patterns, box wood heels of 14-8 will be good. 
At the same time, Junior Louis and Junior Spanish 
are being shown. 

Heels above 14-8 are mostly of the Louis type, but 
some manufacturers believe the Spanish type will be 
equally as popular. Heels must balance up with fore 
parts, and a buyer with good taste is not apt to go 
wrong in this particular. 

There is not much to say about the width of toe and 
length of vamp. 

Toes vary somewhat, but neither extremely wide nor 
extremely narrow toes seem to be given much consid- 
eration—just good medium toes with vamps running 
three to three and a quarter inches. 


Welt Soles 


The heavy, sturdy welt sole types in both straps 
and oxfords that prevailed a year ago have been, to a 
great extent, replaced by closer edges and lighter ap- 
pearing footwear. 

In oxfords, beautiful effects are created by using 
narrow bands of patent over black, otter, beaver, or 
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gray ooze. This same combination of materials is use 1 
in strap with welt soles. 


Types and Types 


Eventually, women are to choose footwear according 
to type. No one style, pattern, color, or combination 
of colors is style, or will -prevail. 

The well-dressed woman may wear one of a hundred 
different kinds of footwear and still be in fashion. 

She should choose—or the salesman should choose 
for her—according to her personality and her habits of 
life. 

Truly, “Fashions, like food, must be properly assimi- 
lated, and only such of them as agree with one’s indi- 
viduality should be attempted.” 





Chairman McLaughlin Estimates 
Colonials at 10 Per Cent for Fall 


Cincinnati (by telegraph before press closing)—The 
fall season has opened up in the Queen City with no 
great gala of new styles. The majority of new patterns 
introduced show little modification from those that 
have sold well throughout the spring and summer. More 
to indicate the advent of the new season than anything 
else, the larger downtown stores have been showing a 
few selected Colonial patterns in the higher grades. 
These are seen in patent leather and satins. Manv- 
facturers are now making up a goodly volume of 
Colonials in medium grades. Some members of the 
trade are of the opinion that they should not be pushed 
this season for fear of jeopardizing their success for 
spring. 

A cuffed boot in patent touched up in colored leather 
is another of the season’s innovations. These have sold 
well in limited volume at ten dollars. The Potter Shoe 
Company, introduced them, and according to the 
manager, Harry McLaughlin, who is chairman of the 
N.S. R. A. Styles Committee it was more with the idea 
of having something new to show than anything else 
that he bought them. He does not feel that the demand 
for boots of any type will be good for fall. And he says 
the sale of Colonial’s will make up no more than ten per 
cent of the ladies’ business for fall. 


Nui Brown and Black Lead 


Straps and oxfords, he thinks will continue to make 
up the bulk of the business. He finds that nut brown 
and black will be the leading colors, that patents, 
satins, brown and black suedes, also kids will be good. 
For early fall dress-wear satins in one strap effects are 
already moving well. Satins with brocaded quarters 
are in greater favor. Later in the season style leaders 
here expect suedes to have a very strong call. Suede 
oxfords are already being called for. More ornaments 
and buckles are in vogue. Louis heels are back in their 
old time popularity. 
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MILWAUKEE 


Agricultural Exposition Booms Business 


Retail Shoe Merchants “Dress Up’ Windows and Interiors 
with Initial Showings of New Fall Lines 


OOT AND SHOE business in Mil- 
B waukee underwent a marked stimu- 
lation during the week, which was the 
occasion of the annual Wisconsin State 
Fair, held August 28 to September 2 at 
West Allis, a suburb. The big agricultural 
exposition and its numerous features, 
including the annual Fall automobile 
show, brought thousands of visitors to 
Milwaukee. As usual, these visitors took 
advantage of the occasion to make their 
annual fall shopping trips to the metrop- 
olis, in consequence of which the retail 
merchants of Milwaukee did a thriving 
business. 


Latest Showings Attractive 


While each Spring Milwaukee retail 
merchants conduct a concerted spring 
opening of elaborate character and wide 
magnitude, they depend mainly upon the 
State Fair to furnish the setting for the 
initial showings of Fall and winter 
merchandise. So it was this year. Shoe 
shops all over the city presented beautiful 
display windows and interior displays 
featuring the new Fall lines. These 
proved to have a distinct appeal, both 
from the standpoint of beautiful display 
and attractive merchandise. 


Rush on Juvenile Goods 


With the reopening of schools scheduled 
for Tuesday, September 5, shoe merchants 
have been stressing boys’ and girls’ 
footwear for the past week or two, with 
a fine degree of success achieved in 
marketing juvenile lines. This year the 
season has produced a rather broad 
market, embracing not alone “school” 
shoes, but finer footwear for the social 
activities of the pupils of the upper 
grammar grades and the students of the 
high schools. The present week is 
generally declared to have been one of the 
most active in juvenile merchandise in 
more than a year’s time. 


August a Good Order Month 


Milwaukee boot and shoe factories and 
the hosiery concerns as well, report an 
excellent month of orders and production. 
In the aggregate the number employed in 
these industries was larger than at the 
end of July. Three or four large shoe 
factories have been operating virtually at 
capacity and report bookings as very 
satisfactory. The outlook, especially 
with respect to production, has been 
improved! by the better assurance of an 
adequate fuel supply, but the railroad 
labor trouble has caused much impatience, 


if not actual worry. There are some 
delays in getting materials and placing 
goods into customers’ hands, but the 
situation is not as serious as it might be 
expected to be. 


Local Market Broadening 


Milwaukee boot and shoe merchants 
find much comfort in figures compiled by 
the postmaster, showing that letter 
carriers in Milwaukee now make 106,350 
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stops each trip, while at this time in 1921, 
the number of stops was 101,714, and in 
1920, it was 99,574. .It has been ascer- 
tained that 133,000 families are served, 
due largely to the fact that in many 
instances housing conditions make’ it 
necessary for several families to occupy 
the same dwelling’ or apartment. The 
figures are regarded as indicative of the 
rapidly broadening market for Milwaukee 
retail merchants in boots and shdes 43 well 
as other. wearing apparel. 
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Frank Jennings is Back 


Frank B. Jennings, for seven years 
advertising manager of the three large 
Schuster department stores in Milwaukee, 
who for eighteen months has been director 
of sales and advertising for Davidson 
Bros. Co., Sioux City, Ia., is back in 
Milwaukee. On September 1 Mr. Jen- 
nings assumed duty as advertising man- 
ager of the Milwaukee Paper Box Co., of 
which Walter C. Carlson is president and 
general manager. 


Pioneer Repairer Passes 


George F. Stroebel, for thirty-seven 
years proprietor and manager of the 
Famous Shoe Hospital at Broadway and 
Wisconsin Streets, Milwaukee, died Aug- 
ust 19 at the age of 52 years. When only 
a youth Mr. Stroebel opened a small 
cobbler shop which grew to large propor- 
tions, always occupying a location at this 
intersection, although not always in the 
same building. 


Opens Southwestern Branch 


The Menzies Shoe Co., Fond du Lac, 
Wis., which early this year opened a New 
England branch office and warehouse in 
Boston, and shortly afterward established 
a second branch at Portland, Ore., for 
Pacific coast trade, has opened a third 
branch at Dallas, Texas, to serve the 
Great Southwest. W. T. Jackson has 
been designated as manager. The Menzies 
factories in Fond du Lac during August 
averaged an output of more than 4,400 
pairs a day, compared with 1,195 pairs a 
year ago. The factory was originally 
opened April 11, 1921. Unfilled orders at 
the end of August amounted to over 
280,000 pairs. 


To Enlarge Place Tannery 


The W. B. Place Co., Hartford, Wis., 
tanner and leather manufacturer, has 
completed plans for erecting a_three- 
story factory addition, 60x62 feet, in 
order to provide more adequate facilities. 
The business was established on a small 
scale in 1866 and is now one of the leading 
specialty tanning concerns in the Middle 
West. 


Dostal Store To Close 


Frank Dostal, 1210 Douglas Avenue, 
Racine, Wis., has announced his decision 
to retire from the retail shoe business and 
is closing out his entire stock. 


Pays Tribute To Ideal 
The Milwaukee “Tribune,” in its issue 

this week says: {“The Ideal Shoe Mfg,.Co 
1115 Fourth Street, making high grade 
children’s shoes, attributes its rapid 
expansion to the high quality of goods it 
ménufactures, but at the same time gives 





112 


due credit to the modern conditions under 
which employes are working for the 
maintenance ‘of high quality standards. 
President Charles Ortgiesen says: “The 
frame of mind of our employes is reflected 
in our merchandise, which enables our 
company to enjoy wonderful success.’ ”’ 


Opens Electric Shop 


Fred L. Koby has opened a new shoe 
repair shop in the Arnold building at 
Kiel, Wis. The equipment is of the 
latest type, electrically operated. Mr. 
Koby is a veteran in the repair business 
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and the establishment of the shop gives the 
village of ‘Kiel and yicinity some much- 
needed service facilities. 


Columbus: Merchants Elect 


The Retail Merchants Association of 
Columbus, . Wis., has just completed 
its first year of active work and launched 
a second year with Lloyd Sharrow at the 
helm as president. Robert Caldwell has 
been elected vice-president; C. A. Miller, 
treasurer, and William Wohlfeil, secretary. 
Directors are: E. W. Pratt, W. F. Damler 
and A. H. Proctor. 





CHICAGO 


Business Straws Show Which Way Trade 
Winds Blow 
Autumnal Improvement in Business Indicated by Bumper 


Crops and Other Trade Producing Factors 
—Local Plants Busy 


VERY WHERE throughout the Chi- 

cago district signs point to bigger 

business this autumn and general business 
conditions continue to improve. 

Assurance of bumper crops, building 
on a large scale, settlement of labor dif- 
ficulties, resumption of coal mining and 
higher wages for steel workers, all tend 
toward a greatly increased buying power 
and make for greater prosperity. 

Maturing crops are unusually good, 
this fact producing a feeling of security in 
the minds of the farmers generally and a 
willingness to buy, which has a corres- 
ponding effect on retail merchants. 

Announcement of 20 per cent increase 
in the steel workers wages, effective 
September Ist, will affect more than 25,- 
000 workers in the Chicago and Calumet 
steel districts, and money in the pockets 
of the workers means money in the cash 
registers of the merchants. 

There is every evidence that the steel 
industry is “coming back” which, in 
this district, is a pretty good indicator of 
business generally. 

Chicago ‘actories are all busy at the 
present time and in some cases they are 
sold ahead for a considerable time. 


Shoe Orders on Increase 


Orders from shoe salesmen on the road 
are increasing, and so are the numbers of 
buyers in the local market, due largely to 
the near approach of the fall season and 
the good yield of crops throughout the 
country districts, resulting in a feeling of 
prosperity and increasing demands for 
mer handise on the part of consumers. 


Improved collections and reduction of 
stocks are reported by both road men and 
buyers. 


A steady improvement is looked 


for in both wholesale and retail shoe 
business. 


Retail Business Good 

Weather conditions have been most 
favorable the past week, the first few days 
enabling the retail merchants to work off 
summer merchandise, while by the end of 
the week the crisp bright days were quite 
productive of keen interest in the new fall 
models. Volume of business has been good 
and a brisk fall business is anticipated. 


Big Fall Style Showings 


A decided interest has been evidenced 
in the new fall showings due no doubt to 
the few crisp days which have followed 
the extreme warm spell and, no wonder, 
for the fall styles are surely worthy of 
notice. Patent leather predominates in 
the displays as well as in the demand from 
the consumer and is shown in an infinite 
variety of styles and patterns. There are 
patents in plain straps, in fancy straps, in 
combinations of beige ooze, in combina- 
tions with satin or brocade, with colored 
stitching or with no stitching, with cut- 
outs and inserts. However, many retail 
merchants look for a waning in popularity 
of the cut out and much strapped patterns 
as the cooler weather arrives. 

Satins a Second Favorite 

Satins are second in popularity; in some 
cases leading in the dressier models. Quite 
a considerable number of browns are 
shown in the dressier satin models. Buckles 
are shown to a great extent. on the more 
elaborate pumps and slonials. Colonials 
both in walking types and the dressier, 
befrilled, models are gaining in popularity. 
The tendency toward higher heels is very 
much in evidence. 
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Juvenile Departments Busy 


The near approach of school days is 
bringing home to many mothers the neces- 
sity of buying footwear ‘or the small folks. 
of the family.* Juvenile departments have 
been very busy as a consequence and the 
heavy demand is being felt also in the 
wholesale and jobbing houses of children’s 
footwear. 


Are Boots Coming Back? 


Will boots come back? This is che ques- 
tion beginning to take form in the minds of 
the shoe men. Some there are who insist 
that the low shoe is- with us to stay, while 
others look for a demand for high topped 
boots with the arrival of the first cold, 
rainy fall days, which will grow into a 
considerable demand as the colder days 
come with snow and icy blasts. 


Some High Shoe Arguments 


True it is, that after several seasons of 
wearing low shoes almost exclusively the 
average woman finds her ankles notice- 
ably larger. To keep them slim and trim 
the wearing of high boois through the 
winter months is an aid. A good many 
women are beginning to realize this fact 
and will welcome the recurn to favor of the 
high boot. Then, too, there are women 
who have in the past suffered chilly ankles, 
rather than be ovt of style who will down 
in their hearts welcome with open arms 
the protection of the high boot. 

The American woman has grown very 
fond of her comfortable low shoes, with 
perhaps spats for the coldest days, but no 
doubt will soon be following the lead of her 
Parisian sisters. It is believed, however, 
that i. will take something new and en- 
tirely different in the way of style to 
create a popular demand for the high boot, 
for some time, a‘ least until severe weather 
sets in. 


New Shoe Chain Store Opens 


J. H. Kotz, formerly wiih the Feltman 
& Curme Company, has just leased a 
20x100 store at 462 South State Street 
and will open a footwear store as soon a8 
alterations are completed, and another 
chain of shoe stores is under way. Title 
was taken by the Kotz Shoe Stores, Inc. 
Mr. Kotz already has a store on the west 
side of Dearborn, close to Washington. 

The lessors are Otto Scott Schechtel and 
his brother Harry, who leased the entire 
first floor of the Board of Education, 
building a couple of months ago for 15 
years at $350,000 for the term. The area 
is 54x100. These two brothers worked 
their way up from newsboys and boot- 
blacks to be owners of the Scott Clothes 
shop, which they opened on part of the 
first floor of the Board of Education 
Building. 
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Shoe and Hosiery Styles Discussed 


The Sale of Sport Hosiery Not Affected by Longer Skirt 
Tendency—Importance of Store Stock Department 


HE sale of wool hosiery in the local 

stores continues to increase in 
volume. Retail merchants are beginning 
to watch more closely the trend of 
hosiery styles. The shades and textures 
shown for early fall prove that the talks 
of long skirts and their possible effect upon 
the sale of sport hosiery has caused little 
worry. The continued low shoe vogue, 
too, lends further justification to the 
belief of many that the heavy sport. wool 
hose will sell in good volume this fall. 


Growing Demand for Silks 


At the same time many weavers reports 
a noticeable growing demand for silks, 
which does not seem to be cutting into 
the heather business at all. Some whole- 
salers feel that this demand for silks is 
due in a sense to a desire to be prepared in 
case the new skirts should affect the sale 
of sport hoses, and is also due to a theory 
that the new skirts will permit women to 
wear silk hosiery on mild days during the 
winter. Thus it is expected that wearers 
will alternate, wearing heathers on cold 
days and silks on warm days. 


In Doubt as to Colonials 

Though many important members of 
the trade are still doubtful as to the 
advisability of pushing colonial patterns 
this fall, many indications point towards 
their growing popularity as a natural 
sequence in style development. Straps 
have been strong and will continue to be, 
but many retail merchants are reflecting 
the readiness of the public to accept 
something new in style, through their 
early purchases of these new patterns. 
Many of the larger merchants here are 
showing colonials, and colonial strap 
effects, but it is their belief that they will 
not go very strong until next spring. 


Style Predictions by Wiechman 

The monthly house organ of the 
Wiechman Pattern Company, known as 
“Better Patterns’’ states that there is a 
growing tendency in favor of black kid; 
that satin slippers are now considered 
Staples; that in heels 15-8 and 16-8 Louis, 
14-8 and 15-8 Spanish, and 13-8 and14-8 
covered boxwood are favored; that 3 5-8 is 
the happy medium vamp length. It 
states further that the Eastern tendency 
toward narrow toes is not being reflected 
in the Middle West; that colonials in new 
patterns, with vamp and tongue in one 
piece and goring under the tongue or at 
one side, will be good sellers for fall? 
It further states—‘‘Not much importance 
is attached to the new side button oxford 
with cutouts in the front and at the side. 


Don’t expect much of a showing from 
Russian boots. For evening wear, black 
velvet and gold leather trimmings are 
being utilized to excellent advantage.” 


Edward Orr Addresses 
Potter Group 


The August 15 morning meeting of the 
Potter Shoe Company’s employees and 
officials was conducted by Edward C. 
Orr, the youngest son of J. P. Orr. During 
the past few weeks Mr. Orr has been 
working in the stock department. He 
therefore dealt with the subject of the 
stock room and its relation to the other 
departments of the store. He said in 
part: “First it is the receiving and 
marking place of all the shoes that come 
into the house. Second: It acts as a 
feeder to all the selling departments. In 
the first function only the stock-room 
workers are concerned, but in acting as a 
feeder to the selling departments a great 
many factors enter into the efficiency of 
its workings. 


Politeness and Patience Essential 


First, politeness and patience in calling 
for sizes. Télephone companies today 
make a great po nt of politeness and pa- 
tience, because they know how essential 
these qualities are. Salespeople will agree 
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that. a: polite and patent. customer is far 
more. agreeable to wait .upon than one 
who is the reverse. The salespeople in the 
various departments of a store are the 
customers of the stock department, and a 
pleasant voice when calling for sizes over 
the phone will create a more agreeable at- 
mosphere. Don’t request a size in a gruff, 
superior, or patronizing tone. 


How to Call Sizes 


Second, when calling sizing, call all four 
numbers. This will eliminate 90 per cent 
of the inefficiency and lost motion. Third, 
when calling for a size, call for the size or 
the nearest one thereto, and thereby 
eliminate a second call. Fourth, a slate 
should be placed near the phone in each 
department, so that when a certain size 
is out it can be marked up, and thus avoid 
unnecessary calls to the stockroom. 

These suggestions were put into effect 
immediately. 


Each Department Essential 


Mr. Orr stated further: “All depart- 
ments in the store should be considered 
of equal importance, one just as essential 
as another. While each and every one 
should remain loyal to his own depart- 
ment, at the same time no feeling of the 
inferiority of some other section should 
exist.” 

Mr. Orr likened the whole store to a 
cone, with the selling end as the apex, all 
divisions and parts of which are essential, 
and that as soon as you decrease the effi- 
ciency of any one section, the store as a 
whole is injured and its ultimate aim 
impaired. 





CLEVELAND 
Fall Trade Prospects Excellent 


August Sales “Slowed Up” Some as Compared to July, but 
the Volume Is Better Than a Year Ago 


HE month of August came to a close 
with merchants looking forward to 
a revival of business. 

Sales in August slowed up some as com- 
pared to the previous month, and that 
always is to be expected. But the August 
of 1922 was a good month when compared 
to August of 1921. It was in July a year 
ago that the decline struck this’city in full 
force and the shoe stores suffered with 
the rest of business. 

There has been no such happening to 
affect August this year, and some mer- 
chants say that the seasonal decline in 
trade was not so violent as was expected. 


Clearance Sales Help 


In spite. of the tendency of the consu- 
mer to hold off, the merchants, helped 
along their sales considerably with clear- 
ance specials. In the latter part of the 


month, the women came trooping into the 


stores with children to be outfitted with 
school shoes and that helped some. Then 
there was quite a delegation of buyers 
from the women who like to be the first to 
appear in public with their feet encased 
in the latest fall model. 

Some of the stores visited stated that 
they had cleared out their stocks of sum- 
mer goods by the middle of August. These 
merchants, as.a.rule, started their white 
goods sale campaign early last spring and 
stuck at it right through the months that 
followed. In some other stores it was 
stated that light stocks of white shoes and 
sports were on hand. 


House Cleaning Has Been Thorough 


The general indications in the last week 
of the month were that the Cleveland 
merchant has been successful in clearing 
his store for the fall and winter trade. 
There were several; special sales in the 
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downtown stores, but sports and whites 
in odd sizes and lots were all that were 
advertised. When a merchant gets down 
to that basis he has done about as well as 
may be expected under modern mer- 
chandising conditions. 


The New or Old Galosh? 


What's it going to be: the new Galosh 
models or the regulation four-buckle 
galosh, this winter? Cleveland merchants 
are speculating about the chances of the 
two models. 

This city in past winters has probably 
had a larger sale of the four-buckle ga- 
loshes than any other in the country and 
the query is whether the model has out- 
lived its usefulness. 

The big rubber companies are now 
making a drive to get the Pavlovo or 
other new models into the stores and the 
merchants are buying them, but they also 
are stocking up pretty well with the old 
favorites. 

Tests that have been made would indi- 
cate that the conservative women of the 
city will stick to the old reliable galosh, 
and that the flapper class and the flashy 
dressers will prefer the new models, thus 
giving both models an excellent sale. 


Testing the Public 


How does the merchant ascertain what 
models are going to sell? 

The Chisholm stores in this city have 
been good guessers in the past and they 
utilize the slow period of a season to get a 
line on what the trade will want. 

For instance, i* a woman comes into 
the store at the tail end of a season and 
the salesman has time to spare, he goes 
to the shelves and hauls down one or more 
of the new styles that have been laid in. 
He tells her that this is one of the models 
purchased for the new season and seeks 
her opinion about it. Then he exhibits 
another model and asks the woman to 
state which she admires the most. Such 
a campaign carried on for a week or two 
with several hundred participating, gives 
a line on likes and dislikes that has been 
of inestimable value to the company. 


Black a Popular Color 

As the summer receded and the advent 
of fall approached, black as a color in 
shoes became more and more popular. 
The weather has been good in the last 
days of August and that influenced the 
sale of patent leather and satins. The 
dressy model in shoes has been a better 
seller than has the serviceable oxford of 
heavier leather, | But withthe advent of 
colder’ weather all this is expected to 
change. 

The average merchant here is backing 
the black shoe to be a better seller than it 


was a year ago when the tan and brown’ sons ahead. A lattice instep in black 


shoes had the lead. Patents also are 
figured to “go big” through the two sea- 


patent has proved te be an unusually big 
seller. 





COLUMBUS 


Fall Styles on Display 


State Fair Week, August 28 to September 2, Stimulates 
Public Buying—Miners Clean Out Merchants’ Shelves 


LL the down town stores have 
arranged their displays so that 
the new fall styles will be shown very 
conspicuously during State Fair Week, 
August 28 to September 2. While this is a 
little early for the general sale of this 
coming season’s merchandise the retail 
merchants point out that many of the 
visitors to the fair take this opportunity 
to buy their fall wearing apparel while in 
the sight seeing mood, and many visitors 
make this the shopping season for fitting 
out the children preparatory to com- 
mencing school. 
Retail trade the past week has been 
about on a par with a year ago. Mer- 
chants expcet that the real fall demand 
will come with the beginning of September. 
Straps in patents, in plain black and in 
two tone effect is expected to be good 
sellers for early Fall wear. Oxfords are 
expected to follow with the coming of 
cooler weather. Trade in men’s, boys’ 
and youths’ departments has been slow 
the past week. 

With the miners back to work in Ohio 
coal fields, merchants in mining towns are 
now buying footwear for Fall in large 
quantities, practically all the merchants 
in these towns’ had cleaned out all the 
desirable merchandise they had on hand 
several months ago and are now buying 
entirely new stocks. 


A New Chain Store 


A new chain store is to locate in this 
city in the near future, Feltman & Curme 
Shoe Stores Company, Inc. acquire lease 
on store room in Lazarus block, first room 
north of the F. & R. Lazarus & Company 
on South High Street, which is now 
occupied by the United Dollar Stores 
Company. The present occupants of this 
room will vacate at once and the new 
leasees will install a new front and 
remodel the interior to suit their business. 
No definite time is set for the opening of 
this new store, but it will take place as 
soon as all neccessary improvements can 
be made. 


Ohio State Council Formed 


Ohio retail merchants in session at 
Athletic Club recently placed their 


endorsements on Ohio State Council of 
Retail,»Merchants by electing as tempor- 
ary officers Fred Rike, of Rike-Kumler 
Company, temporary president; Fred 


Lazarus, Jr., of the F. & R. Lazarus 
Company, temporary secretary-treasurer, 
and George V. Sheridan formerly publisher 
of the Springfield Sun, executive director 
and in full charge of the organization 
work. 

A Trade “Cleaning House” 

This organization will include in its 
membership five existing state associa- 
tions representing various divisions of the 
retail field and will operate as a clearing 
house for those associations, each of 
which will retain its seperate entity. 

The five associations which united in 
forming the council are: the Ohio Retail 
Dry Goods Association, the Ohio Retail 
Clothiers’ Association, the Ohio Furniture 
Dealers’ Association, the Ohio Hardware 
Dealers’ Association and the Ohio Valley 
Retail Shoe Dealers’ Association. 

James Orr of the Potter Shoe Company 
and President of the N. S. R. A. was 
elected one of the directors of the new 
association. Permanent officers will be 
named at an orgainization meeting, to be 
held in Columbus in October. 





Des Moines Notes 


Unique Mail Order Plan 
Successful 


Robert Sturgeon, manager of the El- 
well-Field Shoe Company, has undertaken 
a novel plan to reach the men of the city 
and surrounding territory. To each man 
a letter is written on the margin of which 
are cuts of seven pairs of men’s shoes ip 
different styles and lasts. 

Each pair sells at the uniform price of 
$10, and in the letter, Mr. Sturgeon points 
out in a concise and convincing manner 
why $10 is the logical price to pay for a 
man’s shoe under present conditions. The 
letter has no letterhead on it but is made 
up to resemble very closely a personal 
letter. Nothing is printed on the envelope 
except the return address, 504 Walnut St. 
—Des Moines, which is printed cn the flap 
as in the case of a personal letter. ‘This 
method of reaching men has been quite 
successful,”” says Mr. Sturgeon. “Last 
year when we first tried this out, we found 
these letters being brought in several 
months after they had been sent out. The 
men marked a particular shoe and then 
came in when they needed the shoes.” 
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SAN FRANCISCO 


The Fall Styles Situation 


Black Ooze Shoes Make Good Accompaniment to Gowns of 
Clinging Materials—Seventy Per Cent of the 
Women Want High Heels 


peaking of the present trend of 

styles, in San Francisco, J. E. Flem- 
ing, manager of the Emporium’s shoe 
department, said: ‘“‘Seamless pumps and 
plain opera pumps are in demand at pre- 
sent. In our opinion, however, Colonials 
are going to have a bigger demand than 
any other style, judging from the present 
outlook. We also feel that the combina- 
tion of leathers is going to be in shades 
that blend, instead of being in violent 
contrast. Styles are rapidly toning down. 
Black ooze is going to be exceptionally 
good. All the new dress material is of 
crepe, and this effect looks well with 
black ooze. Plain black ooze, with strap 
or tongue effects and jet ornaments, will, 
we believe, be very much worn for dress 
occasions. High heels are coming back 
strong. Louis heels are now in demand 
by 70 per cent of the women who want 
shoes for dress.” 


California’s Directors Meet 
September 18 


A meeting of the Board of Directors of 
the California Shoe Retailers’ Association 
will be held in San Francisco on Septem- 
ber 18, according to present plans. Mel- 
ville Kaufman, Secretary-Treasurer of 
the organization, stated that among 
various matters of interest to be con- 
sidered will be the consideration of ways 
and means for enlarging the membership 
of the Association. It is expected that 
Chester Herold, of San Jose, the President, 
will be in the chair. 


“Al Katschinski Convalesc- 
ing 

Wide-spread concern was caused by the 
news that Al. Katschinski, when riding 
in Golden Gate Park with his ten-year old 
daughter, on August 20, had been injured 
in a horseback accident. The horse that 
Mr. Katschinski was riding fell, tried to 
rise, and fell again, but fortunately Mr. 
Katschinski, who is a good horseman, 
escaped without very serious injury. His 
back and right hand were so much hurt 
that he was confined to bed for several 
days, but was expected to be able to 
return to his desk before the end of the 
week. Al. Katschinski is president of the 
California Shoe Retailers’ Association. 


Regarding Philadelphia Shoe 


Store Folks 


B. K. Katschinski, founder of the ori- 
ginal Philadelphia shoe store in San 


Francisco, is expecting to leave for the 
East shortly, with Mrs. Katschinski on 
the first lap of what Mr. Katschinski 
states may be a tour around the world. 
The firm expects to start building the new 
store on October 1. The structure, which 
will be used exclusively by the Philadel- 
phia Shoe Company, will be finished 
before the end.of February and opened 
about March 1. 

A. Cantrowith, buyer for the women’s 
and the men’s departments of the Phila- 
delphia stores is in the East. 

Mrs. M. Hayes, head of the findings 
department, has just returned from a 
vacation on the Russian River. 


New Hamilton Store 


Alexander C. Hamilton, of Hamilton 
Inc., Los Angeles, is manager of the new 
exclusive shoe. store for men which the 
firm opened at 826 Market street on 
August 12. The store runs through to 
Ellis street where it also has a good front- 
age. Speaking of his lines, Mr. Hamilton 
said: “We are handling Stacy-Adams as 
our lead, as well as M. A. Packard’s and 
Forbush shoes. This is getting to be a day 
of specialties and we believe that at no 
time have men followed styles quite so 
much as they do now. In fact, when you 
get down to it, men are growing to be 
quite as fussy as women are about their 
shoes.”’ 

Hamilton Inc., which has two shoe 
stores in Los Angeles, has made an appeal 
to men of taste by arranging its San 
Francisco store in a very attractive style. 
The style is Jacobean, with old English 
oak fixtures, etc. The windows are 
separated from the store by leaded glass 
and the window space, arranged in three 
terrace-like display spaces, is attractively 
finished in cane and old oak screens, fix- 
tures, etc. 


A New Hanan Shoe Store 


The task of attending to the opening of 
the new Hanan shoe store at 737 South 
Broadway, Los Angeles, has been absorb- 
ing so much of H. A. Ballentine’s time 
that he is still in the “City of the Angels.” 


R. S. Bierce, who is attending to the 


management of the Geary street store 
here, during Mr. Ballentine’s absence, 
stated that the Los Angeles establishment 
will open as a Hanan store on September 
1. The Geary street store.has just fin- 
ished a very successful sale and: will open 
the season with new fall styles'on Sep- 


’ Redwoods. 
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tember 1. Mr. Ballentine planned to 
remain in Los Angeles for the opening. 


Marooned in the Desert 


Stock intended for the new shoe de- 
partment of Roos Bros. outfitting, store 
for men on Montgomery street, was 
stalled somewhere in the desert, owing to 
the railroad strike. It was hoped that the 
goods would arrive in time for-an opening 
very early in September. 


New Hosiery Department 


Sommer & Kaufman’s new hosiery de- 
partment has been opened very success- 
fully. Special show cases display new and 
exclusive styles, with handsome stock- 
ings to match. The firm has just con- 
cluded a very successful semi-annual sale. 


White House Has Fashion 
Show 


Stunning girls, modish gowns, and the 

latest styles in footwear marked the 
Fashion Show of the White House. The 
sessions of the show were packed with 
interested women. Harry Gibson, mana- 
ger of the White House shoe department, 
stated that he has been selling a great 
many shoes in Colonial styles, as a direct 
result of their display at the fashion show. 
Silver and other metallic brocades worn 
by the Style Show bridal party also 
aroused much interest. The department 
is featuring some very fine boudoir slip- 
pers, lined with gold kid and custom- 
made in Brooklyn from White House 
brocades. 
Harry Gibson is leaving, with Mrs. Gib- 
son, for a motor vacation in the Northern 
Later, they expect to visit 
Los Angeles. 


Schaefer Reports Optimistic- 
ally 

Manager Schaefer, of the Florsheim- 
Schaefer Shoe Company, has just returned 
from a trip to the factory at Chicago. 
Speaking of this he said: “I found the 
factory very busy and attended a meeting 
of the store managers, held there. All 
reports on business conditions throughout 
the country represented things in a satis- 
factory condition. It was the consensus 
of opinion among the store managers, 
that oxfords would be worn very exten- 
sively all over the country by men.”’ Mr. 
Schaefer added that his stores had just 
ended, sales which had practically cleaned 
out the shelves, thus making way for the 
new stock coming in. 


Golden Gate Brieflets 


G. O. Allen; of the Bootery, stated that, 
judging from the present indications, 
business for fall will be good. 

H. G. Brisbin, manager of the Walk- 
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Over stores, said that business with that 
firm’s San Francisco stores is greatly 
improving. 

Henry Whatley Jones, formerly of 
Ogden, Utah, has opened offices in the 
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Pacific Building where he is representing 
the following manufacturers:—Scheiffele 
Shoe Manufacturing Company, Cincinnati 
and Plant-Butler of Cincinnati. He is 
located at the Belleview Hotel. 





PITTSBURGH 


A Campaign for Low Shoes 


Retail Shoe Merchants Emphasize the Popularity of Low 
Shoes as Year-Round Sellers 


T the latest meeting of the retail 

shoe merchants the seeming popu- 
larity of low shoes was dwelt upon as an 
all-year commodity, and several of the 
dailies, which were represented at the 
meeting, ran feature articles on the sub- 
ject. The result of the publicity, according 
to some of the lea ders in the industry here, 
will not do so much toward spelling the 
doom of high shoes, as to educate and 
revive interest in the public. However, as 
a result of the low shoe campaign most of 
the merchants are laying in a supply of 
men’s oxfords to meet an expected de- 
mand for same. 


Women Discuss Footwear 


A recent discussion of footwear at a 
woman’s club caused several of the larger 
stores here to announce that the most 
marked change in fall and winter styles 
will occur in the case of goloshes, and that 
“aristocratic and foreign, particularly 
Russian,” effects will be in demand. 


Within the next few weeks, most of the 
stores will have put them on sale, counting 
on a heavy demand, and little fearing that 
the return of long skirts will in any way 
retard the disposal of them. 


A Grab Sale 


One of the most unusual novelties ever 
introduced in any of the nearby small 
towns was a “grab sale’’ which was en- 
tirely new, at least in these parts. A 
facsimile of the poster distributed an- 
nouncing the sale is a good description, 
and needless to say, the success of the 
idea was most marked. The caption read, 
“Grab Sale Tomorrow Morning’’ and 
continued, “In Moss’ Shoe Store; 200 
pairs of shoes for men, women, and chil- 
dren, and a few pairs of men’s rubbers, 40 
cents. The shoes will be wrapped and in 
boxes with sizes and kind plainly marked 
on the wrapper; no exchanges and no 
refunds.” 





SALT LAKE CITY 


Business in “‘Between Seasons’’ Period | 


Shoes Are Moving a Bit Slowly at Present—Future Prospects 
Look Rosy—A Fall Style Talk 


ITH the usual slump attending a 

“between season” and the unem- 
ployment consequent upon strikes, the 
shoe business here is very quiet at present. 
Stores that were crowded every day a 
month ago are now in the opposite condi- 
tion. Retail merchants, however, are 
optimistic. The crops are excellent with 
a probability of good prices. Merchants 
feel that there should be plenty of money 
in circulation in the Fall if the Govern- 
ment succeeds in settling the labor trou- 
bles before they have done too much 
damage; every one seems to think that 
such a happy and speedy settlement will 
be affected. 

Black satins, black suedes, patents and 
oxfords are likely to predominate this fall, 
according to those who cater to the 
women’s novelty shoe trade. No one ex- 
pects high shoes to return and only the 
more conservative are likely to wear ox- 
fords until late in the season when the 


weather gets cold. Tongue pumps are 
being offered by some of the stores and a 
few have bought ornaments which they 
believe will sell well. 

In regards to men’s shoes the demand 
for brown oxfords with some perforations 
is quite good just now; but it is certain, a 
lot of blacks will be sold a little later on. 


Salt Lake News Briefs 


Buster Brown and Tige are at the 
Aurebach Shoe Department, this company 
being local agents for the Buster Brown 
children’s shoes. The pair are registered 
at a local hotel as "Buster Brown and 
Tige” and providing the children of the 
city with considerable entertainment. 

Several local firms are offering white 
shoes at 75c a pair. 


Fred C. Tiedmann, manager of the 
J. J. Fontius & Sons, local shoe store, and 
Ralph W. Featherstone, head of the Walk- 


er Shoe Department—two of the most 
popular fellows in Salt Lake City shoe 
circles—have gone to Strawberry Lake for 
some fishing. 

Edward Burton, 19, of Ogden, is said to 
be “dangerously ill” as a result of “his 
shoe rubbing against his foot.” Blood 
poisoning has set in, it is stated. 


Late St. Louis Notes 


Creel, Mauldin and Chambers 
Form New Shoe Organization 


Thomas L. Mauldin, Wylie Creel and 
J. A. Chambers announced the formation 
of a new company to be known as Creel, 
Mauldin and Chambers, Incorporated. 
The factory formerly operated by Lund- 
Mauldin Co., at Highland, IIl., has been 
acquired by the new organization. This 
factory has been in operation since 1915 
and operated last year at a $1,500,000 
plant production. The product of the 
company will be men’s dress welts in 
fine and medium grades. The trade mark 
will be “The Mauldin Shoe for Men.” 

The officers of the company will be 
Thomas L. Mauldin, president; Wylie 
Creel, vice-president; J. Z. Chambers, 
vice-president; Louis Koch, chairman of 
the board and treasurer, and Belmont 
Koch, secretary. The firm will have a 
capitalization of $500,000 and the head- 
quarters of the company will be located 
in the Silk Exchange Building, 12th 
and Washington Avenue, St. Louis, Mis- 
souri. 

The incorporators are among the best 
known specialty manufacturers in the 
West and will command a substantial 
volume of business among the shoe trade. 


Lund-Williams Shoe Co. New 
Organization Being 
Incorporated 

The Lund-Williams Shoe Company is 
now being organized with a capital of 
$550,000. Robert L. Lund will be presi- 
dent and B. White Williams, vice-presi- 
dent and sales manager. The company 
will have its headquarters at 11th Street 
and Washington Avenue, formerly oc- 
cupied by the Lund-Mauldin Company. 
They also retain the trade mark used by 
the Lund-Mauldin Company, the “Lun- 
din” as well as the manufacturing plant 
at Vandalia, Ill, which was operated last 
year at a $1,000,000 capacity. 

Herbert S. Rollins, formerly with the 
Diamond Shoe Company, and Leonard, 
Shaw and Dean, will be manufacturing 
superintendent. 

The character of shoes manufactured 
by the company will be men’s fine and 
medium priced welts. Both Messrs. Lund 
and Williams are well known in the shoe 
business and have a prestige in the re- 
tail field that should create a large vol~ 
ume of business throughout the terri- 
tory. 
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stant Comfort. 


“America’s Best Comfort Shoes” 


Plan to get a good volume of your 
Fall business on staple shoes. Many 
women are weary of the rapid style 
changes and want a dressy and com- 
fortable shoe. Start them on ‘‘Con- 
stant Comfort’’ shoes and you have 
made them permanent customers. 






No. 490R 






No. 17R 





No. 490R—Best Quality Black Kid, 714” 


Polish, 118 j oO . io i ‘ - 
Doeteadte —— . So, See No. 37R—Black Kid 64%” Seamless Fctieh. No. 17R—Best Quality Black Kid 8” Polish, 
N 92R—S , 1 9-8 Cat’s Paw Heel. In stock, B, C, E, 13-8 Wingfoot Heel, Imitation Tip. 
fate B, CED Seyte with Plain Toe. een EE.........++0+++- . $3. 25 No. 38R—Same style with Plain Toe. Both in 

“ No. “37 70R—Same Style, Next Geode. In stock, A, B, C, D, E $4.15 
Combination Last Sleementiansintes ‘B Ball, stock, C, D, E, EE A 


A Instep, AA Heel. 


QUALITY orterasna x teow sea SER VICE 


No. 15R A 






No. 28R 
No. 28R—Black Kid 7” Blucher, 12-8 Wing- No. 15R—Black Kid Common Sense Bel, No. 2R—Black Kid, 7” Polish, 9-8 Wingfoot 
foot Heel. 8-8 Wingfoot Heel .......0..-0-0ees $3. Heel, Stock Tip. 
No. 25R— 4 Style in repeat Lace. Both No. 21R—Same Style, Next Grade, toned No. 20R—Same”~ aad in Plain Toe. Both in 
n stock, B, C, D, E $3.15 ON RES Se PSP ree a $2.50 stock, B, C, D,j E $3.15 


ip Dec eweess 


Both in stock, D, E, 


Ault Williamson Shoe Co. 
anufacturers 
Auburn maruecrse mac biccal Maine 


Minneapolis Oftiee Rocce 1 10, Loeb Arcade No..2.So. Fifth St 


The Boot and Shoe Recorder will appreciate your-.méztioning the publication in replies to advertisements. 
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120 STYLES—IN STOCK 


Style 220 Style 341 Style 315 
Style 


a ck Kid Strap, Rubber Cuban Heel, 

Welt $3.75 215—Black Kid Strap, Covered Cuban Heel, 
Z19—Same in Patent Leather without per. 541 isc Satin Beaded Strap, Vamp 15/8 Turn, A-D........usccccceseesseseee: $3.75 
wy ‘Two-Strap, Rubber Cuban Heel, Sanien Theat, Tint, TDs ooccs ciccccacd $4.00 300—Same Style in “Black See $3.75 
Welt, $4.00 «x 3 - 

Similar styles ta Patent, Shenk Satin, ond 343—Same Style, Dull Kid.......... $4.00 pertigg tg A ncepen Kid, Covered aes 


Black Kid One-Straps, covered Heel, = Beaded Styles in Black Satin and Black Kid, 


Similar Styles, McKay : $2. 6 Louis, Junior and Cuban Heels, Turns. . $4.00 308—Patent Strap Junior Heel, Turn. .$3.75 


Send for Catalog High and Low Shoes in Stock 


The Boardman Shoe Company 


564 Atlantic Avenue - - Boston (9), Mass. 














CONVERT YOUR OWN 


Make your ordinary plain pump 
or one strap into the newest, dres- 
siest beaded tongue style by sew- 
ing to the throat of the vamp one 
of our many styles in the 


Mlle. Paris 
Beaded Tongue 


A sample selection sent on request 








A popular model in 
this application of a 
tongué to a strap pump 


FRENCH merepestcihin & leas items x CO. 


922 LOCUST STREET - - PHILADELPHIA 


Dis = 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Skinner's 
Shoe Satin 


922 
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Skinner’s Shoe Satin is made 
especially for use in shoes and is eztra strong. 
It can be depended upon to give satisfac- 
tion because it looks better and wears longer. 





Immediate deliveries can be made on all 
grades. 





*‘Look for the Name in the Selvage.”’ 


: 
- 


WILLIAM SKINNER & SONS Established: 1848 | 


NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 


The Boot and Shee Recorder will appreciate.your. mentioning the publication in replies to advertisements. 
’ ; tries 
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CORRECT SI YLES 





POPULAR 





R1715—Patent Leather Vamp and Quarter, 
Black Suede Wishbone, 16-8 Leather Louis Heel, 
Very Flexible Scle, B-C-D widths $3. 
R1709—Patent Vamp, Brocade Satin Quarter and 
Wishbone, 16-8 Spanish Covered Heel, A-B-C-D 
widths 


R2753—Patent Vam Beige Nubuck Geagom, 
13-8 Cuban Covered Heel, B-C-D widths. . . .$3.00 


NH) Ko 


R506—Same as above 12-8 Military Heel, Rubber 
I Mn 0 os cecnsecccadvosts .$2.75 


READY 
TO SHIP 










R507—Patent Vamp, Nude Quarter, 12-8 Military 
Heel, Rubber Toplift * C-D widths... .. $2.75 
R508—All Patent L eather Vamp ead Quesver, 
Beige Insert, 12-8 Military Rubber Toplift, C-D 
widths..... a $2.75 


R505—Patent Leather, 1 Strap Sliding Buckle, 
12-8 Military Heel, Rubber Toplift, C-D widths Strap, Imitation Turn, 1544-8 
EG 6nONG sccanseweevestcvesoadted $3.65 
R2959—Same as above 14-8 Jr. Louis Heel, 
widths ° ; eee . B-C-D widths $3.65 


R2958—Very Fine Black Sesie, Beaded Vamp and 


Full Louis Heel, 
R509—Same as above, 9-8 Flapper Heel, C-D 
$2.50 


SHOE CO. 


its Name’’ 


NOV ELTY 


** True to 


Novelty Shoe Bldg. 32S. Wells Street Chicago, Ill. 
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A Greater Output 
with the same 


high quality 






We announce with pleasure that we are now 
producing more Duttenhofer Quality shoes 
than ever before in our 34 year of business. 






During the labor troubles we have refused to 
make shoes with inexperienced help. Every 
Duttenhofer shoe turnea out today. reflects 
the touch of skilled workmanship, 
















Our salesmen are in their territories, selling 
their usual quotas. They have.an exception- 
ally fine selection of up-to-the-minute styles 
to offer you, and they will gladly fill your 
needs with Duttenhofer shoes of the high 
quality that their name commands. 
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Write or wire for a salesman 


The VAL DUTTENHOFER SHOE CO. 


Cincinnati, Ohio 


Tr. THE ORIGINAL x 
CWAAY f &) \G 
« S 


















ESTABLISHED 1888 
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What Resiliency Means 
in a Store Front 





Plate Glass in all Kawneer Store Fronts The service value of Kawneer Resilient 
is Held Between the Sturdy but Resilient Grip, Glass Settings has been proven 
Grip of Two Spring Shaped, Solid Copper satisfactory in more than 150,000 Kaw- 
Members. This Resiliency, a patented neer Fronts in the most successful stores. 
and exclusive Feature of Kawneer Glass 

Settings guarantees to the Merchant that If you plan to build or remodel, you 
his Show Windows will give him UT- should investigate the profit building 


MOST SER VICE—that his breakage will value of Kawneer Resilient Store Fronts. 
be reduced to a Minimum. 

The 
Kawneer 
Company 


2013 Front St., 
NILES, MICH 
Please send me your 


rr 
; Book of Designs and fu 
SOLID COPPER parficulars apout Kaw- 


neer Resilient Grip 
Store Fronts. ° 


; Write For This Book of Designs 
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Fair 
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ONE HUNDRED YEARS 
OF GOOD SHOE MAKING 


COSSACK <NANS ENGLISH 


BOOTS SANDALS 


TURN AND WELT LOW-CUTS 
ESPECIALLY DESIGNED FOR 
THE COLLEGE GIRL 





Now 
in Stock 
No. 234 Welt 2-Strap <NANS No. 134 Turn 2-Strap 
Gun-Metal Vamp Tanyop® Priscilla Sandal 


Grey Suede Quarter $3.75 


L. B. EVANS’ SON COMPANY 
Women’s and Girls’ WAKEFIELD, MASS. w Getae Neat 


Catalog No. 19 


Full Kid Lined $3.25 





Boston Office: 110 Summer St. 























EMAL RN. NAUMAN aa ll 





‘None Better Made 


And They Are In Stock 


zr 
66 99 
rt A”Grade 


Fairy 101—Children’s Wedge Heel, C-D ,4-8..$2.25 TRADE MARK 














—er The styles shown here are our finest product. We have 
Grade properly graded them “A” and we do not object to the 
most rigid scrutiny or most careful comparison. 


Like many of our lines these numbers are ready for im- 
mediate delivery. They are shoes suited to the needs of 
your most critical customers, and yet they are reasonably 
priced. 


Grieb Shoe Mfg. Co. 


All Russia Calf Button—Regular Cut 309 Arch Street oe oe oe Philadelphia 


Tura 
Fairy 103—Children’s Wedge Heel, C-D, 4-8..$2.20 Factories: Annville Pa., and Palmyra, Pa. 
The Boot and Ghee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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| No Timidity in Bat 

aes } o 2 ge . 

i GINCE timidity, or ‘‘conservatism,”’ ceased to be 
ye a handicap in the designing of Men’s shoes, 
fe Bates style-building has been setting some new 


uae 
pod) d46 


and widely-approved marks. 


= 


oe are | 
DK tere od 
essa eb 


a5 + en) a4 
ea h i snap rom terete oe 


We pattern Bates Shoes the way the successful 
dealers wants them! We design new models the 
way consumers like them! 


4 . : 
Asiclu eciw ik « 


Somebody had to put posstive snap into men’s 
shoes to restore virility to the men’s business. 
We accepted the job——and the opportunity—and 
the notable expansion of the Bates business among 
the best dealers in the country is the result. 


Di prapetes Ai 37 





Nowadays when we build a new Bates style we 
do it with oureyes open. We dig hard for a good 
idea, and in getting it we don’t scorn the help 
and advice of the prominent ‘retail dealers with 


whom we work. 


Hence, Bates fashions for men today are genuine 
fashions; they bring sales action into every store 
that sells them, and they are producing turn-over 
results for our dealers and ourselves that are 
highly interesting when set forth in actual figures! 


A. J. BAT = COMPANY 


WEBSTER - - - MASSACHUSETTS 
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TAL baad - 


A Brand New g (e—_— 


Bates 
Idea 








No. 2024 


Gallun’s No. 3 Norwegian 
Calf. Gable edge with 
heavy rope stitching. 

Special fittings throughout. 






~*~ 
“~~ 
el 
--* 










Syme map dees) 
er a 


Take a look at Bates style 2024, our Rue Main ae 
last, as shown here. This Fall and Winter boot, oe 
made in the best way possible, has already carved i” 
its own success. And there are others! fe 


nw hs, 


These Bates Shoes are going every day to dealers 
all over the country whose names and reputations 
mean much in the world of shoe retailing. 


Lome 
’ Sheen b lera ee th ¥ 


If you give us opportunity, we'll tell you and show you much more about Be: 
the success of the Bates idea E : 

A. J. BATES COMPANY. i 
WEBSTER - - -  - MASSACHUSETTS i | 


iin a . iantlogme ORES NS Oe 
— —T? a a a : 
tity Ss aes 
— smd egy +S anes conpeantameapamhate Zny ~~ a 
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THE IDEAL BOOT 
For Hunting 










This WOC-O-MOC is made for 


woodsmen and hunters who desire the 





very best. It is made from genuine im- 
ported veals—soft, flexible and tough. 
The WOC-O-MOC pattern prevents 
ripping over ball of foot. Thoroughly 
waterproofed. 








No. 3876—Men’'s Chocolate Chrome Waterproof 
Veal. 14 inch. Bellows Tongue, Klondike eyelets, 
double waterproofed sole. Woco last. 





No. 9 
_ Wing 


Stock 6-11, EE. To order, 5 to 12, B to F. port, 


Other similar styles same pattern and last, in 5, 8, 


10, 12 and 16-inch bools 


Send for Illustrated Catalogue 


G. H. BASS & CO, Shoemakers Wilton, Maine 


——<—$<$_<$_———_—_— " 


a 
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No. 930. Black Kid Oxford, 13/8 Goodyear 
_ Wingfoot Rubber Heel, Metal Arch Sup- 
port, No. 118 Last. 

























i 
—_ 


hee 


—— 


ah tee: : re Py. ™ 


O meet the insist- 

ent demand for 
corrective footwear we 
present these two Arch- 
Solace Oxfords. Made 
on the quality basis 
that has put this line 
in a strong position 
with the trade for 
many years. 





No. ‘929. Brown Kid Oxford, 11/8 Good- 
year,Wingfoot Rubber Heel, Metal Arch 
Support. No. 123 Last. 









NNAANAVULEEE OREO 
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Sport Soles 


because— 


proved the most popular on the market last 
season. Their easy walking and- sturdy wearing 
qualities made a hit with both trade and public. 


Of the hundreds of thousands of DRYDEN 
DOUBLE-WEAR SPORT SOLES then in use, 
less than 1-100 of 1 per cent were defective. 


This season their popularity will be redoubled. 
The already large list of leading shoe manufac- 
turers using DRYDEN DOUBLE-WEAR SPORT 
SOLES will be considerably augmented. 


These soles have no hard knobs to walk on—no 
suction cups to fill with mud. 


Ask the manufacturers’ salesmen to show you 
samples of sport shoes with DRYDEN DOUBLE- 
WEAR SPORT SOLES and HEELS. 
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DRYDEN RUBBER COMPANY 
CHICAGO 


BOSTON — DETROIT — ST. LOUIS 








— 











1929 
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Get In On These 
POPULAR PRICED NOVELTIES 


On the Floor—Ready to Ship 


THESE NUMBERS ARE 
SELLING FAST 















WIRE YOUR ORDERS 
OUR EXPENSE 


TERMS 
3% 10 DAYS 
NET 30 


No. 4207—Black Satin One Strap, Beaded Vamp 
oe Le ig of jet and steel, es Louis Heel, French 
d. € and D widths. . . $3.25 


No. 4208—Black¥Satin One Strap, Beaded Vam 
and Strap of jet and steel. 16-8 Louis H 
French bound, C and » widths... ... . 83.50 





Beaded Wee 
aby Luois L- 


No. 4206—Black Satin One Strap, 
and Strap of jet and steel, “ 
French Bound, C and D widths 


No. 4210—Same as above without iyo 
SGM BP GEES ccc cccccesccsccccssencess $2.50 


No. 4211—Black” Satin Vamp Brocaded Quarter No. 1533—P. Ss 1] 

and Heel, 16-8 Louis Heel, French Bound, Pram D a ps nero ged diay to yee Tee 
tet SRE rages Ab Stage $2.85 and CEE ee a ae $3.50 

No. 4216—Same as above all over Braocade, C No. 1534—Same as above in all black Satin, C and 

CSI 66 0.0. 6¥500+0 vkds och ines s aon $2. 85 iP IE; 6 ulac bB'5% GOs’ s 64s 0 0646 vv-00 $3.50 


DAVE W. SAIFER SHOE CO. 


“*Chicago’s Leading Novelty Shoe House’’ 


37 SO. WELLS ST. “CHICAGO, ILL. 
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POSITIVELY 


More . More Longer 
Comfortable Pliable Wearing 


THAN ANY OTHER SIMILAR SHOE MADE 


Besides, it’s the greatest value in an all quality child’s shoe in the whole children’s shoe market. We could keep 
on telling you for years about its many exclusive features that make this Pied Piper Patented Improved Welt an 
incomparable shoe. But you won't fully appreciate what you're getting for your money until you see the finish, 
the construction, the perfect fitting last. 








So that’s why we want to ship sam- 
ples to you charges prepaid. We 
want to prove our point that there 
isn’t another shoe like it at the price. 


But, if you order and upon receipt 
of the shoes you d>-t find every 
pair as good as the samples, we'll 
take them back and pay express 
charges both ways. 
5 





No. 884—Pied Piper, nce shoe, made in Factory 
s = 


The shrewdest 
buyer couldn't 


ask for more! 


No. 1 of Rueping go Calf—a full grain 
and full chrome mahogany calfskin. Footform 
last, one-piece leather insoles, one-piece leather 
counter, custom twill lining, men’s weight best 
quality oak bend outsoles, leather trimmings, 
spring heel. 


IN STOCK 
All Year Around 


B, C, D ano E WIDTHS 





5’ to 8 8% to 12 A more satisfactory and more profitable children’s business 
can be done on quality rather than on price. 

$ 35 os .65 Pied Piper Shoes, through their splendid quality, are estab- 

lishing new records for fast turnovers in many shoe stores and 

shoe departments. They have actually brought to life children’s 


aS departments that were surprisingly inactive. 
ie S5S—Game as shove in button, D width in Let us send you samples of the new novelties for Fall. We'll 


stock. prepay transportation charges. 


Maiathon Shoe Co. 


WAUSAU, WISCONSIN 
Exclusive Manufacturers of Pied Piper Shoes 


Guaranteed Non-Rip 
STITCHDOWN 


Made in Factory No. 2 Stamped Marathon 


No. 488—Goodyear stitched; no tacks or nails; guaranteed not to rip; 
made of solid ther throughout; Footform it. Mahogany kip 
uppers, oak bend leather outsoles, custom twill lining throughout. On 
a par with the very best stitchdown shoes on the market, yet far 





lower-priced. 
IN STOCK 
5% tos 8% to12 12% to2 
one lift heel one lift heel two lift heel 


$1.90 $9.15 $9.60 
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The live dealer who features Wobst 
Shoes and Slippers is able to meet 
price competition with footwear that 
gives good service in comfort. 


He can make the price that brings 
‘em in. He can give the quality 
that brings ’em back. 




















AWobst Rapid 
Seller 


No. 205—Child’s Choc. Side Bal Lea. Insole Rubber Heel, 44 Dbl. ”™ 

Selle. Gimes CIG-11.. .. occ ccsccccccccccccccccces $2.00 
No. 305—Misses’ as above. 1144-2.........-.---eeeeeeeeees $2.25 
No. 405—Big Girls’ as above. 2}4-6..........0000ececeeeees $2.85 


» Also made in Black Gla zed Kid or Gun Metal. Same price. 


Delivery in three weeks’ time. 


A Pump That Will Speed 
Up Your Turnovers 








In Stock 
Now 


In Stock 


No. 600 


No. 600—Genuine Glazed Kid Comfort Slippers with 
* Cushion Insoles and Rubber Heels. Net... . $1.60 

No. 601—Same as No. 600, except with two straps. 13-8 
ENA ee $1.75 

No. 602—Genuine Glazed Kid Oxford with Leather In- 
soles and 9-8 Rubber Heels. Net.......... $2.00 

No. 606—Glazed Kid Oxford as No. 602, 13-8 Rubber 
ee Pe re $2.00 











Wobst Shoe Co. 


| 411-421 Vliet Street .. .. Milwaukee, Wisconsin 





She Bees cad Give Besecdes Ol agpeeiate. your Seatening Gis PRIS Es vellies to Gireap 
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IVORY HEELS IVORY MID-SOLES 
IVORY FIBRE HEEL BOARD 
IVORY TOP LIFTING 
IVORY WELTING 

RY 


incairaiadririsian teiaiatarinttaaatatatateiaie 
AUGHAN’S IVORY SOLE — 


AUGHAN’S IVORY SOLE 
LEATHER, with an edge of its 
“a own, enhances the trim’ appear- 
ance of any white shoe. The 
y lasting whiteness, struck clear 
Trade Mark Registered through, dispenses with cracking, 
chipping and peeling. VAUGHAN’S IVORY 
needs no paint or spray, for it holds its edge 
until the shoe is discarded. For satisfactory, G2 
attractive white footwear, specify VAUGHAN’S k2 
IVORY SOLE LEATHER. 


GEORGE C. VAUGHAN 


MASS. 











TANNERIES AT PEABODY, 


ww Pe eee ee 


VAUGHANS IVORY 
THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 








Ivory Sole, Heel and Welting 
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Style Flashes Style Flashes 


BROADCASTED 


— BY THE — 


LIVE WIRE HOUSE 


BLEECKER LEADS—OTHERS FOLLOW 


3539—Women’s Patent Colt Colonial Gray 
Suede Tonge with Patent Inlays 13/8 leather 
Heel with Rubber Top Lift. :codyear Welt. 
All Sizes. Widths, A to D. 

4.00 
3540—As_ bove in all Patent Leather. All 
Sizes. Widths, A to D. 


4.00 


NOW IN STOCK 


Always Ready fo Serve seeaene 


LE Win Ved tslel belle bA LLL LALELLLLL 
EECKER SHOE C! ue 

LIVE WIRE HOM ? 

NEW YORK CITY 


BOSTON OFFICE 
214 Essex Street 


P aD ° 
ig Stylist3 
Ma 138-140 DUANE ST. 


PITTSBURG OFFICE 
6017 Jenkins Arcade 
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HERE is a distinct- 

iveness about Stetson 
shoes for women that 
makes them an attrac- 
tive adjunct to any shoe 
merchant’s stock. 


The number of women 
in every community to 
whom they appeal 
makes it well worth 
while to carry the limit- 
ed stock necessary to 
supply all demands. 


Because we carry wom- 


immediate shipment, a 
merchant can do double 
the business on one-third 
the ordinary investment. 


Dept. 5 catalogs are now ready 
to mail. Send for one. 


Ke THE STETSON SHOE 
COMPANY, Inc. 


a South Weymouth, Mass. 








SMART 
SPATS 


FOR | 
FALL 





PRICES 
RIGHT 


LEADING 
COLORS 


acm brisk fall trade, we offer the above 
spat, made from fine Kersey. It’s 
just the thing your women customers 
want. Smartly tailored; strongly sewn; 
durable buttons. And the price places it 
right in your reach. You need it because 
demand will call for it. Get it today. 


Samples and price quotations sent gladly. 


C. R. WHITTREDGE & CO. 


245 BURRILL STREET SWAMPSCOTT, MASS. 








en’s Stetsons ready for | 














OSHKOSH LEATHER TOPS 


Specialize in Fit and Wear 
The only correctly made, close fitting tops 


THE “OSHKOSH” TOPS 
With Wide Back Stay 
Black or Brown 
Prices quoted are for leather measurements 
only. jhen sewed on rubbers, the combi- 
nation measures 244 inches more. Leather 


Laces. 
Men’s © Boys’ Youths’ 
$0.70 $0.55 















5 inch.. ... $0. 

6 inch.. reson re : ae 

CS aaa 1.10 1,00 85 
10 inch.. cocoe BD 1.20 1.05 
ss inch... poegeculce-os 4 1.40 1.25 
A iach...ccccccces ' 

Rs detoctnsent 2:50 } Stock Gussets 


THE ROENITZ SIDE PIECE TOPS 
No seam in back to hurt the foot (See 
Cut). Best Brown or Golden Oak re- 
tanned stock. Rawhide laces. 


Golden 

Chocolate Oak 

Color Color 

Men’s 15 inch......... a 75 $3.00 
Men’s 12 inch......... 2.25 2.50 


Get our prices on the above tops in combination with the black, red, 
white, or black with white sole lumbermen Overs. 

Full line of all kinds of “Wales Goodyear” U.S. Rubber Co. make 
rubbers. 

Exclusive Leather anne. Fone for 25 years. 

Also Mfrs. of the “Oshkosh” Line of Work and Outing Shoes. They 


reduce the cost of living. Write for Prices. 
THE H. C. ROENITZ CO. Oshkosh, Wis. 


Established in 1877 
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Shoes Ready for At Once Shipment 








Johnnie Walker Last Glengarry Last 





Stock No. 593—4 Viking Ox., Heavy S. S., 


. : Stock No. 592—Genuine Brown Scotch 
anges FeaA toD Wits. . Grain, Heavy S. S., Broad Heel, Widths 
Stock No. 493—Black Viking Oxford, i a ane pee $6.00 
Heavy Single Sole. Wingfoot Heel. 

Widths A to D. 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last, Smoked Elk 
Sport Oxford, Gal. FourApron, RedDuflex 
Ribbed Sole and Heel, B to E Wide....$5.50 


Stock No. 310—Sport Last, Tan Box 
Sport Oxford, Tan Box Apron, Red Duflex 
Ribbed Sole and Heel, B to E Wide....$5.85 


Stock No. 312—Sport Last, Tan Box Sport 
Oxford, Brown Cordovan Apron, Red 
Duflex Ribbed Sole and Heel, B to E phe 

* $5.85 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK... ____. CHICAGO 
183 Essex Street -a sno 851 Marbridge Bldg. — 706 Security Bidg. 
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PINGREE SHOES 
“Made Good Since 1866” 


We honestly feel that this is the finest shoe for 
all purposes, made today. 


Rigid support is provided under the arch and the 
heel of the foot, allowing absolute freedom of the 
forepart of the foot and distributing the weight 
equally and properly from toe to heel. 


There is no necessity for any separate arch sup- 
ports being worn with this shoe, for the elements 
have been combined perfectly in its manufacture. 


Properly fitted this shoe will satisfy the most 
particular of your customers, giving a wealth of 
comfort and maximum of wear beside the fact 
that we have eliminated the awkward and clumsy 
toe that so often characterizes shoes of this 





nature. 
RD i os a EE +96 w'o sees ve'oca ee 
ee ee In Stock October Ist 
3A-A OC 6s add. 6-s0 hs aeae 5 Oe 
C-E Sizés 6-12 
Style 111—Black Kid Blucher................. .. - $6.25 
Rubber Heels 
Style 211—Brown Kid Blucher.................. . $7.00 


1% 10 days. Sizes over 11, 50 cents extra 


Patent and Dull Calf 
Oxford 


Here is a fast selling style built on the famous 
Gibson last, that will find favor among the young 
men in your city. 


It carries distinction in every line with its close 


Bevel edge, buffed sole and hair cloth box. os: eee tT 

~~, op one ° Sees +++ 

Flexibility and comfort are emphasized and the D to 
sti ssures perfect fitting. 

hand lasting assures perfec 6 SS ee ee 

In Stock October Ist Style 301—Light Black Calf .....................$5.25 


F. C. PINGREE SONS CO. 


DETROIT, MICH. 














————— 


pe 
38 
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Style No. 740X—Patent Leather Sally, ll ; 
perforations all around, 14-8 Lewis Heel, Substantial 
38 Last, Dime Toe, Widths AA-C, September 





15 delivery from _ Montgomery, hicago, 
Kansas City and Newburyport, code “Joy.” 
Price $5.00 The Correct 


are all made 





outwear any 





Style No. 716X—Black Satin Sally, 14-8 
Louis Heel, 40 Last, Dime Toe, Widths AA-C, 
September 15 delivery from Kansas City and 





tember 15 , ay A Montgomery, Kansas 


Boston, Mass.—179 Lincoln 
Albany Bldg. 


St. 

San Francisco, Calif—v770 
St., Keil Bldg. 

Kansas City 
Sts., 215 Sheidley Bldg. 


Philadelphia, Pa....... 





“SRA ae 





Style No. 693X—Silve rCrystal Cloth Behrl 
AA-D, at once delivery from Newburyport, 17-8 Louis Heel, 45 Last, nickel Toe, 


SFR wn cdee pcbwavetensedes 5 








Mo.—Ninth & Main 
OTHER OFFICES 


Toronto, i laa a aie fe 
Ne in wa kee de 5 cwiew he 


Style No. 722X—Black Satin Eleanor Thetis, eee - -<epaihapanna 

14-8 Louis Heel, 8 ast, ime oe, etroit, Nlic see e eee cece ee erence ences 
Widths AA-C, at once delivery from Newbury- Springfield, ree 

port, Code “Blackbird” ......... Price $4.30 

Style No. 723X—Same in Patent Leather. 

Cee MRE sé ic cccccccccece Price $4.50 





13-8 Louis Heel, 56 Last, Quarter Toe, Widths Style No. 692X—Silver Crystal Cloth Behrl, 


Boston, D dK City, Cod AA-C, at once delivery from Newburyport, at once delivery from Newbury, 
Florin eae is ear Price $6.25 and San Francisco, Code “Merle”. Price $6.25 PRGRNREIN os cccacccenseusd ite 


Correct 





OCCaASIiOnsS 


STOCK 
R N S 


Stylish Comfortable 


DODGE Turn Slippers 


of the finest materials 


and our customers tell us they will 


other turns made. 


Buy the Correct DODGE and your 


customers will get real turn shoes. 


Newburyport, Code “Arlington”. . Price $4.75 

Style No. 748X—Same in White Satin, Sep- Nathan D. Dodge Shoe Co. 
City, New York, rer, Chi ; 

Sods Seg ott Denver, Chicagn sod Sees, Newburyport, Mass. 


IN-STOCK DEPARTMENTS 


St., 416 Chicago, Ill—19 So. Wells St., 310 
Lees Bid 


g. 
New York, N. Y.—108-110 Duane Montgomery, Ala.—105 Bibb St., 


Cotton Exchange Bldg. 
Mission Denver, Colo.—Corner Arapahoe & 
15th Sts., Rooms 414-415 Mercantile 


g- 
Newburyport Mass. 


.....--929 Chestnut St. 

...-115 Browning Ave. 
......-2716 Warren Ave. 
ba Ses oues mh ones sateen Hotel Henry 
......Billinghurst Hotel 
Bancroft Hotel 


IGE 





Style No. 726X—Patent Leather Vamp, Black 
Satin Brocaded Quarter Eleanor Thetis, 14-8 
Widths Louis Heel, 38 Last, Dime Toe, Widths AA-C, 
ort, Code 

ice $5.00 
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BEACON 


THERE ARE NO BETTER 


SHOES 


FOR STYLE—FOR FIT—FOR WEAR 


* Priced Right for 
VOLUME SELLING 


Wef present a few of our stock styles that 
meet the popular demand this fall. They 
are built on a quality basis and Beacon 
stock service keeps your stock sized to 
meet every demand for a profitable turn- 
over 


Sold Branded or Unbranded 


























rl 


Hi LN 


pe eco Br K on oar tbat 
Morocco Calf Bal—Goodyear Wingfoot Rub- own Knicker 
ber Heel. B, 6 to 11. C and D, fet my Nae Heel. B, 6 to 11. 
Price $4.10 


ia 


| 





No. B258—Swag 
Morocco Calf Bal—Goodyear 
Wingfoot Rubber Heel. A, 6 to 10. 
B and C, 6 to ll. D, 5 to Il. 
BE cd cccccccerccceseuses $4.65 


i Ke 


SEND 
FOR 
COMPLETE 


No. B171—Radio No. B5045—Swag 


Wine Knicker Calf Bal—Gvodyear Wingfoot CATALOG 
c D. il. Morocco Russia PR Coote \ heer Rub- 
Rubber Heel. B, 6 to 11. and 5 % 4 ber,Heel. C and D, 5 to Ll. Price. . or 83.50 


F. ; M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 





{Libs iitt) 
Nant 





ma 


Mitr. 








HLL] 


18 South Wells S t. 
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IN STOCK 
for 
Immediate 
Delivery 





Price *5.20 


Stock No. 750 - Stock No. 700 
77 Last 77 Last 
Men’s Black Boarded Magnus Calf, Men’s No. 14 Tan Boarded Magnus 
Single Sole, Wingfoot Rubber Heel. Calf, SingleSole, Wingfoot Rubber Heel, 
a ss. .3 0 2a S si0ivi s PS 
B, C, D . + 6toll B, C, D . aa 





TWO BIG BUSINESS BUILDERS 
Order Now for Your Fall Sale 











J. E. TILT SHOE COMPANY 


512-522 W. Huron Street 
CHICAGO - - - - - ILLINOIS 
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tA ae The Family Favorite | 





Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at a time when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> > > -—> -» > > 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 


Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. > >.> 


oo a Gl ; é : Originated and manufactured exclusively by 

et? ef The Ohio Leather Co. 
E¢- 
G 


6€ % Neee, 


= 
i 
* 





one Ohio Leather (©. 
Girard, Ohio 


Bos. ton 
Ohio Leather (byporation 
39 South St. 


Philadelphia 


Jae 


Ohio Leather G@mpany 
325 Arch St. 


St.Louis 
Arthur §. Patton ather@. 
1602 {ocust St. 


New york. 
Oscay Scherer ge Bro. 
29 Spruce St. 
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Comparative Leather and Hide Prices 
Upper Leather (price per foot) 
Pre-War Peak August, 1921 Today 
Calf, suede top in sbeeengncdedweend $0.32 @$0. = $1.40@$1.50 $0.80 @$0.90 $0.75 @$0.80 
Calf. smooth co , top grade -28 1308 1.50 50 $ -55 45 -50 
Calf, smooth, black, top grade... . -26 38 1.30@ 1.40 45 50 40 45 
Sida leathers, colors, top grade. ... art 4 -22 4 4 1.00 -28 .30 -28 .33 
Side —— black, top grade......-..... -16 -20 -65 -90 -26 .28 -26 @ .2 
i i PE ER 45 50 140 1.60 .80 .90 .70 80 
White cock, Lng grade (side lea. “tee -28 .30 .90@ 1.00 .38 45 35 42 
IL 9.660 8806-60000 5K 0bneeKs -24 -26 65@ .70 -24 .28 -20 -26 
Kids, colors, best fancy... .........0see0 35 40 1.40@ 1.65 85 @ 1.00 .70 $ .90 
Kid, ‘colors, i evcéneneeneesenens 3e .30 36 1.60 -70 @ 85 .60 80 
on black, top grade... ............04+ 28 .30 = = = « 70 4 = 
SM cns 06 c6ctcceseneetes < 7 d a 3 4 a d 
oe. medium, black........... é « #06 — .35 = .30 mt 
id, chea eoeececsseseceseoces Ps ° . ee . es . 
Chrome, pe sides @ . ss 1.05 45 $ 50 45 50 
IS Sebi s 0:06 06054008006600s0o00s 40@ 1.60 70 @ .80 .60 75 
r pound) 
+ sa Hide Sole 4 .58 é = oats 9932 
No. Tcsk basis.) aaa : 95 55 6 58 48 ‘54 
No. 1 oak bends, shoe mfrs.’ use d .05 60 @ .65 .60 ¢ .75 
No. 1 oak bends, finders’ use............. --@ 48 1. 15@ 1.25 70 @ .85 -70 85 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native ome. as used in sole leather, $0. 18% $0. s2@so, - @20.14 ones 
Heavy Texas eg APRTE LT pant 3" 50 :: @ «14 18 $ 1834 
Light native cows, for side leather.. .. a 62 a 12 os 19 
Branded cows, for light sole leather...... . “ 1 aa 50 10 ll ca .16 
No. 1 buffs, for heavy u a. os 45 50 -064% 07% 13% 14 
No. 1 1 Chicago City ins for fine calf @ 11 80@ 1.023 - a 363 
Rize ion oan xetheereremestecteretere :1@ tose 65@ 80 ‘12 & 17 15 @ :20 
B.A. hides, +- hemlock sole leather @ .30 42@ se 16% -- @ 17% 








Good Volume of Leather Business 


HOE MANUFACTURERS are buy- 
S ing sparingly and close to their 

needs, endeavoring to resist any at- 
tempt to further advances of leather 
prices. Tanners are holding firm to quo- 
tations, knowing that they should get 
more for their leather in view of the sharp 
advances on hides. Leather is moving 
more slowly on this account than it was a 
few weeks ago. In spite of this there is a 
fairly good volume of leather business, 
both in sole and upper. The shoe trade 
had not anticipated such advances in 
leather and were hardly prepared to meet 
them. In some cases buyers of leather 
have directed their attention toward the 
medium grades of leather instead of pay- 
ing top prices. 


Heavier Weights of Calf Wanted 


There has been a fairly even business in 
calf leathers, with the heavier weights in 
best demand. The supply of these is be- 
coming somewhat limited, since buyers 
have directed more attention to the me- 
dium skins. The lighter weights have 
been slower of sale for some time. The 
top selections of full grain colored calf in 
the plump weights are still quoted up to 
18c and 50c per foot, with good leather 
available at 45c. The medium grades of 
calfskins are bringing 40c per foot, with 
lower selections quoted at 30c. There are 
also cheaper grades and snuffed leather 


quotable at 18c to 20c. The extra choice 
leather is quoted at 50c per foot by some 
tanners, and there is business booked 
steadily at 45c to 48c. There is also 
good: trading in suede leathers, the top 
prices being 65c to 75c and 80c per foot 
for fancy suedes in colors. Other ooze 
calf is available at 50c per foot, and some 
of the cheaper leather below 50c. 


Side Leathers Fairly Active 


Trading in side upper leather has only 
been fair the past week. The heavier 
grades are the most salable, and the top 
selections and tannages of colored chrome 
sides are quoted at 28c for “‘A,’’ 26c to 
28c for “B,” 22c to 24c for “C” grades. 
Cheaper leathers are available all the way 
from 10c to 20c per foot. ‘There are less 
job lots, however, on the market and most 
trading is done on the basis of new leather. 
There is still a fair market for smoked elk 
at 28c to 34c per foot—also for colored 
buck. The top grades of white buck are 
quoted at 40c to 45c per foot, and the 
genuine buck at 70c to 80c. The full- 
grained side leathers bring from 28c to 34c 
for the top selections, with the heavier 
weights in best call. There is also a good 
call for colored kip, veal, and other heavy 
side leathers all the way from 20c to 22c 
and 30c per foot. While there is a fair 
demand for blacks, the sales of colored 
leathers predominate. 


Good Call for Patent 


The call continues steady for patent 
leather, and tanners are busy in complet- 
ing former orders. There is no change in 
price of top grades of chrome patent sides 
ranging from 45c to 50c per foot and 
downward, according to quality and se- 
lection. Patent kips are still quoted at 
40c to 50c, and patent kid from 60c to 70c 
per foot. 


Kid Tanners Busy 


The kid tanneries are busier, and there 
is a better call for heavy-weight leather 
suitable for men’s shoes. There has also 
been an increase in call on the women’s 
weights. Stocks of kid have been reduced 
of late and tanners have been purchasing 
on'a smaller scale in the raw-skin mar- 
ket. 

The top grades of co'ored kid range from 
75¢ to 90c per foot, according to the color 
and quality. There is a small quantity of 
high-priced kid being used by shoe manu- 
facturers, and the writer was shown some 
imported kid for which the manufacturer 
paid $1.15 per foot two months ago. This 
was a black velvet finished kid. The me- 
dium grades of kid range from 30c, 45c, 
and 50c per foot, and prices on the whole 
show an upward tendency. Tanners are 
firmer in their views, particularly in re- 
spect to the higher prices and difficulties 
of getting raw stock. 
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SPRING-STEP 


Rubber Heels 





“The most successful manufactur- 


ers have proved that nothing pays 
better or gives more real satisfac- 
tion to all concerned than putting 
the utmost quality and servicea- 


bility into every article produced.” 


—India Rubber World. 


United States Rubber Company 


September 2, 1922 
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Merchandise Rubbers as Health Shoes 


Do Not Wait for Rain or Snow Storm to Advertise Rubbers—Start 
Your Publicity Campaigns Now—Emulate the Chinese 
—Also the Proprietary Medicine Houses 


REATEST sales in history of rub- 
ber footwear will come this fall 
and winter. New rubber footwear 

from the factories, backed up by progres- 
sive merchandising methods, will put more 
rubber shoes out of the store, and on to 
the feet of the people than ever before. 

As health shoes, rubber shoes are a 
good “‘bet.”” Merchandise them to the 
limit, and a bit more, as health shoes. 
Observe the way in which leather health 
shoes are gripping the trade. Rubber 
shoes are the original health shoes. Rub- 
ber shoes are one of the best protections 
for public health that invention and manu- 
facturing have provided. Health authori- 
ties so agree. But, somehow or other, in 
the shuffle of trade, shoe merchants have 
lost sight of the great value of rubber 
shoes as health footwear. Now is the time 
to restore them to their proper and profit- 
able position. 


Why. Not Double Rubber Sales? 


There are possibilities of doubling the 
sales of rubbers this fall and winter, fea- 
turing them as health shoes. 

Take a lesson from the proprietary 
medicine firms. They advertise every 
day, to the sick and to the well, the merits 
of their medicines as a preservative of 
health for one and all. They have a busi- 
ness of $300,000,000 or more. 


Get the Doctors’ Co-operation 


Rubbers are as good a proposition as 
proprietary medicine for the preservation 
of the health. Advertise them, not as 
rainy day necessities, but as health shoes. 

Doctors advise patients to wear health 
shoes, of leather, for foot comfort, and for 
the prevention of various ills to which 
flesh is heir. Get the doctors to advise 
people to wear rubbers in wet and stormy 
weather. There are too many people 
shuffling their way to the grave these days 
because they do not wear rubbers in wet 
weather. They expose their feet to storm 
and cold, and disease follows. Remember 
the “flu” epidemic. Rubbers were recom- 
mended as a preventative of it. If it were 
not for rubbers, to keep feet dry, the 
ravages of the disease would have been 
wider. The New York health department 
issued bulletins advising people to wear 
rubbers, and to keep their feet dry, when 
the “flu” raged. Also it issued bulletins 
every winter advising people to keep their 
feet warm and comfortable. 


A Bulletin by Local Health Board 


Get the local health board to issue 
similar bulletins. Get the doctors to ad- 
vise patients to wear rubbers in wet 
weather. Post the health board bulletins 
in the windows. Advertise the doctors’ 
advice in the newspapers. Life insurance 
agents, eager to cut down the death rate, 
will join in the campaign to encourage the 
wearing of rubbers. ‘So will the anti- 
tuberculosis societies. 


Two Pair Sales 


Strive to sell, not one pair of rubbers, 
but two pairs. The business man should 
have one pair of rubbers at his office and 





One type of a rubber health shoe—and there are 
many others—nol only for the man of the house, 
but for the women folks and the children 


another pair at his home. The same is 
true of a multitude of other people. Rub- 
bers may be a nuisance when the day is 
bright and fair. But it is always cheaper 
to buy and wear rubbers than to pay a 
doctor’s bill. Drive that fact home time 
and again. 

Rubbers are among the most neglected 
merchandise of the shoe store. Sales of 
them should be driven hard, rain or shine, 
and selling rubbers as health shoes is the 
big chance for the coming fall and winter. 

There is an argument that prohibition 
should help to increase the sale of rubber 
footwear. “But,” reply the antis, “no 
person can get a drink of good whisky 
these days to drive the cold away. At 
least, he cannot lawfully. And he may 
have to pay more for his drink than he 
would for a pair of rubbers.” 


Line Up the Health Folks 


However, the main proposition is to 
sell more rubbers as health shoes to men, 
women and children, especially to women 
and children, for they are more likely to 
catch cold from wet feet than are men. 
With everybody talking health shoes these 
days, and the newspapers full of advertise- 
ments of health shoes, the stage is set for 


the revival of rubber footwear as real 
health shoes. 

So line up all the health people in town 
for a campaign to get more rubbers worn. 
Do not wait for the snow to come down. 
Get the campaign started early. Warn 
the people to wear rubbers to prevent ° 
colds, the same as the health authorities 
warn people to get vaccinated against 
smallpox, typhoid or diphtheria. Get that 
health issue alive and boiling. 


Put Rubbers in Windows 


Rescue rubbers from the cellar. Show 
them up as health shoes. Put them in the 
window, talk them up in sales talks, and 
advertise them, not as just rubbers, but 
as health shoes. Sell health, not rubbers. 


“An Ounce of Prevention, etc.” 


Remember the story of the Chinese 
who consult the doctor not because they 
are sick, but to keep them from getting 
sick, and remind people that they should 
have a pair of rubbers ready for wear, 
to keep themselves in good health. Talk 
the health point. It is one of the best 
sélling arguments in modern merchan- 
dising. Work it into the sale of rubbers 
for all it is worth. 





Fitchburg Mutual Seventy- 
Five Years Old 


Boston—The Fitchburg Mutual Fire In- 
surance Company of Fitchburg, Mass., will 
celebrate its seventy-fifth birthday on 
Wednesday, September 13. A program 
has been arranged which will reward all 
attending this anniversary and leave a 
pleasant memory of the event. This com- 
pany has been very successful and may 
justly feel proud of the assistance it has 
given to business firms through three- 
fourths of a century. Some years ago 
the Fitchburg Mutual Fire Insurance 
Company saw the need of a specialized 


-line of insurance for retail shoe mer- 


chants and promptly put into effect a 
policy which met with great favor. The 
company operating on a mutual basis, as 
it does, is said to return to policy holders 
a very liberal dividend. 





New Shoe Stores 


Monteau-Maddox-Nash Company, 122 
Peachtree Street, Atlanta, Ga. 

Kotz Shoe Stores, Inc., 462 South State 
Street, Chicago, Ill. 
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In Stock Sept. 15 


PLACE YOUR QRDER NOW 


No. 589 


Victoria Brown Calf, 130 (Aristo) Last; Heavy 
Sole Bevel Edge to Heel; Brass Eyelets, Space 
Stitched; Goodyear Rubber Heels, B, C, D: 
6 to 10 


Same Boarded Black Calf No. 599; B, C, D: 
6 to 10 


*4.00 


A STARTLING NEW PLAN TO INSURE 
PROFITS 


You want pep! You want quality! You want them at a price! Now you can 
have it in greater measure than you would venture to expect. We have simply 
thrown in every resource at our command in a brand new line that offers values you 
can't match elsewhere. Results alone prompt so unusual a statement on our part. 
One look at these numbers will prove it. Ask for samples and the full story about 


THE NEW “PEP”? LINE 


a 9) | ACs 196 CHURCH STREET 
iamond Shioz G: NEW YORK 


*4.89 


No. 586 


Victoria Brown Calf 1241 (Brogue) Last; 
Heavy Sole Space Stitched; Brass eyelets 
Goodyear Rubber Heels; B, C, D: 6 to 10. 


Same in Boarded Black Calf, No. 596, Tan 
Edge Sole and Heel, B, C, D: 6 to 10 


PLACE YOUR ORDER NOW 


In Stock Sept. 15 
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A Real Best Seller’ 


Here's an every purpose slipper—selling every single day of the year. 
A perfect combination of comfort, convenience and utility. Take up 
very little room in trunk or bag. , 


Softest leather—kid finish with elk soles and lined throughout 


WOMEN'S SIZES 3 TO 8 MEN'S SIZES 6 TO 11 


BLACK. «1.2.0... 0eeeeeeee ners eee $1.00 RS os  aaueaciew anal $1.10 
NE ok ce cal, 1.10 BROWN 1.20 
a sak caane acd @aeek bonne Mec. lL. le 


TERMS: 2% 10 DAYS 
30 DAYS NET 


L. F. KUNSTMAN SHOE CO. 


45 SO. WELLS STREET 
CHICAGO : - - - ILL. 
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942—Gun Vamp, Grey Suede —~ ie 
’ Heel, One *- 
957—Tan Calf Vamp, Beige Qtr. and Cuban eel, known i 
Suede Qtr. and Spanish Heel. Strap. was bor: 
Two-Strap Turn, AA toC.. $4.75 956—Tan Calf Vamp, Beige 1840. 
Suede Qtr. and Cuban Heel, wonderf: 
One Strap. deeds to 
944—Pat. Vamp, Black Suede “Colo: 
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1232—Dull Kid Cross Straps, battles a 
Pat. Colt Straps, Louis carrying 
Covered Heels. AA to caused h 
Gai anzeddsed cawndee $4.50 Our he 
in Grand 
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Exclusively Ladies Shoes ceived 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


“Colonel Jim’? Richardson In The Ring 


A Top Notcher Salesman for the La Crosse Rubber Co. 
Has Covered Chicago and Northwest for 59 Years 


. B. Richardson, a top-notcher sales- 
J man for the La Crosse Rubber €o., 
who has covered Chicago and the 
Northwest for 59 years, and is everywhere 
known in the shoe craft as “‘Colonel Jim,” 
was born at Utica, N. Y., on March 1, 
1840. The Colonel has had a truly 
wonderful life and a long record of good 
deeds to his credit. 
“Colonel Jim’’ first came into marked 
prominence when on April 15, 1861, he 


answered Abraham Lincoln’s first call - 


and enlisted with the 14th New York 
Volunteers at Utica, N. Y., to serve his 
country as a part of the Great Army of 
the Potomac. He served throughout 
his entire two years’ term of enlistment, 
first covering the retreat at Bull Run, 
and then fighting in all the battles of the 
Civil War from Bull Run to those of 
May 1863, when his regiment was mus- 
tered out of service. Of rugged physique, 
Corporal Richardson, as he was known 
during all of his service in the army, was 
never ill during his entire service, although 
he was wounded in one of the seven day 
battles at Hall’s Hill and is today still 
carrying in his body the bullet which 
caused his wound. 

Our hero has always been very active 
in Grand Army Post work and served as 
Commander of Columbia Post, No. 706, 
G. A. R. of Chicago, during the year 
1912. By virtue of this official distinc- 
tion, he became entitled to and has re- 
ceived the title and rank of Colonel. 


“Hundred Dollar Bill, Jim’ 


He is also sometimes known as “‘Hun- 
dred Dollar Bill, Jim” from the fact that 
it has been his custom to carry with him 
a $100 bill and when an argument or dis- 
pute arises, the colonel flashes this valu- 
able greenback in the faces of the “de- 


baters’”’ and at the same time is wont to 
yell—“T'll bet you a hundred dollars.” 
If sometimes he temporarily parts with 
this $100 bill, it is not long before he 
draws on his account for another one. 





“COLONEL JIM"—or J. B. RICHARDSON 
a shoe traveler for 60 years—now representing 
the La Crosse Rubber Co. in Chicago and in 
the Wertacst. He & an sa aro. oy 
Past C of C 








“Colonel Jim” likes a bit of excitement 
now and then, and a bill of this denomi- 
nation surely adds much to the enthusi- 
asm and general interest of an occasion. 


Younger Than in 1840 


After being mustered out of the ser- 
vice in 1863, he decided that he would 


“enlist” in the army of the shoe travelers‘ 
or drummers, as they were then called in 
that day, and, as he is still a good soldier 
in the Army of the N. S. T. A., it will be 
noted that he has been a traveling shoe 
salesman for the past fifty-nine years. 
But with all that he is a young man— 
in fact, he says, laughingly, that he is 
younger today than he was on March 1, 
1840. But be that as it may, he certainly 
does not look like an 82-year-old, nor 
does it seem possible that he has only 
recently returned to Chicago from a 
1500 mile auto trip through Michigan 
and Wisconsin, during which entire time 
he was at the wheel. 


A Shoe Traveler in 1865 


His first shoe connection was with the 
old firm of Reynolds Bros., Utica, N. Y., 
1863-1893, or until they went out of 
business. After that he made arrange- 
ments to represent H. F. C. Dovenmuehle 
& Sons, of Chicago, with whom he re- 
mained for six or seven years; his next 
affiliation was with the Sidwell DeWindt 
Shoe Company for about three or four 
years and next with Kelley-Buckley Com- 
pany of Brockton. 

His present line is that of the La Crosse 
Rubber Company, with which house he 
has been connected for three years, with 
a sales record which brings him next to 
the very tip-top of La Crosse’s. big busi- 
ness producers. He says that he has had 
the best business thus far this year in 
twenty years and that the La Crosse line 
is the best paying he has ever had. Since 
starting out as a shoe salesman he has 
stuck, to one territory—the territory he. 
covers today—Chicago and the North- 
west. 


A Strong Association Man 


“Colonel Jim” is a past President of 
the Chicago Shoe Travelers’ Association; 
he served as vice-president for two terms 
and for four terms as a member of the 
board of directors. He has never missed 
a directors’ or Association meeting except 
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A Prim Little Fan Colonial 


Neat and clean in appearance, combining the fitting features of a popular one ay 
strap, with the artistic elegance of a colonial design. 2+. 


The fan tongue may be brightened by small strips of color giving a delightfully 
pleasing effect. 


A little rounder toe, and a 16-8 covered heel, add a touch of newness that 
commend this number to your style loving customers. 


GHUKRAFI: Salesmen will be on their territories September 5th 
The little pattern pictured above will be an interesting part of the line. 








A Postal Card will bring Salesman quickly. 
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when out of town on business, and has on 
several occasions come in from his ter- 
ritory to attend when business of im- 
portance was to come up for discussion. 
“Jim” says, “Every shoe salesman 
should be an N. S. T. A. member—it has 


helped me and will help you.” 
In Civil War Days 


It is indeed a treat to meet “Colonel 
Jim” and listen to his tales of Civil War 
days—when he wore a plug hat and side 
whiskers, when the East was Boston and- 
New York, the former city being the 
cradle of shoemaking; when the Coast 
from Chicago seemed as far away as does 
Alaska to this generation. He relates to 
you vividly just how the Forty-Niners 
looked as they took up their journey in 
their big, slow-moving caravans, across 








A. C. BROWN 
one of the Rice § Hutchins St. Louis Shoe 
Company's Texas Rangers 





the continent to search for gold. ““These,”’ 
he says, “were the movies that the boys 
of my days witnessed.” 


Many Changes Since ’63 


In these fifty-nine years of shoe selling 
experience, think of the changes in busi- 
ness methods and social customs which 
he has seen take place! Think of what 
State Street, Chicago was in 1863—surely 
not the merchandising thoroughfare of the 
present day! And the changes in shoe 
manufacture! “The Noblest of Them All” 
saw the McKay shoe come into existence 
and followed it all through its many 
experimental stages. In ‘“‘Colonel Jim’s” 
early days, peg boots of cowhide and kip 
were the rage, and to be fashionable, one 
had to own a pair of high tops with 
pull straps at the sides. 
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When “Jim” Wore Goodyear Welt 


Rubbers were then rough and crude— 
they, too, were in their development stage, 
style or shape being an unknown quan- 
tity. Our hero was among the very first 
to wear a Goodyear welt shoe, and acted 
in the capacity of “a model’’ for this type 
of shoe making. He obtained a pair of 
these shoes just as soon as the first ones 
were made and walked into the stores of 
his customers in his new pair of Good- 
year welts. The “Colonel’’ says that he 
attracted much attention thereby, and 
was regarded with as much amazement 
as if he had been wearing one of the seven 
wonders of the world. 


Fishing Tales of the Northwest 


Although items of historic interest 
are ably related by “Colonel Jim,” his 
fishing experiences in the Northwest are 
even more interestingly told, and through 
them he has won the reputation of being 
“some” story teller. While these fishing 
tales are good and plausible ones, the 
boys hold against him his failures to 
“make good” on his promises to send 
them some of the “‘corkers”’ of his catches. 
However, T. A. D. has come to “Colonel 
Jim’s”” rescue by explaining that the 
probability is that he gives all of his 
hauls to the poor before he has a chance 
to express them; or,—that there was no 
ice “up there” in which to pack them 
and that the Colonel did not suppose that 
the boys wanted him to send the poor 
fishes stuffed and mounted. 


Plays Billiards With the “Gang” 


Billiards is his one great game. “Jim” 
likes to meet “the gang”’ down town any 
day when through with business and in- 
dulge in a nice, quiet game of three 
cushion billiards. The boys all say 
that “Jim” plays a “darn” good game, 
even for a young feliow. 

And the boys all love their good friend 
“Jim’’ for he is always ready to “dig” 
into his pockets to help out a less fortu-. 
nate fellow traveler. And not only do 
the boys of the N. S. T. A. love him, but 
so do.his hosts of friends in the trade. 

Jim’s Dream and His Awakening) “4 

Our hero states that he hada dream 
a few nights ago. He thought that he 
was in a Memorial Day Parade all alone, 
and that all of the other soldiers of the 
Civil War had gone to the world beyond 
excepting him. 

But “Jim” awoke to find that he was 
going right on with the job of selling 
goods every day, and with the under- 
standing that if there was no work to 
do he would play a game of billiards with 
any kindred spirit. 

And he says that if any of the craft 
feel that the ravages of time have gripped 
them to any alarming degree, he will be 
more than glad to tell them how to wrest 
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themselves free from the clutches of 


Old Father Time. 


C. Howard Duncan With 
H. K. Gardiner 


C. Howard Duncan is now covering 
Georgia and Florida for the H. K. Gar- 
diner Company of Lynn, manufacturers 
of “Quality Comfort’’ shoes. Mr. Duncan 
has been ashoe buyer for the past ten 
years for M. Rich Bros., Company, 
Queen Quality Department of Atlanta, 
Georgia, more recently buyer and mana- 
ger for Frank Duncan, who conducts a 
department store in Gadsden, Ala. Mr. 
Duncan writes to the Recorder: “I have 
been buying the H. K. Gardiner Company 
line for four years and am thoroughly 
familiar with its good points and its 


C. HOWARD DUNCAN 


Who covers ia and Florida fo! the H. K. 
Gardiner Company of Lynn, Mass. 


merits as a line of comfort and semi- 
dress shoes.” 

Before going out in his territory, Mr. 
Duncan made a special trip from Gadsden 
to Lynn and spent several days in the 
additional information as 
of the Gardiner line. He 
has had many years of practical experi- 
ence in shoe merchandising and knows 
full well the customer’s side of the case. 


Long with Atwood-Gardiner 


Henry N. Long, one of Boston’s best 
known salesmen, has recently made ar- 
rangements to represent the Atwood- 
Gardiner Co., of Haverhill, carrying its 
line of women’s fine turn shoes. This 
concern succeeded the Malbon Shoe Co. 
For the past six years Mr. Long has been 
connected with the Bancroft-Walker Co., 
Boston. 
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Do You Like This One? 







It’s In-Stock 


No. B-782 


A ‘Stylish Black Satin Steel Beaded Turn 
$3.75 


16/8 Full Breasted Louis Heel—Hand Worked Steel 
Beading on Vamp and Strap—Non Slip Heel Pad— 
Imitation French Cord—Leather Lined. A 4-8; B 
3-8; C and D 2-8. 








Single and sample pairs at no extra charge 


This is only one of the corking numbers shown in HANNAHSONS’ 
new Fall Catalog. Write for it today! 


LF peretageait 


HAVERHILL, MASSACHUSETTS 
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C. N. Fitch Returns 
From Europe 


C. N. Fitch, one of the big business 
promoters for “Glove Grips,” and who 
for twenty-five years has covered Mis- 
souri and Kansas for the M. N. Arnold 
Shoe Company, sailed on May 30 with 
his wife for a vacation tour of Europe. 
Mr. and Mrs. Fitch will arrive in Boston 
on September 4, so that Mr. Fitch can 
attend the salesmen’s convention of the 
M. N. Arnold Shoe Company. Although 
on a vacation tour, Mr. Fitch could not 
forget about the shoe business, and on 
August 10 wrote to the “Recorder” from 
the Grand Hotel Eden, Montreux, Swit- 
zerland, as follows: 


Shoe Stores Short of Merchandise 


“I have surveyed shoe stores in every 
city which I have visited. I do not find 
as large stores as in the United States, 
nor nearly as interesting. For instance, 
the store fronts may be quite imposing, 
but when one enters these stores, he is 
surprised and shocked to find their dimen- 
sions very limited—say not over from 
20 to 40 feet deep, with living or store 
rooms in the rear—and as to merchan- 
dise, it does not even fill the front shelves. 
Usually the proprietor and sales forces 
of women fit the shoes. I found these 
shoe people very courteous, and when they 
could speak English, they were very glad 
to impart any information regarding their 
business which I desired. 


American Feet Most Graceful 


“The styles in both men’s and women’s 
shoes are very different from those in 
the states. All have short vamps with 
tips in proportion—some of the tips being 
not over 334 inches long. The short vamps 
bring the seam directly over the larger 
joint, and as this style requires short fit- 
ting it has caused many deformed 
feet. 

“The intelligence of our manufacturers 
in designing and making, and the scientific 
fitting, of our shoes, have made the Ameri- 
can foot the most graceful and healthy in 
the world. 

“Even should the Old World adopt our 
styles and fit them properly, it would 
take generations to cure European foot 
troubles. 

“I fonnd that by their short fitting of 
women’s shoes the average size worn 
by women was No. 4 in Italy, No. 
5 in Germany, while the American wo- 
man’s size averages about No. 6. 


Merchants Suffer Two Handicaps 


“| find that merchants have been labor- 
ing under two handicaps. We in America 
suffered only: from deflation, while our 
European neighbor has “deflation” and 
added to that is the cheapening of their 
medium of exchange. 
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German Shoes Sell for 2500 Marks 


“For instance a German merchant sold 
before the war a fair shoe for 25 marks. 
Now he has to ask 2500 marks for it and 
he finds it almost impossible to make 
sales at these prices, because the people 
have not received a corresponding ad- 
vance in wages. 


Merchants Buy From Hand to Mouth 
“The people not only have to pay 
these high prices, but they are taxed 
directly to maintain their government. 
In Germany a tax of 10 per cent is de- 
ducted from envelopes every payday. 
“These conditions make it very hard 








“SAM” J. HILL 


ba recently b cngned a salesroom 


of Haverhi 
2614 South SS treet, Atlanta, Ga. Here a 
full line of women’s popular priced turns and 
Mc Kays are carried in stock a —F 
“Size in as you size out.’ Han ns §; 
ialize in satin ey oy low-cut novel. Mr. 


Hill has charge of the Southeastern States 
from this sf a Spans. Georgia, Florida; 
North and Carolina and Virginia, 
Kes my an ned associated with him. 


writes that he and his co-workers are just ing 


out in Southeastern territory with Hannahsons’ “ 
new Fall line and that qo tecbing coment 
orders 





sledding for all merchants, so they are 
buying from hand to mouth. The mer- 
chant knows that some day the printing 
press money will blow up, or be com- 
pressed down again, so in either case 
he must lose. 


Shoes in Austria at 168,000 Kronens 

“In Austria a merchant showed me a 
cheap Goodyear welt shoe that he had to 
ask 168,000 Kronens for. Now imagine 
the bundle of money that would take, 
even in 1000 Kronen~bills. The .mer- 
chant stated that he did not know what 
was going to become of his country and 
countrymen. He was an educated man, 
had traveled much, and he praised 
America. 
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“It fills one’s breast with pride to note 
the high regard in which all Europe holds 
the American dollar. We Americans 
should be proud of it, and see that its 
value is always carefully guarded. 


America—The Bequiliful 


“One visit over here will convince any- 
one that we are a favored people, and we 
will understand why other people call 
America the ‘Promised Land.’ ”’ 


S. B. Thing & Co. Salesmen 
Confer 


The salesforce of S. B. Thing & Co., 
who handle one of the biggest lines of 
tennis shoes out of New England, held 
their annual get-together meeting in Bos- 
ton on Monday, Tuesday and Wednes- 
day, August 21, 22, and 23. At this sales 
conference, general plans for the coming 
season were discussed and the stock of 
the big jobbing house inspected. On 
Tuesday night, a banquet was held at 
the beautiful quarters of the Boston 
Athletic Association, at which President 
William A. Richardson and Fred. S. 
Sawyer, Treasurer, presided. On August 
23, the party boarded the King Phillip 
and sailed for the deep sea fishing grounds. 


A Roster of the Conferees 

Those attending the conference, in ad- 
dition to President Richardson and Treas- 
urer Sawyer were : J. J. Gaggin, W. P. 
Leitch, E. F. Haley, F. T. Denny, M. 8S. 
Barkin, L. M. Child, F. W. Prior, Charles 
Rose, S. W. Kann, Wakeman Brown, B. 
O. Forknall, J. L. Washburn, D. B. Black, 
Gerald Berry and William A. Prior. 

In & near-future issue of, the Recorder 
these salesmen will see just how they 
looked when they “lined up’’ for their 
group photograph. 


Walk-Over Men Off 
September 7 


Thursday, September 7, is the date set 
for the get away of the Walk-Over sales- 
men on their spring selling: trin 

As last year, there will be an all day 
meeting on that day commencing at 9:30 
in the morning, with factory representa- 
tives in attendance at the afternoon and 
evening sections of the program. 

Four new salesmen will join this year as 
the sales force goes out on its semi-an- 
nual roundup. 

They are Mauritz Hedlund of the Spe- 
cial Pair Department, Paul Cushman of 
the Order Department, E. C. Winters, 
who comes with an excellent record from 
another concern, and a fourth man, not 
as yet selected. 

Both Mr. Hedlund and Mr. Cushman 
have made excellent records in their re- 
spective departments. Mr. Winters will 
sell women’s shoes in Eastern Coast terri- 


tory. 
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National League 
Lace- To- Toe 


Upper, extra heavy quality Natural Army duck. 
Loose duck lining. Brown leather trimmings. 
Foxing of double gum and heavy friction. Fine 
grade red rubber, smooth suction sole with Tap 
heel. Insole of leather. Really wonderful 
Shoemaking. At the following prices, on a shoe 
of this grade, you can make the strongest possible 
bid for trade, and get it. 


PRICES 


Order this shoe for YOUR - } if 

store, now. If your jobber A ‘A Little More Style— 
does not carry it, write us. , = = @/ A Little More Wear.”’ 
Don’t delay. Gvm days ” - 

are close at hand. 
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Kulp Sells Vollman-Lawrence 
Line Exclusively 


William S. Kulp of Trenton, New Jer- 
sey, who has successfully represented 
the Weimer Wright & Watkin Company 
of Philadelphia for the past twenty years, 
recently tendered his resignation to that 
concern so that he might devote his en- 
tire time in representing the Vollman, 
Lawrence Shoe Company of Cincinnati, 
Ohio, handling their complete line of 
women’s Goodyear welts in the metro- 
politan district, embracing the territory 
from New York to Washington, D. C. and 
east of Pittsburg. 

“Mr. Kulp has built up a very large 
and successful trade among the leading 
merchants of New Jersey and Pennsyl- 
vania for the Lenox shoes. 


WILLIAM S. KULP 


Reprexn's the Vollman, Lawrence Co. exclusive- 
ly, carrying its complete line, with territory in 
the meiropolitan district covering New York 
to Washington, D. C. and East of _Pilisburg 


A Big Business Builder 


About six years ago, Mr. Kulp became 
the representative for New Jersey and 
eastern Pennsylvania of the Helming 
McKenzie Shoe Company of Cincinnati, 
Ohio, and was instrumental in building 
up a very large trade for that line in his 
territory.. In that connection, he special- 
ized for that firm, with their corrective 
shoes and became recognized as a spe- 
cialist of high authority for that type of 
footwear. 

Last fall, the Vollman, Lawrence Com- 
pany bought out the Helming & Mc- 
Kenzie interest and Mr. Kulp has con- 
tinued handling that line of shoes for 
the successors of the old firm. Up to the 
time that Mr Kulp became connected 
with the Helming & McKenzie Shoe Com- 
pany, its line of shoes was unknown in 
his territory, and today by his suc- 
cessful efforts, genial personality, and 
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exceptional ability, he has succeeded in 
establishing a business for his firm among 
the very largest and most representative 
shoe companies of the East. 


A Worker for Absentee Voting Law 

Mr. Kulp, who was past president of 
the United Commercial Travelers of New 
Jersey and Delaware, has always proven 
2 tireless worker for its success, and 
during his administration, the absentee 
voting law was placed upon the statute 
books of New Jersey. He is now laboring 
unceasingly to have that kind of legisla- 
tion enacted in Pennsylvania. 

He is a member of the Maksafactiontne’ 
Club of Philadelphia and several other 
social and business organizations. 


When J. W. W. Hoben Met 
A. P. Beauchemin 


One day recently, A. P. Beauchemin, 
buyer of women’s shoes for Thomas S. 
Childs, Inc., of Holyoke, Mass., who had 
been spending a few weeks with his family 
at Phillips Beach, Mass., decided that life 
at the seashore had become a bit dull and 
that he must see the inside of a shoe store 
again. At about the same time J. W. 
Hoben, well known shoe traveler for 
George E. Coffin Shoe Co., decided that 
he would take a “look-in” at the shoe de- 
partment of Jordan, Marsh Company 
and at this point the two good friends met. 
Thereupon, there took place a great hand- 
shaking and conversation about shoes 
and the world in general—t’would take 
the whole Recorder to relate all that was 
said, but the writer heard some very fine 
things about Thomas S. Childs—one 
of Mr. Beauchemin’s remarks being 
—There is not a salesman in the store 
who would not jump out of a five story 
window provided Mr. Childs told him 
to do so.” 


Eaton on Western 
Business Trip 
Louis F. Eaton of Chas. A. Eaton Com- 
pany, shoe manufacturers, of Brockton, 
is making a month’s business trip to the 
West, going as far as the Pacific Coast. 


Mr. Eaton reports business conditions 
generally in good shape and an, éxcellent 
demand for the Eaton and Gatrwford lines 
among merchants in the Western States. 
Mr. Eaton will be at the factory after 
September 1. 


L. E. Butts With Louns- 
bury-Soule 

L. E. Butts, who for several years has 
represented the Wizard-Lightfoot Ap- 
pliance Co., of St. Louis, in the Southeast, 
and is well-known among the retail mer- 
chants over the section, resigned his posi- 
tion recently and is now covering the 
South for the Lounsbury-Soule Co., Inc. 
of New York City. 
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Meet Major “Tom” D. 


Collins 


*‘Tom”’ D. Collins is a shoe traveler 
with an interesting history. And first 
and foremost be it understood that he 
was very reluctant to give us this photo- 
graph, as he is very modest about his 
splendid army record. But this being the 
only photo which he had and in order to 
be accommodating, ““Tom,” like the good 
fellow that he is, said, “Oh well go ahead 
and use this, but I believe that the pub- 
lic much prefers to forget all about the 
war.” 


In the Big Overseas ““Shows”’ 


However, we are going to disobey 
orders and say that one month 
“Tom” left the 


“Tom’s” 
after war was declared, 


MAJOR “TOM” D. COLLINS 


Who" travels the entire Southwest for H. K. 
Gardiner Company,Lynn. A soldier hero, bul he 
likes the shoe business betler than army life. 


shoe business; ‘to enter military service. 
May 8, 1917, found him at an Officers 
Training Camp, and on graduation, he 
was commissioned Major of Infantry. 
He served with the 90th Division and was 
overseas one year, participating as he 
expresses it, in the “Two Big Shows”’ at 
San Mehiel and Meuse-Argonne. He was 
recommended for commission in the regu- 
lar army, but preferred to return to the 
business of selling shoes on the road. 


Twenty-Five Years in Shoe Business 


For‘twenty-five years, ““Tom” has been 
in the shoe business arid fifteen years of 
this time have been spent on the road 
traveling the Southwest. He was with 
the Roberts, Johnson & Rand branch of 
the International. Shoe Co., St. Louis, 
for eleven years. He was affiliated with 
A. J. Bates Co., Webster, Mass. for two 
years, covering Texas and Oklahoma. 
He is now covering the entire Southwest, 
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HE art of the finest shoe workers in the world 
is represented in the footwear of our modern 


woman. 


An appreciation of art is manifested by the shoe 
retailer who specifies that only Diamond Brand Fast: 
Color Eyelets shall be in the shoes he orders for his 
super-critical feminine trade. 





United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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selling women’s high grade turn shoes 
and H. K. Gardiner Co.’s women’s high- 
grade comfort shoes. 


Believes in Organizations 

“Tom” is a firm believer in trade 
organizations. He has been a member 
of the National Shoe Travelers’ Associa- 
tion for years and is now a member of 
the executive committee of the South- 
western Shoe Travelers’ Association. 

He is also a firm believer in trade 
journals and in proof of this we find that 
he says that he has been a constant 
reader of the Boot and'Shoe Recorder for 
more than twenty years, and moreover, 
our books show that he has been a sub- 
scriber to the Recorder for over a fifth of a 
century. 


Again with S. Rosenberg & 
Sons 


S. W. Fitzgerald, better known to ever 
so many shoe men as “Zimmy,”’ has re- 
joined S. Rosenberg & Sons of Boston. 

It is a genuine homecoming, for most of 
his life in the shoe trade has been spent 
with this house, with which he was iden- 
tified for fourteen years. 

He has lately been a member of the 
firm of the Kingston Shoe Company, from 
which he recently withdrew. As formerly, 
he will cover the Southern trade for S. 
Rosenberg & Sons, and is assured of a 
hearty welcome from the many good 
friends he has in that locality. 


Daniel Mayer Returns 
From Europe 


Daniel L. Mayer, who formerly rep- 
resented the Duane Shoe Co. of New 
York in the State of New Jersey, has 
returned from two years spent in Europe. 
Mr. Mayer with broadened viewpoint 
gained by his contact with worldwide in- 
terests, is now returning to his activities 
in his former field, and will again make 
it clear to New Jersey shoe dealers why 
they should buy Duane shoes. 

Mr. Mayer is very enthusiastic re- 
garding the line after his two years’ ab- 
sence, which has given him a clearer idea 
of the gtowth and development of the 
business, since he gets this view all at 
once, rather than if he had been in steady 
association with it. 


Arthur Smith with Page 


Arthur P. Smith, representing the Page 
Shoe Mfg. Company of Haverhill, Mass., 
makers of women’s McKay shoes, left 
Boston during the week of August 13, to 
cover the larger cities of the country from 
Boston to Denver, North and South, sell- 
ing the jobbing trade. 
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Chicago Shoe Travelers 
“On the Job” 


The regular luncheon and business 
meeting of the Chicago Shoe Travelers’ 
Association was held August 24th at the 
Palmer House and plans were discussed 
for the entertainment of the National 
Shoe Travelers’ Association who will 
meet and be the guests of the Chicago As- 
sociation in January. 


President King Has a Famous Pen 


A very interesting letter from N ational 
Secretary Delany to President Frank B. 
King was read, presenting to President 
King the pen with which Speaker of the 
House, Gillette, signed the Interchange- 
able Mileage Bill. This pen was donatew 
by Speaker Gillette of the House to Con- 
gressman George Holden Tinkham, who 
sent the same to the Secretary of the N. 








“ZIMMY” or 8S. W. FITZGERALD 
Who will cover the South for S. Rosenberg § Sons 





S. T. A. Secretary George B. Christian, 
Jr.’s letter to Senator Lodge, sent by 
Senator Lodge to Secretary Delany, and 
which in turn Secretary Delany forwarded 
to President King,.was also read. Secre- 
tary Christian’s letter was printed on 
page 94 of the Recorder’s Shoe Traveler 
Department of August 26, and stated in 
brief that Secretary Christian was for- 
warding to Senator Lodge one of the 
pens used by President Harding in ap- 
proving Senate Bill 848. This pen 
Senator Lodge sent to Secretary Delany, 
and it is now at N. S. T. A. headquarters, 
Room 706, 183 Essex Street, Boston. 

The National Association was one of the 
two associations of its kind that received 
the pens and they were given recognition 
of the association’s work in behalf of the 
bill. 
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Chicago Exposition—October 2—6 


Three floors of the Palmer House have 
been reserved for the Chicago Exposi- 
tion, October 2, 3, 4, 5, 6, and indica- 
tions are that it will be by far the most 
successful ever held. At the rate reser- 
vations are now reaching the President, 
George E. Harrison, it is evident that 
the entire three floors will be taken some- 
time in advance of the final date—Sep- 
tember 10. ; 


Illinois Shoe Merchants Co-operating 


A letter pledging the co-operation of 
the Illinois Shoe Retailers with the Chi- 
cago Shoe Travelers, and asking a closer 
and more understandable working be- 
tween the salesman and retail merchant 
—written by A. E. Schulein, was read and 
enthusiastically commented on by the 
members present. 


Great Credit Due to Chicago Boys 


The efforts of this organization to 
make for better conditions both among 
themselves and with and for the retail 
merchant is a compliment to the energy 
and ability of the men who direct its 
activities and a drive is to be made in 
the next few weeks to enlist as many new 
members as possible. The organization 
already has some 367 members on the 
active lists, in good standing. 

The association is making an active 
and apparently successful fight against 
the city of Chicago’s ordinance taxing 
sales offices $25.00 per year for doing busi- 
ness in the city whether any stock is 
carried or not. They have already been 
granted a temporary injunction against 
the city in the lower court and the city’s 
appeal against the decision will be heard 
in the appelate courts the coming week. 


Feige’s Buick Stolen 

Albert Feige, of Louisville, traveler for 
Rice & Hutchins, Cincinnati, and son 
of Fred Feige, local retail merchant, re- 
ported to the police department on August 
16, that some one had stolen his perfectly 
good Buick car. At the time this message 
was written it had not been found—here’s 
hoping for its speedy recovery. 


“Al” Doyle with Rice & 
Hutchins 


A. J. Doyle, better known as “Al” 
Doyle, formerly general sales manager for 
the Fiske Shoe and Leather Company at 
its Chicago headquarters, has taken the 
lines of the Rockland and Marlboro, Mass. 
factories of the Rice & Hutchins, Inc. 

“Al” is well known in the territory 
which he is to cover, including Milwaukee, 
St. Paul, Minneapolis and Kansas City. 
His thorough acquaintance with a wide 
circle of buyers in his ““campaign grounds” 
makes him a very strong man for his new 
connection. : 
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The Suede of the Moment 


Tanned with the usual careful craft- 
manship of “HYGRADE”’ leather. 
The leather fills the current call of 
fashion and the wearing desire of 
the buyer. 





Price is attractive 


Samples for the asking 


HYGRADE TANNING}CO. 


Manufacturers of Fine_Calf Leathers 
Peabody Mass. 


Sole Distributor 
SAMUELJ SHAPIRO 


183 William St., New Yorke : 19-95 South St, Botton 
ov thee wi tenia? 2 








» bene 
Western Representative" 
P. A. HENRY & CO.% 4 


706 Broadway! Cincinnati Leather Trades Bidg., St. Lowis 
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Thomson-Crooker Sales 
Roster 


A list of the salesmen of the Thomson 
Crooker shoe Company and the terri- 
tories covered by each, follows: 

§. E. Boozer, North and South Caro- 
lina; K. A. Burnell, Washington, Oregon, 
Idaho and Montana; J. S. Campbell, 
New York City and Northern New Jer- 
sey; Charles Cash, assisted by J. R. Mar- 
tin, Missouri and Iowa; C .F. Chalfant, 
and R. J. Chalfant, Ohio and West Vir- 
ginia; W. H. Clohecy, Oklahoma; C. E. 
Dawley, Minnesota and North and South 
Dakota; T. H. Deschamps, Vermont, New 
Hampshire and Maine; R. F. Drew, 
Massachusetts; George Drysdale, Phila- 
delphia and Southern New Jersey; Emil 
Goldman, California and Nevada; M. M. 
Hardy, Delaware, Maryland and Virginia 
Norman Harris, Connecticut and Rhode 
Island; John M. Hartman, Texas; H. J. 
Hinkebein, Kentucky and Illinois; W. M. 
Hord, Colorado, Utah, Wyoming, New 
Mexico and Arizona; G. W. Murfitt, New 
York State; A. B. Pockham, Maine; P. M. 
Prosser, Kansas and Nebraska; F. A. 
Ross, Mississippi, Louisiana and Arkansas; 
J. P. Schlesinger assisted by Clifford 
Reese, Tennessee, Alabama, Georgia and 
Florida; Paul Tenzer, Michigan; S. W. 
Vincent assisted by J. R. Kane and S. H. 
Ross, Pennsylvania; Eugene J. Williams 
assisted by F. L. Barnes and Fred M. 
Johnson, Illinois and Wisconsin. 


Salesmen’s City O ffices 

Offices are maintained in the following 
cities, by the salesmen of the Thomson- 
Crooker Shoe Co., as follows: New York 
City, 127 Duane Street; Chicago, 708 
Security Building; Philadelphia, 307 For- 
est Building; Seattle, 507 Denny Building; 
Kansas City, Missouri, 207A Sheidley 
Building; Louisville, Kentucky, 26 Ken- 
yon Building; Denver, Colorado, 512 
Jacobson Building; Bangor, Maine, 8 Har- 
low Street; Pittsburgh, Pénnslyyania, 611 
Pennsylvania Avenue, Room 614; ‘De- 
troit, Michigan, 408 Bowles Building; 
Los Angeles, California, Angelus Hotel. 


Russell With Hilliard 
& Tabor 


Robert R. Russell, formerly of Hilliard 
& Tabor, and for 12 years connected with 
the Emery & Marshall Co., has become 
identified with the Sears Roebuck Co., 
Springvale, Maine. Mr. Russell predicts 
a big fall run on welt and McKay shoes. 


Packard and Dalton 
on Selling Trips 
Salesmen John Packard and Herbert 
Dalton of the Walk-Over salesforce have 
left on selling trips, the-first to. Mexico 
and the second to Cuba. Conditions 
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in these countries are better and good 
business is expected. 


George J. Loveley on the Job 


George J. Loveley, who since July 15, 
in company with Mrs. Loveley, has been 
“roughing it’’ in the wilds of Maine, re- 
turned to Boston on Friday, August 25, 
and on Monday, August 28, started out 
for his territory of New England and 





A -mall photo of a big busi- 
ness getter for the Dalton Co. 


Canada. “George’s’’ vacation ground 
was at Camp Mt. Katahdin, a mountain 
preserve in the state of Maine, some 
forty-five miles from the nearest railroad 
station. There with two guides he ‘spent 
most of his time fly fishing for rainbow 
trout. 

“George” ran into the Recorder office 
for a moment to express his delight at 
the fact that Interchangeable mileage 
was about to be operative. Said he, 
“Even a fraction of a cent reduction will 
mean a big saving on a 10,000 mileage 
purchase.”’ He also had a word to say in 
praise of his Maine camping ground, as 
follows: “Of all the places which I have 
visited, including sections of Canada and 
the Saguenay Region, there are none 
which impress me as much as Camp 
Mount Katahdin—here the air is like old 
Burgundy—it grows better all the time. 
Mrs. Loveley is just as good a sport as I 
am. We certainly had a good holiday 
and I am back once more on the job with 
renewed vigor after my six weeks of 
playtime.” 


The McGovern Sales Force 


The names of the sales force of the 
McGovern Shoe Company and their ter- 
ritories are given herewith. These men 
leave for their trips about September 5. 
J. W. McGovern states that he will pro- 
duce 1000 pairs of shoes daily this year. 

J. M. Stanley, Ohio, Kentucky River 
Towns; H. D. Stanley, Indiana, Kentucky, 
Michigan; Harry McGovern, Eastern 
Ohio, Pennsylvania, West Virginia; Paul 
McGovern, Virginia, Eastern Pennsyl- 
vania, Maryland, New York; J. W. 
Kavanagh, Illinois; H. D. Kemp, Mis- 
souri, Kansas, Oklahoma, Texas; T. L. 
Simpson, Iowa, Nebraska; J. J. Reilly, 
Colorado, Idaho, Washington, California, 
Oregon; M. P. Bringardner; Wisconsin, 
Minnesota, South Dakota, and North 
Dakota; Frank Neekamp, Southern 
States. 
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Hagerstown Shoe & Legging 
Company’s Picnic 


Hagerstown, Ind.—Saturday, August 
19, was a big day for the Hagerstown fac- 
tory people. Every person in the two 
factories and the office forces took their 
uncles and their aunts and their nine small 
children to the annual picnic at Braddock 
Heights. 

The trolley company curtailed opera- 
tions on all lines out of Hagerstown in 
order to furnish transportation for the 
multitude. The first car, carrying people 
and banners, flags, horns and trumpets, 
left the car barn at 7.30 a.m. This was 
followed by the other cars five minutes 
apart. All reached Braddock Mountain 
by ten o'clock. The freight car, loaded to 
the doors with picnic baskets, baby bug- 
gies, and other paraphernalia, was the last 
car in the 

There were present eleven to twelve 
hundred people. The company furnished 
ice cream for everybody. The Municipal 
Band played all day. 

Suitable prizes were donated by officers 
of the company and awarded to the win- 
ners of the various contests, which con- 
sisted of men’s hundred-yard dash, fat 
men’s race, girls’ fifty-yard dash, pie-eat- 
ing contest, male quartet, potato race, 
wheelbarrow race, bowling match, etc.. 





Strasburger Estate $310,000 


Washington, D. C.—Joseph Strasburg- 
er, pioneer shoe merchant of Washington, 
D. C., and for many years actively con- 
nected with the National Shoemen’s As- 
sociation, who died three weeks ago, left 
an estate of $310,000 according to his 
probated will filed in the District of 
Columbia. 

A large part of the fortune was be- 
queathed to charities, the residue going 
to his widow, Mrs. Florence E. Stras- 
burger, and relatives and employees who 
had helped him build up his shoe busi- 


ness. 


Business Building on 
Quality Goods 

Summit, N. J.—Hannas & Dunn 
opened a shoe store at 425 Springfield 
Avenue last November. This from the 
start has been an attractively. arranged 
store and has featured high-grade mer- 
chandise. The management of this store 
recently wrote us that it is building up a 
good trade on shoes and hosiery of real 
merit. 








New Shoe Stores 


Hamilton,§ Inc., 826 Market Street, 
Alex C. Hamilton, Manager, San Fran- 
cisco, Cal. 

Hanan Shoe Store, 737 S. Broadway, 
Los Angeles, Cai. 
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World-Wide Interest in American Types 
of Feminine Footwear 


Black Will Be Strong in Kid Over-Seas—Short Boots Noted with Long 
Skirts in Paris—Observations of S. Agoos in Europe 


. AGOOS, head of the Standard Kid Company, 
S has returned from a twelve weeks’ trip ‘cross 

seas, which trip he took principally for the pur- 
pose of establishing agencies in various parts of North- 
ern and Southern Europe. He visited about twenty- 
two cities in England, France, Belgium, Holland, Swe- 
den, Denmark, Germany, Austria, Italy, Spain, and 
Poland, and while most of the data which he collected 
is on kid leather, he nevertheless made some interesting 
‘jottings-down” on economic and social conditions. 


Importance of Colors 


Mr. Agoos made some observations and deductions 
as to kid leather colors. “In France,” said Mr. Agoos, 
“there was a reddish or mahogany shade—also some 
medium shades of gray. In the northern parts of Eu- 
rope, these same colors were being used by the shoe 
manufacturers. In the southern parts of Europe, the 
medium shades of browns and grays were being used 
very freely, and shoe manufacturers felt that the same 
colors would probably prevail this fall, with the chances 
of a little more gray coming in this fal] than last spring. 
These folks were buying the French and German col- 
ored kid for the most part, with some shipments from 
America. It will be remembered that America was 
shipping a little gray last spring. I did not notice 
much gold kid, although more bronze is being used. 
Dark brown is a very good color in kid, but not abroad, 
except in England. England has been following Amer- 
ica of late in colors. 


Black and More Black 


‘But above all of these colors, black kid stood forth 
prominently. The impression that I received while 
over there was that black kid is going to be stronger 
abroad this fall than I had any idea of before leaving 
for Europe. Therefore, I sent word home to my people 
to make up black in greater quantities than the amount 
called for in our original production schedule. Fancy 
colors will doubtless be used as insets or something of 
that kind. 

“The tanneries in Europe were somewhat up in the 
air as to colors and other conditions. In England, tan- 
ners are making only black kid, and the tannery in 
Spain which I visited is making only black kid. The 
only kid tanneries of any kind in Europe which make 
colors are those in France and Germany. 


Many Colors Made—Few Chosen 


‘The question of colors is interesting—but I do not 
think that the colors suggested by the color-card asso- 


ciations have been observed to any extent in the 
leather business. (There are no color card associations 
abroad.) For example, there are half a dozen colors 
which might be recommended for use in kid. The tan- 
ner finds himself, in regard to colors, in about the same 
position as the shoe manufacturer finds himself in the 
way of new styles in shoes—there are many colors 
suggested, but few are chosen. __ 

“Style plays as big a part in kid colors as it plays a 
big part in the amount of leather sold. Shoe manufac- 
turers like to buy colors in the finished skin on the spot, 
and, in this regard, it is always a question of having a 
sufficient stock of the desired shades on hand. We do 
not follow Europe on colors. The shade of mahogany 
in kid which has been very popular over there for sev- 
eral years has no standing here. 


England Is Not Re-exporting 

“England is buying most of her glazed kid from this 
country, except what she manufactures herself. 

America’s kid shipments to the United Kingdom will 
average about 25,000,000 square feet for the year 1922 
as against an average to England in 1914 of 41,000,000. 
We are therefore sending to Great Britain 40 per cent 
less than before the war. The reason for this is that 
England before the war re-exported a part of the leather 
she imported, and furthermore, there is some little in- 
crease in kid tanning in England, although I do not 
believe that the increase would make up for the drop 
in our imports. England has lost her export trade in 
large part in Central Europe. As far as America is 
concerned, export business as a whole can be transacted 
only in small volume outside of England and the North- 
ern countries. 


England Increases Kid Production 

“Business looks pretty fair in England; it is getting 
better in the Northern countries. Spain is getting 
along very well; Germany is not in a position to buy 
any kid leather at present, except possibly in very 
cheap grades. France has some big tanneries; so had 
Germany before the war. France is not tanning any 
more than she did before the war; I could not state as 
to Germany. Spain tans very little kid. There are no 
tanneries in Denmark; it is merely a trading country. 
Sweden tans calfskins, but not kid; Holland does not 
tan kid. 

America the Big Kid Tanner 

“America tans by far the greater part of the kid 

leather in the world today. Our peak production was 
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in 1919 and 1920, but today I do not believe the pro- 
duction in this country is any more than before the 
war. This is due to the fact that our kid exports have 
been cut down, although they are still way ahead of 
those of any other country; and so is America’s kid 
production—made necessary by the increased con- 
sumption in this country. 


No Fear of Foreign Competition 


“No, I do not believe that tanneries in India, near 
the large source of supply, would pay, on account of 
the fact that good labor could not be obtained. The 
important part of tanning is the skill of the workmen— 
and Americans, or those foreigners trained in American 
methods, are the most skilful in the world. 

“There is absolutely nothing to fear in the way of 
foreign competition. Germany is selling her leather 
freely, but with any increase in business abroad, Ger- 
many could not begin to take care of the European 
trade. 

America Leads the Shoe World 


**A study of the finished shoes in the countries 
visited reconvinced me that foreign-made shoes 
as a whole are not as attractive as American 
shoes, but they are better than in former days. 
French-made shoes, as far as the lasts are con- 
cerned, are made more and more after the style 
of American lasts. As to designs and patterns in 
women’s shoes, the French may put a little more 
novelty into their making, but as far as the last 
itself is concerned, they are getting the American 
swing—greater length of vamp and more grace. 
I honestly believe that France has been following 
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America as to shoes rather than America follow- 
ing France. This applies even to the custom 
shoe makers who make for the exclusive shops. 
There is a little more adornment on Parisian 
than on American-made shoes; and this fancy 
trimming, the American manufacturers copy, 
perhaps—to the extent of a suggestion or two; 
but as to the lines and lasts, America leads. 


Suggested by French Dressmakers 


“Just now the French dressmakers are recommend- 
ing that boots be worn with long skirts. The sugges- 
tions are coming from the dressmakers, themselves, 
and the boots are made by the custom boot makers 
with shorter tops than of yore. They may be properly 
classified as novelties. In view of the recommenda- 
tions of the French modistes, it is reasonable to assume 
that the boot vogue will make some headway in Paris 
this year, and the little seed thus planted may possibly 
bear some fruit, but not to any great extent until next 
year. 

Leather Accumulations Have Disappeared 


‘Although Central Europe is in a very chaotic state, 
we in the leather business probably have not as much 
to suffer as might at first be supposed, because of the 
fact that in the last year or two we have not depended 
to any extent on these markets. It is a fact that the 
surplus of leather which commenced to accumulate 
immediately after the Armistice has now been pretty 
well absorbed; one European country exported it to 
another. Denmark had a good deal of leather at one 
time, but she has been sending her accumulations all 
ever Europe.” 


Beauty Plays a Big Part in Modern Shoe Stores 





New Oval Shoe Shop in the Bronz of New York. 


Not all of New York’s pretty shoe 
emporiums are located on Fifth avenue, 
or even in the down-town shopping section 
The Bronx, which houses as many human 
beings as Philadelphia, or some of our 
other large cities, boasts of several shoe 
stores that are the last word in decoration 
and fitting. A new one was recently 
added to the growing list, when the new 
Oval Shoe Shop was opened at 943 South. 
ern Boulev this summer. A. W- 
Shiverts, the owner, when reconstructing 
his store following a disastrous fire last 
spring, decided that beauty pays a most 
important part in retailing shoes. 
Accordingly he fitted his new store with 
beautiful furnishings and ures. The 
decorative scheme is worked out mainly 
in grey and black. The walls, of two 
shades of grey, are further enhanced by 
scenic panels in the hand-painted Tiffany 
PE Re 
grey an ack, with a grey an c 
carpet down the fitting HA. any The chairs 
are of grey oak, upholstered in grey 
leather. The wall cases are of grey and 
the top wall also is —— . Even 
the light chains are i in this color. 
And last but not least, Mr. Shiverts calls 
attention to his “black and grey”’ porter. 
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Here’s another one of our good looking, long wearing, 


flexible, cork filled MOCK WELTS that won’t squeak. 
Sizes 3 to 9 in B-C-D widths. 


In Stock $2.60 








No. 311 (Code “Anna”) Women’s Brown Kid Oxford, 12-8 
Rubber Heel, B-C-D widths, sizes 3 to 9 


No. 313 (Code “Betty”) Women’s Black Kid Oxford, 12-8 
Rubber Heel, B-C-D widths, sizes 3 to 9. 





Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Harrisburg Shot Manufacturing Company 
Shoes for Women and Children 
Harrisburg, Pa. 


**Sane Styles and Sound Values’’ 
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BROCKTON 


Shoe Production Is Growing 


Unique Factory—Once a Skating Rink—Now Modern Plant 
—Returned Goods Situation Ably Treated 


RANSPOSING an old-time skating 

rink into an up-to-date shoe manu- 
facturing plant is an almost unheard of 
proposition, yet it has been accomplished 
in a thoroughly practical way by the 
Union Shoe Company of Brockton, manu- 
facturers of men’s welts. The plant, 
which is located on Main Street, about 
half way between Brockton and the 
Campello district, is different from any 
other in New England and doubtless in 
the entire country. Here are daily pro- 
duced 50 dozen pairs of men’s shoes by 
strictly modern methods and ideal work- 
ing conditions. 


1/1 Departments Visible at a Glance 

It is decidedly out of the ordinary in a 
shoe-manufacturing plant for one to be 
able to obtain simultaneously a view of 
all departments. Yet this can be ac- 
complished at the Union Shoe Company’s 
factory by standing on a balcony and 
looking down to the floor, at the same time 
viewing the other balconies. No less than 
15,000 square feet of floor space (and it is 
almost literally square), is available on 
the one floor and balconies which surround 
it. The floor is of hard maple, most 
unusual in a shoe factory. It is the 
original floor of the skating rink and 
nothing better can be obtained for work- 
ing purposes. 

Practical as Well as Novel 
In this unique plant with its 275 win- 





dows, giving ample daylight on all four 
sides, every detail of the work is under the 
eye of the management. Offices and sam- 
ple rooms are on a balcony, facing the 
street. The Union Shoe Company plant is 
well worth a visit by any manufacturer or 
merchant to see what can be done in plan- 
ning and perfecting, under conditions con- 
trary to all shoe factory construction, a 
plant thoroughly practical in every detail. 
President James Alfred, who is respon- 
sible for these results is general manager, 
and associated with him is Robert Leavitt, 
treasurer of the corporation. 


Baker Shoe Output Increased 


The J. Ralph Baker Shoe Company, 
with factory in the neighboring town of 
Bridgewater, is putting on additional 
cutters and will substantially increase its 
output during the next few weeks. This 
concern, which manufactures a line of 
men’s welt footwear employs a consider- 
able number of shoe workers in Bridge- 
water and vicinity. J. Ralph Baker, head 
of this house is optimistic regarding 
prospects for the fall factory output. 


Re-open Brockton Branch 


The Emerson Shoe Company with 
factory in Rockland, maintains a branch 
plant in Brockton. This was recently 
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Home of the Union Shoe Co. of Brockton. Once a skating rink—now a strictly modern shoe factory 
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re-opened with about 100 employees, in 
cutting and fitting shoes for the Rockland 
Plant. 


Pamphlet By Brockton Shoe- 
Man 


President Frank S. Farnum of Churchill 
& Alden Company has prepared a timely 
paper entitled, “Shoes—A Square All 
Around.” This pamphlet has been en- 
dorsed by the National Boot and Shoe 
Manufacturers’ and National Shoe Whole- 
salers’ Associations of the United States 
and is in extensive demand by shoe re- 
tailers. It sums up the situation as regards 
the return of shoes to the manufacturer 
for defective material or workmanship. 


Points in Mr. Farnum’s Paper 


The various factors in connection with 
returned goods such as good-will allow- 
ances, unjust claims, perspiration and 
burned soles, and equitable claim adjust- 
ments are dealt with by President Farnum 
in considering the interests of the con- 
sumer, the retailer and the manufacturer. 
In conclusion he says: 


“An equitable adjustment of any claim 
is obtained only when a square deal has 
been given to all three parties to the 
transaction. The retailer who most ef- 
fectively protects the interests of the 
wholesaler and manufacturer is, in the 
long run, best protecting his own interests. 
The most successful retailers in the coun- 
try are not those who give something for 
nothing, but those who give vahie re- 
ceived.” 


Added Factory Space 


The Brockton Shoe Manufacturing 
Company has added 6,000 square feet to 
its manufacturing space by securing 
another floor in the building which it 
occupies. Production of the better grade 
of men’s welts will be increased according- 
ly. The house also has opened a stock 
department and distributing point at No. 
5 North 4th Street, Philadelphia, Pa. 
This takes the place of the former Phila- 
delphia office in the Forrest Building and 
is for the purpose of increasing service to 
customers in Philadelphia and vicinity. 
M. E. Schaffer is in charge of this new 
department. 


Shoes At a Dollar Each 


At a recent “Dollar Day” held by the 
Brockton merchants, one retailer of foot- 
wear had a trade inspiration. Although 
he was unable to offer any desirable 
shoes at a dollar a pair, he did advertise 
and deliver a good value at a dollar for 
one shoe and the same price for the mate. 
Thus he delivered dollar shoes and made 
good on “Dollar Day.” 
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PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
wastes 147-153 Waverly Place 
EW YORK CITY 








The WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 

we In Stock Specialists of 

.4 = Women’s Shoes, Party 

e\ oO SA Slippers and Novelties. 

= Write for Catalogue 

COLLINS & STAPLES 

Makers of Hand Turned Low Cuts 
























No. 160—14/8 Junior Louis 
Heel. No. 165— 16/8 Full 
Louis Heel. Price $4.00, 


leas 5 per cent 10 days. 

18 Phoenix Row 

« Haverhill, Mass. 

123 Essex 8t., Boston 
Room 306 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
No. 64 


Men’s Brown Elk 
Everett True- Form 
Last 


Price $1.75 


Freeman-Thomp 
Shoe Co. 


St. Paul, Minn. 





Manufacturers “Comforets” 


Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 RiverSt_ Haverbdl, Mase. 
Basten Office 
207 Essex Street 
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HAVERHILL 


A Style Summary Is Presented 


Novel Twelve Hour In-Stock Shipment Plan—Factory In- 
' creases Output—A New Corporation 


ROM the many patterns of tongued 

Colonials which are being brought 
before buyers of Haverhill-made footwear, 
selections are being made which eventually 
will narrow these many patterns down to a 
comparatively few real sellers. This latter 
feature is of particular concern to Haver- 
hill firms carrying women’s novelty styles 
in stock inasmuch as they don’t want to 
adopt a pattern until its worth has been 
demonstrated by advanced orders. The 
next stage in Colonials is the decorative 
feature, tongue stitching being followed 
by tongue ornaments. These latter are 
already in full swing in the higher grade 
lines of women’s footwear. 


Turn Novelties in Stock 


At the Hopkins & Ellis factory, they 
are stocking tongue and strap style shoes, 
and also are working up new patterns for 
fall and winter. Shoes are of satins, bro- 
cades, patents and suedes, in solid and 
combination colors. New brown and new 
gray shades are shown in the line. Heels 
of wood are up to 17-8 high. Tongue style 
shoes show tongues in combinations with 


gores as well as straps. The Radio a novel- 
ty strap pattern is selling well. 


A 20-8 Heel 

One line of Haverhill shoes carries heels 
20-8 or 2% inches high. They are for 
women who have the extreme high arch, 
as well as for women who, seeking to look 
tall and graceful, according to the new 
dictate of Dame Fashion, add 2% inches 
to their stature by wearing shoes with 
heels of that measure. 

Dalrymple on Ornamentation 

“Colonials have been somewhat slow in 
arriving,” said a member of the Dalrym- 
ple-Pulsifer Company of Haverhill, mak- 
ers of shoe ornaments. “Fully a year and 
a half ago we put out some attractive 
tongue Colonial styles. Buyers, however, 
did not seem ready to accept them at that 
time and we went back to straps. Now 
Colonials are coming into their own, 
while the ornamental feature is assuming 
important and interesting proportions.” 


Boots 20 Per Cent 
At the factory of the Ornsteen Shoe 








Look who's Here! 
August 19, at Ti 


The Rickard-Claremont folks held an ouling on 


Mass., and somé one 


snapped President “Bd” M. Rickard. “the big fellow” and Fred 


; 


Jans, 


Tenney, whe Kes Seon the ides of. thousands of baseball 
he played with the Boston and New Pork Teams. Mr. Tenney is stand- 
ing at President Rickard’s right. 
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Company, they are making 20 per cent 
boots. The boots are 84% and 9 inches 
high, and have wave and the like novelty 
tops. They are of black and brown kid 
and cabretta. Heels are 12-8 and 14-8 
high. The bulk of the production is made 
up of one and two strap pumps, cross strap 
pumps, tongue style pumps and oxfords. 
Many of these shoes are of satin, and some 
are adorned with beads. Heels are of 
wood, 16-8 high. 


Hannahsons Inaugurates 
Twelve Hour Plan 


Shipment of shoes in stock within 12 
working hours from the time retail mer- 
chants’ orders reach the factory is the goal 
toward which the Hannahsons Shoe Com- 
pany of Haverhill is aiming and one which 
is fast being attained. In fact, during the 
last two weeks better than 80 per cent of 
the orders received for goods which were 
in stock have been filled according to this 
schedule. This, in spite of the fact the 
company has been moving to its new and 
larger quarters on Wingate Street, which 
have been made necessary by its rapid 
growth. 

Building by Specialization 

The steady growth of one of the coun- 
try’s largest fabric shoe companies can 
without doubt be attributed to the far- 
sighted intelligence of its founders and 
their unstinted application of the most 
modern business methods in which ad- 
vertising and the employment of special- 
ists to head every department are prob- 
ably the most important. By specializa- 
tion the company has been able to build, 
and build on a firm basis, a lasting or- 
ganization. 

Larger Factory Quarters 

The same expansion which made neces- 
sary the change to larger quarters for the 
Hannahsons Shoe Company has also 
meant an enlargement in organization. 
Herman Siegrist before his present con- 
nection was in the in-stock department of 
Selz-Schwab Shoe Company of Chicago 
where he was directly connected with the 
12 hour service department of that com- 
pany in eonnection with his other duties. 
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It is through his efforts that such rapid 
strides in that department of the Hannah- 
sons Shoe Company has been made. In 
his new position he has charge of all stock 
and shipping. Alfred New, for many 
years connected with the sales depart- 
ment of McElwain-Hutchinson-Winch 
Company of Boston has been appointed 
to take charge of salesmen and all selling 
of this nature. He is rapidly building a 
salesforce of national scope. 
Designing, Advertising and Printing 

Hannahsons Shoe Company also has a 
special designing and pattern department 
which is in charge of Lawrence Ewing, 
formerly of the designing department of 
Rice & Hutchins Inc. at its Braintree, 
Mass. factory. Mr. Ewing spends part of 
his time in the style centers of the country 
keeping informed as to the latest style 
tendencies which are immediately but 
practically incorporated into the Hannah- 
sons line. 

Advertising, the liberal use of which has 
been one of the main reasons for Hannah- 
sons growth, is in charge of Ray Mills, 
for several years with Emerson Shoe Com- 
pany of Rockland, Mass. and previous to 
that with the Butterick Publishing Com- 
pany in New York. In connection with 
the advertising the company operates a 
complete printing plant equipped with the 
most modern machinery, in which all of 
the company’s printing is done. 


Becker Shoe Company 
Incorporates 


The Becker Shoe Company, Inc., has 
been granted a charter under Massachu- 
setts laws with a capital of $30,000 to deal 
in footwear and leather. The incorporators 
are Samuel Becker and Louis Swartz of 
Haverhill and Solomon Bochholtz of 
Dorchester. 


Adding to Plant Output 


Wright-Gorevitz-McNamara Company, 
manufacturers of women’s McKays, have 
placed additional machinery in their fac- 
tory on Essex Street and are adding sub- 
stantially to the daily output of the plant. 





PROVIDENCE 


Merchants Preparing for Fall 


Business on Up-Grade—Clearance Sales in Full Swing—Many 
“Smart” Fall Models Displayed 


ITH the advent of August, the 

second week of retail business 
among the various Rhode Island shoe 
merchants was reported as being “fair,” 
“coming along” or “can’t complain,” 
which on ‘the whole, however, could be 
regarded as being “somewhat better.” 
Several of the high ‘grade stores stated 


business as being “good,” but they were 
few. 

Women’s buying continues as the fea- 
ture, with oxfords and one-strap effects 
being popular while sport shoes are the 
““go.”” High shoes have sunk into ob- 
livion here. A big fall and winter season 
is predicted. Regarding the weather, as 
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Women’s Shoes 
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Largest manu- 
facturers of 
soft soleleather 
slippers. 

Send for catalogue 


MAID-RITE SLIFPER CO., Ine. 
35 Yerk St., Brooklyn, N. Y. 
























E. A. & M. C.Witherell Ce. 
Manufacturers 
Wemen’s Turns 

Beets and Slippers 

Havok ass. 


Boston Office 
Rice Bidg. Room 406 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Wemen’s Turn 
Cemforts 
Boots & Slippers 
for the wholesale trade 






















WOMEN’S FINE TURNS 
and Novelties == 
One of our newest models. 
Hand Turn kid Jattice work 
quarter—in all. finest 


BOWDOIN 
172 Washington 
Street 
Haverhill,Mass. 
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Makers of 
HAND TURN NOVELTIES 
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41 Washington 8t. 
Haverhill, Mass. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
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one merchant said, “‘How can we sell when 
it has rained forty-two days of the past 
sixty? This keeps the trade from coming 
down town you know,” he added. 


Mark-Down Sales Everywhere 


Clearance sales are now in full swing in 
most all Rhode Island shoe stores. The 
past week prices have been cut to a very 
low level by the merchants in order to 
hasten the process, as they are completing 
preparations for their Fall opening, and 
expect to start the coming season with a 
complete new stock of the latest styles 
in footwear. 


Fall Styles Shown 


With several of the local stores announc- 
ing their advance showings in fall footwear 
many new styles were ushered in. At the 
store of Thomas F. Peirce & Son, the 
“Vivian,” a new twin-strap model with 
welted sole and Cuban heel in patent, 
black calf, and brown or black kid, was 
very attractively displayed, at $10. 
Gladding’s is showing the “Cleopatra,” 
in patent leather, also in calf with gun 
metal finish, block heels, cut out quarter 
sections in ladder effect, at $10. 

New Fall patterns in very smart foot- 
wear are also being shown by Sullivan- 
Walkover, Mulvey, Lyons and Regal. 
With the advent of September 15 the 
majority of merchants say they will be in 
line with their latest official Fall displays 
bringing to light some very “nifty” num- 
bers. 

Thinks Boots May Sell 


Some merchants say that with longer 
skirts coming into vogue this winter, the 
demand for high shoes will be stronger. 
Other merchants look to strap pumps and 
oxfords, with tongue pumps to be very 
fair, especially for early Fall. Regarding 
long skirts, very few have so far made any 
appearance in Rhode Island. 


Installing New Sidewalk 


A new sidewalk being installed on West- 
minster street in front of the large Shepard 
Company store, which will. pleasingly 
affect the exterior of the store, will be 
very soon completed. The local store, 
always noted . because, of its attrac- 
tive window displays, will be rendered 
even more attractive because of this 


change. 


Albert Pfeiffer Buys Dimond 
Store 


A. Dimond, for fifteen years President 
and Treasurer of the large store (Dimond 
Company) bearing his name, has recently 
disposed of his entire interest’ in the con- 
cern to Albert Pfeiffer, of Little Rock, 
Arkansas, a very aggressive, progressive 
and successful department store man. 
Mr. Dimond’s retirement is the result of 
recent impaired health and the imperative 
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need of complete rest and change of scene. 

For more than three score years the 
Dimonds have been actively identified 
with the retail business of Providence. At 
that time Jacob Dimond started a small 
dry goods store on Wickenden street. 
About fifty years ago, his son, Leopold 
founded a store on Charles street in the 
north end of the city. Here, 35 years ago, 
Mr. Dimond got his start, and about 20 
years ago moved into the large, roomy 
store now occupied by the Dimond Com- 
pany—a monument of industrial progress 
and success. 

After his much needed rest Mr. Dimond 
will assume his activities as President and 
Treasurer of the Dimond Land Company, 
operating in important down-town leases 
and realty investments, with headquarters 
in the Fletcher Building, 212 Union street. 
The store will hereafter come under the 
trade name of Albert Pfeiffer & Company. 
This corporation will be capitalized for 
$750,000. 


“Back On Job” 


“Dave” Hughes, secretary of the R. I. 
S. R. D. A., is back on the job after a 
business and pleasure trip through New 
York. 

M. Casterlin, manager of the local 
Regal shoe store, is also back on the job 
and all ready for a big fall season. 


Regal Sale Is Successful 


A $4.80 sale of men’s and women’s 
$6.80 shoes, (marked $2 from the regular 
$6.80 price) staged recently by the local 
Regal store went beyond expectations. 
Manager M. Casterlin, reported business 
as being good. 


Buys Kaxo Company 


The Everett Baron Company, here, 
makers of Cinderella shoe polishes and 
cleaners, recently bought out the Kaxo 
Company of Cambridge, Mass., and will 
continue to manufacture this line of pro- 
ducts in their Providence factory. The 
Kaxo Company manufactured a tube 
brush which consists of a brush and dau- 
ber with a tube of shoe paste concealed 
and held in place under the metal cover. 


To Erect New Building 


At the Outlet Company, Providence’s 
largest department store, the shoe depart- 
ment, at the corner of Weybossett and 
Eddy streets is being torn down and a new 
modern building will be erected in its 
place. The department at present is 
doing business in the rear part of the store. 


Fowler in Waterbury 
“Bob” Fowler, formerly manager of the 
See-Kay store here has recently accepted 
the position as manager at McElligott’s 
high grade shoe emporium in Waterbury | 
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Connecticut. “Bob” likes his new con- 
nection and states that business is good. 


Takes On Men’s Shoes 


Whitmore’s upstairs Butler Exchange 
women’s shoe store, will add a complete 
line of men’s shoes in the fall, states man- 
ager Roy S. Whitmore. 


Gilbin with Sullivan Co. 


“Tom” Giblin, formerly with Thomas 
F. Pierce & Son has recently become con- 
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nected as salesman for the Sullivan Com- 
pany. Fred S. Fenner, president of the 
R. I. R. S. D. A., is manager of this con- 
cern. Fred states business as being good. 


Anniversary Sale Held 


The F. E. Ballou Company, high grade 
shoe emporium, is holding its forty-second 
anniversary sale with big resutls. Every- 
thing has been marked twenty per cent 
off and patrons are taking unusual ad- 
vantage of this big saving, states business 
manager, J. Smith. 





BOSTON 


Early Fall Styles Now Appearing 


Retail Shoe Merchants Are Offering Attractive New Patterns 
in Both Men’s and Women’s Footwear 


ARLY fall styles are fast assembling 

in shoe store windows and interior 
display cases. There has been a thorough 
house cleaning during the summer months, 
with some lines still to be cleared, but 


new goods are fast superseding the old- 


numbers. Children’s shoes have played an 
important part in recent publicity mat- 
ter; merchants have taken advantage of 
the fact that schools are about to open 
and that the youngsters must be suitably 
shod. The first day of the week opened to 
a heavy accompaniment of rain and as 
the public in general was in a shopping 
mood, fathers and mothers were reminded 
by the weather that a pair of rubbers for 
their young folks was a very necessary 
purchase with that new pair of school 
shoes. Many grown-ups also decided that 
they would buy an additional pair of 
sandals. 

The Graphic Arts, Exposition, held in 
Mechanics Building during the past week, 
brought many visitors to the city and 
was a stimulating factor to the retail 
shoe trade. 

Now it is all ‘hands t6'the dars for the 
new season just opening.  Sfore’ have 
gone back to their all-day Saturday sched- 
ules, shoe salesmen are back from ‘va- 


cations—so are heads of firms—in fatt;' 


the whole store machinery is “set” for' a 
big business. 


What George H. Wirth Is Showing 


The shoe store of George H. Wirth Co., 
located at 272 Boyslton Street, showed in 
its new lines both Colonials and straps in 
welts and turns. Ooze leathers predomi- 
nate and especially in the new shade of 
otter. Jn the new hosiery lines shown, 
browns in silks and lisles and silks and 
wools are the most prominently featured. 
Buckles of cut steel and rhinestone sparkle 
bewitchingly in the midst of the new 
footwear models. 

{. Although this store has only been a 
part of “Boston’s Fifth Avenue” since 


March | its business has been most satis- 
factory. “The month of July surprised 
me as to its large volume,” said Mr. 
Wirth, “‘and we had a very good June.” 
He believes that oxfords will be good for 
late falJ, as they are the logical footwear 
for spats and woolen stockings, with 
Colonials and straps big sellers for the 
lighter-weight footwear demand. Mr. 
Wirth believes that sport shoes for fall 
will not display so many colors and will 
be limited to tans, blacks, or a combina- 
tion of black and gray, or tan and beige 
or otter. “Smoked horse and the pearl 
horse numbers have gone,” said he. 


Skilled Workmanship Evident 


An examination of the new fall styles 
reveals the fact that skilled workman- 
ship has been necessary to produce the 
new patterns, in tongue effects and Colon- 
ials. Much fitting has been required for 
overlays, underlays, beading and all the 
other details of shoe finery. And this 
incidentally has the effect of stiffening 
prices on some of the women’s high grade 
lines. 


“Young Men Will Wear Ozfords” 


**¥Young) men will wear oxfords through 
thé winter;”-said J. H. Woodbury of T. 
E. Moséley: Co!,' to the writer recently on 


a fall style inspectiom tour bf' the store: 


“Older men will stieky4b high shoes. 


There is a demand’ now for the lighter | 


shade of tan. We are running on No. 4 
calf instead of No. 26. A great many 
Scotch grains will be good in the medium 
shades of tan. A very snappy model was 
shown in Mr. Woodbury’s department, 
made in plain grain calf, with cordovan 
saddle strap and a 6/8 heel. But the nov- 
elty of novelties was the Pinehurst golf 
shoe; in No. 102 box calf, with a sole and 
heel moulded into one piece; the sole being 
made of Colombo crepe rubber, one half 
inch in thickness; underneath same was 
a slip sole; it was very heavily welted. 
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THE STETSON SHOE CO. (Inc.) 
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Worcester, Mass. 
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Boston Office: Room 214, United States Hotel 
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Marston & Tapley Co. 
DANVERS, MASS. 











They bring your 


customers 


< to Bay 
Wood Heels | 


New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill . . Mass 
































One of the new fall styles. Black patent . 

fawn suede poi ty me throal, ot 

tongue, 16-8 Spanish heel. Shown by Thayer- 
Mc Neil Co. 


lent leather 








The shoe had brass eyelets, a tip and a 
“half” ball strap, which extended from 
one side of the shoe to a little beyond the 
center of the vamp, giving an inset ap- 
pearance. One would naturally think that 
this would be a ‘shoe oi considerable 
weight, but on the contrary its lightness 
was a big surprise. The price of this shoe 
was $13. 

The price of the new plain grain calf, 
with cordovan saddle, was $9.00. Mr. 
Woodbury explained that the new men’s 
shoes show a 10 per cent reduction from, 
last season. 

The formal fall style opening of the 
T. E. Moseley Company will not take 
place until September 10 or 15, when 
all of their new models will be set forth 
in full array. 

To get a little recreation after their 
mid-summer clearance sale, and to enter 
upon the fall season in good trim, Mr. 
Woodbury and Mr. Barnes, who has 
charge of the hosiery department of the 
T. E. Moseley Company, are now taking 
a trip through Maine, Nova Scotia and 
New Brunswick. The latter country Mr. 
Barnes knows thoroughly as he came from 
one of the good old towns on the River 
St. John. 


Kangaroo All The Year Round 


“We sell our Kangaroo models all the 
year “round,” said J. H. Muldoon of 
Fletcher & Co.’s, Ltd, 2 School Street. 
Mr. Muldoon has been at this store since 
last October; before that for thirteen 
years he was salesman at the Regal Shoe 
Store. “Kangaroo makes a very good 
looking and easy fitting shoe. But 
here are many other models. For instance, 
this combination in Gallun’s No. 3 Russia 
calf, this shoe has a tip and extension 
sole. It is very comfortable and easy 


fitting, with an A instep and a D ball. 
We carry all conservative patterns, as I 


-find that young men like plain shoes.” 


Some Interesting Socks 


At 10 High Street, John Gibbs, who 
represents the Medford Woolen Mfg. Co., 
has on display a line of men’s famous 
woolen socks. The same kind which the 
victorious American tennis team of 1919 
wore at Wimbledon, England when it 
carried home the Davis cup. Before going 
over the team was fitted out by the Med- 
ford folks. 

Besides socks, there was on display 
a most interesting line of men’s, women’s, 
and children’s felt boots, which are sold 


_to the rubber companies and jobbers. 


This company imports all of their own 
wools—from Turkey, China, South 
America, India and Australia, “and,” 
said Mr. Gibbs,“the American wools are 
also very fine. This is indeed an interest- 
ing business.” This concern has only 
recently moved to 10 High Street, having 
formerly been located at Room 50, United 
States Hotel. 


Fall Outlook Bright 


The outlook for fall is bright, with 
building in and around tbis section pro- 
gressing well—in fact, it has been stated 
that never before in the history of New 
England have so many building permits 
been issued for late summer and fall con- 
struction as this season. One of the larg- 
est buildings on which construction will 
soon commence is the new $5,000,000 
Chamber of Commerce Building. Many 
of the textile mills in this section are in- 
creasing their equipment and have started 
operations after shut-downs of more or 
less length. Shoe factories in the vicinity 
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7 Pilgrim Building, 210 South Street, the near-future home of the 
. C. Lawrence Leather on, —— Leather Co. and Ashland 
eather Co 


of Boston are operating full steam ahead 
on late fall and winter orders. The New 
York, New Haven & Hartford Railway 
Co.’s freight revenues have been running 
substantially ahead of 1921, with a much 
higher ratio to total gross than the pas- 
senger revenue has shown, thus furnish- 
ing further proof that industrial condi- 
tions throughou: New England have 
greatly improved and that there is plenty 
of money hereabouts to spend for new 
footwear. 


A Boston Visitor 


“Sam” Hillson of the Sepcialty Shoe 
Store, Waterville, Maine, was in this 
market the past week and placed several 
good-sized orders from in-stock depart- 
ments. 


A Shoe Salesman Artist 


Elmer Herderhurst, shoe salesman at 
Hanan & Son’s Shoe Store, Tremont 
Street, is a real shoe artist, although he 
is most modest about this talent and very 
reluctantly showed some late sketches 
from his brush. Mr. Herderhurst has 
ideas of his own on women’s footwear 
styles and often conveys his thoughts 
to paper. He has recently drawn some 
models in Colonials and side lace effects. 
Another clever delineation at which the 
Recorder representative “peeked” was a 


grey suede oxford, with patent striped 
vamp and patent leather covered Spanish 
heel. His patent leather Colonial was 
ornamented with a steel button at the side 
and two very pretty Paisley fabric pat- 
terns with patent trimmings were noted. 


They All Like Roy Smith 


F. Roy Smith is assistant to W. G. 
Lewis, manger of the shoe departments 
of Jordan, Marsh & Co. in the women’s 
shoe department, and has had full charge 
of the women’s department during the 
greater portion of July and August. A 
recent visit to this department and chats 
with some of the salesmen impressed the 
writer with the fact that Mr. Smith is 
a most efficient executive, for at least 
three of those with whom the writer hap- 
pened to converse informally, without 
in any way being questioned in this re- 
gard, voluntarily expressed themselves as 
delighted with Mr. Smith's fine co-opera- 
tive spirit and congeniality. 


Toes Rounder—Vamps Shorter 


Mr. Smith had a word to say on the 
department’s new fall styles, which he 
pointed out were a little bit rounder as to 
toes and shorter as to vamps. Some of 
the new Colonial effects shown here have 
beaded tongues, with 16/8 heel and narrow 
straps which are so attached that they 
come high up over the instep. None of 
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Where to Buy 


Children’s Shoes 














‘Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl« 
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WManwfactlurer 
INDIAN MO CCAS NS. BOOT SOCKS 
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Soft Soles and Moccasins 
a m= yous, ag vy for our 


T sel} 
btn retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM — co. 


Rochester, N. Y. 
Boston Office, 181 , %- Street 








Bole Soft-Sole 
Moccasin-Style Shoes 
Made of best smoked, tan 
ont chocolate elk. Some 
with patent vamp. Hi 
cut and ph — aan 
t cushion innersoles— 

fine for baby feet. A high 
grade shoe at a low price. 


Lynn Moccasin Co., 125 Market St., LYNN, MASS. 
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SOFT SOLES 


A Wonderful Line for the 
Wholesaler Stock—A 


NU BABY SHUVE CO., East Lynn, Mass. 
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Shoe Illustrations 




















170 





Ballet Slippers 


IN STOCK 
8/11 1134/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave.! Boston 











IN STOCK—OUR NEW 
BALLET SLIPPER 


Endorsed by dancing mas- 
ters. Made with improved 
hard toe misses 
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Shoe Ornaments 
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D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 4 











For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
—— 7 te 


en... 


BEADING WORKS (0. 
STS., PHILADELPHIA 

















“Just Enough Better To Be Theroaghly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City | 














AND 


the single straps come down as low as 
formerly, but are placed further up the 
instep, thus holding up and giving a 
better support to the ankle. 

A two-button cross strap in a black bro- 
caded satin and another in a brocaded 
silver carried a 16/8 heel. There were also 
some “snappy” styles in browns, in vari- 
ous leathers and materials. 


5B for Windows 


At this store, much care is taken that 
shoes to harmonize with costume are 
placed in the display windows. An en- 
tire set of new forms has recently been 
purchased for the windows and for these 
“ladies” Mr. Smith always selects a 5B 
shoe, which is their correct size. Moreover 
it is Mr. Smith’s theory that no window 
model’s shoes should be larger than a5B. 
He further stated that he believed for early 
fall and winter street wear, strap pumps 
in brown or black would be much worn 
by the fair sex on the street, and for the 
late fall and winter street wear, oxfords 
of brown or black, and silk and wool 
hosiery. “Women,” said he, “like the 
convenience of the low shoe, I believe 
that they will be much averse to wear- 
ing high shoes on account of the long 
time factor. Low shoes are so much 
quicker to put on than high shoes—and 
then they are more fashionable.” 
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Lewis Back “on the Job” 


W. G. Lewis, the very popular manager 
of all of the departments of Jordan Marsh 
Co., returned from his vacation at the 
Russell Cottages, Keersage, N. H., on 
August 28, looking hale and hearty after 
his long vacation, and all ready for a 
lively fall business on the many snappy 
creations which his department is now 
offering. 

Mr. Smith is spending a two week’s 
vacation at his former home in Rockland, 
Maine. 


Big Leather Units Under One 
Roof 


The A. C. Lawrence Leather Co., the 
Ashland Leather Co. and the National 
Leather Company, will shortly remove 
to the new Pilgrim Building, 210 South 
Street. This building has a frontage 
on South and Kneeland Streets and At- 
lantic Avenue. It is considered the best 
in the leather district. Thus will be con- 
solidated under one roof one of the largest 
units in the sole and upper leather busi- 
ness and here will their offices and stores 
be located. The A. C. Lawrence Leather 
Company and the National Leather Com- 
pany are now at 161 South Street, and 
the Ashland Leather Company is at 140 
Beach Street, Boston. 





LYNN 


Tongue Styles for September 


Straps Continue to Sell—Boot Lasts and Patterns Appear-— 
Oxfords Are Good—New Interest in Dark Brown 
Leathers—Volume of Business Increases 


ONGUE style shoes are setting the 
pace for September. Lynn shops are 
turning them out in lots of many cases. 
Tongue and gore, tongue and strap, and 
tongue and buckle shoes all are selling. 
Oxfords are always good for fall, and this 
season they look better. 
patterns are being made up. 
Brown kid is mentioned as a coming 


leather for street style’ shoes.’ Datker ’ 


shades of;.brown. are wanted on both 
\\euede and smooth finish leathers. Patents 
are still good, in all,patent and patent 
with contrasting trimmings. Satins also 
are good, in all satin, and in satins and 
trimmings. Suedes and brocades are used 
for trimmings, in new shades of gray and 
brown, as well as in blacks with black 
leathers or satins. 


New Lasts in High Heels 
New lasts, for low cuts, show high heels, 
from 14/8 to 16/8, and in a few instances 
18/8. The higher heels tend to throw the 
feet into the forepart of the shoe, so that it 
is broadened and strengthened across the 
ball and instep to hold the feet securely. 


Boot lasts and 


Toes are lengthened, and pointed. Ap- 
parently, lines of length will prevail in 
shoes, as. well as in apparel. 


Paitetns With Higher Throats 


New patterns, some of which are al- 
ready in use, show higher sides and higher 
throats. Cutaway sides, so common in 
summer shoes, are giving place to sides 
that are built up to cover more of the 
foot. Also, throats are higher. There is, 
however, a limit on high throat and high 
side shoes, for if the leather is carried up 
too high on the instep it will press into 
the flesh and make trouble, unless the 
wood of the last has been changed to 
provide for the new pattern. 

These new shoes still call for good fitting. 

Will Try Boots 

A number of new lasts and patterns, 
now in the making in Lynn, provide for 
boots 84% and nine inches high. Lynn 
manufacturers will try boots to see what 
the buyers think of them. The fashion 
of longer skirts may bring the opportunity 
for boots. 
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Boots are Roomier 


“We are making our new boots,” says 
one designer, “of liberal measurements 
over and around the ankles. Usually we 
take no stock in the stories about the 
changing measurements of women’s feet, 
but after a general survey of ankles as 
seen along the streets, we are quite con- 
yinced that the long wearing of low heel, 
loose-fitting shoes has put more flesh on 
the feet, has thickened ankles, and has 
brought the fullness of the calf down 
nearer to the ankle bone. So we are going 
to try roomier boots. Yet we know from 
experience, that the wearing of a snug 
fitting boot, for a week or two, brings the 
ankle and leg measurements down to 
normal, the same as the wearing of a 
corset, after a corsetless season, brings 
the waist line back to normal.” 


Novelty Heels 


“Though skirts are longer, yet the heel 
is still conspicuous,” says Charles Mac- 
Laughlin of MacLaughlin, Conway Co. 
“So we strive to make our heels more 
beautiful. We have some handsome new 
heels, covered with brocade, or with gold 
or silver cloth. These pretty heels make a 
contrast with the shoes. All of the style 
of the shoe is not in the forepart. Many 
a heel, shapely and flashing in color, 
often leaves a pleasant impression as a 
woman passes by. 

“Gore tongue shoes are by far our best 
sellers for September. Our samples, as 
you may see, show a variety of tongues 
of fancy cutting, stitching, binding and 
inlay work. We use no buckles or slides. 
Strap styles are still good. This one- 
strap is popular. You will notice that it 
has a higher side’and throat than our 
previous one strap patterns. 

“Patent and satins are the materials 
we are using most. We are combining 
black satin or patent leather with bro- 
cades or suedes in black, silver gray, 
gold or black suede or brocade. We cover 
the heel to match the quarter. This strik- 


ing style of black satin and a gold bro-" 


caded heel and trimmings gives you the 
idea.” 
Slippers for Comfort 

“We are making,” say Merrill & Porter, 
“more shoes than ever in our long career, 
which covers many years. Orders show 
increases on men’s slippers, as well as on 
comfort shoes. 

“We guess that retailers are rousing 
themselves to the possibility of selling 
more of the better grade slippers to men, 
for we have a substantial gain in business 
on our best grade slippers. They have 
uppers of plump kid, in golden and Ha- 
vana brown, an extra heavy slipper sole, 
an all leather heel and a lining of extra 
quality. They are slippers that any man 
will be glad to wear at home. Our present 
orders indicate that sales of men’s slippers 
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for early fall, as well as for Christmas, will 
touch a new high mark. 

‘*Five lines of slippers have we in stock, 
in addition to our 20 lines of comfort 
shoes.”’ 


A Word for Welts 


“Welts look good to us, and to our 
customers,” says the Watson Shoe Co., 
“for our sales show substantial increases. 
Three types we are making, the light 
dress welt, the substantial welt for walk- 
ing or general service, and the health 
welt shoe. 

“Tongue styles are mighty good for 
September. Straps also are good, in 
both dress and walking shoes. Besides, 
there are oxfords of several types, which 
are certain to sell in the colder weather. 

“New brown leathers of the darker 
hues are much wanted.” 


A Wishbone Strap 

V. K. & A. H. Jones & Thomas made 
a winning on its new wishbone strap welt 
shoe for fall. The straps spring from 
either side of the throat and, passing over 
the instep, they fasten to either side of 
the quarter with buttons. They make a 
wishbone on the front of the instep. The 
vamp is of the circular pattern, it has 
a wave tip with a medallion. There are 
perforations on the tip, vamp and quar- 
ter. The edges, which are welted, are 
trimmed close. The shank is slim and 
the heel, of the military style, is 14/8 
high. 


Quick Style Service 

A description of a new design came over 
from New York on the night mail. The 
design was made up, new lasts being 
whittled and new patterns drafted during 
the day, and the sample shoe was sent 
to New York, where it was shown the 
next morning. 


Quick Deliveries 
Shoes are now being shipped from stock 
departments within eight hours after 
orders are received at the office. 


New. Parcel Post Building 


The U.'S. Goveérmmentis to build a ”' 
new pareel post building in Lynn: fn | 


crease in parcel post business of Lynn 
shoe manufacturers is One reason for it. 


Youthful Styles 
Herbert Humphrey’s Sons, Marble- 
head, are bringing out new youthful styles 
in boots, both lace and button, for little 
folks. 


To Increase Output 
Bell Bros. Shoe Co. have taken ad- 
ditional space in their factory in Salem, 
and will increase their output of comfort 
shoes. 








Where to Buy 


Standard Shoe Materials 















































The One 
Waterproof 
Leather That 
Takesand Re 
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Creese_ & Cook Co. S50 $6 South Sercet 
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Engraving and Printing 














COLOR PRINTING ‘DESIGNING | 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 
Tear out this ad and mail for details of 
our Soest Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
4960-4961 








Telephone 








. The BOW PRINT Ire 


CAMPELLO STATION 


26 ) BROCKTON. MASS. @ ae 
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MANIFOLD 4v0 
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——————eSnappy Neu 
WINDOW CARDS 


THREE—all different—showing Fallish designs 
in FOUR colors, with catchy reading matter 


All Three for $1.00 [postpaid] 
TOLMAN PRINT, INC. 
Brockton, Mass. 
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Miscellaneous 

















1000 Sales Letters 
All meg Be Mail 


F. S. ROOT COMPANY 
Sales Service and Advertising 
@ Beacon Street Boston, Mass. 
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Retail Shoe Merchants 
on Styles 
Tastes Are Being Made with Bothgal 


Experiments on Public’s 


September 2, 199 


Straps and Tongues 


EW YORK retail shoe business is 

slowly shaping itself into the fall 
season. As yet there has been no 
style development of sufficient importance 
to cause any change in merchandising 
plans as laid out earlier in che year. Most 
of the retail merchants are playing “‘safe”’ 
on tbe style question and have put in a 
sufficient variety of both strapped and 
tongued models to try out the public’s 


Boots Out of Favor 

On one point, however, most of the mer. 
chants here seem agreed, and that is that 
boots will not come back in any quantity 
worth speaking of this fall. Compar- 
tively few boots have been bought by 
New York merchants, and unless there isa 
decided shift within the next few weeks it 
is not likely that they will be stocked to 
any great extent. Neither in the fashion 

















“Playing Safe’ - 





WHICH IS WHO? 


On the left is Harold—or is it Pei 
At any rate, here are the two Hart 


ay amt + is Percy—or possibly 
, Percy and Harold 


Harold. 
, whiling away a few idle 


moments during a ad game, one - 4. their few respites from keeping things running 


smoothly in the er organ 


made frequently. If you happen to run i 
Foticth Street it is lhely to fe Harold, 
ane a York's famous F 
i 

ae. The best way is to say “Mr. 


hoins that look alike as the proverbial too peas in a 
some funny and also some near tragic 


one of them on FYth Avenue, up abore 


4th Street store, the chances are ut is 
Hart” and let it go at that. 


“Harold a joke on Perey or the other way around, for'you may bet 


is not 


sides over the Cammeyer Branch de 

I you see one of the boys hurriedly dash- 
But even then, you can’t be 
, don’t try to tell 
ing to the wrong 





buying temper. Some retail merchants 
are lukewarm in their feeling for tongued 
models, while other are predicting that 
they will far outsell the straps. All of 
them however, expect both styles to be in 
demand, the proportion appears to be the 
only stumbling block in the forecasting of 
what will sell this fall. 


shows, nor in any other events that serve 
as bases for s:yle forecasts, has there beet 
anything to indicate a revival of boots 
among the smart dressers. Fancy bool 
are considered out of the running entirely, 
although a certain demand for walking 
boots and boots designed for various 
outdoor winter sports is expected. 
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B-164—P t Vamp, Black checkerboard = 
Satin, Genuine Silk French Cord Bound Edges, B-166—All Patent Leather Cross Strap, cs: 
“DUANE PROCESS,” Imitation Turn, 16-8 Genuine Silk French | Cord Bound Edges, = 
French Louis Full Breasted Wood Heel. .$4.50 “DUANE by ey Imitation Turn, 16-8 = 
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71, Duane_Shoe (@mpany, 


& CORPORATION 


143 Duane Street, New York 


FACTORY PHILADELPHIA OFFICE LOS ANGELES OFFICE 
Haverhill, Mass. 411 Forrest Bldg. 522 Loews State Bldg. 
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Shoes of 
Perfection 


September 2, 19 














The only sure way to attract the 


best trade is by the display of the ° 


best merchandise. Shoes from the 
House of Eyre are recognized for 
their excellence of quality and cor- 
rect style by the most exacting 
buyers. 


























The Lucille, illustrated above 
shows only one of the many models 
made by Eyre which reflect the 
season's tendency toward the Colo 
nial motif. Any of these are de 
signed to attract and to please the 
best feminine trade. 








The PEDI (uinic 


Many merchants are finding a large sale with this shoe 
which combines so successfully orthopedic correct- 
ness and comfort with pronounced style and grace. 








“Fred A. Eyre & Co.dne. 


Brooklyn , New York 
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Discussion as to Tongue Pumps 


In tongued pumps there is some discus- 
sion concerning the size and style of ton- 
gues. The old-fashioned Colonial seems to 
be a bit out of favor, sentiment here 
swinging more to a fancy tongue set over 
a small rubber gore. In some stores the 
old-fashioned stripped pump is being sold 
for wear with fancy buckles. 


Heavy Price Cutting in Stores 


The volume of business now being done 
in the local retail shoe shops show little 
change. In most stores business is re- 
ported as being comparatively quiet. The 
fag end of summer sales is still in evi- 
dence with consumer reaction to some of 
the attractive values now offered, lacking 
snap. The mark-downs that have been 
taken this season by the merchants appear 
to be larger than usual. Shoes that earlier 
were selling around $12 and $14 a pair 
are now marked at $4, $5, and $6 a pair, a 
greater percentage of mark-down than is 
usually shown. The reason for this lies in 
the keen competition that exists here, to- 
gether with the fact that most of the re- 
tail merchants have adopted a policy of 
carrying over very small stocks after the 
season is ended. This has resulted both 
from the changed economic condition and 
the style situation, which retail merchants, 
in many quarters seem to think is being 
overdone. 


Melville Takes Twenty-Year 
Lease 


The Melville Shoe Corporation, which 
runs the John Ward, men’s shoe stores, 
here has taken a 20 year lease of the two 
and four story buildings at 145 and 147 
East 42nd Street, running through to 
43rd Street. The property will be ex- 
tensively altered and occupied in part by 
the Rival Shoe Company, a chain store 
subsidiary of the patent organization. 
The main offices of the Melville Shoe 
Corporation are at 121 Duane Street and 
Ward Melville is president. 





Regarding Single Pairs for 
South Africa 


Washington—Second Assistant Post- 
master-General Henderson advises shoe 
merchants in this country that single 
pairs of boots and shoes mailed in the 
United States, addressed for delivery in 
the Union of South Africa, will be ad- 
mitted into that country without permit, 
provided such articles are not intended 
for merchants. When such articles are 
intended for South Africa merchants, they 
will be delivered only upon the presenta- 
tion of a permit by the addressee. This 
modifies the item “Union of South Af- 
rica” appearing on pages 150 and 208 of 
the annual Postal Guide for 1922. 
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BROOKLYN 


Shoe Plants Are Very Busy 


Price Trend Is Upward—Retail Merchants Asking for Lower 
Prices—Manufacturers Watching Garment Styles 


HE number of “Help Wanted” signs 
that are strung in front of some of 
the largest Brooklyn factories now attest 
to the general prosperity of the shoe 
manufacturing trade in this district. 
Manufacturers report that workers in 
several branches of the trade are actually 
scarce. Indirectly this is beginning to 
make an impression on retail merchants 
who are still clamoring for lower prices. 
So far as Brooklyn is concerned, there 
seems no possibility of lower wages in the 
near future. This coupled with the fact 
that top grade leathers are advancing in 
price makes the price trend of Brooklyn- 
made shoes upwards, rather than down- 
wards. Some price advances already have 
been made, especially on brown kid num- 
bers. The leather advances have neces- 
sitated a marking up of shoe prices with 
the result that some orders tentatively 
placed, have been withdrawn for the 
time being. This development, however, 
is not far reaching and only a few such 
cases have been reported. 


Dame Fashion Undecided 


Styles are still a bit unsettled. Tongued 
pumps are assuming more importance 
daily in the orders here, but straps are not 
being neglected. Brown satins are selling 
stronger in some factories. Patent leather 
is still a good seller and shows little sign of 
weakening. 

Manufacturers here are wondering how 
far the tongued pump style will spread. 
It is felt that if the style gains a great 
hold it will displace the strapped models. 
In some cases the manufacturers are ad- 


vising their customers to go a bit slow on 
ordering new strapped models until the 
style trend is more definitely marked. 


Full Louis are Favorites 


While some boxwood heels are being 
sold, especially on all ooze and ooze 
quarter shoes, full Louis heels appear to 
be gaining strength all the time. From 
conversations with a number of Brooklyn 
manufacturers it is safe to state that more 
than half the orders now going through the 
shops here call for full Louis heels, 
chiefly in 15/8 and 16/8 heights. The baby 
Louis heels also are in good demand, and 
according to one manufacturer, sell in 
about the proportion of 25 to 75 in com- 
parison with full Louis. 


Dressy Effects in Costumes 


The manufacturers here are watching 
the style trend in garments closely. In- 
formation gleaned from garment manu- 
facturers is to the effect that “dressy” 
styles in gowns and coats are leading the 
tailored styles this year. Comparatively 
few tailored suits are being sold so far 
for the coming fall trade. Unless the 
tailored styles make more of an impres- 
sion, the shoe men feel that welt oxfords, 
strap pumps and other tailored types of 
shoes will be in comparatively slight de- 
mand. This brings up the question of 
turns and welts again. At present, turns 
appear to be in the ascendency, although 
some oi the manufacturers here are mak- 
ing fine welts in light weights that are 
scarcely distinguishable from the turned 





NEW ORLEANS 


Getting Ready for Fall 


Summer ‘‘House-Cleaning”’ About Over—Reductions of Some 
Stores Noted—Women Like New Colonials 


UMMER lines in both men’s and wo- 
men’s shoes are practically cleaned 
out, and New Orleans retail merchants are 
getting ready their fall lines. A number 
of them are now in the market and others 
have just returned. 

The Walkover Boot shop closed out its 
white cloth shoes at $4.95 and its white 
kid at $6.95 for the best shoes, with 
others even lower. 

The Imperial in its closing out sale 
featuced men’s oxfords in tans, white and 
black, valued up to $15 for $4.95 in a 
variety of leathers and models. 


The Boston Shoe Shop cut its women’s 
low shoes to $2.65 and got them out. 
The lots included patent leather strap 
sandalettes, canvas one-strap pumps, tan 
one and two-strap pumps, black suede 
and satin sandalettes, patent vamp and 
suede quarter pumps. 

Schire’s highest price on white sboe 
stocks was $4.45 for cloth and $6.45 for 
kid slippers. ' 

The Crossett Shoe Store took 25 per 
cent off on everything. The demand to 


the sales generally was reported as 


gratifying. 
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TANNERIES OF THE BARNET LEATHER CO., INC. 
LITTLE FALLS. N. Y. 


BARNET LEATHER COz nee. 


8| FULTON STREET- - - NEW YORK 


New ENGLAND DisTRIBUTOR: 


BARNET LEATHER CO.INC.OF MASS 
98-100 SouTH St, Boston, Mass. LITTLE FALLS, NY. 


be tai 


TANNERIES: 
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Men Like Full-Toe Buckskin 


In the early fall models now being 
brought out without general display the 
women are taking well to the Colonial 
models with the Peacock tongue, while 
for the men of sport, the full toe buck- 
skin, trimmed with shark or pigskin, is 
still selling well. Light tans are becom- 
ing strong and promise to be a fall fea- 
ture. ; 


Ralph Levey Makes Trade 
Survey 


Among the shoe men who have just 
come back from their annual tour of the 
markets, is Ralph Levey, manager of 
shoe interests here. 

He predicts sharp advances in men’s 
shoes before next fall. He estimates that 
shoes now costing between $6 and $7 
will go up 25 to 35 cents, while those 
costing $9 to $12 will be from 75 cents to 
$1 higher. ; 

He bases this prediction upon the gen- 
eral improvement in business all over the 
country, the increasing demand result- 
ing and the expected rush of business in 
the fall. 

“Manufacturers are stiffening their 
prices,” he says, “because buyers are not 


so conservative as they were with their - 


orders. 

“The makers are more in control of 
things and they are tired of selling their 
product at cost or below. They did this 
to keep their organizations together when 
business was dull. But now the factories 
have all they can handle and they are 
not going to handle the business without 
profit. 

“Instead of begging the trade to take 
his product, he can now begin a little 
back talk and limit deliveries. It’s a per- 
fectly normal development and one that 
has been forseen for every line of business 
in every discussion of the improvement 
now noticeable.” 


Handelman Selling a $25,000 
Stock 


A $25,000 stock of low-priced men’s, 
women’s and children’s high and low, 
black and tan shoes is being sold at 
sacrifice prices here by Handelman’s de- 
partment store, in a closing out sale, with 
the announcement, “We are not in busi- 
ness for our landlord who is trying to 
boost our rent from $6000 to $9000 a 
year.” 


New Orleans Brieflets 


The third floor of the Boston Shoe Store, 
Canal street, is being divided into three 
parlor stores by J. L. Steinau, proprietor, 
for leasing as women’s wear stores. One 
store already has been leased to the 
Peggy Hat Shop. The Boston Store will 
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continue to occupy the second floor. 
W. C. Blanton, formerly Southern dis- 
trict manager for the Newark Shoe Stores, 
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with headquarters at New Orleans, has 
been promoted to assistant general sales 
manager, it was announced here. 





ATLANTA 


Fall Buying on Increase 


New Season Opened the Middle of August with Public 
Demanding Higher Priced Merchandise—A Style Summary 


FTER holding clearance sales to get 

rid of a few odds and ends the early 

part of August, the retail shoe trade in 

Atlanta turned its attention to the open- 

ing of the fall season’about the ‘middle of 

the month, and for the past two weeks 

there has been a daily increase in fall buy- 
ing on the part of the public. 

Judging from indications during the 
last two weeks of August, the retail shoe 
business this fall over the entire South- 
east is going to entirely live up to predic- 
tions made by merchants two or three 
months ago, and be the best fall season 
the business has experienced since 1919. 


“* Hand-to-Mouth” Policy on Wane 


Most of the retail shoe merchants and 
wholesalers express the belief that the 
1922 fall business will be well above the 
average of pre-war times, and the retail 
trade has evidenced its confidence in this 
outlook by purchasing in larger quantities 
the past few months than has been the 
custom in almost three years. The hand- 
to-mouth buying policy that was so ap- 
parent on all sides during the period of 
business depression, is hardly noticeable. 
Some of the smaller merchants in rural 
communities are still practicing that 
policy, but those in the larger centers no 
longer find such practice necessary. 


Still Conservative as to Buying 


As a whole, however, the retail mer- 
chants are buying more conservatively 
than they have in a great many years, 
taking no chances of a repetition of the 
difficulties they experienced when the de- 
pression period caught many of them with 
big stocks that they could not dispose of 
at a profit. 


Salesmen Sending In Good Orders 


Salesmen for all the wholesale houses 
and manufacturers in this territory are 
continuing to send in good orders, and 
merchants are now beginning to purchase 
their requirements for the Christmas and 
holiday demand. There is no let up in 
mail orders which .are now in greater 
quantity than they have been in some 
years. Mainly these orders are for late 
novelties for the fall trade. 


Business Ahead of Same Period 1921 
Business, as a whole, in Atlanta during 


the last two weeks of August proved well 
above the same period of 1921, so far as 


profits are concerned, for at this time 4 
year ago most of the retail merchants 
were still holding cut price sales and com- 
petition was decidedly keen. 

One important feature of the shoe busi- 
ness as reported by some of the larger 
merchants in Atlanta, is the tendency on 
the part of the public to demand higher 
priced merchandise. For a good many 
months the public has been seeking the 
closest bargains it could obtain, but since 
the opening of the fall season, customers 
are demanding the better grades of shoes, 
with $14 to $20 prices proving more pop- 
ular than they have in three years. 


Men Asking for Brogues 


In men’s shoes, the big demand so far 
has been for fall brogues, and the same 
tendency prevails in boys’ shoes, though 
the latter trade is also in high shoes to 
some extent. The most favored prices for 
men’s lines appear to be around $14 and 
$15, though lower priced brogues are sell- 
ing very well. 


Straps in Demarid 


In women’s shoes the big demand is for 
straps of all kinds. Heels are somewhat 
higher, the two inch Spanish heel being 
the principal seller, merchants advise. 
Few French heels are being asked for, 
and the retail trade is of the opinion that 
this heel will experience some difficulty 
in coming back, in spite of the fact that it 
is understood the manufacturers are try- 
ing to revive an interest in it. Satins, 
patent leather and combinations are 
principally desired, and almost any pretty 
combination is sure to find a ready sale. 
Colonials are good, and merchants are 
looking for an excellent demand in this 
section for these shoes during October, 
November and December. The main 
color desired is black, but brown shoes 
are beginning to pick up. 


Curtis With Knoxville House 


The , Knoxville Méillion-Dollar Shoe 
House, Knoxville, Tenn., announces that 
W. F. Curtis, of Franklin, N. C., has re- 
cently joined the company’s sales forces, 
covering his home territory in North 
Carolina.- Mr. Curtis is a veteran of the 
road and well known among the southern 
sboe dealers on whom he has called for 
many years. 
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”9 STRAP AND COLONIAL, 
SHOE ORNAMENTS MAKE 


BUSINESS FOR, RETAILERS 


A large turnover with substan- 
tial profits can be looked for, if 
“DALCO” ornaments comprise 
your stock. They have been 
pronounced superior value. 


ASSORTMENT NO. 4 
ILLUSTRATED 


Contains 12 pairs of rhinestone 
strap ornaments ranging from 
50 to $1.50 per pair. Price 
$12.50 


We have a fine assortment as low 
as $4.00. Write for illustrated 


descriptive circular and prices. 


“EY THESE ORNAMENTS ARE 
“ ONE THIRD ACTUAL SIZE 


Dalrymple- 


Pulsifer Co. 


HAVERHILL MASS. 


“The Butterfly” 


The graceful lines 
of butterfly wings 
are reflected in this 
new tongue style 
just produced. 





CORNELL SHOE CO. 





SF . 
BROOKLYN 




































nit 


Se, 


"\ ? 


,. 








922 | September 2, 1922 BOOT AND SHOE RECORDER 


iy 


: Put Style Right on 
‘SHADOW SHOE” Your Last 


Siggy a Wi 


iS phi) _ 









































SHOW PATTERN LINE 
ON STYLE FOOTWEAR 












You can answer the question: “Will the last 
show the style and the style fit the last?”” by 
using the “Shadow Shoe.” 


\\ Mr. Goodwin has found a practical means 
| ‘4 of beautifully tinting actual colors on various 
lasts so that both manufacturer and dealer 
can see at a glance how any desired pattern 


will look on the finished shoe. 


This is an innovation that is attracting 
tremendous attention. 








Send for Particulars 


LYNN LAST COMPANY 


LYNN, —— MASS. 
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¢Test Shoe For The Least Money _ 
Going Big For Fall 


tiednien s stitial: 





Patent Leather Colonial, Single Sole 
Louis Heel 











The “Colonial” is back again strong. This t time, 
however, without the old-fashioned buckle. New 
Flare Tongue effects, with a dainty strap adjust- 
ment, now characterize this novel creation which 
Dame Fashion favors. 








And it’s going BIG this Fall. Patent Leather, especially, 
will be in demand because of its superior wearing qualities. 
The Colonial is seen at its best, too, in Patent. This 
beautiful leather lends it “snap” and brilliancy. 






Your customers will demand Colonials, so act now. Get 
in a good stock of M-C McKays.. We can ship them in a 
few weeks’ time. 






Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 











M-C M°Kaus 
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The Most Important 
part of a 


Corrective Shoe 


Ninety-five per cent of all the foot 
troubles and the ineffectiveness of inner 
appliances, as well as of corrective shoes, 
are caused by the ordinary, the rubber 
or leather heel, it being responsible for the 
wrong position of the inner longitudinal 
arch in walking. 


The PIETZUCH WONDER ARCH GUIDE 
RUBBER HEEL prevents and corrects all foot, 
knee and ankle ailments, and assists all inner 
appliances and corrective footwear in their desired 
results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent 
resilient, automatically guides the foot in a straight 
inside line, distributing equally the weight of the 
body on the feet as nature desires. 

Manufacturers and retailers should 
write at once for samples and prices. 


PIETZUCH’S 


PRONOUNCED PITS-YOU 


Wonder Arch Guide Rubber Heel Co. 


Station O Cincinnati, Ohio 

















| 
| 


INTRODUCING. 
| OUR 
CUSTOM MODEL 






The style illustrated is satin. It 
is also produced in all leathers— 
and with buckles if desired. 


Illustrative of our product —Highest 
Grade Footwear for women, coupled 
with exclusive style designing. 


SILVA & COMPANY 


208 Willoughby Street 
Brooklyn, New York 























“Save The Saving’’ 
We Can Assure You on Fire Insurance 


We have a special policy for shoe mer- 
chants which affords utmost protection 
at the minimum cost. 

If you are planning a new store or need 
additional insurance in your present 
store, write to us, asking about our 
special policy for shoe merchants. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 99% of which are 


locally owne 














COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, 










332 Summer St. 








MASS. 


—_——_ — 
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But the Foot 





LOCKING SHANK TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There isa positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 











Auburn, Me. Milwaukee 

87 Main 258 Fourth 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 

708 Broadway 37 Warren 
Chicago J. K. Krieg, N. Y. 


18 South Market 
Haverhill, Mass. 
145 Essex 
Johnson City, N. Y. 
124 Main 
Lynn, Mass. 
306 Broad 


Marlboro, Mass. 
11 Florence 


United Shoe Machinery 


Corporation 





Boston, Massachusetts 











39 Warren 
Philadelphia 
221 North 13th 
Rochester, N. Y. 
130 Mill 
St. Louis 
1423 Olive 


San Francisco 
859 Mission 
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TURN NOVELTIES IN STOCK 





Merchants are always sure 
of right styles when they 
buy “C & S” Turns. Get 


in touch with us for new 





No. 
i , Black Satin One Strap Junior Louis 
and practical novelties. Heel. In Stock. Widths A, B, C. 
Colonials and Price, $4.00, less 5% 10 days. 
Other Novelties No. 165 


Quick Service for Your Order 


Same as above, full Louis Heel. 
In Stock. Widths A, B,C. Price, 
$4.00, less 5% 10 days. 


COLLINS & STAPLES 


Factory, Haverhill, Mass. 


Made To Order 


Boston Office 
183 Essex Street, Room 306 Geo. H. Lewis 


Atlanta, Ga. 
Gene Ricker in charge 
of wholesale trade Southern States 


S. Tomaso, Jr. Harry Newman 
Chicago and Vicinity Middle West 

















REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, best of all, Repco clings 


Your custome pecfer Regen 0 ang firmly and evenly to the surface. It does 


other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 


For sale by Shoe Fin ‘ings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION J. K. KRIEG COMPANY, New York, N. Y 


Bless. 
menunes UNITED SHOE REPAIRING MACHINERY CO. 


San Francisco Branch, 859 Mission St Boston, Mass. 














_ 
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7 must have 
Quality and Style 
DEGEN-LIPP, Inc. 
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Shoes of Fashion 


ORIGINAL DESIGNS AND 
‘HAVERHILL QUALITY 
Styles that are different from the 


ordinary shoes. This style that we are 
showing is one of our latest creations. 





Patent Leather One Strap Colon- 
ial, Inlayed Tongue of Colored 
Trimmings, can be made with Inlays of Grey, Beige, Bamboo, Nude, 
Sponge, Pongee and Brown. Made on our new 56 Last. 16/8 Louis 
Heel. 4 to 6 weeks delivery. Samples and Prices on Application. 


STOCKBRIDGE SHOE CO. 


Makers of High Grade Turns and McKays 
HAVERHILL, MASS. 
Address all correspondence 


Boston Office: 207 Essex Street te the fastary 


“NORMAN PUMP” 


NEW YORK OFFICE: Stchene ff FACTORY: 
607 MARBRIDGE BUILDING Women’s Best Turn Footwear BROOKLYN, N. Y. 
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BUY NOW APPROVED BY 


PRICES ARE AT 















LOWEST LEVEL MEDICAL MEN 
‘These Boudoirs will bring As a sturdy support for the ankles of 
business for you. They —y chi and as a fully venti- 
have the eye appeal and oad deen, the Burk Ventilated Foot 

uality of workmanship Developer is unex: . Well-known 
that wins trade. Let us surgeons recommend its 


use. 
prove this by sending you ; ake your stock of 


samples and quoting our 


. M 
; ‘ WENTULATIORO children's » shoes 
BOUDOIRS <a ry 
esire. 
STOC K Black— ——— 


———- BURKLEY 


A. W. GREELEY gp gh al 


49 Washington Street. Haverhill, Mass. 


Brockton. Mass. 

















Branch Factory, Newton, N. H. 
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SPECIALS IN STOCK 


Two of Many Styles for Im- 
mediate and Later Delivery 


Terms 2/10 Net 30 
Ladies’ Ribbon and Plush Trimmed 


Juliets, flexible McKay stitched, with 
rubber heels, 10 colors ..95c. per pair 











Ladies’ Felt Moccasins, ribbon 
trimmed with silk pompom, 12 
Se ee . per pair 


Send for samples of other 
ladies’, men’s and 
children’s styles 


BROOKLYN SLIPPER CO., “%,38%98N, STREET 








No. 32767/10 Palm Plant, 
natural prepared, everlast- 
ing in green. 


Inches Palm With wae 
High Leaves Pot 


32767/24 24 10 $1.50 S180 
32767/5 30 5 1.00 .75. 


32767/7 42 7 2.00 1.50 
32767/10 48 10 250 2.00 


My ILLUSTRATED CATALOGUE No. 32, containing illustra- 
tionsf in colors of Artificial Flowers, Plants, Vines, etc., MAILED 
FREE ON REQUEST. 


FRANK NETSCHERT, 61 Barclay St., New York, N. Y. 











aman) The Bee that pats the Buzz in Business 
Wonderful Increase in Sales 





trom PL ee Se ee , 
ished white, Frenc! ,~ a 4 » and 
oak, mahogany or 


green stains. 
It will sell your y+- - for you. Many merchants 
report their broken line and left over 
has been solved by using the Success Sales Sys- 
tem. In six square feet of space it displays to 
better advantage. the number 
24 square feet of table display. 
and styles equally va as it is adjustable. Ip- 

ces > 


b pustness every day. 
— Pay for themselves in a jiffy 


Success Stauadesnsion Co., Inc. 
Spokane, Wash. 
Formerly Success Seed Grader Co., Inc. 
Spokane, Wash 

















THE MARTINIQUE 


(Affiliated with Hotel McAlIpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District -— 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct communi- 
ication with the Pennsylvania anu Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 
at moderate prices. 


600 Rooms 





FRANK E. JAGO, 


Pleasant Rooms 
_ Resident Manager 


From $2.50 Up 











Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 
Haverhill, Mass.—Hyman Alperin, leather finisher, 
" reported into bankruptcy. 
Birmingham, Ala. D. Collins, shoes, reported 
petitioned into bankruptcy. 
Bakersfield, Cal.—Hochheimer & Co., 
ported asking general extension. 
Tampa, Fla.—Simon Markowitz, shoes, etc., re- 
ported petitioned into bankruptcy. 
Chicago, Ill.—Consumers Store Co., shoes, etc., 
reported petitioned into bankruptcy. 
Vogue Shoe Co. (5425 Roosevelt Road) 
(2657 West Division Street), shoes, reported 
meeting of creditors was scheduled for Aug- 
ust 15, last. 
Scottsville, Ky.—Mrs. Ethel Bryant (Admx.), 
shoes, etc., reported offering to compromise. 
Grenada, Miss Tome C. Horton, shoes, etc., re- 
ported assigned. 
New York City.—Louis 8. & Charles A. Most (133 
est Broadway) (5 Columbus Circle), whole- 
sale and retail shoes, reported meeting of 
creditors called. 
Pomerantz & Grupsmith (P. & G. Shoe Co.) 
1634 Bathgate Avenue), shoes, reported peti- 
tioned into bankruptcy. 
Tulsa, Okla.—J. Miller, shoes, etc., 
tioned into bankruptcy. 
Philadelphia, Pa.—Blum Bros. (5319 Market 
Street), wholesale findings, reported meeting 
of reditors was called for August 15, last. 
Florence, 5. C.—Z. Kenly Nettles, shoes, reported 
petitioned into bankruptcy. 


shoes, re- 


reported peti- 


Aylmer, Oot.—-Wagner Shoe Co., Ltd., manufac- 
turers, reported compromise effecte 
Mattawa, Ont.— Morel & Co., shoes, etc. , reported 


_ asking general extension. 
Campbell's Bay, P. Q.—A. J. Rougier, shoes, etc., 
reported assigned. 


CHANGES 
Boston—Lyons & Dunn Shoe Co., wholesale shoes, 
recently commenced business ‘ 
Little Rock, Ark.—lIevine Guarantee Shoe Co., 
shoes, W. B. Irvine retires 


Norwich, Conn.—Patrick & Coe. wholesale 
ae A findings, succeeded by Arthur G. 
rowe 


WANTED TO PURCHASE 











Rushville, Ill.—Wilson Co., shoes, etc., 


by J. E. Wilson. 

Brandenburg, Ind.—H. E. Woodson, shoes, etc., 
succeeded by, The Arcade. 

ladiampell, nd.—American Shoe Repair Co., 


— aE by American Shoe Rebuilders, 
Day, Kan.—J. Robb, shoes, etc., succeeded by 
Hanna & Mullarky., 
Erie, Kan.—Glassner & Son, shoes, etc., succeeded 
by W. Garvin. 
New Orleans, La.—Charles Handelman, shoes, etc., 
reported selling out of business. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
or other merchandise. Any quantity. 
Fromes « attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 














W. J. Martinez & Bros., shoe wholesalers 
and manufacturers, reported selling out. 
Albert Lea, Minn.—Jensen Bros. Clothing Co., 
shoes, etc., out of business. 
Saginaw, Mich.—Albert O. Richter, Shoes, etc. 
sold out 
Lafayette, Minn.—Abrahamson & Hinquist, shoes, 
etc., succeeded by Hinquist & Lofgren. 
Fillmore, Mo.—Croner & Cushman, shoes, etc, 
succeeded by Max Cushman. 
Messn. Mo. a Fit trick, shoes, etc., suc- 
by w. Belcher 
Maplewood. 8 + F a, i. . Lablens, shoes, reported 
Seneca Falls, N. Y.—Altfield Department Store 
28, etC., reported sold out. 
Town Line, N. Charles F. King, shoes, etc., 
succeeded by Edward Brisk. 
——~ > Ohio— Max —S. shoes, etc., re- 
orted sold out to A. Caspe' 
Heushten, Mich.—Boris eee. shoes, etc., out 
of business. 
Bombay, N. Y.—Shields Consolidated, Inc., shoes, 
Sy > ae with authorized capital of 


200,000 
Brooklyn, x. ¥— Brodsky Bros., 
sold out. 
Richard Fairbend, Inc., shoes, etc., incor- 
porated with authorized capital of $100,000. 
Pincus Shoe Co., shoes, incorporated with 
authorized capital of $15,600. 
edyns Shoe Co., shoes, incorporated with 
ca pital of $50,000. 


shoes, reported 


sted Wood Heel Co., shoes, etc., incor- 
ora tec a ——- capital of $10, ‘000. 
Broo! a Imperial Shoe Store, Inc. (704 


Rearend bp mm shoes, incorporated with 
capital of $10,000. 
Jersey City, N. J.—Rialto Shoe Co., 
porated with capital of $50,000. 
White Plains, N. —Biltmore Bootery, Inc., shoes, 
incorporated with authorized ¢ apital of $5,000. 


shoes, incor- 
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CHUA E x 


Children’s Shoes 
With Every Feature 


FIT—The widest, safest, most 
scientific last ever devised for 
a child’s shoe. 


CONSTRUCTION—Turn sole con- 
struction, which is the best 
wearing for little ones, while at 
the same time, strongest and 
lightest. 


No. 12944—Black Vici, Circular 
Vamp, Tarn Sole. Sizes 4 to 8 
Price $1.85 


MATERIALS—The very finest ob- 
tainable anywhere. 


WORKMANSHIP—The very high. 
est grade, all done by craftsmen 
of long experience in the making 
of scientific shoes for children. 


ADVERTISING VALUE—Nation- 


No. 167—Tan Vici, Corset Shoe, . ° 
ally known and nationally liked. 


Turn Sole. Sizes 4 to 8. 

Without Tip.... .Price $2.25 
With Tip... Price $2.35 
PRICE—Actually lower than any 


shoe in its relative class. 


FULLEST STOCK SERVICE 
SUREST DEALER HELPS 
WRITE FOR CATALOGUE 


eS LIMIe MMI MeM Mel IMnellinneniiiiiiieniiiiimeliiiiiiieniiiuiire niin 


MOU 


< “4 ‘ 
No. 567—Tan Calf, Circular Vamp, 
Turn Sole. Sizes 4108. Price $2.10 Sau SCIENTIF IC HYGRADE 





Dr. Adler’s Scientific Shoe Division 


ROSENWASSER BROS. 


LONG ISLAND CITY, NEW YORK 
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No. K3344—Patent Vamp, White 
Kid Top, No Heel, Turn Sole. 
Sines 1 to 4............ Price $1.75 





No. 711—Tan Vici, Circular Vamp, 
Turn Sole. Sizes 4 to 8. Price $2.10 





No. 772—Gray Buck, Plain Toe, 
Turn Sole. Sizes 4 to 8. Price $2.25 


CO. 





The Boot and Shoe Kecorder will appreciate your mentioning the publication in replies to advertisements. 
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Another New One!! 


The Golf Shoe**‘par excellence,’ made 
with the wonderful Rajah Sole. 





All the better people are buying this shoe 
for their Fall Golf business. 


We would like to have you get your 
share of it. 


When you take this combination— 
Schmidt Eric Calf, and our new Scot 
Last, you cannot give a customer more 
effective comfort with anything we have 





yet seen. 


Drop us a line and let our salesman show 
this shoe to you. 


The Preston B. Keith Shoe Co. (zz) Brockton, Mass. 














The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 


new Repco Shoe Stretcher are . : Ag ate 
noice a Gi eitiead deel" tai Each stretcher is packed in an individual 





carton. 
are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 


For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY COMPANY - - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 





UNITED SHOE REPAIRING MACHINE COMPANY ~ - - BOSTON 



























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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SERVE YOUR CUSTOMERS 


Do you realize that telling your customer the proper Dressing to use 
on the shoes they have just bought and then selling it to them is a 
double service to them, because it assures them of proper care of their 
shoes and to yourself because it assures you of customer satisfaction. 


JUST NOW WE SUGGEST 


) 


Al 


a OS 


=| GRIFFIN 


10) 39) 3 POW DER ¢ at 


ih. — nail 


hee 


Sifter Top Box 
oD DY-1t-Yo)a¥-10)(- si0 ls 2-54 


Prevents soiling of hands 
In all latest colors 





Suedes, especially in Browns will be a big Fall feature. 
Our Handy Package sells itself. 


Let us send you Samples and Prices. 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK, U. S. A. 


The Boot and Shoe Recorder will appreciate yeur mentioning the publication in replies te advertisements. 
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The OUTSOLES are the 
Foundation of the Shoes 


That is Why BEST BEND — angi wT 
SOLES ARE USED in “#4 


Bend Soles Insure 100% More Wear 


Ramsey’s Process Insures Against Stitching 
Loosening or Outsoles Ripping 
It’s a Combination You Cannot Beat 


SCHOOL SHOES 





IN STOCK IMMEDIATE DELIVERY 
BAL LACE SCHOOL SHOE BAL LACE SCHOOL SHOES—Best Bend Soles 
Ss Spring Outside 
eels Heels Heels 
5to8 8% toll 11% to2 
5410—Full Grain Monarch Veal Upper Bal........... $1.50 $1.70 $2.05 
5424—Cherry Full Grain Upper Stock Bal.-.......... 1.40 1.60 1.95 
5400—Cherry Chrome Bal.......................... 135 1.55 1.85 


BUTTON SCHOOL SHOES—Best Bend Soles 
5600—Cherry Chrome Button.....................$1.35 $1.55 $1.85 


5615—Brown Lotus Button........................ 1.50 1.70 2.05 


‘jog? 


“THE ONLY COMPLETED STITCHDOWN' 


TRIPLE 7° WELT 


OnE ROW A ae HOLDING a. TO INSOLE HAT 
TWO ROWS OP GOOUYHAR STETGUNG SHOWING OM BOTTOM OF OUTSOLE RAMSEYS 





BUTTON SCHOOL SHOE 






967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
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FOR SALE 





SALESMEN WANTED 











ALESMEN—We have the States of 

Minnesota, Iowa, Kansas, and Mis- 
souri open for our popular priced line 
of Channel Metallic fastened men’s 
and boys’ dress shoes. Eighteen sam- 
ples representing thirty-six numbers. 
A wonderful opportunity for volume 
sales. Write fully giving volume of 
sales per year, lines sold and complete 
references. Address Tomahawk 
Company, Tomahawk, Wis. 














POSITION WANTED 


IGH-CLASS shoeman, 28 years old. Open for 

new connection as manager or assistant. Mar- 
ried. West or Southwest qoiuned. Present con- 
nection with one of the largest stores in Middle 
West. Long experience in retailing medium and 
high-grade shoes. Practical Orthopedist. Address 
D-459, care Boot and Shoe Recorder, 207 South 
$t., Boston, Mass. 








TO BUY 


WANTED—To buy half interest in well located 
shoe store. H. D. Hays, 573 Kibier Ave., 
Newark, Ohio. 








WINDOW DRESSER 


GHOE WINDOW DRESSERS—We have a very 
interesting _— for L— who can make 
attractive shoe di State experience. Ben- 
nett, 61-63 Green ~ tectliiva, is’ Ue 








ARE YOU AN EXPERIENCED 
DISPLAY MAN? 


In our Washington chain of retail 
stores, five in all, we have use for a re- 


sourceful window dresser. Must 
thoroughly understand shoe windows, 
know how to prepare shoes properly 


and display them to best vantage 
in the windows. Among other requi- 
sites the successful applicant must 
possess are; artistic ideas, an under- 
standing of color values, the ability to 
earry out his ideas in a workmanlike 
manner, and a fair proficiency in the 
writing of cards. To the man who can 
measure up to these requirements, we 
will pay a fair salary to start, and ad- 
vance him according to results ac- 
complished. Address D-454 care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 

















TO LEASE 





——_—__ 





SHOE MANUFACTURERS 
LOCATE IN BROCKTON 


Modern Shoe Factory 
for sale or lease on exceed- 
ingly attractive terms. 


Just completed: solid reinforced con- 
crete construction. Four floors and 
basement. Fifty-six thousand feet. 
Each floor a unit in itself, enabling 
factory to be occupied by single manu- 
facturer or group. Lowest mainten- 
ance cost and insurance rates. Perfect 
light and ventilation. Spur track privi- 
lege. Four acres of land. Highly skilled - 
workmen immediately available. In- 
vestigate. 


PLYMOUTH COUNTY IDEAL FAC- 
TORY CORPORATION, 


Brockton, Mass. 











LINE WANTED FOR 
SOUTHERN TERRITORY 


Experienced I is d of 
getting either a good jobbing line or a 
manufacturers line for the big cities 
of the Southern States. Traveled eight 
years for one Eastern Jobbing house. 
Will accept a position only with a 
drawing account and traveling expen- 
ses. Have a big trade and can furnish 
the best of reference. Address, D-449 
care of Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














FOR RENT 








BROADWAY STORE 
FOR LEASE 


Broadway store near 29th Street, high- 
ly desirable for retail shoe business. 
Reasonable rent. Inquire on p i 


Hotel Breslin, New York, N. Y. 














FOR RENT (as a whole) for retail occu- 
pancy, store building in probably the 
most prominently located block in 
Norfolk, Virginia. Consists of cellar 
and three floors above. Dimensions of 
each floor, approximately 17x60. Pos- 
session January 1, 1, next. Apply to D-456 
care Boot hoe Recorder, 207 South 
St., Boston, Mass. 








WANTED TO PURCHASE 








WILL (SLOw SELLERS 
BUY ENTIRE STOCKS CASH 
Bargaias ia shoes always on hand for sp al vad 


THE NEW YORK EXPORT 


PURCHASING CORPORATION 


596 BROADWAY NEW Oo 
PHONE—SPRING 99 


FOR 











‘or 30 years our specialty. 
Bank and ile refi 





BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, 
610 Broadway Brooklyn 
, Phone 175 


We bu cash 
Pa Poet ot ym ay price 
> = oe Quantity no object. 








Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York Ci pA 
Phone Spring 5160-5161-516: 











DO YOU CONTEMPLATE 


Retiring or going out of business? 


I aT, B. value for your entire or 


i to run taken over. 
Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








ro SALE—Well-advertised shoe store in fac- 

town employing mostly girls. Only one 
cher shoe store carrying ladies’ shoes. Fine oppor- 
tunity for hustler. Worth $7,000. Belding Bootery, 
Belding, Mich. 





MISCELLANEOUS 


FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F. 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 


Window Valances 
In Stock—Ask for Samples 


Window Rugs and Plush 
ampies Sent 

The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


—. ue ow ROOM 
A 36th Street 
Jat Pan t of Broadway 














Chicago 











“SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 

















Milbradt Rolling 
I Step Ladders 


are made in a great many 
at to suit all 
stores and shelving. 
uns 
along with ess help, 
gis tf 
your 
the aon of 


ae 
i 
\ 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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issue: 

Space 1 time 7 times 13 times 
lin.... . $5.00 $4.00 $3.50 
fee 10.00 8.00 7.00 
| ee 15.00 12.00 10.50 
4in.....20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per | 


26 times 52 timeés 


Minimum amount 





$3.00 $2.50 ae 
6.00 5.00 be must 
9.00 7.50 

12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


TIONS WANTED—Four cents per word for each insertion. 
Minimum amount ther 
“Want” advertisements, eS cents per 


ed up to noon on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
be allowed in each advertisement for address. When 
vertisers desire replies forwarded direct to their 
word of the address must be counted in the advertisement and paid 
for accordingly. Aaswers to ads must be sent under letter postage. 


+ seventy-five cents. For o 
for each insertion. 
Ads under this heading will pe 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








gsr WANTED to cover Ohio, Indiana 
we 


and —~ — = a popular priced line of 


infants’ turn Seven per cent commission. 
Myers’ Sons Company, Inc., Palmyra, Pa. 


ALESMEN as partners wanted by progressive 
New York jobber. Must be able and acquainted 
in rate New York. Address D-—447, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





TANTED—A high grade experienced shoe sales- 
man, with established trade on men’s fine or 
medium fine shoes, on commission, for the territory 
= Kentucky, Tennessee Mississippi and Alabama. 
opportunity with established trade to the 
- t man. Address, stating present employment, 
experience in full, and _ references. Immediate 
opportunity. M. A. Packard Company, 60 South 
St., Boston, Mass. 


GHOE SALESMEN WANTED—Representatives 
throughout the United States to carry our lines 
of medium and high-grade turn comforts and men’s 
slippers on a commission basis to the retail ond 
department store trade. commission. 

men wanted who have reliable trade. Write with- 
out delay stating territory wanted, experience and 
lines now carried. Clark Shoe Company, 14 Wil- 
liams Street, Roxbury, Mass. 


Wa ae to take our course in shoe 
designing and model cutting. Write for par- 








ticulars. Address D-452, care Boot and oe 
Recorder, 207 South St., Boston, Mass. 





W ANTED—Side line salesmen who sell women’s 
and men's high- grade shoes to carry our line of 


GALESMAN wanted, choice territory, 
short line 12 ‘samples men’s welts. Must 
have established trade. Six per cent commission. 
et and st x. ience . 1. letter. 
J. Ralph Baker gewater, M 








HOE SALES PRODUCERS—A fi ing 
organization with own distributing houses, one 
of the | it, requires for several of its branch 
houses in West, Southwest and South, clean-cut 
able shoe salesmen, for territories requiring week 
—e ok. with -T- | for ye: development 
pplications held strictly con- 
fidential ps any pet = 5 offered to substantiate 
py will be omenty returned. Address D—458, 
© Boot and Shoe Recorder, 207 South St., Bos- 
ton, ass. 





ANTED—A ao wa oe lots of energy and 

no ot need to represent our 

line of infants’, children’s and misses’ turn shees 

and sandals—leading styles in stock. old estab- 

lished factory line with a high tation. Our line 

—_ in nicely with a non-conflicting line. Ter- 

open in Ohio, Indiana, Michigan and South- 

tates, on commission basis. Address with full 

eusthelion. D-—457 care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


T° handle our popular priced line of ladies’ turn 
Boudoir Sli Ballets, both soft and hard 
toes, sandals, ps se and gym sli . Address 








gag Wo Bey hy yy oderately D-455, care Boot and Shoe R ler, 207 South 
priced. A splendid line for men selling the ood St.. c— 7 

trade. Address D448, 609 Powers Bidg., Roch t., Boston, Mass 

dt. - HOE SALESMEN—Four e ienced men 





*ALESMEN to cover Philadelphia and vicinity, 

Baltimore and Washington, New York State 
and the South. Only high grade men capable of 
selli the best trade and willing to work on a 
straight commission need apply. Bleecker Shoe 
Co., 138-140 Duane St., New ork City. 





WANTED—We have openings in following 
territories for live-wire men to carry our fam- 
ous Soft Soles and Infants’ and Children’s Turns in 
qeemeeen with their present lines. North and 
th Carolina, Kentucky and Tennessee, Indiana 
— “hla Arkansas ond Oklahoma, Michigan, 
New York State and New England. We pay high- 
est commission and our line is well known and 
advertised. Applications considered only from 
men with a rec: and established trade. Give full 
ticulars and references in first letter. J. J. Mac- 
Master, Rochester, N. Y. 





W ANTED-—Live wire salesmen to carry as side 
line on commission basis, our well-known line 
of Children’s Flexible Turns, sizes 1 to 5, in the 
States of Virginia, W. Virginia, Nebraska, Okla- 
homa and New York State. Line consists of 36 
samples packed in small sample case. Every num- 
ber shown carried IN STOCK ready for — 
delive: Lo now ready. References requi 
Staud . Rochester, N. Y. 


xper' 

handle a product of proven merit selling to -s 

jobbers and the shoe findi a throug t the 

country. Must know the field and have the con- 

nections that will put their work over. This is a big 
proposition requiring big men. Exclusive territory, 

divided geographically. Address D—451, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





WANTED— Shoe salesmen outing retail and 
department stores throughout United States 
to carry our beaded leather moccasin boudoir and 
house slippers as side line. Six per cent commis- 
sion paid to salesmen having established trade. 
Name territory you are covering. D-—446, care of 
epee and Shoe Recorder, 207 th St., Boston, 
ass. 





BROCKTON manufacturer men’s and boys’ 
shoes desires the services of a first-class sales- 
man for State of Ohio. Established trade. Refer- 
ences and experience in first letter. Address D-376, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMAN WANTED to handle a side line of 
good grade boudoir slipper. Only three samples to 
b ly D-453, care t and Shoe Recorder, 

207 th St., Boston, Mass. 








SALESMAN with established trade to carry line 
of boys’ fine welts Brockton-made. No objec- 
tions to be carried as side line. Six per cent commis- 
sion. Territory, line now carried and experience in 
first letter. Address ~Tre eare Boot and Shoe 
Recorder, Boston, Mass 





MANUFACTURER'S line infants’ and children’s 
square edge turns, sizes 1 ll. iso a few 
women’s comforts. most complete line of 
infants’ shoes on the market and of unusual value. 
Stock proposition with one-day service. Six 

cent commission. Settlements weekly. A ten 
choice territories open. erences * lines 
carried. Address D-423, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





= ee WANTED to sell ; nay styles of 
dress Fit fteen 
ee 4 of men's wi shoes. 2. two grips full. 
Every style carried on floor. Six per cent commis- 
py is. The line is filled das per 3 Quite a 
lew territories open yet. a ications im- 
mediately. Coble Shoe Company, 
Wis., 352 East Water St. 








Svright men who ca choice territories open for 

tt men who can sell the better make of 

yn turn shoes. References must be given in 

first aot will =, kept confidential. Address 

nN, ony Be Boot and Recorder, 127 Duane 
ew 





bi tre SALESMEN—We want traveling 
shoe salesmen to le a very interesting side 
_—— ne their customers, will be glad to see. No 
Liberal . ; Bennett, 

61-¢ ys, St, “Brooklyn, N . 





Wot Men's Drew Wal tosell a medium priced line 
straight commission 


Boston, Mass. 


WANTED—Reliable men to represent us in the 
states of Indiana and Illinois; also the states 
of ¢ ae Kansas, and Oklahoma, Established 
trade on children’s, at growing girls’ high- 
grade turn shoes. Cent So oe 
Se Ee .. Waea ee None buat 
Sa a te furnish satisfactory references need 
ly. Address D-424, care Boot and Shoe Re- 
, 207 South St., Boston, Masa. 











WANTED 


A salesman to carry our 
line of Comfort shoes and 
men’s slippers over the ter- 
ritory of Kansas and Mis- 


souri on a commission 
basis. 
MERRILL, PORTER & CO. 


113 Monroe St., Lynn, Mass. 








OPEN 


MISSOURI-—SOUTH CARO- 
LINA—WEST VIRGINIA— 
NEW YORK 


Experienced men only need apply. 
Service shoe experience preferred. Our 
solid leather full vamp line, largely 
in-stock, offers a real offportunity. 
All applications will be held in strict 

fid but plete information 
is essential. Portage Shoe Mfg. Co., 
Portage, Wis. 











ARE YOU A 
STYLE MAN 


who can sell a high-grade line 
of Women’s Turns to the De- 
partment Store and Retail 
Trade? If so, and your ability 
is backed by experience, you 
may write, with full particu- 
lars, to D-444, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 
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ANNOUNCEMENT 








ing or outside interests. 








THE LONDON SHOE COMPANY is 


tion, independent of any 


THE LONDON SHOE COMPANY takes this opportunity 
of assuring the Trade that there is no foundation for the 
rumors that it is in any way, directly or indirectly, con- 
cerned in a merger or combination with any manufactur- 


a closed corpora- 


other concern in the shoe 
trade, interested solely in the retail shoe business, and 
it has neither desire nor intention in any way to abandon 
its traditional policy of independence. 


LONDON SHOE CO., Inc. 


110 Duane Street, New York, N. Y. 








Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 
BOOT AND SHOE RECORDER 
a co. 

(Incorporated Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. papisive, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 

ARTHUR D. ANDERSON, 

SWAIN, CARPENTER & NAY, Counsel 

101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 

Associate Editors . 





PUBLISHER'S NOTICE 
en yy my subscription price of the 
and Shoe Recorder is $5.00 a year im 
j. - which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands —_ Mexico. The price 
—-. 


for Canada is $6.00 ear including, 
FOREIGN SUBSCRIPT! —The price 
foreign countries except the above is $10.00 
per year, including postage. 
All subscri are payable in advance. 
ADVERTISING. RA RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 








SALESMEN WANTED 


SALESMEN WANTED 





OFFICES IN 
BOSTON, OFFICE: Bo rage | yo Cor- 
lence rela to lepartments 
should be dd d to the Boston office. 

















MILWAUKEE 
WORK SHOES 


We have the following territories open 
for big caliber salesmen: IOWA» 
MICHIGAN, COLORADO, OKLAHO- 
MA, MINNESOTA. Established busi- 
ness, commission proposition. 
STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 


Pee wen YOUR OPPORTUNITY 





~¥ u are an experienced salesman 
with a distinct saneedl of achievement, 
we can offer you an excellent oppor- 
tunity. Intensive cultivation of retail 
trade now being planned. Our line: 
Medium grade ies’ Turn Comforts. 
Sell yourself in first letter. State lines 
carried, sales capacity and ‘territory 
covered. Write tng by clearly. Ad- 
dress D—450, t and Shoe Re- 
corder, 207 South St., Boston, Mass. 




















SALESMEN 
WANTED 


We want a high-grade man to cover the 
larger departmeftt and chain stores in 
the entire South. Prefer a man whose 
experience has been with medium and 
good grade women’s welt lines. Snap- 
py patterns and novelty merchandise. 
Give full particulars as to experience in 
your application. Address D—460, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN WANTED 
Se of Infants’, Chil- 
dren’s, Misses’, and Growing 
Girls’ turn shoes, high and medium 
grade, at attractive prices, desires sev- 
eral additional salesmen. Our very 
large stock department gives immedi- 
ate service. e also make and stock 
several styles of Old Ladies’ comfort 
oxfords and straps, priced right. Six 
e cent commission paid monthly. 
e prefer resident salesmen and those 
not covering more than two or three 
States. Address D-438, care Boot and 
a Recorder, 207 South St., Boston, 
ass. 














SALESMEN WANTED 


GOOD SALESMEN 

GOOD HOUSE 

GOOD LINE 

GOOD TERRITORY 
Make selling a success. We want good 
salesmen for North Carolina, Tennes- 
see, and Louisiana to sell our lines of 


lies, and 

J uvenile ““Playhouse”’ Brand Shoes 
as well as other goods and equipment 
for shoe repairers, shoe stores, a 
general stores. 
Make application to H. Wilensky & 
Sons Co., P. O. Box 976, Atlanta, Ga. 

“A-Goin’ since 1886. 
A-Growin’ all the time.”’ 











Salesmen 
WANTED 


In the following territories: 
Idaho, Montana, Colorado, 
Kansas, Nebraska, Oklahoma, 
Iowa, Illinois, Arkansas, Mich- 
gan, Indiana to carry with non- 
conflicting line, our strong line 
of men’s and boy’s nailed welt 
work shoes, packs, cruisers and 
high-tops. Straight commis- 
sion basis: 7 per cent monthly 
on shipment. Give territory 
covered, line carried and refer- 
ences in first letter. 


L. W. SHOE Co. 
Chippewa Falls, Wis. 


CHICAGO OFFICE: 189 West Madison St. 
‘Telephone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manngr. 

NEW YORK OFFICE: Room 101, Graham Blig. 
re 27 Duane St. Walter Scott, Manager. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 
a ng OFFICE: Chamber of Gommageee 
pome, Haveehll National Bank Bldg. 
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WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 
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BRAZIL: Gerente, John S. Fitch, 88 Rua Generel 
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BROCKTON OFFICE: 224 Moraine = Geo. 
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SALESMEN WANTED 











SALESMAN FOR OKLAHOMA AND TEXAS 
This territory open for a capable, ag- 
gressive man who can sell women’s 
medium grade welt shoes to the re 
trade. Prefer a resident of either Texas 
or Oklahoma. In 2 year —— 
state experience waa aa 
married or single. Address D-d6l cae 
of Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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YOU will observe 

By even casual inspection 
That Shoe Lacing Hooks 
Have arrived, 

As the latest styles 

In Fall footwear 

For men, women and children 
Clearly show. 


v 


AND it’s only natural 
For they're quick to lace 
And snug to the shoe 
Easily and 

Insuring perfect fit 

For any ankle. 


v 


BESIDES— 


You will note 
The fashion experts 


Shoes with Lacing Hooks can be bought from 


The shoe editors 


The newspapers 
The shoe sdiniin 
And ail 

Who make “Styles” 
A certainty 

Say Shoe Hooks 
Are Here to Stay. 


v 


ADVERTISING 
Did’nt do it all 

No! 

Not by a long shot! 
People just decided 
And insisted 

On having NOW 
What They Have 
Always Wanted — 
Lacing Hooks. 


dealers in Quality Footwear 





| 
_ 
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THANKS TO THE MARVELOUS DYEING 
QUALITIES OF RAINBOW KID, THE NEW 
LEATHER WITH THE SOFTNESS OF KID 
AND THE FIRMNESS OF CALF, THE FOX 
SPRING LINE PRESENTS AN ARRAY OF 
COLOR EXTRAORDINARY TO THE MOST 
EXPERIENCED OF SHOE MEN. 


DAINTY, SUAVE LINES —PURE, EXQUIS- 
ITE FORM—THESE THINGS HAVE AL- 


WAYS BEEN TRUE OF FOX SLIPPERS, 
PUMPS AND OXFORDS.’ 

















AND NOW TO FOX FOOTERY IS ADDED 
THE GLORY OF RAINBOW KID. 








HUES OF THE SKY ARE COMBINED WITH 
MAN’S HANDICRAFT. 







THE MERCHANT WHO DISPLAYS THE 
SPRING FOX FOOTERY WILL ENJOY AN 
UNPRECEDENTED ADVANTAGE IN 
FASHIONABLE SHOE SELLING. » 








CHAS. K. FOX, INC. 


HAVERHILL $3 33 33 MASS. 











Boston: 54 Lincoln Street 
New York; Marbridge Bldg., Broadway and 34th Street, Rm. 632 
Chicago: Great Northern Building 












Vol. 31, No. 25. Published every week by the Boot and Shoe Recorder Publishing Company, 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass.. under the 
Act of Congress of March 3, 1879. Subscription price $5.00 a year. Printed in U.S. A. 







207 South Street, 
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“Follow the Creighton Line’ 
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IN STOCK 


STYLE NO. 422 


Black Vici Oxford—Goodyear Welt 
, 14/8 Wingfoot Rubber Heel—Widths A to D. 


Price $3.85 


Send for Fall stock catalog 


Boston Office—183 Essex Street 


A. Gighton 
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Be Sure to See the New 
Color 










It is a light, delicate color that will meet with the 
instant approval of your customers who appreciate 
dainty, stylish effects. 








Get samples so that you will know exactly what this 
new color is. 


Specify STANDARD KID 


in Fawn, Havana Brown, White, Golden Brown, Gray and 
Camel 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 















 \ 
STANDARD 
KID 


GUARANTEED SELECTIONS 


7 THE STanpano Kid 
8osToN 
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Movable Units 


can be easily arranged to form at- 
tractive displays of your merchan- 
dise, when correctly designed and 
practical display fixtures are used. 





The suggestions offered here are 
in Chippendale design—an elegant 
fixture to attractively present your 
shoes for prospective purchasers’ 
approval. 











Ask for Catalog | 
‘Make Buyers out of Passers-by. 
Hugh Lyons & Company 

707 South Street 

Lansing, Michigan 

Chicago Office New York Office Boston office 
232 S. Franklin Street 35 West 32d Street 52 Chauncy Street 
Baltimore Office 


328-330 W. Baltimore Street 
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EWPIE |WIN 


REG. U.S. PAT. OFF. 


ARE GOOD SCHOOL SHOES 
High Grade---All Leather---Flexible Soles---Goodyear Welts 









IN STOCK TO-DAY 


4 

































Style 515 Style 315 Style 664 Style 324 Style 424 Style 243 
12515—Black Kid, *4 Fox, 8 Ya oe EE ee ee ee eee 
13515—Brown Kid, %4 Fox, 84% Inch Top, Rubber Heel, 2748, ee siete Spel Geetehiaoans in temas a 
14515—Nut Brown Calf, *4 Fox, 814 Inch Top, Rubber Heel, 214-8, AA-D................ cece cece cece eee £35 
15515— Patent-Calf Top, 34 Fox, 814 Inch Top, Rubber Heel, 214-8, AA-D.. .. 4.60 
17515—Black Calf, 3 “ox, 84 Inch To Rubber Heel, 214-8, AA-D.. .. 4.35 
18515—Mahogany C alf, 3 4, Fox, 84% Inck'Te , Rubber Heel, 214-8, AA-D.. . 4.35 
12315—Black Kid, %4 Fox, 814 Inch Top, Ru ber Heel, 21 4-8, A-D.. . 4.60 
13315—Brown Kid, *4 Fox, 84% Inch Top, Rubber Heel, 314-8, A- D.. . 4.60 
14315—Nut Brown Calf, %4 Fox, 8% In oh Top, Rubber Heel, 24-8, A-D. .. 4.35 
15315—Patent-Calf Top, %4 Fox, 8% Inch Ze . Rubber Heel, 214-8, A-D. . .. 4.60 
17315—Black Calf, 24 Fox, 844 Inch To ubber Heel, 214-8, A-D. . . 4.35 
18315— Mahogany Calf, 34 Fox, 8% ink Te Top. Rubber Heel, 214-8, A-D.. . 4.35 

12-2 8%-114%5S.H 5-8 S. H 
A-D A-D B-D 
12664—Black Kid, 4 Fox, Misses’, 6 Inch Top, Rubber Heel. . $3.35 $3.10 $2.75 
13664-—Mahogany Kid, % Fox, Misses’, 6 Inc Top, Rubber Heel. . 3.35 3.10 2.75 
24664—Pat. White Calf Top, 34 Fox, Misses’, 6 Inch Top, Rubber Heel... 3.35 3.10 2.75 
15324— Pat. Calf Top, 4 Ox, Misses’, 6% Inch Top, Rubber Heel... 3.50. 3.25 2.75 
17324—Black Calf, 4% Fox, Misses’, 61% Inch To ubber Heel. . 3.35 3.10 2.60 
18324—Mahogany Calf, 34 Fox, Misses’, 6% iach Top, Rubber Heel . 3.35 3.10 2.60 
Cc-D Cc-D 
14424—Nut Brown Calf, 4 Fox, Child’ s, 6 Inch Top, Spring Heel.. ‘bles phe leeue eee a $2.75 
15424— Patent ant Calf To Fox, Child’s, 6 Inch Foo, Spring } Heel.. icp Senna ace ate oA 2.85 
17424—Black Calf, %4 Fox, Chia! s, 6 Inch, Spring Heel.. andl hvece5 se aan 2.75 
C-D c-D D-E 
15243—Youths’ Patent Black Calf Top, Seamless Lace Bal, Rubber Heel........ . $3.25 $3.00 $2.60 
18243—Youths’ Mahogany Calf, Seamless Lace Bal., Rubber Heel. . Perr 2.85 2.55 
In Stock Style Booklet on Request 
OF AMERICA 
MANUFACTURERS 
CARTHAGE - - MISSOURI 
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Soft “Browns?---An Assured Vogue for Fall 


A famous American fashion authority just returned from abroad says, “There is plenty of evi- 
dence that the American vogue for brown is duplicated in the French capital, and thus strength 
is given to the brown movement for footwear during the coming Fall and Winter season.” 


We Have Fust Added Two New Shades 


STARBUK 


| Accompanying the Following: 
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Hazel ana Panther me won 11 
Color 43 Color 45 Teak Filbert a 
No. 29 No. 35 4/ 

“ ° je? 

E are keeping STAR- } Cathay Beige a 

BUK colors apace ergs — Sit 

with the latest develop- igen — ay 
ments in ladies’ dress | pate Mois ak 
fabrics. te No. 39 


You will always find us 
ready with the right color 
to perfectly harmonize 
with the dress fashion of 
the moment. 
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Tolman, Dow & Co., Inc. 
174 Lincoln Street, Boston, Mass. 






ey 


= 
elke 





ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk Mohr- Holters SalesCo. NewCastleLeatherCo. T.M. Fitzgerald €? Co. 
22 Andrew St. 202 E. 7th St. 100Gold St. 1602 Locust S:. 
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MARION’S BRING YOU NEW CUSTOMERS 


Every pair you sell is a walking advertisement for your store. 
Men wearing Marion’s are often asked, ‘““Where did you get 
those good looking shoes?”’ Marion’s bring you new customers! 


YOU ARE ASSURED OF QUICK DELIVERIES FROM MARION 


GALLUN’S 


BLACK NORWEGIAN 
HEAVY 14 EDGE 
PARAGON LAST 

.WINGFOOT HEEL 


$5.35 







314 


IN STOCK 


AtoD 


MARION SHOE CO. 
MARION, INDIANA 
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Cushion-Sole Way 


to Bigger and Steadier 
Shoe Sales 


RADE-BUILDERS extraordinary—steady prof- 
it makers that know no limitations of season 
or passing styles—that is the story of Mayer 
Kwilted-Cushion Shoes. The first sale yee into 


an ever widening circle of steady, pro 


table, 


month-after-month, year-in-and-year-out business 
that is handled with minimum sales resistance. 


“IT want another pair just like 
these” becomes a common- 
place remark to the Mayer 


Kwilted-Cushion dealer. The 


first wearing of these shoes 
invariably earns the buyer’s 
permanent friendship. Down- 
right superlative comfort 
wins the repeat sales — and 
starts friendly word-of-mouth 
advertising that is the most 
valuable trade asset a met- 
chant can have. 


No business can thrive on one- 
time sales alone. Permanent 


repeaters—assured sales—are the 
measure of real profits. Start 
nowto cushion-sole” yourway 
to bigger, steadier shoe sales. 


Get all the facts 
on Cushion Shoes 


Send for your copy 
of the Mayer book- 
let “The Cushion 
Way to Greater Prof- 
its.” Not just a catalog, but a meaty, 
straight-forward presentation of the 
cushion sole story—how to judge cush- 
ion construction — the sound reasons 
back of the cushion popularity — the 
permanency of cushion patronage. Be 
fully informed on this field for added 
profits. Send for the booklet NOW. 





F. MAYER BOOT & SHOE COMPANY 


WISCONSIN = 


MILWAUKEE 
‘ re 
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Note These Exclusive 
Cushion-Sole Features 


The quarter-inch cushion is of live 
lamb’s wool covered with fine 


»—" sheepskin. 


Quilting is stitched through insole, 
making it impossible for cushion to 
wrinkle, gather or slide. 

Entire cushion is lasted and sewed 
in with insole, so that it is a perma- 
nent part of the shoe. 

These features are available only in 
Mayer Kwilted-Cushion Shoes. 
Mayer Cushion Shoe dealers are pro- 
tected in this line. The features of 
this shoe are broadly patented and 
cannot be imitated. 


ye 


wilted 
Onohion 


( Trade Mark ) 
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a 
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SOLID OAK 
TANNED COUNTER 
















SOFT QUILTED — 
LIVE LAMB’S WOOL 
FELT SOLE 





SOLID OAK TANNED 
OUTER SOLE 


GENUINE KORXOLE-iNSOLE . 
STITCHED THROUGH INNERSOLE 
_ AND FASTENEO UNDERNEATH 
INSIDE DAMP PROOF re 
BESTO FILLING 


















levy 
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PATENTED AND REGISTERED 





SHOES 


Wort Rip 


READY FOR IMMEDIATE SHIPMENT 


ana Tongue 


PATENTED 


In the oval we show how a Wonseam shoe is cut 
the upper all in one piece. Tongue, vamp and 
quarter are all part of each other. The tongue can’t 
pull out. And Wonseams won't rip 


Because there’s only one seam—at the back of the 
shoe where it runs with the strain. And that one 
seam is reinforced with a full-length leather back- 
stay and three rows of stitching. 


Think what an advantage this Wonseam construc- 
tion is over the ordinary method. In most shoes the 
uppers are made of from four to six pieces. This 
means more seams—and more rips. 


W. H. GRIFFIN CO. 







Two Full Soles from Toe to Heel. Two Thicknesses 


No. 
5515 
5515 
5515 
5512 


MANUFACTURERS 





cf Leather Over Toe. 


TONGUE CAN’T PULL OUT. 
NO SEAMS TO RIP. 


Black or Chocolate Price 
Men’s Sizes 6-I1.... $2.85 
Boys’ Sizes 24% to 514.......... 2.50 
Youths’ Sizes 1-2.......... 2.35 
Gents’ Sizes 8-1344.............. 2.10 


Terms 3% 30; Net 60 Days 


Manchester, N. H. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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O meet the insist- 

ent demand for 
corrective footwear we 
present these two Arch- 
Solace Oxfords. Made 
on the quality basis 
that has put this line 
in a strong position 
with the trade for 
many years. 






























No. 930. Black Kid Oxford, 13/8 Goodyear 
Wingfoot Rubber Heel, Metal Arch Sup- 
port, No. 118 Last. 


No. 929. Brown Kid Oxford, 11/8 Good- 
year Wingfoot Rubber Heel, Metal Arch 
Support. No. 123 Last. 
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A NORMAL THE ACROBAT 


CHILDS FOOT SHOE FITS IT 


RE you selling ‘“‘price’’ or shoes that satisfy? Price does not wear 
-quality does! Price attracts bargain hunters—good shoes win 
customers and keep them. 


“Acrobat” patented double welt shoes The “Acrobat” process is the original and 
completely meet the growing demand only genuine patented “double welt” 
for “real good shoes” at a_ price process. Many of the leading merchants 
that moves them fast, yet insures their of America have for years found it very 
quality. profitable to feature “Acrobats.” 


Send for Catalog No. 22-F showing in-stock 
numbers for babies, boys and girls, ages 2 to 16 


**Acrobat”’ salesmen are on the road with the Spring line 


SHAFT-PIERCE SHOE COMPANY 


General Sales Office and Factories, 207 3rd St., Faribault, Minn. 
Stock Department, State Theatre Bldg., Minneapolis, Minn. 


Specialists in Children’s Good Shoes Since 1892 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT .. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A FEW NEW ONES FOR 
SEPT. 20th 
DELIVERY 


384—Price $4.50 
Beige Suede Trixie, Two-Strap Van Dyke Calf, O N r 386—Price $4.25 
Tip, Strap and Heel. Full Spanish Louis Heel. ur ew Patent Vamp, Black Brocade Satin Quarter, 
Single Sole—Euclid Last, AA to C. Marilyn Cross Strap. Full Spanish Louis Heel 
Single Sole—Euclid Last. AA to C. 


385—-Same in All Patent Walder for 
Fall 
1922 
is ready 


to mail 


387—Price $4.25 
Black Satin Vamp, Brocade Satin Quarter 388—Price $4.15 
Marilyn Cross Strap. Full Spanish Louis Heel Patent One-Strap Clarice, Single Sole, Full 
Single Sole—Euclid Last. AA to C. Spanish Louis Heel. AA to C. 
392—Same in Brown Satin. . 389—Same in Black Kid 


Send for it 


373—Price $4.15 
Patent Clarice One-Strap, Si Sole. Full 391—Price $4.25 
pay eee eee ee, tees ee. Patent Kathryn Colonial, Single Sole, Full 
. Spanish Louis Heel—Euclid Last. AA’ to C 


37 - Same in Black Kid 


THOMSON CROOKER SHOE CO, 


J. M. THOMSON Treasurer H. SUEBLIVAN, Secret ; 
BUPORDS an ONES vie ~pabident and Sales Manager . HOWARD TARR, Asst. Trossgeer and Credit Manes 


18 Station St., Boston 20, Mass. 
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‘ 
“That’s the of it, our ff 

customer insists on 
your leather’’ 


—" 
ce 





We don't blame our good frend and customer 
for rapping out the above. He had an order 
for 9,000 pairs of shoes for which the customer 
insisted on genuine 


TONY RED CALF 


Reg. U. S. Pat. Off. 


We are doing our utmost to meet the still mount- 
ing demand for TONY RED, but it is no easy 
task to give everybody all they want. Evidently 


the trade are “sold” on the fact that 


There’s Only One Genuine 
TONY RED 


REMEMBER—-There’s a whole Tony Family. 


| RED Reg. U.S. Pat. Off. TAN “ 


BROWN | BLACK 


CREESE and COOK COMPANY 


hg — SN TANNERIES 
\ DANVERSPORT, MASS. 


iio lili) 


SALESROOMS 
195 SOUTH STREET, BOSTON 


P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 


Cc ° 
706 Broadway, Cincinnati, O. y) 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. STON WY, NEW YORK 
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EXTREMELY LIGHT WEIGHT 
METAL ARCH SUPPORT 
built into the : 
“BARBARA BROWN 
ARCH REST SHOE” 


ss than an ounce of extra weight is added to these handsome 
s and street shoes, to give them the advantage of this arch 
pport. 


mo, 


tice the illustration, which shows how neatly this is accom- 
hed. Also examine the extra long inside counter which is 
t one more added feature to insure the utmost in comfort 
H service. 


ARBARA BROWN ARCH REST SHOES” accomplish 
that is desired in the way of supporting the foot; raising 
arch; relieving all arch dis- 
orts; strengthening weak feet 
preventing fallen arches. 


de in Oxford and High Shoe 
erns, of soft, rich Havana 
| wn or Black Kid; Combina- 
n Lasts, which fit perfectly at 
j, instep and heel. 








Csi 


WWW Vos GownQany 


Successful Shoe ~~) end 
in St. Louis. Founded 1 





























1.—Light weight, very rigid, corrugated steel 
arch support shank. 

2.—Long inside counter of extra quality, full- 
grain leather. 

3.—Double strength, special woven, “no 

stretch” doubler, between the lining and 

kid outside prevents stretching out of 

shape. 
































—Women’s “BARBARA BROWN” HAVANA 
\N KID 8%-inch LACE, Brown’s Arch Rest, 
Tip, 14-inch Rubber Top ey Welt, COM- 
a LAST. AA Instep, A Ball, sizes 344-9; 
t B Ball, sizes 3-9; te C Ball, aa 
4-9 C Instep, D Ball, sizes 244-9 
1- . e sizes and widths in BLACK KID, aves meh 
Oe Pe RE Pe pe .35 
me sizes and widths in HAVANA BROWN 
EYELET LACE OXFORD........ $5.25 
me sizes and widthsin BLACK KID6-EYE- 
\CE GRPOM iss ewiss ibe. is. 80 $4.50, 
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Sell your customer on the idea of keep- 
ing shoes from premature old age. 


Miller Shoe Trees are doing it daily 
| | | 


WOMEN'S VENTILATED PACK-FLAT No. 298” WOMEN'S VENTILATED BETE No. 328 


" a. 


" a. 








HUM Onhiiloouink 














THE “PACK FLAT’ TREE THE BETE TREE 
(Ventilated) (Ventilated) 
This tree, as its name implies, can be packed This tree, while very simple in its construction, 
flat, making it convenient and desirable, espe- is most efficient in its service—so constructed 
cially for travelers. The adjustment is simple that it is possible to extend it to any degree de- 
and serviceable. sired after the heel piece has been pushed down, 


and the tree is in position in the shoe, by simply 
turning the handle. Turning the handle in the 
opposite direction shortens the tree so that it 
can be easily removed. 


LSPyUPlieiiirwis 


You can easily see that it pays to keep shoes looking young. Your shoes have a better 
quality value in the minds of your customers. To let customers go out of your store and 
treat your good shoes carelessly, is very damaging to your reputation for selling service- 
able footwear. 


Sell Miller Shoe Trees with the new shoes your customer buys. You can make a double 
profit and protect yourself against the customer’s carelessness in allowing the shoes to 
grow old before their time. It pays to look out for yourself by looking out for the cus- 
tomer. 





Send for Catalogue illustrating 
and pricing all styles of Shoe Trees 


SHOE TREE DIVISION 


O. A. MILLER.,TREEING MCH. CO. 


“BROCKTON, MASS. 
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~ | These Snappy | | 
- || Shoes All In 
‘|| Stock! 


JMO OU OC OUO 


tc 
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No. 621—Patent One-Strap Pump, Phyllis Last, 
Goodyear Welt. 14-8 heel................. $5.00 
No. 622—Same as above, in Black Kid...... $5.00 


HE Crooker & Morse styles now 
being featured are carried 


stock at all times, for your conve- 
nience in ordering. Each number is 
up-to-the-minute in every respect. 
Leathers of well-known tannage, 
sole stock of indisputable quality, 
lasts of graceful lines. These are a 
few of the reasons why you should 
sell Crooker & Morse footwear to 
your customers. 


QU ON OO 





No. 510—Patent Leather Oxford, Leather Top 
Lift. 12-8 heel, Lucille Last.............. $5.00 


No. 500—Same as above, in Black Calf. . . $5.00 


Think these values over, then wire 
or write us just what ones you want. 
The attention accorded every order, 
great or small, is an outstanding feat- 
ure of Crooker & Morse Service. 








PTTL Le Mee LU @ LC EU LL 


OOOO 





OTOH L LL LU PL 


CROOKER & 
MORSE, Inc. 


Bridgewater, 
Mass. 


MeL 
No. 434—Black Boarded Calf Oxford, Goatyeas 
Welt, Heavy Sole, Rubber Top Lift. 10-8 heel, 
UO, UD GOs ns 0 4 ccs dbeneeceacce $5.25 
No. 430—Same as above, in Victoria Brown 
Gddhin es 5 0640 83-0650605 00088 ecbthesesie $5.25 











No. 623—Patent Two-Strap Pump. Goodyear 
Welt, Phyllis Last. 14-8Heel............. $5.20 
No. 624—Same style as wend Kid twee? a 
EA a ee 





Se OO ————————————— 


U 
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Brownies’ Ace Athletic Cut 





NEW line of tennis and 

athletic shoes, built up to 
the Snag-Proof standards of 
comfort, fit and finish in every 
respect! It has been deliber- 
ately designed to increase, still 
further, the national good-will 
and consumer preference which 
Snag-Proof Rubber Footwear 
has enjoyed for over fifty years. 
Every number has one or more 
betterments that will help you 
get preferred sales in your terri- 
tory! Keep your stock open for 
these new Snag-Proofs! 


Brownies’ Ace Regular Bal 


September 9, 1922 
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Unusual new features 


are embodied 
in the NEW 


“SNAG-PROOF” 


lines of tennis and athletic shoes! 


T was bound to come! The 

demand for athletic shoes 

of all kinds has been increasing 
rapidly every year. 


We realized this some time 
ago. And we began work—not 
simply to build similar shoes, 
but better shoes, each one em- 
bodying new and _ sales-win- 
ning improvements! 

This was not accomplished 
overnight. Years of study and 
the experience of over half a 
century have gone into the 
designing of the new Snag- 
Proof Tennis Line. 


We have tested each number 
thoroughly. And we are satis- 


fied that, in comparison with 
any similar line ever intro- 
duced, the new Snag-Proofs 
will show a new standard of 
wear, comfort and attractive 
innovations. 


One of our salesmen will be 
in your territory soon. Wait 
until he comes before you place 
your orders for spring. He will 
show you the new line and 
explain our plan. All we ask is 
that you compare the new 
Snag-Proofs, feature for fea- 
ture, with any other brand, 
however popular. We are more 
than glad to rest our case on 
your opinion! 


Lambertville, N. J. 


Makers of the highest quality rubber footwear 


for over half a century 
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C.H.ALDEN Ca 


U.s.> 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 





° ° ° ° ° 





We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 




















The above is one of the styles that can be delivered 
promptly 
Lot No. 230 
Men’s No. 4 Gallun’s Russia Calf Oxford 
324 Last 
English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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“Judge It 
By Its 


HAVANA BROWN 


HIS trim model is the 
product of the Hurley 


The grace of line 
and evident charac- 
ter which their 
skilled 
give the shoes are 
accentuated by the 
leather 


shoemakers 


NEW CASTLE 


HAVANA BROWN 


KID 


Shoe Company of Rockland, 
Mass. 








Users’’ 


NEW CASTLE KID 


The Outstanding 
Colored Leather Surety 
on which 


There Is No Speculation 


HE professional woman who 
spends a large portion of her 
time on her feet selects her 
shoes accordingly. 


But she never lets her innate 
love for trim style withhold 
her from buying shoes that 
are beautiful, as well as com- 
fortable. 


In the inimitably rich color 
and restful softness of New 
Castle HAVANA BROWN 
Kid she finds the perfect shoe 


leather for her needs. 


The quantities of New Castle 
HAVANA BROWN used 
by the noted makers of such 
shoes proves conclusively this 
constantly growing call for 
comfort and beauty. 


NEW CASTLE LEATHER CO., Inc. 
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0-REC-TOE 


Reg. U. S. Patent Office 


SCHOOL NUMBERS -- STOCK NUMBERS 


Paramount Durability-Fit-Style-Comfort 


No. 9803—Mahogany Seminole Calf Polish, on our well 
known 444 last. Instock A to D in sizes 244-7 
$4.25 


No. 9804—Gun Metal Calf, as above 
Our Ko-Rec-Toe, No. 444 last has been 
endorsed by leading doctors and orthopedists in 
large medical centers throughout the country. 
Combination heel and forepart, produces maxi- 
mum fit and style. You can not go wrong on 
these numbers. 


—Ko-Rec-Toe Shoes— 
Standard of Quality 


No. 8802—Mahogany Seminole Calf Toppie Polish, Ko- 
Rec-Toe last, Misses sizes-instock 12-2, Widths 
B, C & D Outside leather heel............ $3.35 


No. 7802—Same as above, childs 814-111 sizes, spring heel, 
widths B, C & D 2 


No. 8801—Gun Metal Calf Toppie Polish, Outside leather 
heel, instock sizes 12-2, widths C & D $3.35 


No. 7801—Same as above, childs 814-111 sizes, spring heel, 
widths C & D $2.95 


No. 6802 & 6801—Infants 6-8 sizes, D wide only... .$2.65 


—Ko-Rec-Toe Oxfords— 
Style, Fit, Comfort. 


No. 9532—Brown Calf Oxford built over our Ko-Rec-Toe 
144 last and carries a Wingfoot Rubber heel, 
carried instock AA 3-8 A, B, C & D 214-8. .$3.85 


Send for your copy of our 
new stock catalogue 


THE L. D. STICKLES SHOE COMPANY 


Manufacturers of KO-REC-TOE Shoes 


RED WING ww «so MINNESOTA 








—— 
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7 HE appeal of our styles 
creates the ¢desire to possess. 
Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


cAt Popular Prices----Always 


Women’s Welts and McKays 


DONN D. SARGENT Co. 
FACTORIES SALEM, MASSACHUSETTS BOSTON OFFICE 


407 BRIDGE STREET 195 ESSEX STREET 
Iwo Factories 


Capacity 5500 Pairs Daily 


KANON 700 700 7007 BV 7HV 70770 TON 7OVZON 7 7K 70 700 70V7BV7 OV 7 7OVAV/OVZOL/OVTNN ZZ 70 70/0 07ND 
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f The Best Non-Pigment}| | 


(Aniline Dyed) 


Boarded Calfskins Produced 


53 RUSKIN RED 

55 TENU-TAN 

73 TEAZEL TAN 

75 BENGAL BROWN 
82 BAYWOOD BROWN 
61 BLACK 


DURO CALF 


< **Lawrence Leathers Are Reliable Leathers’’ 











it 


d 


1998 
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HE new colors which we 
i have originated are the 
talk of the trade. 


The quality of the leather is 
instantly apparent to any 
shoe man. 


The superiority of both color 
and quality in the finished 
shoe is pronounced. 


Result:—_the demand for Duro 
in these colors is ahead of 
production, particularly in 
weights suitable for men’s 
fine shoes. 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 





25 
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THE NEWEST EFFECTS IN 
CROSS STRAPS 
READY FOR DELIVERY 
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1230—Black Satin, Black Suede Straps 
1231—Brown Satin, Brown Suede Straps 
1232—Dull Kid, Patent Straps 
1761—Black Satin, Brocade Straps 
1762—Gun Metal, Patent Straps 
AA to C $4.50 
1763—Patent Vamp, Black Suede Quarter and{Straps 
All Full Louis Covered Heels AA.to C $4.75 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
IS NORTH FOURTH ST. PHILADELPHIA 
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What Size? 


This chart tells the correct size of hosiery 
to select when the proper shoe size is 
known. Post it in a conspicuous part of 
your store where your sales people can 
refer to it quickly. 


When you are taking a pair of shoes to a 
customer, show him a pair of hose of the 
same or a contrasting color. Emphasize 
the fact that this hose is his exact fit and 
that the combination of shoes and hosiery, 
besides being attractive, will be unusually 
comfortable. 


A stocking the proper size give double the wear 
and comfort of poorly fitted hose. Too short a 
stocking binds and draws the foot. A too large 
stocking will wrinkle, take up too much space in 
the shoe and cause painful blisters and calluses. 
In selling silk hosiery it is wise to select a large 
size, as this will lessen the strain and give longer 
wear. Silk stockings should not be so tight that 
they need be stretched to fit. They are made to 
fit the leg closely. 


Corresponding Sizes of Shoes 
and Hose 
WOMEN 

Shoe Size Hose Size 

: 8 
814 
9 
9% 
10 


CHILDREN 
Age Shoe Size 


3 to 6 months 
1 year 

1}9 years 

2 years 

3 to 4 years 
5 to 6 years 
7 years 

8 to 9 years 
10 to 11 years 
12 to 13 years 
14 years 


—— 
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Do your customers 
blame you when 
their feet hurt? 


limping into your store ought not to tell you 

their foot troubles. They should go cuss the 
department store salesgirl who ‘sold them the wrong 
size hosiery. 


Y's know that half the complainants who come 


But they don’t—they blame you and the shoes you 
sold them. And the best way ta end these com- 
plaints and give your customers a perfect fit is to 
sell them their hosiery as well as their shoes. 


By adding a hosiery department you make two profits instead 
of one. Next to shoes, hosiery is the most profitable line 
you can handle. Do you want to know how to make a hosiery 
department pay in your store? Write for a free booklet of 


selling suggestions. 


Here are some of the season’s “‘best sellers”’ 


Add these numbers to your present stock or include them in 
your first order if you’re just starting your department: 


No. 24X—Women’s 18 inch silk boot, 240 needle, fine gauge, 11 thread 
silk. Colors: Black, White, Beige, Cordovan, psvaned ussian Calf, 
Suede, Navy, Silver ‘and Nude. Price, per dozen. . . $9.50 


No. 23—Women’s silk hose, semi-fashioned. Snug fitting ribbed top 
Sizes 8144-104. In Black, Lema Cordovan, » MeegeatE Russ Calf ad 
Suede. Price, per dozen. . . . $12.00 


No. 270—Women’s 22 inch silk boot, 240 needle, fine gauge, 12 thread silk. 
Colors: Black, White, Beige, Cordovan, Mahogany, F ussian Calf, Suede, 
Navy, Silver and Nude. Price, per dozen. . . . $13.00 


No. 55—Men’s 11 thread silk hose, 240 needle. Colors: Black, Navy, 
Smoke, Pearl, White, Cordovan, | Pes Cc ib eieeice Price per 
dozen . ..- 688 


No. 5—Men’s 200, fine mercerized lisle. Colors: Black, Navy, Smoke, 
Pearl, White, Cordovan, Mahogany, Champagne. Price, per dozen. . $3.25 


EVERWEAR HOSIERY CO. 


Dept. B Milwaukee, Wis. 


Chicago Office—Republic Bidg., State and Adams Sts. 
Boston Office and Stock Room — 110 Summer Street 
San Francisco Office and Stock Room—130 Bush Street 


iery 
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The ‘Famous 





Shoe 2 for: en 


NOTHING New but the styles in sex 
Weber Union Made Shoes for Men to lyk, 


retail at $5 to $8. 


Frenchy Last 
Goodyear Wingfoot 


Heel 


The same old time value, standards dressed 


in smartest style. . 


Weber Bros. Shoe Co. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


September 9, 1929 























Sevlav Tuhs 
dna nepo! 


McKAY BOOTS—Leather Heels 
WHILE THEY LAST 
5-8 814-11 1114-2 24-8 
410 —Gun Metal Polish, High Cut, broad toe 
wedge $i. 17% $1.324% 
410H Gun | Metal Polish, High Cut, broad toe, 
$1.3244 $1.55 


1410H o... <—oe Polish, eeah Cut, » English t toe, 
heel 1.55 $1.85 


414 ih Polish, High Cut, broad toe, 
414H—Mahogany Polish, High Cat, broad aa 
1414H = = Polish, High Cut, English toe, 
416 —Black Kid Polish, High Cut, broad toe, 
416H—Black Kid Polish, High’ Cut, broad — 
1416H— Black Kid Polish, High Cat, English toe, 

ee 


311 —Gun Metal Button, wide toe, wedge. .. . . 1. 
311H—Gun Metal Button, wide toe, heel. ...... 


412 —Patent Polish, High Cut, wide toe, wedge 1.35 
412H—Patent Polish, High Cut, wide toe, heel. 
1412H—Patent Polish, High Cut, English toe, heel 


**Mother Hager”’ 


STITCHDOWN 
BOOTS 


Byron Process Soles 


5-8 84-11 114-2 


320 —Tan Lotus Button .. 91.88 
320H—Tan Lotus Button, heel vden 


385 —Smoke Button......... .1.35 
385H—Smoke Button, heel. . ‘ 


330 —Cherry Lotus .1.35 
330H—Cherry Lotus =. heel... ... 


235 —Tan Lotus Blucher.. ee 
235H—Tan Lotus Blucher, heel. “ 


245 . 1.35 
245H—Black Calf Blucher, es 


—Smoke Blucher > 
3aSH— Smoke Blucher, heel. . a 


265 —Mahogany Elk Blucher.. mr | 
265H— Mahogany Elk Blucher, heel. .. 


237 —Tan Lotus Polish. . ow. oogee 
237H—Tan Lotus Polish, heel. . és 


217 —arr one RO jek coal 
217H—Cherry Lotus Polish, heel. . 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


$1.60 


1.60 


1.60 


1.60 


1.60 


1.60 


1.60 


1.60 


1.60 


HAGERSTOWN, MARYLAND, U. S. A. 


$1.90 





1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 


1.90 
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Our Latest Fall Colors 


Bright As A Sunbeam 
Mellow As Moonlight 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


[CABLE ADDRESS “TENRAB” 
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The standard Goodyear Wingfoot Heel, made in black, 
white and tan, for men’s, women’s and children’s shoes. 
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HE very reasons that prompt 
your customers to accept shoes 
made with Goodyear Wingfoot 
Heels are your reasons for insisting 
on Goodyear Wingfoot Heels. 


Their quality is higher now than 
ever; their price is lower. 


They fit perfectly. They keep their 
resilience. Goodyear means good wear. 


There is no substitute for Goodyear 
Wingtfoot Heels. 


A complete line of them is made for 
men’s, women’s and children’s shoes. 


More people walk on Goodyear 
Rubber Heels than on any other kind. 


The walking mates of Goodyear Wingfoot Heels 
are Nedlin Soles—durable, waterproof, comfort- 
able. Representative manufacturers are now 
offering a complete line of good-looking, service- 
able shoes made with guaranteed Nedolin Soles 


WINGEOO 
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| FOUR 


| J REAL LIVE 
| SHOE 
OXFORDS 










weight Single Sole. 
A, B, 7-11; C, D, 6-11 


No. 603 
Style in Black 










Same 





No. 602 
Gallun’s No. 4 Viking 
Calf English Blu. Ox- 
ford, Overweight Single 


Sole 
A, B, 7-11; C, D, 6-11 





No. 607 
Same Style in Gallun’s 
Black Viking Calf. 


THE 
ORMOND 


©) M. A. PACKARD COMPANY © 





BROCKTON, MASS. 




















You have been interested in our | 
| 


BOARDED QyAb=keg SIDES | 
2 Cs—2 Bs a 


SPECIFY ONE OF OUR FOUR COLORS 


CHERRY BLACK 
CHESTNUT BROWN | 


in one of your lines and prove that what we have said about | 
these leathers is a true fact | 


To See Is To Buy | 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. | 
212 W. Lake St., Chicago, Ill. | 











See 





——_————— ———————————— 
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“Onyx” @ Hosiery 


Reg USP et. orice 


| oa 
i 


sold over 800 pairs in a day. Other dealers have 
found similar advertisements equally successful. 
The combination of “Onyx’’ National Advertising 
with local dealer advertising is hard to beat. Con- 
sult your cash register. It knows. 


Emery 6 Beers Company, inc 


Broadway at 24th Street, New York 
Chicago Philadelphia . Boston Buffalo SanFrancisco Los Angeles 
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“BUTTERFLY” 


NA 


The Shoe we talked about 
last week 


CORNELL SHOE CO. 
BROOKLYN 


+ 
SF Ss 


September 9, 1929 








REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


For sale by Shoe Finings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K..KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 
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The Wishbone Strap 


In black suede, patent, dull and brown kid with various 
suede combinations. Built the Jones & Thomas way. 


IN STOCK SEPTEMBER 20 


This up-tc-the-minute shoe is featured and carried in stock 
by the following distributors: 


Boardman Shoe Co. Whitney-Roth Shoe Co. 


Boston, Mass, Cleveland, Ohio 
Maryland Shoe Co. S. Halle Sons, Inc. 

Cumberland, Md. Baltimore, Md. 
Roberts & Hoge Shoe Co. G. E. Thing & Co. 

Richmond, Va. Buffalo, N. Y. 


Newell & Schneider Co. 


Pittsburg, Pa. 








V.K*AH. JONES & THOMAS COMPANY 











1 


Qe " Lyn n /Massach usetts Ss 


RAW, <5 
Sy QV Raaten 


\) 
D o> 
Sm 


L777 ‘ A 
© Sr 
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THREE SNAPPY E & M’S 


PATTERNS AND PRICES PLEASE 


Show her these shoes and 
your sales problem is 
solved. She will be de- 
lighted with the way they 
fit and how they look. Her 
trade is yours at your price. 


“GARCIA” “JANICE” 


Patent Leather Turn, carry- Patent Leather Turn with 
ing a17/8 Full fod ae : black silk brocade collar. 
3 Carries 14/8 Spanish Louis 

Celluloid Heel. 


“MADAME 

BUTTERFLY” 
A Patent Turn Colonial, 
with gore strap. Made on 


our 83-X last. Carries 
16-8 Heel. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


fie. Bust and Shoe Recorder vill apprec.ate your mentioning the publication in replies to advertisements 














No 1160 
37 50 


Prices subject to increases 
required by tariff 


LA 


Beauty ? 
Culity ‘ 
(Smfort? 


Service 2 


Value ? 








f 
f 
C 
| 
} 


hat are the vital considerations 
in a woman shoppers mind? 


1160 is a two-toned silk and wool hose exquisitely finished with 
embroidered novelty clocks. 


1160 is a flat weave, substantial, light weight which may be worn 
any hour of the daytime with every. costume. 


1160 is full fashioned and carries sufficient fine wool to give the 
needed cushion against shoe leather, and ankle protection against 
chill. 


1160 is of WOLSEY British manufacture, and has their exclusive 
nén-shrink finish, which insure lohg wear. 


1160 does not sell for a low price, but women are looking deeper 
for genuine merit—and they will not be disappointed in this hose. 


Display 1160 with confidence in its strong drawing power. 


400 


Filth Avenue 
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You May Know About 
o8 POSNER’s 


SCIENTIFIC 


for Infants, Children, Misses 
and Growing Girls 


But 


Do you know what makes the line unique in its field, 
and a producer of maximum profit for you? 


Do you know that our In-Stock service is developed 
to the nth power through recent factory enlargements 
and an efficient merchandising policy? 


Back of this is the style, material, and workmanship 
so typical of Brooklyn manufacture, that makes for 


value and salability. This shows best in the shoes 
themselves. 


We want you to know these things. 


The opposite page tells you how 
4 
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It's yours for the asking 


n assortment of 18 of our 200 You could establish a profitable 
tock styles of turns and welts has children’s department with Dr. 
een selected and packed in a Posner’s scientific shoes from these 
pecially designed case. This will styles alone. 


he sent to you on request. ; 
The sample sales case is accom- 


panied by our new art catalogue 


hese 18 specimen styles are taken 
which tells the whole story of 


lirectly from stock as a shipment 


ould be. They represent various DR. POSNER’S 


humbers included in the line and 


nake a good cross section of it. SHOES AND SERVICE 


This interesting brochure also lists and illustrates all styles, de- 
scribes our In-Stock facilities for handling orders, and tells of the 
co-operation we extend to you. 


If you care to retain the assortment, you may do so. -Or if you 
wish to return it. well and good. 


In any event, the case and its contents will give you a better idea 
of our merchandise and merchant helps than you could get in any 
other way. 


It’s a bet you can’t afford to overlook. A postal 
card brings you the case or the catalogue, or both. 


DRA POSNER SHOES lnc 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 
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Style No. 7035R 


Kid 1 Strap Slipper on No. 179 last. 
Medium toe. Imitation tip. Turn sole. 
1% inch heel, with rubber top. 

AA to D IN STOCK 


Price $1.35 


We are wholesale distributors to the 
shoe trade of 


Dr. Jensen’s 


Arch Cuff 


A useful device in cases of arch trouble 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston Office, 80 Boylston St., Littl - Bldg. 
New York Office, 47 West 34th Street 























toon lobe 
Hotel Service ! 


at a 


Y1Ce 


Perhaps it is because they are such keen judges 
of value that shoe men flock to the Cadillac. 
For surely there is no’such value in the way of 
hotel service as that offered by the Cadillac. 


The completeness of Cadillac Service—the personal 
attention which makes for homelike atmosphere—the 
location in the very center of New York's activity— 
these are a few of the reasons why “‘If he’s a shoe man, 
you'll find him at the Cadillac.” 


The Cadillac now® includes the properties” formerly 
known as the Claridge and the Yates. All under the 
management of Edward Arlington. Six hundred rooms 
in all, and at rates which set a new value-standard for 
hotel service of excellent grade. 


The economy of this service is proved by the 
following tables of rates: 


Single Rooms, running water, use of bath .. $2.00 to $3.00 
Single Rooms, private bath, from.......... $2.50 to $800 
Double Rooms, running water, use of bath.. $3.50 and $4.00 
Double Rooms, private bath, from. ....... $4.50 to $10.00 
Parlor, bedroom and bath, from $7.00 to $18.00 


Special Rates for Sam;le Show Rooms 


Hotel Cadilla 
Broadway at 44% 


NEW YORK CITY. 
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W 1TH 


KE LL CLIENTS 


Some ten years ago— 


HE Schoenfeld-Martin Company opened 
a department store in Peoria, Illinois, 
right in the heart of the business district. 


ANY merchants might have made the 

N mistake of thinking that a fine store 

and stock in such a good location guar- 

anteed a successful business—but not Mr. 

R. A. Schoenfeld, President of the Schoenfeld- 
Martin Company. 


E fully appreciated it was a man-sized 
problem to keep stocks turning properly 
in all departments, and have the busi- 

ness show a net profit each year. 


R. SCHOENFELD’S ability to meet 
the competition, style changes, and 
price fluctuation that enter into mer- 

ehandising, is well recognized. This is shown 
in his election to the presidency of the Illinois 
Hardware & Implement Dealers’ Association, 
as well as in his leadership in the business de- 
velopment of Peoria. 


ITH a view of expanding his business 
and getting more of the farmer trade 
around Peoria, he called in Kelly Serv- 

ice and he now has a bigger volume, covers a 


41 





—O—O—0—0—0—-0—-0—-0-— 





greater territory and his overhead has been 
reduced materially through the adoption of 
plans and methods put in operation by Kelly 
Service. 


R. SCHOENFELD can be relied on to 
give you definite information about 
Kelly Service and— 


REQUEST from you giving size and 
nature of your stock will bring full de- 
tails of this Service, as it will apply in 

your case, and incurs no obligation on your 
part. 





MINNEAPOLIS:-MINNESOTA 
U.S. —r 


TK KELLY SALES SY§ 
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SPECIAL OFFERINGS 


Hip Rubber Boots 


U. S. or Hood first quality brands 
Packed 12 pairs to the case—solid sizes 


Sizes 7, 8, 9, 10, 11, 12 
. a BD M.. de 3 


25 case lots... .$2.25 


Smaller Lots—1l0c a pair extra 





4 Buckle All Rubber Arctics 


as made for the American Army 
Ball Band, U. S., Hood and other Ist quality brands 
Packed 20 pair to the case—solid sizes 
Sizes 7, 8, 9, 10, 11, 12 
2, 6, 8, 5, 2; 2 
25 case lots... . $1.40 
These goods sold assorted brands only. 
Smaller Lots—I10c a pair extra 





2 Buckle Cloth Top Arctics 
(Hood Brand) 


Packed 12 pairs to the case—solid sizes 
Sizes 7, 8 9, 10, 11, 12 
*S ~~ & &  &. 4 
25 case lots... .$1.50 


Smaller Lots—l0c a pair extra 





4 Buckle Cloth Top Arctics 


Best American Brands 


Packed 24 pairs to the case— 
Assorted Sizes 7 to 12 


25 case lots... .$1.85 


Smaller Lots—l0c a pair extra 


Wire for Quick Action Subject to Prior Sale 


SURPLUS TRADING COMPANY 


557 BROADWAY NEW YORK CITY, N. Y. 
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BALL BAND SPECIALS 


Hip Rubber Boots 
(Ball Band) 


Packed 12 pairs to the case—solid sizes 


sizes 7, 8 9, 10, ll, 12, 18 
ie — Csr a Se ae 


25 case lots... .$2.60 


Smaller Lots—10c a pair extra 





Trench Boots 
(Hi Cuts, leather, 18 inches high) 


Manufactured by Endicott Johnson & Co. 


Packed 24 pairs to the case,—solid sizes 
Sizes 7144 to 12—very good assortment 


25 case lots... .$4.25 


Smaller Lots—10c a pair extra 





Navy Sea Boots, Ist Quality 


Packed 20 pairs to the case 


Assorted sizes to the case—7, 8, 9, 10, 11, 12 
165 4&4 3% 1 


25 case lots ... .$2.85 


Smaller Lots—l0c a pair extra 


Terms: Net 30 days to well-rated concerns 


SURPLUS TRADING COMPANY 


557 BROADWAY NEW YORK CITY, N. Y. 
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As woke ne naar grows, thee: seating 
capacity “of. your store must be increased. 
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‘They're progressive people’ 


Said This Wholesaler 











He’s a national figure in_merchandising of shoes, 
most shoemen know him, and value his opinion, 
which is always given on the merits of the 
proposition. 


So we are proud to have him say:— 


I specify ‘ARMORTREDS’ on my 
orders, because I have found . the 
Quabaug Rubber Co. 
to be progressive people 
---always striving to 
give Better Values. 


They are working and 


thinking ahead in rubber 
heel development.” 


ARMORTRED 


RUBBER HEELS 


Quabaug Rubber Company 


North Brookfield . Massachusetts 
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FOR YOUR SCHOOL TRADE 


Buy RAMSEY’S SCHOOL SHOES 


Made to Wear, Not to Sell at a Price 


Give Your Customers the Utmost in Satisfaction 





_ 


Double 
Stitch 
Backstay 


BAL LACE SCHOOL SHOES 


Double Vamping, 4 Rows of Stitching 
on Vamp. This prevents the shoe from 


ripping at this point. 





BUTTON SCHOOL SHOE 





TWO STRAP BAL SCHOOL SHOES 


967 Atlantic Ave. 


E. J. RAMSEY CO. 





All These Shoes Made with Bend Soles 
BEND SOLES Means the Best of Soles 





IN STOCK IMMEDIATE DELIVERY 





BAL LACE SCHOOL SHOES—Best Bend Soles 


Spring Spring Outside 

leels Teels Heels 

5-8 84-11 11%-2 
5400—Cherry Chrome Bal...................$1.35 $1.55 $1.85 
5401—Black Chrome Bal . .................. 1.35 1.55 1.85 
5424—Cherry Full Grain Upper Stock Bal... ... 1.40 1.60 1.95 
5414—Cherry Crystal Bal............. .. 1.50 1.70 2.05 
5415—Brown Lotus Bal .................... 1.50 1.70 2.05 

5416—Mahogany Chrome and Smoked Elk 

ee 1.60 1.95 


BUTTON SCHOOL SHOES—Best Bend Soles 


5600—Cherry Chrome Button................ . $1.35 $1.55 $1.85 
5614—Cherry Crystal Button................. 1.50 1.70 2.05 
5615—Brown Lotus Button................... 1.50 1.70 2.05 


TWO STRAP BAL SCHOOL SHOES—Best Bend Soles 


BG Bsn cicc ce cscccdccascexvcess see $2.10 2.50 
ge Te 2.10 2.50 


3014—Cherry Crystal .....................-.- 1.90 


SeAMSCHp b 
"aoa 


* THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE wn? WE LT ” 


ONE ROW OF STITCHING HOLOINO UPPER 
Two Hows OF OOOO VEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPER 
TWO ROWS OF GOUDVEAR STITOUNG SHOWING OW BOTTOM OF OUTSOLE 


Brooklyn, N. Y. 


RAMSEYS 
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Alenz Gase 


ALWAYS LEAD 
HIGH IN QUALITY --- LOW IN PRICE 





No. 9832—Cocoa Brown Kip 
Cap Bal, Perforated Vamp 
Eyelet Stay and Quarter with: 
Scrolled Tip, Inside Leather 
Counter Pocket, best Twill 
Lining, first quality Oak Outer 
and Inner Soles. In stock, C 
and D Widths. 

Stock No. 9831—Cocoa Brown 
Cap Blucher, over our Pan- 
ama Last, same construction 
as style No. 9832. In stock, 
D and E Widths. 


Price $3.35 
These Cocoa Brown Kip shoes will satisfy the demand that your 
customers are making on you for quality shoes at a low price 


In Stock at Factory—Also C. S. Stearns Shoe Company, Boston, Mass., Our New England 
Distributors; The Menzies Shoe Co., Branch, 854 Fifth St., Portland, Oregon. 
Dallas Branch, 613 Main Street, Dallas, Texas 


THE MENZIES SHOE COMPANY 


FOND DU LAC, WIS. 


IIc. 








ee a 


Sears rea ears eat a aa ear sacar a aeaear a eae ee eeeee ee ee eee eee eee eae aa Seger S oor 5 e525 75252 Sr 52525 2oe5e5252S25 2525252525u6. 


—— = a a 


————— ee a a a a 
OOOO ee ee 

















a a a a a a a a a a a a a a at at at ate ste ate | 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





48 





BOOT AND SHOE RECORDER 


tie 














September 9, 1929 


Sepl 


















































WAR DEPARTMENT SELLING PROGRAM 


SEPTEMBER 


Sept 19—TRAILERS, Jeffersonville, 
Ind., Auction. For catalog write 
Motor Transport Division, Office 
2 M. G., Washington, D. C., or 

0., Q. M. Depot, Jeffersonville, 
tnd. 


Sept. 19—ORDNANCE MATERIAL, 
Frankford, Pa., Auction. For cat- 
alog write C ©., Frankford Arse- 
nal, Philadelphia, Pa. 


Sept. 20—ORDNANCE MATERIAL, 
Tullytown, Pa., Auction. For cat- 
alog write to address above. 


Sept. 2I—ORDNANCE MATERIAL, 
Morgan, N. J., Auction. For cata- 
log write to address above. 


Sept. 21—Q. M. SUPPLIES, Omaha, 
Neb., Auction. For catalog write 
Q. M.S. O., 1819 W. Pershing Rd., 
Chicago, Ill. 


Sept. 22—AIR SERVICE EQUIP- 
MENT, Houston, Texas, Auction. 
For catalog write C. O., Aviation 
Gen’l. Supply Depot, Houston, 
Texas. 


Sept. 25—ORDNANCE MATERIAL, 
Aberdeen, Md., Auction. For cat- 
alog write C. O., Aberdeen Proving 
Grounds, Aberdeen, Md. 


Sept. 26—Q. M. SUPPLIES, New Or- 
cans, La., Auction. For catalog 
write , Q. M., Surplus Prop- 
erty Depot, Atlanta, Ga. 


Sept. 27—ORDNANCE MATERIAL, 
Watervliet, N. Y., Auction. For 
catalog write C. , * Watervliet 
Arsenal, Watervliet, N. Y. 


Sept. 28—Q. M. SUPPLIES, Camp 
Devens, Mass., Auction. For cat- 
alog write C. O., Boston Gen’l., 
Intermed. Depot, Boston, Mass. 


Sept. 29—Q. M. SUPPLIES, Norfolk 
none Agetice. For catalog write 
Q. O., First Ave. and 59th 


Mocks n, N. Y 











SEND FOR CATALOG 





Cm) 








OCTOBER 
Oct. 3—Q. M. SUPPLIES, Camp Mc- 
‘lellan, Ala., Auction. For cata- 


log write a 0., Q. M., Surplus 
Property Depot, "Atlanta, Ga. 

Oct. 4#—HARNESS, Jeffersonville, Ind 
Auction. For catalog write 0., 
Q. M., Gen’l. Supply Depot, Jeffer- 
sonville, Ind. 

Oct. 4, 5,5 6—ORDNANCE MATE- 
RIAL, Erie Howitzer Plant, ot 


Auction. For catalog write C. O 
Frankford Arsenal, Philadelphia, 
Pa. 

Oct. 5, 6,—Q. M. SUPPLIES, Camp 


Auction. For catalog 


Knox, Ky., 
1819 W. Pershing Rd., 


Q. M. S. O., 
Chicago, Ill 


10—MEDICAL SUPPLIES, 
New York City, Auction. For 
catalog write Surplus Property 
Sect., Office Surgeon General, 
Wash., D. C. 


Oct. 10—AIR SERVICE EQUIP- 
MENT, Dorr Field, Fla., Auction. 
For catalog write Commanding 
Officer . Dorr Field, Fla. 


Oct . 12—AIR SERVICE EQUIP- 
‘ME NT—Carlstrom Field, Fia., 
Auction. For catalog write Com- 
manding Officer, Carlstrom Field, 
Fla. 


*Oct. 


Oct. 17—Q. M. SUPPLIES, Camp Dix, 
N. Auction. For catalog write 
Q. M. S. O., Ist. Ave. & 59th. St., 
Brooklyn, N. Y. 

Oct. 14—AIR SERVICE EQUIP- 
MENT, Montgomery, Ala., Auc- 
tion. For catalog write C. O., 


Air Reserve Depot, Montgomery, 
Ala. 

*Oct. 27—MEDICAL - SUPPLIES, 
Wash., D. C., Auction. For 
catalog write Surplus Property 
Sect., Office Surgeon General, 
Wash., D. C. 


Oct. 30—AIR SERVICE EQUIP- 
MENT, Richmond, Va., Auction. 
For catalog write > ., Air 
Reserve Cepot, Richmond, Va. 


*Sales dates indicted by the asterisk are 
as yet only tentatwe 














SEND FOR CATALOG 
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OU know this man. Eight hours of his time, six 

i) 7 days a week, belongs to you. He is in your 

office to serve your interests to the best of his 

ability. If he is properly directed, ten minutes of his 

time, every now and then, will put hundreds of dollars 
on the right side of your ledger. Here’s how— 

HAVE HIM GET CATALOGS OF ALL WAR 
DEPARTMENT SALES. 

Virtually every day there is a sale of War Depart- 
ment surplus materials. Every time the auctioneer’s 
hammer falls, or an award is made to a bidder, some- 
body gets a bargain that means quick and certain 
profits. 

Perhaps not all these sales would interest you—the 
commodities offered might not be in your line, or the 
sale might not be convenient to your place of business. 

But, you never can tell! 

The only way to be certain no profit opportunities 
are overlooked is to get the catalogs and check up the 
offerings in all sales. 

This you can do easily and with negligible expense, 
by having a clerk lay aside his pencil for ten minutes 
and send for our free information. 

Every sale is advertised in business papers, and the 





daily press. Each ad tells where you may obtain 
catalogs. Have all War Department ads routed 


through your establishment so they reach your 
“Catalog Clerk” for prompt attention. It will pay. 





J. L. FRINK, Chief, Sales Promotion Section, 
Office, Director of Sales, 
Room 2515, Munitions Building, Washington, 
D. C. 
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Fashion’s Newest Designs! 
IN STOCK 





No. B292 








.o. B291 
No. B290—Two-tone Russa Calf Oxford No. B291 —1Patent Cx ‘It Tw eee Imitation No. B292— Black Ooze Calf Oxford, Patent 
» 10-8 Cuban heel with Rubber top tip. 14-8 Cuban heel. Welt. ”Pric .. $4.60 Colt Trimming, Patent tip. 10-8 heel. Welt 
1 rice $4.65 Pe boducress dccaeadeus aeons 03 
SIZES IN STOCK 

° ‘ 416 to8 

Means s to8 

B,C, D 244 to8 





JOY, CLARK & NIER, Inc. 
ROCHESTER, , ; N, Y. 


Terms: Net 30 Days 
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PATENT - DULL - COLORS 


Make better medium priced shoes, because 
specially produced for just this grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. - oe - Boston, Mass. 





Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides wail Bends 





. 
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HOSIERY 


Fok fifty years Gordon Hosiery has made 
friends in ever increasing numbers. It is 
preferred in every corner of the United States 
because in every period of Style Change it 
always has been stylish, as well as dependably 
durable. 


Gordon Hosiery holds its old friends on the 
basis of value and gains new ones on that of 
appearance. Agreeable personality is a great 
friendmaker, but solid worth is the real friend- 
retainer. 


Gordon for All 


The Gordon line includes every needed item 
in every grade; men, women and children. 
Our large reserve stocks insure prompt mer- 
chandise service. 


BROWN DURRELL COMPANS 
Gordon Hosiery - Forest Mills —- 
oston 


New York 
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THs 1s a reproduction of 
one of a series of our na- 
tional magazine advertise- 
ments of Gordon Hosiery, 
showing an interesting illus- 
trative and typographic style. 
The total magazine circula- 
tion of our fall campaign is 
5,700,000. On a conserva- 
tive estimate, that means fif- 
teen to twenty million readers 
The following magazines are 
being. used—Ladtes’ Home 
Journal, Woman’s Home 
Companion, McCall’s, Peo- 
ple’s Home Journal, Vogue, 
and Harper’s Bazar. 


1922 
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Style No. 817 


Havana Brown Kid Everett. Wide and com- 
fortable last, Leather lined quarter and sock 


lining In stock FF 5/12. Price $2.50. 









Style No. 816 


Havana Brown Kid Opera. Shapely last of 
excellent fitting qualities, leather lined through 


out. In stock M and F 5/12. Price $2.50. 
Style No. 802 


Same as above, but of Finest Quality Golden 
Brown Kid. In stock M and F 5/12. Price 
$3.00. 





Style No. 815 


Havana Brown Kid Romeo. A snug fitting and 
flexible slipper, leather lined throughout. In 


stock F 5/12. Price $2.50. 


Style No. 800 


Same as above, but of Finest Quality Golden 
Brown Kid and full leather lined. In stock 
F 5/12. Price $3.25. 


Probably no kind of footwear is more appreciated 
by men than good comfort slippers. At the end of 
a hard day it is a decided relief to step into a 
friendly pair of Operas or Romeos. 
Men want such slippers, will pay a fair price for them. 
Right there is a demand you should capitalize. 
Porter & Co. can supply you with any numbers, in any 
quantities, direct from an efficient In Stock Department. 
The prices asked, considering the quality leathers we use, 
are exceptionally low. 


Make this Fall the biggest in 
your business. We'll help you! 


MERRILL, PORTER & CO. 


113 Munroe Street 


Merrill, 


Lynn, Mass. 
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Our Best Gun Metal Calf, Medium Hi-top 
Lace, Mat Top, Half Double Sole, Stock Tip. 


No. 791— 84-11, Broad Last ‘ ose Seae 


2, English Last... . $2.50 
7, English Last . 3.00 


READY TO SHIP 
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TRADE WINNERS 


IN STOCK 





No. 743 
Black Glazed Genuine Kangaroo Hi-top Lace 
Kangaroo Top and Tip, Flexible McKay 
Spring Heel. 
No. 743—8'4-12, Broad Last... . 2.30 
No. 643—5 - 8, Broad Last.. 2.00 


READY TO SHIP 









No. 387 
Patent Chrome, Vamp and Fox, Medium 
High Cut Button 
No. 387—White Kid T« 
No. 319—Field Mouse Top 
No. 386—Ivory Kid Top 
No. 389—Brown Kid Top 
No. 317—All Brown Kid 


3 - 5, Spring Heel.......... $1.60 
-~ 8, Spring Heel....... ‘ 1.70 
4-11, Spring Heel........... 2.00 





READY TO SHIP 


THE NORTHWESTERN SHOE'CO. 
87 Huron St., Milwaukee 





“The Boot and Shoe Recorder will app 





your 


ing the publication in replies to advertisements. 





Sep 


- 




















Lace 
cKay 


2.30 
2.00 


Suz 





September 9, 1922 BOOT AND SHOE RECORDER 53 








GLOVE ~ 


ARNOL! 








a 

















GRIP SHOES 

















S—729 
Ladies’ Oxford of Brown Kid, Folded Tip, 12-8 Half 


rubber heel. 
In Stock 


AA-A 4 to 9, B 3 to 9, C-D-E 3 to 9 
Price, $6.50 


S—730 


Ladies’ Oxford of Glazed Kangaroo Folded Tip, 
12-8 Half Rubber Heel. 
In Stock 
AA-A 4 to 9, B 3 to 9, C-D-E 3 to 10 


Price, $6.25 


The “Y” Last 


the shoe that speeds up 
sales and Plumps profits 


This is one of the strongest selling numbers ever added to the “Glove- 
Crip” line. 


The principle of the shoe was worked out with the best orthopedic 
experts and is pronounced the most practical and perfect combination of 
style and comfort features to be built into a shoe. 


The ““Y”’ last has several separate and distinguishing features. The 
“Glove-Grip” feature supports the arch. The straight inside affords 
generous toe room. A cleverly fashioned forepart provides plenty of ball- 
room. A low heel maintains correct body balance. 


All of these features combined nicely in a handsome shoe reduces 
fitting problems to the vanishing point and makes profit possibilities 
through rapid sales, loom up big. For dress or general wear THIS “Y”’ 
LAST is SOME SHOE. 


A trial order will prove its trade-getting and satisfying power. 


SEND FOR NEW FALL CATALOGUE 











M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON ss fs 8&8 MASS. 


Boston Office <3 3 


Room 801 se s¢ 10 High Street 
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YOU CAN OBTAIN, ! 
SELLING OUR “KO} 


This is a different shoe than you generally see. 
We know of none comparing with it. Begining 
with the last and including many details of 
construction, it reveals exceptional care and 
thought in making. 


Those trying it on sense its comfort immedi- 
ately. Conviction is at once created in their 


minds that the “Korn-Killer” is THE shoe. 
Big Production Attained 


We are producing it in a volume that enables 
us to price it low. The money-making possi- 
bilities for you are excellent. A profitable trade 
can easily be built up. The shoe does it. You 
do not have to exert yourself. A few pairs on 
the feet of the customers starts the ball rolling 
your way. 


A “Safety-First” Sales System 
Try the “Korn-Killer” now. Order it today. 


We can ship sizes from stock. If the shoes 
do not measure up to what we say re- 
garding them, send them back. Your 
money will be’ returned to you. This 
“safety-first” system of introducing them 
to you makes it a simple matter to try 
this proposition out at once. 
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, ND RETAIN, A VERY PROFITABLE TRADE 
OW.KILLER” SHOE FOR MEN AND WOMEN 













e. 

1g 

of 

id 

i- 

Ir 

IN STOCK 

°S Patent Leather Oxford, Soft Toe, Flexible 

3 Sole. Smart Dancing Oxford. Widths C and 

le D, 6 to 10%. 

_ Price $3.75 

n 

of 
Men’s Genuine Scotch Grain 
Oxford. Heavy Single Sole, 
Gable Edge, Half Rubber Heel. 

r. . en Made to order. 

‘ SS Price $4.50 

r MR. JOBBER, be sure and sample our line. We are making shoes for 

, some of the largest jobbers in the country. 

n 

y MR. RETAILER, our style, quality, and price have placed our shoes 


with some of the best retailers throughout the country. 





BROCKTON SHOE MFG. CO. 


Makers of ‘“‘DECIDEDLY BROCKTON SHOES” 


BROCKTON (Campello Station), Mass. 


Los Angeles Office, 800 Forrester Bldg. 
Toledo Office, 611 Maumee Ave. 
New York Office, 303 Fifth Ave. 

Detroit Office, 213 Bowles Bldg. 
Philadelphia Office, 5 North 4th Street 
Sales Department, 117 Lincoln St., Boston 

Chicago Office, 209 Security Bldg. 
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Vulco-Unit End Box for the Dress Shoe 
There is only one way that the style and beauty of the Soft Toe Dress Shoe 
can be preserved in wear. It is by using the Vulco-Unit End Box which pre- 


vents creasing or wrinkling without interfering with the flexibility of the toe. | 


The Genuine “ VULCO-UNIT" BOX TOE is made and sold only by 
Carpamarus BECKWITH MANUFACTURING COMPANY 
vavanvas 111 SUMMER STREET, BOSTON, MASS. — 


Largest Manufacturers of Box Toes in the World . 
Chicago, G. W. KIBBY & CO. _ St. Louis, OSCAR F. WRIGHT CO. 
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~ Cincinnati, GEO. A. SPRINGMEIER CO. 
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BRANDED OR UNBRANDED 


SEASONABLE STYLES OF MEN’S WELTS 


IN STOCK, READY TO SHIP 





No. B-414—Men's Sport Oxford, Bogey Last, 102 Tan Vamp Top 


and Apron, Red “Dutlex"” Ribbed Sole and No. B-862—Men's Bal. Tony Red Calf, Bel t Last. Si 

Heel. No Box. Widths B to E. Code— S 8 Stitching Throughout, 1l-inch t eel, (oe nk Wing- an oe 

“Century. foot Heel. 13-iron Single Sole. Widths A to D. 85 
Code—*Drum.” ° 


No. B-415—Men's Sport Oxford, Smoked Elk Vamp and Top. Gal- 


lun’s 4 Tan Apron and Heel Stay, Red “Duflex’ No. B-872—As above in P. & V. No. 104. Widths 
Ribbed Sole and Heel. No Box. Widths B to E. 0 Ato D. Code—“Dragon.” $5 85 
Last “Bogey.” Code—“Climax.” bd e 


No. B-410—Men's Sport Oxford, Bogey Last, Tan Vamp and Top, 


Brown Cordovan Apron, Red “Duflex” Ribbed 
Sole and Heel. No Box. Widths Bto E. Code— 
“Carson.” a 








All these and other numbers in fitting 
qualities. Materials and workmanship 
are up to the usual Crawford Standard, 
which means The Best. 





. e ford, Heavy Single Sole, Braeburn Last. Widths 
Service. Ato D. Code—*Scottie.” 


CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


NEW YORK—127 Duane Street 


It will pay you well to use our In-Stock No. B-939—Men’'s Genuine Tan Scotch Grain Ox- 
$6.00 


BOSTON —207 Essex Street ATLANTA— 226 Peachtree Arcade 


Send for YOUR Copy of Our New In-Stock Catalogue 
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Entire Stock of Government Surplus, 100% Leather 


U.S. Army Shoes 


comprising final government allotment pur- 
chased by us. Positively no more available for sate. 
After making this tremendous purchase, we de- 
cided to turn over the shoes at a small profit. At 
the price we are selling them, they will be disposed 
of within a short time. 


This offer has never been equalled by any shoe 
manufacturer or jobber, and after this lot is gone, 
such an opportunity will not come again. 


All sizes, majority 84% to 10%, packed 24 pairs in 
original Government cases. _ - 


In lots of 1,000 pair or more only, at a price that 
you have to pay for the sole. For lots less than 
1,000 pair, see your jobber. 


Wire or Write for Catalogue 





U. S. Army Shoes, with or without hobnails. 


| | | Penn Shoe Manufacturing Corp. 
Set niche ahreedig aa elate 293 Broadway, New York, N. Y. 


ship. 




















The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 











stretchers. 
Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
oo _— » saa om Made in nine sizes—No. 000 down to No. 6. 
pare of cold called bheel Blache Each. stretcher is packed in an individual 
are of well seasoned maple and venbanes 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 
For sale by shoe findings jobbers. 
UNITED SHOE MACHINERY COMPANY - - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 
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HAMMER LEAF 

















eA constant reminder of your store 





ERCHANTS who have adopted reminder advertising in some 
-_ form have found that it pays generous dividends. There are 

a hundred ways in which you can send out reminders with 
every purchase of shoes in your store. Unfortunately, most of the 
little articles that bear your name and address soon become useless 
and are discarded. 





There is one way, however, to always remind your customers of your 
store and the footwear you sell. That is: Let your manufacturer 
imprint your business signature, in strong lasting letters of gold, in 
every pair of shoes he makes up for you. RAUSKOLB HAMMER 
LEAF, when stamped by a brass die, enables the manufacturer to 
impress your name on the insole or quarter lining at an almost 
negligible cost per pair. It therefore 
constitutes a permanent and untarn- 
ishing form of reminder advertising. 








Your manufacturer will be glad to 
co-operate with you. Write him today. 


F.W. RAUSKOLB CO. 


160 FRANKLIN STREET 
MEDFORD MASs. 
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” CONSTANT COMFORT xt “America’s Best Comfort Shoe”’ 


A good resolution—To loose no sales on ‘“‘Constant Com- 
fort’ shoes from being short of sizes or widths. Fall buying 
has commenced. Put a little extra effort in ‘‘Constant 
Comfort” shoes and you'll increase your permanently 
satisfied -customers. Over sixty styles of boots, oxfords, 
strap sandalsand 
Juliets constant- 
ly IN STOCK 


No. 490R—Best Quality Black Kid 74-inch No. 15R—Black Kid Common Sense Bal, 8-8 No. 6R—High-Grade Black Kid 7-inch Polish, 
Polish, 11-8 Wingfoot Heel, Imitation Tip. Wingfoot Heel 2 ‘ $3.00 12-8 Wingfoot Heel. P . wr 
Cambination Lest. ps No. 21R—Same Style, Next Grade, Foxed No. 13K —Same Style with Stock Tip. Both 
No. 492R—Same Style with Plain Toe. Both Quarter. _ * tase $2.50 In Stock B,C, D, E $3.50 
In Stock B,C, DLE $4.00 Both In Stock D, E, EE 


Combination Last Measurements: B Ball, A 


Instep. AA Heel. 
Ault-Williamson Shoe Co., Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET . 
Auburn koston OFFICE, 139 LINCOLN STREET Maine 


Kansas City, Mo., Office—Suite “C,”” Mass. Bldg. 
Minneapolis 0 ffic e— Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St 
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Whitremore's 


SHINES BRIGHTEST 


é Patent polish will be steadily 
called for this Fall‘and Winter. 
Mother Fashion has decreed 
Patent Leather shoes popu- 
lar. Whittemore’s “Superb” 
patent leather polish is all the 
name implies. 





Bostonian Cream is a great 


seller. Have you ever stocked In our fifty years 
it? Makes quick work of fob ayer FR 


for shoes of any color 
make such a _ hit. 
Th aA of g lh 
have been put up 
and sold in attractive 
packages like this. 
Apply it, dry it, pol- 
ish that’s all. It’s 
quick and great for 
results. 


WHITTEMORE BROS. 


CAMBRIDGE, MASS. 


Ask your jobber salesman or write us for complete catalog. 


beautifying soiled kid and 
calf shoes. : 





Put up in all colors 
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THE THREE LEADERS 
FOR FALL. 


OOK them over! The Big Three! 
Fall sales are going to hinge around 
Colonials, Wishbones and Cross 
Straps. Allen, Goller ideas on these 
popular creations are DIFFERENT. Every 
one is styled for quick salability. Your 
one best bet is to get them in quickly. COLONIAL 

Our prompt deliveries wil] help you do a 

pleasing Fall business. 





























CROSS STRAP WISHBONE 
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ALLEN, GOLLER SHOE Co. 


60 K STREET, SOUTH BOSTON, MASS. 









ees 
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The Countersign of Satisfaction 


Leading manufacturers and merchants who are ever 
alert for improvements with economy have popular- 
ized the countersign. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWFAR THE SHOE 





In the Rogers product, they have found a Counter which meets every 
style variation, which is perfectly uniform in fit and quality and is, 
with all, more economical than any other. 


There is much more to Mousam economy than the saving in original 
cost, though that in itself is considerable. Real Mousam economy 
finds its real proof in the way Mousam Counters add quality to the 
shoe of which they are a part. 


There is every argument in their favor—we have never heard a rea- 
sonable argument against them. 


ROGERS FIBRE COMPANY 


Mousam Division 


121 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis Milwaukee. 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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Hannahsons 
Good Satins 


IN STOCK 


Good because they are made by specialists 
under shoemaking conditions which have 








No.{B778 $3.75 made Haverhill famous for its women’s 
Genuine Turn Black Satin Colonial Strap, footwear. 
16-8 re. a ae French Corded, Leather , 
tee mee You can't go wrong when you buy Hannah- 





sons, because they are the best on the 
| | market for price, style and construction. 


Sizes and widths, A 4-8: B 3-8: C and D 24-8 











Single and sample pairs at no extra cost 








No. B782 $3.75 
Genuine Turn Black Satin One-Strap with 
Steel Vemp and Strap Beading. 16-8 Full 
Louis Heel, Leather Lined, widths A-D 


Code—Peccky 

No. B769 $3.00 
Same as above except Imitation Turn, 14-8 
Half Louis Heel, Beading on the Vamp Only, 


widths B-D. Code—Ivy 











: No. B785 $3.25 
Genuine Turn Black Satin Wide One-Strap 


with Slide Buckle, 9-8 heel, Leather Lined, 
widths B-D. Code—Bantam 


No. B775 $2.75 


Seme as above except Imitation Turn. Code 
Scuab - 














Our New Fall Catalog is Now Ready 
for Mailing. Is Your Name On Our 
Mailing List ? 





No. B777 $3.50 


Genuine Turn Black Satin One-Strap With a : 
Brocade Quater, 16-8 Full Louis Heel, Rhine- 
stone Button, Leather Lined, widths A-D. Code I 


—Sara 


No. B802 2.85 
Same as aan except wes. Turn with 14-8 H A V E R H I L L 9 M A S S . 


Half Louis heel. width B to D. Code—Ruby 
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BOYS’ D WIDE 


Sizes 1 to 514 





Price, $2.60 























Goodyear Welt Shoes 
IN STOCK 
(Ready To Ship) 


Quality merchandise that will make 
your boys’ shoe trade a 
credit to your store 





Strand 


« o-poyMtaaae = THE ENSIGN SHOE CO. oc »--ro-rtme... 5, 


No. 204—Boys’ Gun Metal Bal BELFAST, MAINE No. 210—Boys’ Gun Metal Bal 














Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort -_ onvint . , ape ~4~_y for dry 
season wear, and a sensible “pal” for the growing lad. 
Write for Dealers’ Price and 


Catalog 





W. C. Russell Moccasin Co. 
Berlin, Wis. 
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: Slippers )4 
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Comfys in Your Hosiery Department 


ANY large shoe stores 

with a hosiery depart- 
ment have found that a 
logical place to carry their 
Comfy Slippers. 


The shoe clerks can suggest these 
extras to their customers after 
making their shoe sales, which 
secures additional business for the 
house at a minimum expenditure 
of time and cost. 


Daniel Green Felt Shoe Co. 


GENERAL OFFICES: 
DOLGEVILLE, N. Y. 


New York Salesrooms: Chicago Sales Office: 
116 East 13th Street 1107 Security Bldg. 
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EDUCA TORS own their own 


all-year- -around market. A 


market that pays steady profits 
to the retailer, because Educator 
customers always demand 
Educator Shoes. 


This market is confined to no| - 
particular section; it is national | « 
in scope. The people who now| * 
occasionally visit and pass by| « 
your store would make Educators 

















your fastest selling stock. ~ 
ide 
Write for facts on EDUCATOR merchandising i 
sae Se inn pm Ine, | : 
ae OUR NINE mamas DISTRIBUTING BRANCHES a 
_BageION ; 

SHOE 
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Fashion Changes Are Gradually Adopted 


It Is a Good Thing for Business That Style Is Not Abrupt 
and That Good Taste Always Wins Out 


r ® VHERE is no form of tyranny so modern and. in- 

| flexible in its effect upon women the world over 

as the tyranny of fashion. To be out of fashion 

looms up as a calamity in more feminine minds than 
any other one thing that could be thought of. 

The claim has been made that commercialism has 
brought about quick changes in fashions and that men 
in business have found the fashion changes a great aid 
to profits. There is no question but what a development 
of the short skirt had a tremendous influence on many 
lines of fashion apparel. Where the hosiery man was 
benefited, the corset man suffered a loss of business; 
where the cloth maker lost in yardage, the shoe man 
gained in the increasing visibility of the shoe, and the 
necessity of more paifs. 

The fashions have often, brought about a revolution 
in social conditions, and even in Turkey a Turkish 
Style Commission has been created by the Government 
to control the tendency of Turkish women toward new 
ideas in dress and deportment. The fact is, the short 


skirts have alarmed the Turk. Instead of wrapping 


themselves up in a hundred yards of fine silks and cov 
ing their faces, the Turkish women have taken their 
style from the Rue De La Paix, and have generally 
modified the traditional costume in Turkey. Way back 
in history the censors of the Roman Republic strove in 
vain to arrest the flood of oriental luxury which was 
undermining the simplicity of the Roman maiden. 

Though fashions are fought, they gradually win out, 
for a change in costume is one of the prerogatives that 
woman asserts from time to time. Now we have a world 
wide edict that is excellently expressed by Paul Poiret, 
famous Paris couturier who says: 


“Il am not surprised at the railing against 
the long skirts that one hears everywhere, but 
they follow the natural course of events. 


Skirts were too short, so now the pendulum 
must swing back. There was no beauty in the 
very short skirts and in our anxiety to get 
away from them, we have evolved the flowing 
gown of the Renaissance. Perhaps they will 
not stay, for women will want shorter ones 
again. 

“Long skirts, straight lines, draped bodices, 
and boots, are the high sports of fashion.” 


Out of all of this let us draw a number of conclusions 
of direct interest in the shoe store. For the next six 
months “‘women can wear what they like within a very 
broad range and not be conspicuous.” This is as true 
of costume as it if of footwear.’ When there is a market 
and a-wearing of all types of costumes, there is a salar» 
bility of all types of footwear. Fashions formerly in the 
habit of coming and going at~a mad rate of several 
times a season still come, but they no longer go,”’ is 
what a leading style writer says of the present season. 

She also says that New York women find it actually 
difficult to be out of style. Large picture hats did not 
drive out stall ones. Tweeds and sport suits need only 
to be pressed from season to season. A Polo coat is 
always in vogue, and only the strength of the thaterial 
determines the age of the plaited skirt. The long and 
short of it is, that those who like longer skirts will wear 
them, and the rest can do what they please. 

From these pointers a shoe man can take courage in 
vigorously selling the footwear that he has on his 
shelves, and which he has bought for fall delivery. 
There is an open and favorable market for everything 
from tongue effects, through the wide stylish variety 
of straps, to panel and simple oxfords. 

This really is a season of confidence in your own 
stock, and its suitability for the correct wardrobe of the 
average American woman. 
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The designing battle waged on skirts will in time 
bring longer effects. In your hosiery department there 
is a definite feeling that longer skirts will not interfere 
with the sale of silk hosiery, though it may favor lisle- 
topped hose. The adverse influence of skirt lengths on 
hosiery is probably exaggerated, for the pretty ankle 
and its hosiery, and the smart foot and its shoe or slip- 
per, are so much items of style that they will continue 
in fashionable popularity no matter what the skirt 
length. The interesting observation by Paul Poiret 
that boots are on their way, is “interesting, if true.” 


Can You Sell Gloves, ete. 


N selling articles of utility it might be truthfully 

said that the shoe merchant puts the most into his 
business (not every one can sell shoes right), and 
gets the least out of it in sales created by fancy and 
closed on the spur of the moment. 

Footwear is too apt to be bought only when needed. 
The need for a new pair is too often a need only depen- 
dent upon the condition of the pair now being worn. 
Compared with a leather belt, a pair of gloves or a 
vanity case the appeal to fancy in a pair of shoes is 
decidedly less instantaneous. 

Then there is the cost which influences desire. A 
pair of shoes may represent weeks of longing while a 
pair of gloves creates desire on sight and cost is no 
deterrent to immediate indulgence. 
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Every woman buys several pretty things a week that 
she never thought of using until she saw them. 

Contrast the shoe store with that of the drygoods or 
novelty store on any week day. Women need only be 
in the neighborhood of the latter two when they will 
take pains to go in to look things over. 

The shoe store dealing in a necessity alone must 
wait until the necessity arises before getting the chance 
for a sale. Several days of each week pass in com- 
parative idleness. 

Of 12 per cent of income spent for clothes only 1.2 
per cent is spent on footwear. For every one visit to 
the shoe store there are 10 visits to other shops. 10.8 
per cent of the clothing budget goes to others 

Therefore it is seen that the keenest competition 
comes not from other shoe shops but from the hatter, 
the glover, the clothier, the jeweler, the drugstore even. 

The shoe merchant of the present must look back to 
the time when the butcher added groceries; when the 
druggist sought the medium of smallware, candy and 
novelties; when the watchmaker became a jeweler to 
increase their chances for sales. 

And then apply the psychology to the shoe business 
that worked in their respective cases. Make the 
shoe store a place of daily interest to the daily shopper. 
Whatever else you sell more shoes will be sold if you 
have that something else. The business of Saturday 
night can be spread out over the week at greater 
profit. 





UNDERWEAR 


OUTER 
CLOTHING 
#150. 


Profit Depends Upon Popularity 


The retail store thrives in direct ratio to the number 
it attracts. 

This chart shows that for $30 spent on footwear, $70 
is spent on gloves, bags, hose, umbrellas, and other small 
articles. 

The power of attraction, therefore, is greater in a 
store handling small articles with a wide appeal cover- 
ing many needs, than is possible in a store handling 
shoes alone. 

The tendency, if anything, is toward a greater in- 
crease in the sale of small things, than in the sale of 
shoes as can be seen, all because the appeal to the eye 
is stronger in articles, other than shoes. 

Yet the shoe merchant with a business already estab- 
lished on footwear is in a position that no other mer- 
chant can boast of. It is easier to add other lines to a 
shoe business than it is for the dry goods merchant to 
add shoes. 

If folks are to Jearn the importance of proper foot- 
wear, they must become better acquainted with their 
shoe store, and in turn, the shoe merchant must make 
it easy for them to come in often. 

Moreover, there’s no reason for the shoe store not 
putting in a bid for some of that $70 spent on miscel- 
laneous articles in the average clothing budget, for 
there’s profit there as well as in the opportunity to sell 
more shoes. 
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) the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
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Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to ( 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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A Healthy State of Mind 


James A. Patton, reputed to be one of the 
shrewdest business men in the country, and 
a famous wheat speculator, makes this 
Page statement: 

—Ta “The whole world has been 
Changes in U. S. M. C. Leases and - in the dumps for some time. 

PRO WOIMEED... 0.05. cccsgscccccceccees 70 Now it’s different. The world is 

beginning to smile. The na- 
' . tional state of mind has a whole 
Hosiery Styles Keeping Pace With lot to do with prices. Pessimis- 
Footwear Fashions.............--. 74 tic people, low prices; optimistic 
Manufacturers are safeguarding mer- people, high prices,” is the way 
chants by watching patterns and leather he a ae the situation. 
colors closely. Colors recommended for When he said that, there was a bull[mar % 
fall. . ket in Wall Street. There is one there still 
and it has held steadily all through this 
a strike-cursed summer. Business is looking 
5) up; money is beginning to come out of its 
hiding places and to seek investment. Busi- 
ness dares look ahead again. All this makes 
for encouragement of the people and a more 
= a . teed 
-Vi oa. wigs ih 79 e farmer, God bless him, is feeling: 
Raegeer: eervenee = better financially! Whether prices are high 
or not will depend on their relation to prices 
What Do You Know About Feet..... 83 of things the farmer has to buy. } 

We believe that cultivating a healthy 
state of.mind for the nation is a patriotic 
duty. 


A Little More Smartness for Men... .. 


Changes in men’s clothing styles are hav- 
ing their inevitable effect on men’s shoes. 
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Changes in U.S. M. C. Leases and Royalties 


Under the New Leases the Royalties Will Be Computed 
Upon the Number of Stitches 


Following the action of the Supreme Court in interpret- 
ing the Clayton Act of October, 1914, as operative against 
the tying clauses of the United Shoe Machinery Corpora- 
lion, President E. P. Brown of that Corporation has sent 
out the following letter to manufacturers and customers of 


the U.S. M.C.: 


HE new lease will be individual in character. 
Under the old practice the royalty for the use 
of various machines was combined, in some 

instances, and a joint royalty for the use of two or 
more related machines was collected. Under the new 
leases this practice is discontinued. Each of.our ma- 
chines not sold outright is to be furnished under its own 


lease and with its own separate rental or royalty or both. * 


Leases for new machines will be for a period of ten 
years. For such of our machines, however, as you now 
hold on Order and Temporary Loan Agreement exe- 
cuted prior to January 1, 1921, they will be for a period 
of five years only. These five-year leases will be identical 
in form with the ten-year leases. The only difference 
will be in the length of time they cover. 

In the new leases the practice of stating the royalty 
rates at gross figures, subject to 50 per cent discount, 
will not be continued. The royalty rates inserted in the 
new leases will be the net figure, except that it is the 
present intention of the Corporation, on or before Jan- 
uary 1, 1923, to announce a 2 per cent discount for 
prompt payment, 

We have taken advantage of the present occasion of 
the revision of our leases to give careful consideration 
to the problem of reducing deferred license fees, com- 
monly referred to in the trade as “return payments,” 
a problem to which we have given consideration at vari- 
ous times. We have revised these payments in respe ' 
to machines supplied under the new leases and have in 
many instances effected a reduction from the figures 
contained in our recent leases. In addition we shall! on 
ot before January 1, 1923, announce to lessees holding 
machines under the new leases, a plan by which these 
deferred payments may be further reduced by the appli- 
cation of an amount equal to 2 per cent of the royalty 
paid under such leases. 

Leases executed prior to the passage of the Clayton 
Act on October 15, 1914, are not affected by the court’s 
decree. 


INDIVIDUAL MACHINE LEASES 


Goodyear Welt Sewing Machines— Goodyear Out- 
sole Rapid Lockstitch Machines—Goodyear 
Turn Sewing Machines 


Instead of the royalty as heretofore for the use of any 
one or a number of Goodyear machines the new leases 


will provide separate and distinct royalties for the 
Goodyear Welt Sewing Machine, Goodyear Outsole 
Rapid Lockstitch Machine and the Goodyear Tum 
Sewing Machine. 

These machines under the new leases will be supplied 
upon a royalty computed upon the number of stitches 
inserted by the respective machine. 


Goodyear Auxiliaries 


These machines have heretofore been limited to use 
with Goodyear Welt Sewing Machine and Goodyear 
Outsole Rapid Locksmith Machine upon welted 
work, and Goodyear Turn Sewing Machine upon 
turn work. This limitation will not be contained in 
the new leases, and the leases for the auxiliary mea- 
chines will provide separate rentals or royalties, o 
both, for the respective machines. 


Rex Pulling Over Machines and Auxiliaries 


The combined rate for pulling over machines and 
auxiliaries will not be continued in the new leases, 
but each machine will carry its own royalty. No 
rental. 


Lasting Machines 


These machines will be supplied upon individual 
leases, and each will carry its own royalty. Wo rental. 


Heeling Machines and Auxiliaries 


The combined rate for heeling machines and auvili- 
aries will not be continued in the new leases, but each 
machine will carry its own royalty, rental or both. 


Metallic Machines 


We have heretofore collected royalties for these ma- 
chines through the sale of materials for use’ in them 
at prices not only including the cost of the materials 
themselves, but also an additional sum as royalty for 
the machines. 

The new leases will not contain the agreement to pur- 
chase from us wires, nails, and other fastening mate- 
rials, used in the machines. It is, however, important 
to the best operation of the machine that the wires 
and nails be accurate in shape, of correct temper and 
otherwise adapted to the machine or machines; and, 
having in mind our years of experience, not only in 
the manufacture of wires and nails, but also the re- 
quirements of the industry, where they have been 
and are used, we believe our quality, prices, and serv- 

(Continued on page 82) 
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New York State Convention Stresses 


Confidence in Merchandise 


‘The Shoes You Have Are the Shoes in Style’’—The Keynote of Fourth 
Annual Session Held at Albany—Utica Next Convention City 


that are in Style” was the keynote of the 

Fourth Annual Convention of the Retail Shoe 
Dealers Association of New York State held at the 
Ten Eyck Hotel, Albany on September 5, 6. 

Some two hundred shoe retail shoe merchants from 
all parts of the State were in attendance when Presi- 
dent C. H. Barton of Buffalo, called the convention to 
order on Tuesday morning, last. 


hers shoes you have in your store are the shoes 





Officers Elected for 1922-1923 


President, H. Irving Pratt, Oswego. 

First Vice President, Burt J. Gosper, Elmira. 

Second Vice President, Charles L. Strange, Bing- 
hamton. 

Third Vice President, Mott B. Hughey, Watkins. 

Fourth Vice President, Percy E. Hart, New York. 

Chaplain, E. D. Gildersleve, Poughkeepsie. 

Secretary, Harry A. Chase, Rochester, 

Treasurer, E. P. Elitharp, Watertown. 


DIRECTORS THREE YEARS 
John Slater, New York. 
W. W. Dusenbury, Auburn. 
L. O. Hoffman, Albany. 
C. H. Barton, Buffalo. 
Frederick Becker. Buffalo. 











Hon. William S. Hackett, Mayor of Albany, extended 
the hospitality of the city to the sons of Saint Crispin 
and told of the former leadership of Albany in the shoe 
industry, stating that some twenty years ago Albany 
boasted of shoe factories that produced 100,000 pairs 
annually and expressed the hope that Albany may some 
day return to its former high position in the shoe 
manufacturing field. 

Rev. Elmer D. Gildersleve of Poughkeepsie, State 
chaplain, read the invocation and former President 
William Pidgeon, Jr., of Rochester responded to the 
Mayor’s address of welcome. 


Senator Calder Commends Association Work 


An unexpected speaker, U. S. Senator William A. 
Calder, was “drafted” from the hotel lobby and gave an 
impromptu talk on business and government. Senator 
Calder spoke of the value of associations not only to the 
members thems«lves, but to the body politic, for in bis 
opinion it was through the efforts of such associations 
as this that beneficial legislation was enacted. He 


cited the recent removal of the prop sed 10 per cent 
duty on hides as an example of the value of association 
work, for he stated that it was through the efforts of 
the National and thevarious State organizations that he 
and other men in legislative work came to realize that 
the American shoe industry was Able to compete with — 
that of any nation of the world and that a tariff was 
not necessary. 

Touching upon the matter of taxation and the 





H. IRVING PRATT 


of Oswego. President of The Retail Shoe 
Dealers’ Association of New York. 


necessity of raising increasingly greater amounts for the 
running of the Federal Government, Senator Calder 
urged the convention to give consideration to the 
business man’s relation to the subject of taxation and 
requested an expression of the conventions opinion as 
to how taxes could be reduced and the government still 
be able to have the necessary income for operation. 


Commitlees Appointed 


At the close of the first morning’s session, the follow- 
ing committees were appointed. 

Credentials—Percy E. Hart, New York; Jay Van 
Vranken, Glens Falls: O. L. La Rue, Buffalo; Louis 
Hoffman, Albany; Frederick Becker, Buffalo. 

Resolutions—William Pidgeon, Jr., Rochester; Percy 
E. Hart, New York; W. W. Dusenbury, Auburn; Jay 
Van Vranken, Glens Falls: William Lyer, Albany: 
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Resolutions Adopted at Albany Convention, September 5-6, 1922 


Resolved,—that The Retail Shoe Dealers of 
New York State heartily endorse the work of 
the National Shoe Retailers Association, of 
which we are members by affiliation, and 
renew our pledge of fidelity and allegiance to 
the larger body, praising it for its untiring 
efforts in behalf of the retail shoe trade and 
in the protection of the public from fraudu- 
lent practices and burdensome legislation. 
We recommend to each and every member of 
our association who is not a firm member of 
the National Association that he become one 
without delay. 


GOOD WORK OF SHOE TRADE PRESS 


Resolved,—that we appreciate the loyal 
support of the shoe trade press. The Shoe 
journals have done heroic work in the ad- 
vancement of the interests of the entire shoe 
industry, and as individuals we should con- 
tinue to give them our greatest measure of 
support. These papers are of the greatest 
importance to our business and their advice 
and suggestions are always worthy of serious 
consideration. 


APPRECIATION EXPRESSED TO 
TRAVELER’S 


Resolve d,—that we appreciate the presence 
»at our Fourth Annual Convention of so many 
sof the shoe traveling fraternity. The shoe 
salesmen are our friends and we urge our 
miembers to recognize by liberal patronage 
the manufacturers, wholesalers and sales- 
men, who by their presence and otherwise 
Have lent their support to our meeting. 


APPRECIATION OF ALL GOOD FRIENDS 


Resolved,—that the Retail Shoe Dealers of 
New York State as an Association hereby 
express to the Capitol District Retail Shoe 
Dealers Association, its officers and members, 
to the Mayor and citizens of Albany and to 
all who have contributed to the success of 
this remarkable convention their deep and 
sincere appreciation and the hope that their 
efforts may result in strengthening those 
bonds of fellowship and mutual helpfulness 
which alone can serve to make our organiza- 
tions effective instruments for the better- 
ment of the retail shoe trade. 


NEW YORK CITY DELEGATES THANKED 

Resolved,—thatweexpress tothe New York 
City delegation attending this convention 
our satisfaction at the warm interest shown 
by them, not only in attending this gather- 
ing in such large numbers, but also in the 
more substantial evidence of their interest 
attracted by the splendid growth in individ- 
ual memberships in the state body from 
New York City. 


CONDOLENCES ON NATHAN BLYN’S 
DEATH 


Resolved,—that at this time we express to 
our fellow-shoe dealers of New York City 


our deep sorrow at the loss which they and 
we have suffered in the passing of Nathan 
Blyn, an outstanding figure in‘the retail 
shoe trade of New York, a member of the 
New York City Association, member of our 
State Association, who has just been called 
from us in the prime of a useful life at the 
age of 57 years. We appreciate his helpful 
activities and we express to his family and 
friends our deep and abiding sympathy. Be it 
further resolved that our Secretary forward 
to the family a copy of these Resolutions. 


SENATOR CALDER COMMENDED 

Resolved,—that this association hereby 
expresses to the Honorable William M. 
Calder, United States Senator from New 
York, its deep appreciation of the earnest, 
thoughtful and able address which he 
delivered at our opening session on Septem- 
ber 5; that we commend his service to the 
nation in consistently advocating the re- 
moval of the so-called luxury taxes from 
shoes and the free admission of hides, 
leather and shoes without duty under the 
new tariff bill thus enabling us to retail shoes 
to the public at lower prices than could 
otherwise be possible. 


COMMITTEE ON TAX RELIEF 


And that we hereby authorize our new 
president at his earliest convenience to 
appoint a committee from our membership 
to conduct a careful study of the subject of 
taxation and to keep him informed as to 
conditions and facts about our trade, with 
reference more especially to the shoe in- 
dustry, to the end that our industry and 
business in general, as well as the consuming 
public, may be as far as is consistent and 
practical relieved from the burdens of 
excessive taxation. 

BETTER INDUSTRIAL RELATIONS 

W hereas,—we believe absolutely in keeping 
the standard of the American Home up to 
the highest possible point of comfort, and 
well being and recognize that good wages 
and fair prices will help this and poor wages 
must decrease the purchasing power of the 
workers. Nevertheless we plead with the 
law making bodies of our nation to find some 
way, which would dignify industry and be 
fair to worker, public and capital to adjust 
industrial differences before they reach the 
battle stage. The recent coal and railroad 
strike are examples and we call for some more 
intelligent process than industrial warfare. 

Resolved therefore that we as a business 
group of citizens call upon our Govern- 
ment and appeal to them to give it their 
earnest endeavor to bring the forces of our 
industrial life into a cleaner and more har- 
monious working plan for the adjusting of 
industrial differences without loss of opera- 
tion and the further development of our in- 
dustrial and economic life. 
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PERCY E. HART 


of New York. Fourth Vice President of 
The Retail Shoe Dealers’ Association of 
New York State. 


Nominations—J. L. Patton, Schenectady; W. C. 
Tougher, Oneida; William Pidgeon, Rochester ; Mott B. 
Hughey, Watkins; Ernest N. Park, Syracuse. 

Officers for the coming year were elected. It was 
unanimously voted to hold the next convention in 
Utica on September 4 and 5, 1923. 


Jesse Adler Speaks on Men’s Shoes 


Treating of styles, Jesse Adler of New York, who 
spoke on men’s styles, and Percy E. Hart of New York 
who spoke on women’s styles both cautioned those in 
attendance not to be frightened by the reports they 
received from various sources that certain styles and 
patterns were dead, but to study their markets care- 
fully before making their purchases and to then sell the 
shoes they had purchased, for if their judgment told 
them to purchase the shoes, they were the shoes that 
would sell. 


Percy Hart Talks on Women’s Styles 


Speaking on women’s styles, Percy Hart of New 
York stated that the present feminine style situation 
was a very precarious one. Straps, according to Mr. 
Hart, are not dead, but are still good and are here to stay, 
but colonials and tongue pumps would undoubtedly 
predominate in the near future taking the place of the 
novelty strap lines; he stated that they would be follow- 
ed by the return of the strap pump decorated with 
buckles before the end of the Fall 1922 season. 


Tongues Good in New York 
In New York, according to Mr. Hart, everyone is 
doing a splendid business on tongue effects, but straps 
are still good and in his opinion would be throughout 
the season in up state cities; he said that he did not 
feel that anyone who had a large stock of straps should 
sacrifice them to big tongue effects. In colors, patent 
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BURT J. GOSPER 


- of Elmira. First Vice President of the 
New York etl Shoe Dealers’ Association of New 
York State. 


leather and black satins will predominate, in the 
opinion of Mr. Hart. Browns he has found are favorites 
followed by grays in combination and in plain effects. 
Oxfords in his opinion, will come into their own as the 
season advances especially those with 8-8 to 13-8 heels. 


Charles H. Barton an N. S. R. A. Delegate 

Before the convention closed Charles H. Barton, of 
Buffalo, the retiring President of the Retail Shoe 
Dealers of New York State was selected as delegate at 
large to attend the convention of the National Shoe 
Retailers Association to be held in Chicago, and a vote 
of thanks was extended to him for his untiring work in 
behalf of the Association. 


Chisholm Urges Shoeman Unity 

C. K. Chisholm of Cleveland, President of the N. S. 
R. A. talked on the value of Unity Among Shoe Men. 
President Chisholm gave a most constructive address. 
He said in part. 

“With the practical spirit of Unity—of enlightened 
Co-operation between all factors—will come an 
alliance of interests, a partnership in merchandising 
effort, that will ultimately minimize selfish selling and 
maximize considerate selling. Far better is it to buy 
according to sales and turn-over records than a four or 
five months’ supply to be paid for in ten to thirty days; 
far better to have eight or ten loyal creditors than ten 
or twelve hungry ones with only a ‘Please Remit’ 
interest in you. 


Not Competition bul Co-operation 
“We are in the earlier hours of the Twentieth Century. 
Old methods, bigotry, envy, are gone—and in their 
places we have science, knowledge, mutiiality— 
established through the agency of organizéd, con- 
structive effort. 
(Continued on page 78) 
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Manufacturers Paying Close Heed To 
Leather Colors—Hosiery Styles 
To Change Often As 
Footwear Styles 


BY E. C. LOGAN 


a HOE shades” is the new dominating thought of 
S hosiery manufacturers in arriving at the new 
colors in women’s silk hosiery. Evidently shoe 
shades are also having their influence on dress goods 
colors as well, or else it is the other way around, be- 
cause, other than black, the prevailing shades in the 
new dress materials are rembrandt, otter, cocoa, and 
other soft brownish tints, from very dark to almost 
a cream. 

With these shades of dress goods comes an invasion 
of the same shades in ooze calf, which are rapidly gain- 
ing headway in fashionable shoe creations for late fall 
wear. 

Hosiery lo Match or Harmonize 

Hosiery manufacturers have been busy working in 
conjunction with leading tanneries and shoe manufac- 
turers to get hosiery shades that will match or harmon- 
ize with the new shoe shades, and that will not clash 
with the new shades in street and dress gowns. The 
recognition of the very close relationship between hos- 
iery and shoes is shown by the fact that many of the 
leading hosiery manufacturers have obtained skins of 
bronze kid and the various brovnish shades of ooze, 
and are using them as guides in dyeing hosiery. 

Hosiery manufacturers are recognizing that hosiery 
is footwear, that it must match or harmonize with the 
foot covering that is worn over it, and also that its 
legitimate source of distribution is through the retail 
shoe store. 


How Shoe Style Changes Affect Hosiery 

Just now tongue effects are rapidly forging to the 
front in shoe styles. Their permanency on the stage of 
fashion will depend to a great extent upon whether or 
not women adopt and continue to wear skirts reaching 
near, to, or below the ankle. 

If the rest of the country follows Fifth Avenue, there 
is ho doubt but that long skirts, six to eight inches from 


the ground, with long side drapes, are in for a run. 

If so, the side clockings, both the embroidered type 
and the drop stitch will probably be replaced with en- 
broidery or drop stitch decorations in front. And so all 
along the line the hosiery manufacturer is looking to the 
shoe manufacturer and retail shoe merchant to tell him 
when to appear on the stage with a new stunt, or to sing 
a new style song. 


What Hosiery Makers Recommend 
Thus hosiery manufacturing has become a part of the 
footwear industry and can in no wise be disassociated 
from it. What some of the leading Eastern mills recom- 
mend in silk hose are the following: 
Propper Silk Hosiery Mills, Inc.— 


Black 
Rembrandt 


Cocoa 
Medium Gray 
Tiffin 
Silver 


Lehigh Silk Hosiery Mills— 


Black 
African 
Otter 
Cordovan 
Cinnamon 
mel 
Bobolink 
Pecan 
Silver 


Medium Gray 


Van Raalte— 


Black 

Dark Brown 
Cordovan 
Otter 
Cinnamon 
Bobolink 
Medium Gray 


(Continued on page 78) 
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ful study to the possibilities of increasing sales of 

shoes in any one department of the store. The in- 
difference to exploit the men’s shoe department has 
been something greatly commented upon in every con- 
vention and gathering of the trade. A whole lot of 
speech-making and suggestions have been made in the 
lifting of men’s business by the boot straps through a 
national campaign of publicity. It all sums up in “too 
much talk” and “‘too little do.” 

The Recorder has had an interest in getting more shoes 
sold right to men, and will co-operate in any broad- 
minded campaign in that direction. Here we are coming 
into a fall season with the necessity of selling shoes to 
men by one of two methods; keeping the store open and 
letting them come in to buy precisely what they want, 
and letting it go at that, or striving to increase the num- 
ber of pairs by an intimate and friendly stimulation of 
business rigbt over the fitting stool. 


[ic A good thing for a retail industry to give a care- 


Sales Won’t Come, Wholesale 


It is a good thing for an industry to learn to creep be- 
fore it walks and to walk before it runs. So much, in the 
way of suggestion, has been put forth to start this cam- 
paign with a tremendous flurry so that every man will 
rush to buy an extra pair of shoes within a six-weeks’ 
or a season’s period. Nothing can ever come of any such 
wholesale propaganda. 

The selling of more men’s shoes has got to come 
through a real interest on the part of the retail shoe store 
salesman in getting one or more pairs of shoes:sold per 
day. It would be a good thing if merchants gave a re- 
ward to the salesman who sells an extra pair of shoes to 
a customer. It is going to be a long and slow process, 
the selling of more shoes to men nationally. 


Selling Two Pairs 


The retail shoe merchant who gathers his salesmen 
around him and demonstrates the selling tactics over 
the fitting stool, is doing more than his share in spread- 
ing shoe industries service to the public. Let every man- 
customer be told that well-dressed men are wearing 
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both black and tan shoes, both lightweight and heavy 
footwear, and shoes for utility and for formal use. 

We take from the experience of such a well-known 
man as Chas. H. Mclntosh, president Associated Ad- 
vertising Clubs of the World: “1 have bought shoes all 
over the United States and never remember having a 
shoe salesman try to sell me two pairs of shoes. Sales- 
manship, in most shoe stores, consists in trying to sell 
you a higher priced pair of shoes than you came in to 
buy. “Now, of course, what the salesman ought to 
do is to sell you two pairs of shoes and one pair of venti- 
lated shoe trees, and give you some advice on how to 
wear shoes, because men wear shoes just as they do 
garters. At the beginning of the summer, a man goes in- 
to a store to get a pair of oxfords, and as a general thing, 
he wear the oxfords day after day. Now he didn’t really 
buy shoes any more than you bought overcoats. What 
we buy when we get a pair of shoes is foot comfort and 
foot appearance, and if we wear the same pair continu- 
ously, we soon lose both the things we paid for. The 
lining of the shoes begins to rot and crack and so we lose 
the comfort, and good appearance goes even sooner.” 


Advice from Outside the Trade 


What the salesman ought to suggest is that we buy . 


two pairs of oxfords, one black pair and one tan pair 
(so that everyone may know we have two pairs), and a 
pair of ventilated trees. Then we will suggest that we 
wear the black, pair one day,, then put the shoe trees in 
them and give them a chance to dry out, wearing the 
tan shoes in the meantime, and repeating the process 
so that the tan shoes also will have a chance to dry out. 
Then we may retain the two things we bought—foot 
comfort and foot appearance—and we will find also 
that two pairs of oxfords, worn in this way, will last as 
long as three pairs worn other ways. 


Selling it to the Trade 


1 have heard a merchant say, “For the love of heaven 
why should I urge the sale of two pairs to be worn in 
such a way that they will last as long as three pairs?” 
The answer to that is obvious: The man who buys three 
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This heavy Ulster for motor or 
rough weather—nole storm pock- 
els, herring-bone suil, knitted 
muffler, and brown crush hat. 








This leather cigarette case with 
silver mounting can easily be 
handled. 





pairs, wearing them in the ordinary 
way, does so because he becomes 
mildly dissatisfied with each pair of 
shoes he bought. Does a man go 
back to get the second and third 
pair of shoes from a man who has 
dissatisfied him with the first? Of 
course not, and so what the shoe 
dealer sells on the service basis is 
this—he not only clinches the sale 
of two pairs of shoes and one pair of 
trees, but he makes certain that 
when that customer wants other 
shoes in the fall, he will come back 
to get more of the same sort of serv- 
ice. Business, successful business, is 
based upon the real good-will of the 
customer. The United States Su- 
preme Court recently defined good- 
will as that which brings customers 
back to deal again with the same 
house. Customers who come back 
are the things upon which success in 
business is based. Creative selling 
can be applied to anything. 


How About Selling Things to Men. 


Let’s apply it to garters. Down 
in Des Moines the other day, | used 
the garter by chance as an illustra- 
tion, and it happens one man in the 
audience had come from a little 
town 30 miles outside of Des Monies 
I went there three days later togive 
an address before the Advertising 
Club and the first man 1 met on the 
platform was the owner of this hab- 
erdashery store who said: “The 
other day you suggested how to sell 
garters. 1 have been trying that, and 
do you know, I have sold 37 pairs 
of garters here in the last week in 
this little town of 4000, just ‘by us- 
ing that suggestion.” 1 said, ““How 


Two clever? sock vatlerns from 
Paris. 


September 9, 1990 Septe! 





From 

France sends oul these attractive shirt 1 

patterns, which add a note of two 
color. 





@vus 





The knitted muffler, slip-on mo- 
chas, derby, with slightly higher ames 
crown, will be in vogue this season. 
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From England this ready-to-wear 
shirt with military striped lie and 
two new patterns of shirting. 








Leather watch case showing 
opened and closed effect. 
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did you do it?” He said, “1 did just 
what you said. To everybody that 
came into my store this week, what- 
ever they came for (they may have 
come in simply to pass the time of 
day, or to inquire how the crops 
were and how many gallons to the 
acre did I think the corn would 
run), after I had replied or given 
them what they wanted, I said, ‘How 
about another pair of garters? Gart- 
ers get very badly soiled in this hot 
summer weather, don’t they?’ and 
because of that suggestion I have 
sold 37 pairs of garters in a little 
over two days.” 


Selling More Garters 


Consider how most men wear 
garters. A man will put on a clean 
pair of socks and attach the garters 
to them. That night his wife or 
mother, or other responsible party 
takes the socks away and throws 
them into the laundry basket. The 
garters are carefully removed from 
soiled socks and placed on a clean 
pair of socks, and the next night the 
socks are changed again and again 
the garters removed and so on. 1 
will bet that every man in this room, 
sometime in his career. has had a 
pair of garters rot off him. Now, 
that will never happen again, since 
1 have given you this suggestion, 
that it isn’t just the right way to 
wear garters, is it? You will start to 
buy a new pair of garters every two 
weeks, from now on, will you not, 
instead of wearing them constantly 
as you have been doing in the past? 


Style is a matter of smartness 
in men’s apparel, accessories 
etc. and all affect types of shoes. 


leather edging. 
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This Chesterfield with brown suit 
black\derby carries a distinct 
fall atmosphere. 


crush*hat for street or sport, 
gloves, and combination 
cane and umbrella. 


Showing the suede top boot spats 
with stitched edging also one with 
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Hosiery Department 
(Continued from page 74) 


Gotham Hosiery Mills— 


Black 
Chippendale 
Estruscan 
Rembrandt 
Morocco 
Otter 
Bobolink 
Pigeon 
Silver 

J. C. J. Strahan— 
Black 
Cocoa 
Mocha 
Sahara 
Otter 
Tiffin 
Bamboo 
Rembrandt 


Wool Hosiery Likely Permanent 

The love of the out-of-doors and the development of 
out-of-door sports, brought wool hosiery to the fore 
and it is likely to stay there. Sport skirts and sweaters 
and sport suits, are well established in women’s wear. 
Oxfords and wool hosiery complete the costume. 

For misses’ street wear, soft wools and silk and wool 
mixtures will undoubtedly be popular again this year, 
as they were last. The extra long skirts may have some 
effect on the heavier wools, but when it comes to real 
cold winter weather, women will undoubtedly wear 
skirts of heavier types, well above the ground and they 
will want wool or wool mixtures in hosiery to go with 
them. Dark browns and browns with a soft gray tinge 
seem to be the leading shades, although several mix- 
tures with a bluish tinge are popular. Both ribbed and 
plain weaves will be good. 


More Wool Hose for Men 

Hosiery has become an important item in men’s foot- 
wear as well as women’s. Oxfords will be the big bet in 
young men’s footwear for fall and with oxfords, these 
young men will wear wool hose. Some very handsome 
things are being shown in two-tone ribbed hosiery for 
men. Black and gray, black and blue, dark brown, and 
otter, and various other combinations will be good. 

In the lighter wools and silk and wool mixtures, vari- 
ous combinations of colors, as well as solid colors, are 
shown. So wide is the variety and so varied is the price 
range, that every man, no matter what his taste, can 
be satisfied in wool hosiery this season. 


The Best Way to Buy 

“If 1 were a merchant,” says a leading manufacturer 
of silk hosiery, “‘] would never allow myself to be bought 
up 100 per cent. Hosiery styles and colors change with 
shoe styles and colors. Nobody knows when a change is 
coming, or bow long a vogue will last. 1t is far better to 
lose a few sales than to have a stock of undesirable mer- 
chandise on hand. It does not usually take very long to 
get wanted colors and it is better to always be open for 
something new.” 
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New York State Convention 
(Continued from page 73) 


“If it were not for this ascendent, expectant, maental 
attitude, there would be no incentive to improve, to 
build or to grow—and further, if co-operation were 
lacking, then commerce would not be the all-abserbing, 
potential activity it is today. This is the search-light 
that is revealing to the shoe men more worthy workers, 
richer fields and fruits of life. 

“The very foundation of modern sociological or 
trade intercourse is not competitive, but co-operative; 
not envy, but emulation; not rivalry, but mutuality; 
not pessimism, but optimism. 


Chisholm Defines N.S. R. A. 


“Let these conventions bring dealer and manu- 
facturer, consumer and co-worker, closer together. It 
is the ‘one for all and all for one’ child of American 
business spirit founded on principles and precepts high 
and noble. 

“If N. S. R. A. stands for ‘No Smarter Retailer 
Anywhere,’ then perhaps 1 have been ‘carrying coals to 
Newcastle,’ but I say you to today that only in pro- 
portion to your individual receptivity can you realize, 
respond and reap so as to bring to you and ycurs a 
bigger business manhood— a finer selfhood—and a 
bigger-broader brotherhood.” 


Other Interesting Speakers 


H. M. McGill of the Babson Statistical Organiza- 
tion spoke on Bringing Business Back. 

“Hiding the Hides,” was the subject of a talk on the 
scientific manufacture of shoe polishes and leather 
finishes and was made by J. V. Lobell of the Steele- 
Lobell Co., Charleston, W. Va. 


Advertising a Dynamic Force 


“Advertising A Dynamic Force” was treated by 
Martin F. Hilfinger, Vice-President of the A. E. 
Nettleton Co. He said in part: 


“We are all shoemen here together talking things 
over in a general way and | think we are all open- 
minded enough to look the situation squarely in the 
face in this respect. 1 bring to your mind a criticism 
that is frequently heard to the effect that from a 
merchandising standpoint the shoe business has not 
kept pace with the times. This may or may not be 
true but it is at least worthy of our consideration. 
Figures are produced to prove this contention. It seems 
that during 1921 nearly $300,000,000 more was spent 
for passenger automobiles than for shoes and practically 
as much was spent for smoking materials as was spent 
on shoes. The point is made that both these two 
industries are practically the largest advertising 


industries in the country, and, when you stop to think 


that both of these represent luxuries whereas shoes 
represent an absolute necessity, the answer would seem 
to be that advertising is a paying proposition. 
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Recorder Ad- Visor Service 


Complete Layout for Fall Advertising 
Newspaper Borders 




































































Ready for Reproduction Right From This Page 
—No Cost for Art Work — ‘ag 





L* your newspaper re- 

produce these ads as 
they stand and you have 
splendid borders in one- 
and two-column sizes 
with no Cost for Art 


work. 


Reproduce the ad at left as it stands 
for a two column border. 


At the bottom you will find additiona 
pieces of border that will enable you 
to reproduce this same border for a 
single column ad. 


Cut ad at left apart through the mid- 
dle from side to side and move parts 
away. Insert pieces shown at bot- 
om on the sides and you have the 
proper proportion for a single column 
ad a trifle over five inches deep. 


The. merchant whose appropriation 
is limited or whose. newspaper can- 
not take care of special needs such 
as the making of unusual borders 
will find the idea worked out here a 
very valuable one in eliminating ez- 
pensive art work. Most newspapers 
will have facilities for making a 
plate from the ad pictured, and you 
can use this same border during the 
entire season. 
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Recorder Ad-visor Service 





Complete Layout for Fall Advertising Newspaper Borders 
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A border should never overshadow the 
merchandise exhibit, but a border can 
add mightily to a proper conception 
of the merchandise. It isn’t an er- 
pense any more than a good show- 
case or an att active window trim. 
It’s an essential as much as either. 


co 


hoes as tough as hickory Knots 


An actor makes an impression, bul 
the stage is “‘set’’ to insure his suc- 
cess. Then rehearsals have preceded 
the performance. Without prepara- 
tion the definite effect that is necessary 
might be lost. 


An appropriate setting, call it atmos- 
phere, is essential wherever it is de_ 
sired to create a quick and easy ef. 
fect. It is so in advertising. The 
effect must be sure and quick, de- 
sire must be chrystallized immedi- 
ately. 


This ad is made to help one “‘feel’’ the 
value of a shoe without first seeing it. 


Cut the ad out as it stands. Your 
newspaper will reproduce it in proper 
size for a two column ad, or you 
may cut it apart from side to side 
and insert the two pieces at bottom at 
the sides, when a plate may be made 
from it in single column size about 
five inches deep. 
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Ready for Reproduction Right From This Page 
—No Cost for Art Work 











1922 | September 9, 1922 BOOT AND SHOE RECORDER 81 





Recorder Ad-Visor Service 





Complete Layout for Fall Advertising Newspaper Borders 


The popular price store ought 
to keep its reasons for low prices 
continually before its patron- 


ww the 
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n ex- age. 
po Otherwise cheapness may be 
er. associated with the shoes, the 
ta antithesis of reasonably priced 
pa footwear, and a thing to be 
ceded avoided in order to hold the 
para- confidence of customers. 
ssary 
The ad at the left is an editorial 
Imos- in itself. It posseses sufficient 
5 de strenght to compete with other 
4 = advertising, is reasonable, not 
| a loud, and by its very makeup 
acdi. ought to be instrumental in 
. disassociating the destructive 
* the element of cheapness in the i 
ig it, shoes it advertises. ; 
i 
sear Cut out ad. as instructions on ) 
poss preceding page. Youfwill find 
side this an economical means of | 
m at getting a high-grade border. 
ns This is for the merchant whose 
u 


advertising budget parallels in 
size that which was worked out | 
in detail in the Recorder issue 

of August 12. 





Your Full Dollars 
Worth Here > 





| Ready for Reproduction Right From This Page 
} —No Cost for Art Work 
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Changes in U.S. M.C. Leases and 
Royalties 
(Continued from page 70) 


ice, will be such that our customers will prefer to 
obtain the materials from us as a commercial propo- 
sition. ‘ 

Under the new leases in place of the “indirect roy- 
alty”’ by the purchase of materials there will be pro- 
vided a direct royalty of so much per pair for certain 
metallic machines and a flat monthly rental for other 
machines, i.e., 


Loose Nailing Machines 


A royalty of so much per pair will be provided for all 
around nailing, for nailed welt, for nailed middle sole 
or taps, and royalty at a smaller rate for other opera- 
tions including heel seat nailing. No rental. 


Rapid Standard Screw Machine 
A royalty. No rental. 


Slugging Machines 


A monthly rental will be charged. No royalty. 


Tacking Machines 
A monthly rental will be charged. No royalty. 


Explaining the Costs 


Royalties under the new leases, excepting royalties 
for metallic machines, will be effective as of January 1, 
1923. Rentals under the leases which call for rentals and 
royalties under the new metallic leases will be effective 
as of October 1, 1922. 

For such additional equipment as you may now have 
on order, or may hereafter order, the new leases will 
apply, but existing rentals and royalties will be charged 
until October 1, 1922, or January 1, 1923, as the case 
may be. 

We hope within the next few weeks to place in your 
hands leases covering at least the principal machines. 
We regret that we have been unable because of the im- 
mense amount of labor involved, to get these leases to 
you before September 1, for we realize that at that time 
it wilk be desirable for you to have the new rates of 
royalty for the purpose of ¢éomputing this item of your 
costs for the coming season. We are, however, for your 
assistance, attaching hereto a list showing the principal 
machines and the new rates of royalty or rental, or 
both, applicable to each. 

Because of the fact that the aggregate royalties in 
respect to any particular shoe will depend upon the 
particular machines used—and in the case of Goodyear 
Welt Sewing Machine, Goodyear Outsole Rapid Lock- 
stitch Machine and Goodyear Turn Sewing Machine, 
upon the number of stitches inserted—it is impossible 
for us to advise you accurately what the total of these 
royalties will be as applied to your particular product. 
We can, however, give you certain illustrations based 


upon typical equipment for typical kinds of shoes, and 
these may aid you. Such illustrations follow: 


1. For a man’s medium sized Goodyear Welt 
shoe—For our Goodyear Welt Sewing Ma- 
chine, our Goodyear Outsole Rapid Lock- 
stitch Machine, the average number of Good 
year auxiliaries, our Rex Pulling Over Ma- 
chine with auxiliaries, our Lasting Machines, 
our Heeling Machine with auxiliaries, the 
aggregate royalty will amount to approxi- 
mately six and one-quarter cents per pair- 
Proportionately less, of course, for small 
sizes and for women’s, misses’ and chil- 
dren’s shoes, in which a smaller number of 
stitches are used. 


2. For women’s Goodyear turn shoes—For our 
Goodyear Turn Sewing Machine with aver- 
age number of auxiliaries, our Rex Pulling 
Over Machine with auxiliaries, and our Heel- 
ing Machine with auxiliaries, the aggregate 
royalty will amount to approximately two 
and one-fifth cents per pair. Proportion- 

ately less, of course, for misses’ and chil- 

dren’s shoes, in which a smaller number of 
stitches are used. 


3. For McKay shoes—For our Rex Pulling Over 
Machine with auxiliaries, our Lasting Ma- 
chines, and our Heeling Machine with aux- 
iliaries, the aggregate royalty will amount 
to approximately two cents per pair. 


We regret the unavoidable complication of detail, 
figures and bookkeeping, resulting from the changes 
made necessary by the litigation just ended. Our former 
leases have possessed many mutual advantages in the 
way of efficiency, economy, simplicity of accounting, 
and perfection of service. We shall, however, continue 
in the future to maintain the unique position which the 
Corporation has always held, of supplying shoe manu- 
facturers with the best possible equipment and service. 


Telegram to Members of the National Boot and Shoe 
Manufacturers’ Association 


Following the receipt of the above communication, 
the following telegram was sent by the National Boot 
and Shoe Manufacturers’ Association to all members: 

“Your Contract Committee on Shoe Machinery 
strongly advises every manufacturer defer signing any 
new machinery lease, containing changed royalties or 
rentals. When Goodyear’s department leases are issued, 
Committee will meét immediately with attorneys and 
advise you fully. Until then, imperative to co-operate. 
Delay in signing will not be detrimental to your in- 
terests.”” ° 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants ‘and 
Shoe Salesmen 
A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the ‘““Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


INFLUENCE OF FOOT POSTURE ON SYMPTOMS IN BACKS, 
HIPS AND KNEES 


BRUPT changes of foot postures from high heels 

A to low ones may alter poise of the body suffi- 

ciently sometimes to produce backache; while at 

other times symptomless flat feet may place strains on 

knee ligaments so as to produce or aggravate knee 
troubles apparently. 

Many orthopedists lay much stress on these slight 
changes of posture, and it is certain that feet should be 
observed carefully when symptoms in backs, hips or 
knees are complained of, as otherwise contributing 
causes of troubles may be overlooked in the feet. 


Possible Relief of Mild Aches 


Occasionally knee troubles may be relieved appar- 
ently by building up inner sides of heels so as to alter 
distribution of strains at the knees. Half an inch of uni- 
form elevation of one heel may relieve a mild ache in 
back or hip sometimes because this may shift strains in 
favorable ways that are being borne by muscles’in the 
lower part of the trunk. 

Too much emphasis should not be laid on these minor 
adjustments however, the writer believes, although they 
occupy positions of deciding importance occasionally ; 
for there are other factors which have to be considered 
in every instance. Backs, hips and knees are influenced 
through the same four main channels that have been 
described as affecting feet, namely, through nervous 
and through vascular paths, through external means, 
and by variable mechanical stresses and strain which 
muscles and ligaments resist or exert on the stated 
regions in normal bodily activity. 

If a person is in excellent physical condition with 
average adaptability then slight variations in heels do 
not produce appreciable effects; but, if muscles and 
ligaments have been gradually weakened to the point 
that they are beginning to break down in normal 
function because of obscure influences acting on them 
through circulating blood, then slight changes of foot 
posture may relieve or precipitate the threatened 
breakdown. 


A Common Combination Complaint \ 


It is a very common occurrence to have patients com- 
plain of their feet and their backs simultaneously. Some 


enthusiasts explain back symptoms under these. cir- 
4 


cumstances as representing results of foot defects 
wholly. Probably they are justified in believing that foot 


“postures exert some influence on back symptoms, but 


certainly many of these suffering individuals are debil- 
itated and seem to be influenced also through ‘nervous- 
vascular channels in unfavorable ways. Better balanced 
interpretations will take into careful consideration all 
circulatory and postural peculiarities, and most effective 
treatments will include local corrections of foot defects 
together with simultaneous attention to rectifications of 
nervous-vascular influences which are acting directly 
on the back muscles. 


Doctors and Merchants Should Co-operate 


As these facts may have important bearing on fitting 
of shoes at times, it seems that attention should 
be called to them in concluding this series of medical 
papers for shoe merchants and shoe clerks. The final 


. idea that should be left in minds of readers is that in- 


creased intelligent co-operation between the medical 
profession and the shoe trade should be one of the im- 
portant lines of future ‘progress. 
Some Ideas for Discussion 

Much more might be written, but readers presum- 
ably have been taxed to limits of tolerance by these con- 
densed articles already, and careful review of what has 
been explained would be more profitable now than addi- 
tional information. The next logical step to gain better 
understanding would be the direct interchange of medi- 
eal ideas by conferences of orthopedists with shoe 
men over real problems and actual persons who’are 
wearing shoes. Why should flexible shoes! be avéided 
usually while body weight is diminishing? What ad- 
vantages has most precise fitting of shoes if two or 
more styles are beneficial for those who can afford 
several pairs of shoes? Why should there have to be 
an expensive, very complete stock of all sizes and 
widths for medical purposes? Why be restricted to 
the sale of. single types of shoes, instead of selling 
from smaller stocks of several ‘types, and with more 
rapid turning over of the stock? These are samples 
of ideas that must:be discussed for greatest ‘profit in’ 
more intimate, freer manner: Gans is pasniteel by aj 
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Posed especially for 
the Cedar Cliff. Silk 
Company ‘by Floren- 
tina Gosnova of the 
Greenwich Village 
Follies. 
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the Sil i Hing favors Sohn 


During the past few years the. increase in the use of 
satin as a footwear material has been truly astounding. 
All the more remarkable when it is remembered that 
this has been an era of sport styles with the heavy, 
“mannish” designs in great vogue. 


And now comes a change in costume. The long skirt 
has made good its threat. It is here at last, and with it 
the expected change in shoe designs. 


The low heel model with heavy strap and buckle has 
given way to its more delicate sister with graceful heel 
and chaste designs on the colonial order. 


Good Satin is particularly adapted to these new styles. 
Many of the season’s smartest creations are of Cedar 
Cliff—the Satin made especially for fine footwear. 


In an era.of sports—and again an era of dignified dress— 
Satin holds sway. No longer is this material a passing 
mode; it is now recognized as a standard material for 
footwear purposes. And such it will always be while 
merchants demand and manufacturers supply Good 
Satin of the Cedar Cliff quality. 


“Ve CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 


NEW YOR JK 





A leading model from the stock 
of Hannahsons Shoe Company, 
Haverhill, Mass. A Colonial 
design in which Cedar Cliff 
Satin is used to give a com- 
pleting touch of style and a ce - 
tainty of wear. 
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Business 


Chicago, September 7 


HILE some financial authorities 

\ \ warn against, undue optimism, 

produced by the increased busi- 
ness activity which will undoubtedly fol- 
low the settlement of the fuel and railroad 
strikes, still it must be admitted that at 
least a fair degree of optimism may be 
felt regarding things as they are. 

Taking the obstacles which face it into 
consideration it is believed and conceded 
in financial circles that business is making 
remarkable progress, and that the return 
to normal conditions, prior to the present 
labor disturbances, was more complete 
than the public generally believed. 


Federal Reserve Experts Optimistic 


The report of the Federal Reserve 
Board for this district for the period end- 
ing August 31, says: 

“The outstanding feature of the month 
has been the inherent soundness which the 
general business situation has manifested 
in the face of the difficulties encountered. 
This has been shown by the continuance of 
activity at a relatively high level, despite 
labor disturbances and despite the reces- 
sion of activity normally expected at this 
season of the year. The excellent agricul- 
tural prospects provide an encouraging 
look for the fall trade and these prospects, 
on the whole, continue very satisfactory. 
Furthermore, increase of demand for cer- 
tain commodities to compensate for re- 
stricted output or delay in placing orders 
is also in prospect. Even so, business must 
necessarily proceed under handicaps for 
some time to come, as a result of fuel 
shortage and transportation difficulties. 
Manufacturing activity in general has 
been maintained at a high level. The 
labor situation showed considerable im- 
provement during August.” 


Retail Trade Quiet 


Retail trade has been quiet this week. 
The excessive heat which this week fol- 
lowed close upon the heels of a delightfully 
cool spell, put a crimp in retail sales for the 
week in the adult lines. September 1 was 
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the hottest day of the summer with the ex- 
ception of one and the hottest September 1 
in years. The extreme heat, however, has 
proved beneficial to the extent of enabling 
merchants to still further get rid of some 
of the odds and ends in white and summer 
merchandise, which have accumulated. 

Children’s lines, however, held their 
own in pretty good shape because of the 
immediate necessity of footwear for the 
opening of school after Labor Day. Re- 
tailers of children’s lines have handled a 
big volume of business, due no doubt, to 
this fact, almost entirely. 

While the bulk of the business in wom- 
en’s lines is being done on straps, there is a 
decided tendency toward the Colonial 
effects. These are selling readily to the high 
class trade and a considerable increase in 
the demand for these tongue effects is ex- 
pected as the fall business sets in. This ten- 
dency is creating a very noticeable demand 
for ornaments, cut steel seeming to lead, 
although there are showings of rhinestone 
and beaded buckles and ornaments. 


With the Wholesalers 


Despite the unseasonable weather, 
wholesalers are optimistic, and are looking 
forward to and preparing for a big fall 
business. Collections are reported better 
than they were at this period last year. 
More buyers are in the market who report 
conditions in the country districts as 
improving. 


$5000 Fund’ for Fighting | 
Frauds 


The shoe wholesalers and manufacturers 
of Chicago, working through the shoe and 
leather division of the Chicago Association 
of Credit Men have subscribed a fund of 
$5000, which is to be.used in running down 
frauds and in prosecuting commercial fail - 
ures when they are not honest. 


All Set for a Big Convention 


Every effort is being bent toward mak- 
ing the 1923 national convention of shoe 


retailers at Chicago, January 8, 9, 106 and 
11, the biggest and best ever. Those who 
are in position to know are confident that 
there will be an attendance of over 10,000 
retail shoe merchants at the coming 
convention. 

Practically all space has been sold to 
manufacturers and some of these manu- 
facturers have already reserved their 


. models for the runway. 


Blanks are being prepared and will be 
mailed shortly, covering hotel reserva- 
tions and the sooner they are returned the 
better will be the chances of getting the 
desired hotel accommodations. 


Harvard Bureau to Send Corps of Men 


The enthusiasm of the merchants over 
the work of the Harvard Bureau of Busi- 
ness Research at last year’s convention in 
helping them solve their problems be- 
speaks their popularity for this year, as 
merchants more fully appreciate the op- 
portunities presented. Arrangements have 
been made for a large corps of experts, 


under the direct supervision of Dean Mel- 


vin Copeland and‘!Richard Lennihan to be 
at the 1923 convention; where they will 
make every effort; to aid merchants in 
solving their individual problems. 


Style Revue Planned 


It is anticipated by those in charge. 
that this year’s Style Revue will greatly 
excel that of previous years. The runway 
is to be-wider than last year, and the deco- 
rations planned more beautiful and elabo- 
rate. One thousand more seats will be 
available than last year so that all should 
view the display of fashion’s choicest foot- 
wear models in comfort. 





Incorporation Papers Filed 


The Booterie, Inc., of Pueblo, Col., 
filed incorporation papers with the 
secretary of state in Denver_ recently. 
The firm is incorporated with a capital 
stock of $20,000 and the following are the 
incorporators: H. R. Thompson, J. E. 
Witt and H. H. Eaton. 


September 9, 1922 
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CINCINNATI 


Strike’s Backbone Broken 


Manufacturers Assert That Men Are Leaving Unions and 
Returning to Work; Production Increasing 


HE industrial situation in the local 

shoe factories continues to improve. 
Members of the unions are daily breaking 
away from their organizations and going 
back to work at their old jobs. Manu- 
facturers here have been greatly encour- 
aged recently as a result of the return of a 
number of the older union men who were 
looked upon as bulwarks of the unions 
which they had to give up before coming 
back to work. Moreover it is rumored in 
the trade that practically all of the older 
leaders who have held out up to the 
present have served notice on their 
organizations to the effect that they will 
pull out and return to work by October 
Ist unless an agreement is reached with 
the manufacturers. 

The latter is out of the question so far as 
the members of the Cincinnati Manu- 
facturers Association are concerned, if it 
involves giving in to union labor demands. 

The output of the local factories, 
continues to increase daily, and it is 
reported that some of the larger plants 
here will very likely be out soliciting 
business by the first of November. This 
means that they are gradually catching up 
with their orders now on hand. 


Complaint Adjustment 
Discussed 


The regular weekly meeting of the 
Potter Shoe Company employees and 
managers was presided over last week by 
F. O. Greber of the ladies department. 
In addition to a general discussion of 
salesmanship, Mr. Greber brought up the 
subject of adjustment of complaints. It 
developed that it is poor policy to have 
complaints adjusted in the same part of 
the store where shoes are sold. It there- 
fore was decided that all adjustments 
should be made at or near the department 
manager's desk. It was also pointed out 
that is unwise for any shoe store to have a 
sigh up announcing that complaints are 
adjusted at such and such a desk, because 
it implies thai the merchant expects to 
have to make adjustments. At each 
meeting Manager McLaughlin inquires of 
the salespeople the types of styles that 
are being called for. Among the styles 
reported last week colonials, brown and 
black suede oxfords and a few boots were 
prominent. An old and important rule 
for a shoe store was again emphasized at 
this meeting, namely, that when a clerk 
feels that he is going to loose the sale to 
see the man in charge of the floor before 
letting the customer get out of the store. 

An interesting letter from J. P. Orr, 
who is touring Europe this summer was 


read by Miss Alice Engelhardt. Mr. Orr 
was in Germany at the time of writing, 
and he said that he was delighted by the 
extremely low prices there, after being in 
England, France and Italy. He said he 
could buy good cigars for eleven cents a 
hundred; an auto ride for eight cents; and 
eat himself crazy for twenty-five cents. 
Mr. Orr is expected home about the first 
of October. 


New Shoe Department 
Planned 


The Hanke Bros. Company is making 
plans for opening up a shoe department 
which will carry women’s, misses and 
children’s medium priced lines. E. U. 
Held who has for a number of years been 
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connected with Smith Kasson Company 
and who has recently resigned from his 
position as assistant manager of that 
company, will become manager of the 
new department. It is expected that the 
new department will be opened about 
September 16. Mr. Held is in the east 
this week. 


More Vacation News 


Fred Thomasene of the Potter Shoe 
Company left on his vacation last week. 
He is making a trip to California. Benton 
Orr in charge of the men’s department of 
the same company returned this week from 
a menth’s vacation up in Canada. 


Everston Looks for Good 
Fall Trade 


J. H. Everston, sales manager of the 
Marathon Shoe Co., Wausau, Wis. had 
his line on display at the Havlin Hotel 
here a couple of days last week. Mr. 
Everston is very enthusiastic over the 
outlook for fall. 





MILWAUKEE 


Fall Demand Being Felt 


Retail Trade Takes Spurt on 
by Well Planned 


HE FIRST real fall demand is just 

being felt by shoe merchants along 
Grand Avenue, and will be immediately 
followed by a similar buying trend in the 
outlying districts. Bracing September 
weather, cool, with being cold, has re- 
minded the public that it is high time to 
begin thinking about fall footwear. Added 
to this, the influence of the concerted fall 
openings of the larger shops held during 
Wisconsin State Fair week, brought 
sharply to the attention of the vast 
throngs visiting the city, the distinctive- 
ness of the fall styles. As a consequence, 
buying was so stimulated that a very good 
week was registered by practically every 
shoe merhcant in the city. The.sale of 
children’s’ schdol shoes, concentrated 
principally in the outlying stores has 
helped materially to keep the present 
week’s business stbstantially ahead of 
last year’s. 


Beaded Slippers Good 


Beaded slippers in patents, satins, and 
kids, are reported to be much in demand, 
by the manager of one of the largest. shoe 
departments in the city. Oxfords, in both 
black and tan shades have commenced to 
move and will soon assume a commanding 
position in the sales reports, according to 
current opinion. 

Men's Business Spoity 

The general tone of business in stores 

having men’s departments and in exclu- 


First Cool Day, Being Aided 
“Fall Openings”’ 


sive men’s shoe stores, has not been en- 
tirely satisfactory. Merchants report the 
demand very uncertain, and comments 
upon the unreliability of the trading are 
very common. General business is, in most 
cases, on a par with that of last year. The 
first: fall showings have found little more 
than casual interest displayed by men in 
Milwaukee. Shoe merchants are’ predict- 
ing wide popularity for the broad ‘toe 
effects, liberally shown for fall, as well as 
for the few novelties, which the’ manu- 
facturers have brought forth for early 
showings. 
Manufacturers Busy 

Milwaukee Loot and shoe manufactur- 
ing plants are running at capacity in prac- 
tically every instance, and the plants, 
Which are not crowded with''drders, are 
working on a strong, steady demand, with 
almost complete complements of men. 
Skilled help is being sought by one or two 
of the best-known Milwaukee plants, in- 
stances being reported of one of the largest 
local plants advertising for help in the 
Eastern labor market. No dearth of busi- 
ness is reported from factories in the in- 


terior. On the contrary, most of them are 


running on a heavy schedule and capacity 
production. 


Death of 
Mrs. F. L. Weyenberg 


Mrs. Myrtle Weyenberg, wife of Frank 
L. ‘Weyenberg, president and treasurer of 
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the Weyenberg Shoe Company, died at 
the family residence at 1540 Lake Drive, 
Milwaukee. The tragic death of Dr. 
Edwin G. Linkman, her brother, killed in 
a motor accident, brought on a long nerv- 
ous illness, which resulted in Mrs. Weyen- 
berg’s death. She is survived by her hus- 
band, two children, her parents, and one 
sister. 


Janesville’s Dollar Day 


Fifty-two merchants are co-operating 
for Janesville’s biggest fall trade event, 
the semi-annual Dollar Day. Thousands 
of shoppers from Southwestern Wisconsin 
and Northern Illinois are drawn to the 
city each year by the splendid array of 
bargains offered through the united effort 
of Janesville merchandisers. Practically 
every shoe store in the city is co-operating 
with brother merchandise houses in put- 
ting over the sale. 


Stages “‘Cinderella’”’ Contest 


The S. J. Brouwer Shoe Company of 
Milwaukee, is staging a ‘“‘Cinderella’”’ con- 
test which is attracting much attention to 
the show windows of the Grand Avenue 
store. A beautiful pair of black satin slip- 
pers with Phoenix hosiery to match, is 
offered to the Milwaukee girl who can 


wear to best advantage, the slipper of 
Myrtle Ross, leading woman in “Mary's 
Ankle,” playing at the Garrick Theatre. 
Several other prizes will also be given. 


New Firm Formed 


The Royal Bootery, of Milwaukee, has 
filed papers of incorporation with the 
secretary of state. Capital is given as 
$25,000. The incorporators are T. J. 
Ledderman, C. E. Lewis, and M. A. 
Goldberg. The Royal Bootery will deal 
in footwear, according to the articles of 
incorporation. 

The Rosenbach Shoe Corp., a Delaware 
corporation, has filed notice with the 
secretary of state, of the intended use of 
$10,500 of a total capitalization of $100,000 
in Wisconsin. Robert’ Petroli, of the 
Bedell Co., Milwaukee, has been named 
Wisconsin agent. 

Gimbel Brothers Inc., a New York 
corporation with a capitalization of 
$19,948,009.03 filed papers with the 
secretary of state asking permission to 
operate a foreign corporation in Wisconsin. 
The share of this capitalization to be 
devoted to the interests of the Gimbel 
company in Milwaukee and Wisconsin is 
named at $2,002,509.05 according to the 


papers. 





ST. LOUIS 


Retail Trade Takes Spurt 


Week Showed Good Gain in Pairs; Strap Patterns the Most 
Popular Just Now 


HE retail shoe business has shown 

marked improvement during the 
last six days. At least three days of this 
week showed definite indications of fall 
activity and what may be expected when 
the seasonable weather arrives. The 
cooler days of the week were by far the 
best business boosters. Monday and 
Saturday found the down-town stores 
crowded, with Saturday showing the best 
gain in volume. Some stores were fitting 
more customers on Saturday than they 
have in a good many weeks. 

The buying was brisk and particular 
attention was called to the demand for 
the better class of merchandise. One 
department store commented on _ the 
increased call for shoes that sell from 
$10.00 to $14.00. Although this store 
stocks footwear from $6.00 on up to $18.00 
the pressure seemed to be on better grade 
footwear. 

The popular price stores were more or 
less rushed on Saturday and the shopping 
public was rather definite in what they 
desired. Very few walkouts were re- 
ported in the selling. Bid 

The weather on the last business day of 
the week was torrid, but in spite of the 


heat, business continued throughout the 
day in an active manner. Had the 
weather remained cool, predictions were 
that it would have been impossible to 
serve the customers. Active business was 
noted also in children’s school shoes. As 
this was the last day on which to make 
purchases before the schools reopen, 
many mothers were hurrying their belated 
buying on children’s shoes. 


Satin Still In Lead 


Satin is still leading all other styles in 
the call. Strap patterns are the vogue for 
the present. Lattice cut-outs and basket- 
weave effects are being shown in some 
very distinctive types. Wish-bone straps 
are receiving excellent recognition by the 
fair sex in the call. The higher heel 
heights are still supreme and from all 
indications, will hold well through the 
season. Some call has been heard for a 
military heel in satin patterns. Satin 
opera pumps are still being sought in the 
démand. They are found most desirable 
in the better grades due to their difficult 
fitting qualities... Colored trimmed patent 


effects are creating some little response to . 
their being displayed in a few stores. 
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Gray, beige, as well as _ periwinkle 
apparently are the choice shades. 


Colonial Demand Appearing 

Colonials have caused considerable 
excitement among the retail shoe mer- 
chants of the down-town “shoe belt.” 
Many are anxious to know just what the 
call will be for this type of footwear 
thirty to sixty days from now. This much 
is certain, those stores that have the 
correct patterns report that they cannot 
get the shoes in fast enough to satisfy 
their customers. The higher priced stores 
are practically the only ones displaying 
colonials. Various patterns of beaded 
effects on the tongue as well as large 
buckles appear to be the most displayed 
type. Some are being shown with straps 
through the tongue while others are 
carried with the goring concealed by the 
tongue which is fastened to the goring. 

Large orders have been placed some 
days ago for colonials but for later ship- 
ment and many are wishing they had 
advanced their delivery dates in order to 
have their stocks in now. 

The past month in a majority of cases 
fell below the August of a year ago. The 
margin was so small as to be almost 
negligible. Some few stores showed a 
gain but this increase was as slight as the 
decrease was in those stores that showed a 
decline. The general opinion of most of 
the retailers is one of satisfaction of the 
past season’s business. Predictions for a 
big fall are being made on every turn and if 
experienced shoemen accurately sense 
their market the retail shoe business will 
be prosperous during the coming season. 


St. Louis Shoe 
Manufacturers Meet 


The monthly meeting of the St. Louis 


- Shoe Manufacturers and Wholesalers 


Association , was held Friday August 26th. 
President Wilson presided at the meeting. 
The principal business of the meeting was 
centered around the exhibit of the St. 
Louis group at the N. S. R. A. convention 
to be held in Chicago, in January. All 
members of the Association, with one or 
two exceptions will exhibit at the con- 
vention. 

Much interest is being manifested in the 
golf tournament being conducted by the 
St. Louis Shoe Retailers Association, who 
have challenged the Manufacturers Asso- 
ciation. The match will be played on the 
Kirkwood Country Club links. 


McElroy Writes from-Europe 


Word was received from W. F. McElroy, 
vice president and general manager of the 
McElroy-Sloan Shoe Company, from 
Europe where he is spending a vacation. 
McElroy stated that in Bad Kissinger, 
Germany where he is spending some time, 
the country and the people were pros- 
perous and smiling. Due to the deflation 
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of the mark, living conditions for an 
American were very reasonable, according 
to the letter sent to the house here in St. 
Louis by McElroy. Great efforts were 
being made to revive the industries and 
everyone was busily occupied, the letter 
further states. 


St. Louis Retail Merchants 
Meet September 20 


The opening meeting of the St. Louis 
Shoe Retailers’ Association, to which the 
ladies are invited, will be held at the Kirk- 
wood Country Club, Wednesday evening, 
September 20. The club is one of the ex- 
clusive and fashionable clubs in this vicin- 
ity, and arrangements are under way 
which will make the meeting one of the 
most brilliant ever held by this associa- 
tion. There will be a dinner and dance in 
the evening for the members and their 
friends. M. M. McCain, a member of the 
Kirkwood Country Club, is responsible 
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for completing negotiations for thé secur- 
ing of the place to hold this big event. 

During the day a golf tournament be- 
tween the St. Louis Shoe Retailers’ Asso- 
ciation and the St. Louis Manufacturers’ 
and Wholesalers’ Association will be 
played. Many prizes have been donated 
by local manufacturers and -retail shoe 
merchants. Arthur Ebbs, of Swope’s, is 
chairman of the tournament for the retail 
merchants and Harry Vinsonhaler for the 
manufacturers. 





Tweedie ““Bootski”’ 
Demanded for Style Shows 


Sales manager Mahler of the Tweedie 
Bootop Company stated that so popular 
have become the latest innovation of 
bootops, the ““Bootski” that Hopper and 
Sons of Jacksonville, Ills., and Coles & Co., 
of Coffeyville, Kansas have requested 
novelties to be used in style shows to be 
conducted in both these places. 





DETROIT 


Rail Shipments Still on Time 


Merchants Report No Delays Despite Strike and Do Not 
Fear Result of Predicted Shut-Down in Big Auto Plant 


ETROIT shoe merchants report that 
shipments have been made on 
schedule time and that they have not as 
yet felt any ill effects from the rail or coal 
strike. In spite of the fact that Ford’s big 
automobile plant is slated to shut down 
September 16, unless coal relief is had, 
there seems to be little uneasiness on the 
part of retail shoe merchants. The last re- 
port of the Employers’ Association of De- 
troit, shows a decrease in employment of 
only 186 men, which is not enough to be 
alarming. 

The Detroit Merchants’ Bureau has 
made a survey of retail sales in Detroit 
and find that there has been an increase 
in retail sales since April of this year, over 
a corresponding period of previous years, 
while there had been a decrease each 
month preceding that since January, 1921. 
This is very gratifying, although the 
record for the shoe business does not ap- 
pear to be up to the standard, there being 
a decrease in July, 1922, over that of 
July, 1921, of 4.28 per cent. 

The average increases of all retail busi- 
ness were as follows: 

April, 1922, over April, 1921, 19.73 per 
cent; May, 1922, over May, 1921, 15.60 
per cent; June, 1922, over June, 1921, 
16.19 per cent; and July, 1922, over July, 
1921, 23.02 per cent. 

From many quarters shoe business is 
reported to be much better in August, 
1922, than in August, 1921, by a good 
deal. 


Unusual Ads Mark 


Anniversary 


The J. L. Hudson Company’s anni- 
versary sale is one of almost national im- 
portance, because of the unusual advertis- 
ing it receives. This year prominent men 
are writing editorials for the store, which 
are printed each day in the store’s regular 
advertising space. Some of these are well 
worth preserving for their splendid busi- 
ness advice and local interest. The display 
department has had 18 pictures painted 
by prominent artists, illustrating proc- 
esses of manufacture in Detroit factories. 
These paintings are shown in the 18 win- 
dows of the store, and are a cross-section 
of industrial Detroit. They are of such a 
nature as to cause the citizens of Detroit 
to take a pride in their city’s industries. 
Automobiles, pills, varnish, paper, and 
several other products are shown in the 
making in the pictures which are used as 
backgrounds for the windows. The impor- 
tance of these paintings is seen in their 
cost, which is said to be in the neighbor- 
hood of $1000 each, and the fact that the 
windows were curtained and no goods dis- 
played for several days, while the anni- 
versary displays were being prepared. 


Using Institutional Advertising 


Considerable institutional advertising 
is being done by Detroit shoe dealers this 
fall. An advertisement used by R. H. Fyfe 
& Co., reads: 

“Fyfe’s—A Department Store of Shoes. 
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“When the expansion of our business 
permitted us to occupy the splendid ten- 
story structure at Woodward and Adams, 
many important advantages resulted in 
our service to the public. 

“Each floor is a complete and separate 
unit, highly specialized. 

“The Downstairs Department—Wom- 
en’s and children’s shoes at popular prices. 

“Main Floor—Men’s shoes, hosiery and 
sundries. 

“Mezzanine Floor—Boys’ shoes. 

“Second Floor—Children’s shoes. 

“Third Floor—Women’s moderately- 
priced shoes. 

“Fourth Floor—Women’s high grade 
shoes, including Arch Preservers. 

_ “Sixth Floor—Repair service. 

“Because of the large volume of our 
business and the resulting economy in 
operating costs, we are enabled to offer 
unquestionably superior values in every 
grade of dependable footwear.” 


Claiming Style Leadership 


A recent Queen Quality Boot Shop ad- 
vertisement directed the public to their 
window displays in the following words: 

“Your Attention, please! 

“September, the authentic beginning 
of the autumn style period, finds in the 
variety of beautiful new shoes here a dis- 
play of charm of which we are jointly 
proud. 

“May we call your attention to the dis- 
play of these attractive models now ap- 
pearing in the windows of the shop .on 
Woodward Avenue?” 

The display referred to was typical of 
fall. Natural fall foliage was draped over 
the background and sprinkled sparingly 
on the floor of the window. Mottled orange 
panels were inset in the permanent ivory 
background and also formed the floor of 
the display. Richly colored brocaded silks 
were draped from pedestals at the rear 
corners of the windows to the floor and 
plaited and puffed along the front of the 
window. Fall styles in footwear and hos- 
iery were shown in profusion, without 
crowding. 


Colonials More in Favor 


At Fyfe’s, Rose D. Filion, manager of 
the fourth floor women’s department said 
there is an increased call for colonial 
tongue effects, a large peacock tongue be- 
ing especially favored. Oxfords are being 
sold in fair quantities for walking, but 
tongue and strap effects form the bulk of 
the sales. 

A beautiful display case of evening 
slippers was noted. Many of these were in 
Persian pattern effects, which are selling 
well. In the display case a tricorn pillow 


‘covered with silver cloth and ornamented 


with silver foliage and fruits was raised 
from the floor on a plateau. Upon this and 
on fixtures a number of pairs of slippers 
were shown. 
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CLEVELAND 


School Shoes Head the List. 


Business Somewhat Better Despite Strikes—Patents and 
Satins Still Favored by Women 


USINESS has picked up in this city 

some, notwithstanding the strikes. 
The public and parochial schools opened 
in this city on September 5 and mothers 
were busy for ten days outfitting their 
children. The time is about here for the 
young men and misses to start away to 
their respective colleges and they will 
have to be outfitted with shoes. This 
buying had not opened briskly in the 
first week in September. 

For the children, high shoes were in 
order, but for the women the lighter and 
dressy shoes were still the favorites. 
Patent leathers and satins continue to 
hold the center of the stage. 


Beautiful New Store Opened 
by Stone Co. 


The opening of the new store of the 
Stone Shoe Company, at Euclid Avenue 
and E. 105th Street on Friday, September 
1, was the big development of the final 
week in August. The Stone Company has 
a history which dates back nearly 60 
years and the opening of the new store 
marked another step in the development 
of this company, which has kept pace 
with the growth of the city. 

The new store certainly is a beauty and 
the artistic effects that have been worked 
out immediately catch the attention of 
the visitor. The wood-work, furniture 
and painting harmonize as to color and 
there are windows enough .to provide 
more than the average light that is to 
be found in the ordinary shoe store. 

The store has two frontages and two 
entrances from two of the main streets 


of the east side—E-clid Avenue and E. 
105th Street. The thoroughfares are 
two of the busiest in the city. At each 
entrance there are commodious spaces 
for window displays. At the Euclid. 
Avenue entrance women’s and misses’ 
shoes are shown while in the East 105th 
Street entrance the exhibits are made up 
of men’s and boys’ footwear. 

Stepping into the store from Euclid 
Avenue one finds at the front a rest room 
for women and a display of women’s silk 
hosiery. Glass show cases are used for 
this exhibit. The women’s and misses’ 
shoe department extends to the south 
from this department. 

One goes into the department for 
male footwear through the E. 105th 
Street entrance, although it may be 
reached by passing through the depart- 
ment reserved for feminine footwear. 
The floral offerings that were sent 
for the opening lent a touch of beauty 
to the room. Leading manufacturers and 
representatives of shoes houses stationed 
in this city were represented in these 
gifts. 

The first door to the North of the 
East 105th street entrance to the new 
store leads to the shoe-cleaning, skoe- 
dyeing and shoe-tinting establishment of 
E. J. Lucas, who has been in the service 
of the Stone Company 28 years. He 
is the oldest in point of service, and was 
serving the company when Mr. Clark, 
now president of the concern, was first 
employed. Mr. Lucas has for years 


operated the shoe shining parlor in the . 


downstairs store of the company on 
Euclid Avenue near the Public Square. 





INDIANAPOLIS 


Hot Weather Marring Business 


Opportunity Given to Sell More Tail-End Whites but Not a 
Chance for Fall Styles Until Cooler Weather Comes 


LTHOUGH—the continued warm 
A weather has served to put a crimp 
in the buying of early fall footwear, it 
nevertheless has been a big help to the 
Indianapolis shoe merchants in clearing 
their shelves of whites and other summer 
shoes. The hot weather has lasted un- 
usually long this year, so long, in fact, 
that many persons who thought hey 
could get through the summer season with 
shoes purchased early have been forced 
to make later purchases. Saturday, Sep- 
tember 2, was the hottest day of the year, 
the government thermometer on top of 


a downtown office building registering 
96.7. Cool weather is all that is needed 
to stimulate sales, the merchants say, 
and with its arrival they believe the fall 
business will open with a rush. 
Thousands of visitors from all parts of 
the state were in Indianapolis this week 
to attend the Indiana State Fair and 
shoe merchants did not overlook an op- 
portunity to interest the out-of-town 
guests in their fall footwear lines. Practi- 
cally every retail shoe store in the down- 
town district had their show windows 
attractively arranged with the new fall 
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models and used much advertising space 
in describing the many features of the 
various fall types. Many persons who 
come to the fair do their fall footwear 
buying in Indianapolis because of the 
wide varieties to choose from, and the 
merchants have become well aware of 
that fact. 


Store Locations Change 


Two downtown retail shoe stores in 
Indianapolis will change locations as a 
result of the action of the American Shoe 
Rebuilders, which has a chain of shoe re- 
building stores in Indianapolis and other 
cities, in obtaining a seven year lease on 
the store room now occupied by the 
Petot Shoe Company at 48 East Wash- 
ington Street. The Petot Shoe Company, 
through its local manager, L. A. Van 
Kirk, has leased the room occupied by the 
Stout Shoe Store, 12 East Washington 
Street. Edward Stout, president of the 
Stout Shoe Company, has not announced 
the future location of the Stout store. 
The American Shoe Rebuilders new store 
will be the fifteenth to be established of 
the proposed chain of 100 to be placed 
in operation by the company throughout 
the central states. The store, according 
to E. Howard Cadle, president, will have 
all new high-class equipment. Special 
attention will be given to “while you 
wait” service, Mr. Cadle said. 


To Open Shoe Department 


The new Shoe department at the H. P. 
Wasson store will be formally opened in 
the near future. The lease of the Thomas 
G. Plant Company, which owned the 
shoe department in the Wasson store 
expired recently, and with the expiration 
the store announced that it would open 
its own department on the fourth floor. 
The shoe department in the past has been 
located in the rear of the main floor, but 
this space will be taken over by some of 
the other main floor departments. New 
fixtures are being installed and the de- 
partment will be formally opened as soon 


‘as the work is completed. The depart- 


ment will feature I. Miller shoes and will 
be in charge of B. J. Sutfin, who was 
manager of the Wasson shoe department 


‘when it was owned by the Thomas G. 


Plant Company. Mr. Sutfin formerly 
was manager of the I. Miller store at 
at Forty-Second Street and Fifth Avenue, 
New York city. Three new passenger 
elevators are being installed in the Was- 
son store, rest rooms are being enlarged 
and the offices will be moved from the 
fourth to the sixth floor. 


Indiana State Notes 


Kindler Brothers, who operate a re- 
tail shoe store at Huntington, have ob- 
tained a ten year lease on a store room 
at 419 North Jefferson Street and will 
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move to that location on January 1, 1923. 
The room is next-door to the store’s present 
location. 


Logansport. will soon have another new 
retail shoe store as a result of a lease ob- 
tained reeently by the M. Samuels Com- 
pany, owners and operators of a chain 
of shoe stores over the United States 
known as the Newark Shoe Stores. The 
company has leased a store room at 415 
Broadway and will open a new shoe store 
there in a short time. 


Paul W. Landon, for twenty years em- 
ployed by the G. W. Kinney Shoe Stores 
Company, will soon go into business for 
himself. Mr. Landon has obtained a 
lease on a store room at 109 East Main 
Street, Fort Wayne. 


A new shoe department has been added 
to the Moran Clothing Company’s store 





at Brazil, according to a recent announce- 
ment by Martin Moran, proprietor of the 
store. A space in the rear of the store has 
been attractively decorated and refur- 
nished for the fitting of shoes. Florsheim, 
Beacon and other well-known brands will 
be carried, Mr. Moran said. 


Shoe Nine Wins Honors 


The crack baseball team of the Marion 
Shoe Company, Marion, Indiana, won 
the 1922 Marion Industrial League 
Championship recently when it walloped 
the MacBeth-Evans nine by a score of 
18 to 1. The Marion Shoe Company’s 
nine went through the greater part of the 
season without a defeat, but a few weeks 
ago suffered a slump and for a time it 
looked as though its chance for the 
championship was gore. However, it 
staged a wonderful come-back and carried 
off the season’s honors. 





LOUISVILLE 


Mostly Satins and Patents 


ln Patterns Tongue Pumps and One-Straps Lead; Men Buy- 
ing Shoes More Freely 


AKLY fall buying in Louisville is 
largely on satin and patent models, 
with Colonials and one strap pumps tak- 
ing fairly well, although volume so far 
hasn’t been at all heavy, as the vacation 
season is not over and the weather is hot. 
High French heels are taking fairly well, 
although the style tendency is not estab- 
lished very well as yet. Prices are averag- 
ing around $6 to $7. Men’s shoes are 
selling somewhat better than they were, 
while children’s shoes are quite active. 

The fall racing season started August 
30, and will last nine days, ‘to be followed 
by the Kentucky State Fair, September 11 
for one week. This will bring a good 
volume of business to the city. The 
wholesalers have been busy as the Mer- 
chants & Manufacturers Association has 
arranged a two weeks’ special buyers 
period which is now at its height. Trans- 
portation conditions are not affecting 
movement of merchandise from thé East 
to any extent, although jobbers have had 
some trouble in getting shipments out at 
times. 

As a whole the general business situa- 
tion is good, and the outlook promising. 
Collections are holding up well, and 
prospects point to good fall business, as 
labor is well employed, and city and state 
are prosperous. The South in general is 
looking very good as a result of high 
priced cotton. 


Another “Dollar Day” Sale 


The Endicott Johnson store, on Fourth 
street, on August 30, announced d one- 


day, dollar-day sale, in which a discount of 
one dollar was allowed on all shoes quoted 
at over $5; fifty cents on all shoes at under 
$5; and several lots of shoes were offered 
at $1 a pair, including black kid oxfords 
and women’s white canvas pumps. 
Children’s school shoes were also offered 
at a fifty cent discount. 


Factory Surplus on Sale 


The Boston Shoe Co., recently pur- 
chased surplus shoe stocks on hand at the 
plant of the F. E. Reeser Shoe Mfg. Co’s, 
Louisville, and has been offering a special 
sale of this stock at relatively low prices. 


Trading Stamp Decision 
Appealed 


An appeal from decision of the Kenton 
Circuit Céurt, which held the anti trading 
stamp law. ynconstitutional, as did the 
Jefferson Cirucit Court, at Louisville, was 
recently carried before the Kentucky 
Court of Appeals. 


H. P. Selman To Retire 


Announcement was made a few days 
ago by H. P. Selman, head of H. P. Selman 
& Co., that he has sold his interest in the 
store, with the idea of returning to 
Washington, D. C., where he lived prior to 
coming to Louisville about eight years ago. 
The store is one of the 17 store chain of 
the S. M. Goldberg interests. H. G. 
Lewis, who has been operating the H. G. 
Lewis women’s store at Atlanta, one of 


. 
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the Goldberg chain, has come to Leuisville 
as manager of the local store. Harry M. 
Young is in charge of the shoe department 


Grecian Sandals Popular 


Grecian beige sandals which came out a 
short time ago have taken fairly well for 
early fall and summer wear, especially 
among the flappers. Such a shoe is 
attractive and comfortable, and should 
prove a big seller by next year. It is 
reported that Hush Brothers was the first 
local house to show them. 


To Improve Repair Shop 


The American Shoe Repairing Co., 554 
South Fourth street, has taken out a 
building permit for improvements to the 
store, which are to cost around $3,000, 
including fixtures, etc. 





Asks Boys to Write Ads 


Loevenhart & Co., have been featuring 
an advertisment to attract attention to its 
boys’ departments, in which it offers eash 
prizes of $10, $5 and $2.50 for the best 
boys advertisements, written by and 
submitted by boys. 


1000 Pairs at $2.99 


The Travers Company in an effort to 
clean up strap models and oxfords from 
summer stock, is offering a sale at $2.99, 
which is advertised to include 1,000 pairs, 
including all styles, but not all sizes. 





Urge Patent for Street Wear 


The Walkover shop has been advertis- 
ing plain toe patent leather oxfords for men 
at $8) stating that patent leather is worn 
more and more by men—for street as well 
as dancing. 


Green Sole Stitching 


Manager G. B. Hays, of the Petot 
Wundershu Store, is featuring a $6 oxford 
for fall, in black and Tony red, stitched in 
green about the sole, and made with a 
semi wing tip, in a rather brogue model. 


(Dan Cohen Compatiy ‘to 
Open Store |: 


Announcement made at Lexington, 
Ky., a few days ago, is to the effect that 
the Dan Cohen Company, Cincinnati, 
which operates a number of retail stores, 
one of which is at Louisville, will open a 
branch at Lexington about September 1. 
This store will be at 246 West Main Street 
and is now in process of alteration. 


J. Henry Rudy Dead 


J. Henry Rudy, operator of a large 
department store at Paducah, Ky., 
handling shoes, ready to wear, etc., died 
in New York City while on a business 
trip on August 18. Mr. Rudy was presi- 
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dent of the Retailers’ Association of Ken- 
tucky and a progressive business man. 
Just a few years ago he remodeled and 
materially enlarged his store, adding 
several departments at that time. Mr. 
Rudy was 40 years of age. 


New Models are Black 


One of the new models shown in women’s 
shoe by Husch Brothers. is the “Cleo,” a 


new black satin, with covered Louis heel. 
It has very youthful lines, with broad 
ribbon ties, and smartly stitched vamp 
and quarter, the forepart being short, yet 
gracefully round. This shoe is shown at 
$6.50. Another new model is the “‘Sybil,”’ 
a truly Parisian model of patent colt, or 
black satin, buttoning on two sides with 
openwork lattice tongue effect, and 
covered two inch Spanish Louis heels. 
This shoe is sold at $8. 





SALT LAKE CITY 


High Heels Getting Stronger 
Already Predominate, Says One Merchant—1922 Expected 


to Show Good 


NE of the most interesting announce- 
ments in local shoe circles during the 
past week is the incorporation of the Vin- 
cent-Romney Shoe Company, which is 
expected to open a retail store at 108 
South Main Street by the time these lines 
appear in print. The incorporators are 
John H. Vincent of the late Vincent- 
Smedley Shoe Company, East Broadway, 
and lately manager of the upstairs branch 
of the Christensen Boot Shop; Raymond 
Romney of the Z. C. M. I. retail shoe de- 
partment; Tora R. Romney, Mary G. 
Vincent, and W. Simmons. The capital is 
$25,000. This brings the number of shoe 
retailers on the West side of South Main 
Street alone to nearly a dozen, and most 
of them are exclusive shoe stores. 


High Heels Coming Back 


High heels are coming back as strong 
as ever in the opinion of several promi- 
nent dealers. The buyer at one store 
said they already predominated. 

The shoe business here is rather good 
in spite of the fact that at this writing the 
fall season cannot be said to have really 
commenced. Most of the retail merchants 
say August business will be ahead of 1921, 
and, if the railroad strike does not result 
in too much depression, it is expected that 
1922 will be a long way ahead of its 
predecessor. 


Some Interest In Boots 


One prominent local dealer reports more 
interest in high shoes. He said he thought 
a little later on their sales would probably 
amount to 5 per cent of the total sales. 
This is not much until it is considered they 
have been regarded as dead and buried 
for the past two years. 


Williamson Joins Hirschman’s 


Duncan Williamson, one of the best 
known and best liked of the younger shoe 
men of the city, who has been buyer for 
the Robinson Bros. Shoe Company for 
some time past, has joined the Hirschman 


Gain Over 1921 


organization and will be attached to their 
ladies’ department. Another addition to 
the Hirschman forces is L. S. Hutchinson, 
a young man who has been selling at the 
Bell Sample Shoe Parlors. He, too, will 
be connected with the ladies’ department. 


Salt Lake Notes 


All finishing touches have been put on 
the convention programs and everything 
is in readiness for the great event. Fred C. 
Tiedemann is serving as secretary in the 
place of T. P. Hunter, resigned. 


The Commercial Club is raising another 
$50,000 as a special advertising fund with 
which to acquaint the rest of the country 
with the merits of the city and state. 


Death has claimed Dav'd C. Forsey, 
Sr., who was actively engaged in the retail 
shoe business on Main Street some years 
ago until removing to Tintic, where he® 
opened a general merchandising store. , 
Mr. Forsey was 68 years of age and came 
to Utah from England in 1892. 





L. A. Hastings, manager of the Ogden 
branch of the Walk-Over Shoe Company, 
has been transferred to the Portland store, 
according to Harry Cummings, manager 
of the Utah district, who says he will be 
succeeded by Herman Berger, for the past 
two years an employee at the Salt Lake 
store. 


Robert L. Warner of Brighton Ci y, has 
purchased the Economy Shoe Store of that 
place, from S. L. Selvin. Warner has 
acted as manager of the store for Mr. Sel- 
vin since it was opened. 


Shin-O Factory Opened 
Goodman of shoe repair fame, Broad- 
way and Ellsworth, Denver, has opened a 
factory for the manufacture of Shin-O, a 
preparation for all shoes except white, 
that cleans, oils and polishes with one 
application. It is made of animal oil and 





- contains no acids to injure the leather. 


Little Rock, Ark., Notes 


New Shoe Store Opens 


Shelby H. Sevier, formerly with the Gus 
Blass Company and Mr. Glen H. Hughes 
of Wolf & Marx, San Antonio, Texas, have 
opened ““The Specialty Shop.’’ They will 
carry women’s shoes exclusively which 
retail at $4.85, $5.85 and $6.85. Their 
store is very attractively arranged with 
golden oak fixtures. Success seems as- 
sured for these young men as they are 
known among the trade as live wires. 


Install New Manager of 
Shoe Department 


Pfeifer Brothers now have connected 
with them Carl Schuh formerly with 
Boggs & Buhl of Pittsburg, Pennsylvania. 
Mr. Schuh is well known among the trade 
and was for three years secretary of the 
Pennsylvania Retail Shoe Dealers’ As- 
sociation. He is rapidly cleaning up his 
old stock of odds and ends preparatory to 
receiving his new fall line of merchandise. 
Mr. Schuh has made friends very quickly 
with his fellow merchants as he is of the 
likable sort and a very good mixer. 





Preparing Convention Plans 


Oscar S. Poe just returned from the 
Eastern markets, full to the brim with 
enthusiasm regarding the Tri-State Fair 
Association which will be held in Little 
Rock the early part of March. Mr. Poe 
who is president of the Tri-State Shoe 
Retailers’ Association, stated that he had 
the promise of some of the best speakers 
in the National Retailers’ Association to 
be present at the Tri-State Convention. 

Mr. Poe is very positive in stating that 
Arkansas will have the best shoe retailers” 
convention ever held in the South. He 
is basing his statements upon the en- 
thusiasm and co-operation extended him 
by all manufacturers and their representa- 
tives making this territory. 

A. K. Cohen, secretary-treasurer of the 
Tri-State Shoe Retailers’ Association, 
attended a meeting of the Style Com- 
mittee of the National Shoe Retailers’ 
Association. While there he met all of the 
officers of the National who promised 
their entire co-operation to make the 
Tri-State Convention a great success. Mr. 
Cohen also reports that he is gaining new 
members daily and has already an increase 
of fifty per cent in membership. 





A New Incorporation 


The Consolidated Shoe Stores, Inc., of 
Seattle, have been incorporated by F. E. 
Powell for J. L. Anderson and Forrest E. 
Powell. Capitalization is given as $100,- 
000. - 


September 9, 1922 





Septe: 





real 
indu 
ca 
Con 
rece 
mist 
duct 
eyel 














September 9, 1922 


NSPIRED by the success of the Sec- 

ond Annual Merchants’ Convention 
and Exposition, held at the Bell-Street 
terminal of the Seattle Port Commission, 
July 24 to 29, inclusive, business men of 
Seattle have formulated plans for a per- 
manent organization to supervise future 
Pacific Coast Northwest merchants’ con- 
ventions and industrial expositions. 

The boot and shoe trade played an im- 
portant part in the 1922 convention. 
Among the exhibitors were the Boyd Shoe 
& Rubber Company, the Hood Rubber 
Products Company, A. S. Kreider & Co., 
the North Coast Shoe Company, the 
Northwestern Shoe Company, and the 
Washington Shoe Manufacturing Com- 
pany, all of Seattle. 


Close Doors and Hold Picnic Day 


On Thursday, August 10, merchants of 
the Ballard district, one of the largest 
suburbs of Seattle, under the leadership 
of the Ballard Commercial Club and the 
Whittier Heights Improvement Club, 
closed their places of business at 11 a.m. 
and, with their employees, devoted their 
efforts to making a success of the district’s 
first annual community picnic. Valuable 
prizes in cash and merchandise were do- 
nated by the business houses. Retail shoe 
merchants co-operating in the big com- 
munity movement included the Archam- 
beault Company, Inc., the Frank Shoe 


. Company, McGinley’s Ballard Shoe Hos- 


pital, the Quality Shoe Store, Gottstein 
Clothing Store, P. C. Sankey, Chas. Hal- 
verson, Bowman Department Store, Dry 
Foot Shoe Repair, A. C. Rich, Eastern 
Bargain House, U. S. Army Goods Store, 
M. Killberg, Ballard U. S. Army Goods 
Store, and J. H. Olberg. 





Items of the Seattle Trade 


Upon recommendation of the commit- 
tee in charge, it has been decided by the 
executive committee of the retail trade 
bureau of the Seattle Chamber of Com- 
merce to again put on a Fall opening along 
the lines of last year’s, rather than at- 
tempting a fall fashion show. The date 
announced is September 11, 12, and 13. 


E. J. Bliss Says ‘““Wake Up!” 


The people of the United States need a 
real jolt to awaken in them the spirit of 
industry and production, according to 
E. J. Bliss, president of the Regal Shoe 
Company of Boston, who visited Seattle 
recently. “We are all living on false opti- 
mism,” he said. “Business is being con- 
ducted on a new cycle. If the pre-war 


ycle of wages and prices were to be re- 


SEATTLE 
New Prosperity for Pacific Northwest 


To Perfect Merchants’ Organization—First Annual Com- 
munity Picnic—Fall Opening, September 11-13 


sumed, the unemployment problem would 
be solved and prices return to their nor- 
mal level.” 


Bernhard Opens Men’s Shop 


William Bernhard, known as ““The Old- 
time Shoe Man,” has opened a men’s 
boot shop at 817 Second Avenue, featur- 
ing French, Shriner & Urner and Whit- 
man & Keith Company shoes, “Soft Spot” 
pneumatic non-metallic heel and arch 
supports, and Fitz Spri-Foot rubber inside 
heels. Several years ago Mr. Bernhard 
manufactured shoes in this city under his 
own name. He later went into the retail 
business at Second Avenue and Yesler 
Way, but subsequently sold that busi- 
ness and good will. 


An Upstairs Store 


The Dinham-Strehlau Shoe Company, 
which operates retail stores at 1403 Third 
Avenue and 201 Yesler Way, is opening 
an upstairs shoe store in the Arcade Build- 
ing, in the heart of the main shopping dis- 
trict. The new store will have attractive 
display windows at the main entrance of 
the building. 
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Baxter & Baxter Are 
Concentrating 


Baxter & Baxter, 1326 Second Avenue, 
are to feature in the future only Grant 
Flexated and Cantilever shoes for men. 
The store recently installed a Simplex 
Foot X-Ray machine in the Cantilever 
department, to assist patrons in obtain- 
ing the best fit possible in shoes. 


Tenth Annual 20% Day 


On , August 15 the Fraser-Paterson 
Company held its tenth annual 20 per 
cent day. The sale included every de- 
partment in the huge store—shoes, ho- 
siery, etc.—at a straight discount of 20 
per cent. In most departments the sale 
comprised. new fall merchandise. 


Metropolitan Club Formed 


Eighty business men and women of the 
so-called metropolitan district who have 
stores facing Fourth and Fifth Avenues, 
between Union and Seneca Streets, have 
formed a commercial association, to be 
known as the Metropolitan Club, whose 
purpose is to promote co-operation and 
stimulate good-fellowship among mer- 
chants in the metropolitan district. At 
the organization meeting, held August 1, 
a committee was appointed to frame a 
constitution and by-laws. The personnel 
of the new business club includes Ben 
Lindgren, proprietor of the Lindgren Foot- 
Fitter Store, Cobb Building. 





DES MOINES 


School Shoe Business Active 


Wide Top Patent Leather Boot Popular in Top Grades; 
State Fair Gives Trade Temporary Boost 


CHOOL children have been bringing 
much business to local stores, espe- 
cially during the past week. With each 
day bringing nearer the opening of school 
which comes a trifle earlier than usual this 
year, increasing numbers of children came 
to be fitted out. 

Many stores offered gifts in order to 
obtain the school trade. At Younker 
Bros. the most popular of the gifts were 
stilts, one pair being given free with each 
pair of shoes sold. Each store is making 
its own special effort to attract this trade 
which is the nucleus of business of the 
next generation. Among the more 
expensive shoes for little ones, the wide 
top patent leather boot with red trim- 
mings is having a good demand. A great 
deal of attention is being given to obtaining 
a correct fit. 


Good Business Prospects 


The past two weeks have seen one of 
the mést successful of State Fair businesses 
that loeAl retail merchants have experi- 


enced in several years. There was a much 
larger attendance at this year’s exposition 
than that of last year and also several 
previous years. Industrial conditions 
have improved throughout the state and 
with the prediction of an excellent corn 
crop, marketable at a fair price, the 
tendency toward more liberal buying was 
very noticeable. 

Several of the local merchants had 
exhibits at the State Fair this year. An 
exhibit of approved footwear for various 
occasions was given by the Country Club 
Girls of Iowa. At the Iowa State College 
Building proper fitting of shoes was 
demonstrated on living non-professional 
models of all ages. R. W. Sturgeon of the 
Elwell Field Shoe Company was in charge 
of the demonstration. 


Crandall Changes Price 
Policy 
The Crandall Shoe Company has 
changed its price policy to that of selling 
shoes at $5 and $6 only. 
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SNUGLERS 


Wide range of colors, supe- 
rior materials, most comfort- 
able lasts and genuine service, 
assured by expert workman- 
ship! This rare combination 
finds a standard in Snug-ler 
Foot-wear. 





Now is the time to prepare 
for the first fall rush for “felts”. 
You will be sure of profits and 
trade satisfaction if you stock 
Snug-lers. 
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Selling Sneakers for ““Gym” Wear 


The Right Stock in the Right Fitting Makes Money for the Merchant-—Use 
Heavy Model for Basket Ball—A Talk on Other Types 


N SELLING sneakers for gymnasium 

wear the coming fall and winter, 
there are possibilities of laying the founda- 
tions for a good business in athletic goods. 
With sneakers, for gymnasium wear, suit- 
able stockings should also be sold, and, 
perhaps, various supplies for use in gym- 
nasium practice. 

The “gym” person, man, woman or 
child, gets more foot work than in any 
other activities of the day, and that is 
why he requires extra good hosiery as 
well as shoes. ““Gym”’ stockings, take up 
the shock as the ““gym” person bounces on 
the floor, as in a game of basketball. 
Besides, the stockings absorb the per- 
spiration of the feet, and that is quite 
necessary to feet comfort, when rubber 
sole shoes are worn for athletic exercise. 


A Flexible Sneaker for Handball 


Handball, a game whose popularity is 
rapidly increasing in gymnasiums, re- 
quires a light, flexible sneaker, for the 
handball player must be quick on his 
feet. 

Basketball, a familiar gymnasium game, 
requires a heavy type sneaker, with a 
well cushioned sole, to take up the shock 
as the player comes down hard on the 
floor, after jumping for the ball. Also, 
the basketball shoe should lace snugly 
about the ankle to prevent a foot twist. 


Foot-Work for Arch-Building 


Running, jumping, bowling and other 
games each require a special type of 
sneaker, so specialists in each game de- 
clare. But the average “gym” person 
goes in for all around exercise and likes 
a good all around sneaker for his feet. 
Bear in mind that foot-work is a most 
important part of gymnasium practice. 
The old idea of building up the biceps of 
the right arm has vanished from the 
modern physical culture world. Indeed, 
in some gymnasiums there are more per- 
sons building up foot arches than build- 
ing up a strong right arm. There in the 
“gym” is opportunity for the shoe mer- 
chant. 


Good Fit and Fitness Necessary 


It is feared that too many sneakers are 
sold for gymnasium practice in the hap- 
hazard way of the bargain basement 
store. Scant attention is paid to the fit 
of the sneaker to the foot. Also, the fit- 
ness of the sneaker to the game is ignored. 
The buyer picks a pair of sneakers from 
the bargain counter during the summer 
clearance sale, and finding them cheap. 


he takes them to the gymnasium and uses 
them. They may serve him, but it would 
be better all around if more thought were 
given to the matter of “getting more 
sneakers sold right.” 


Two Faults and Their Correction 


Two common faults there are with 
sneakers bought in the careless way. 
They do not fit at the heel, consequently 
the counter is quickly tread over, and the 
skin of the heel is chafed in the process. 
Also, they fit too loosely across the ball, 
and so they fail to give tbe forepart suf- 
ficient support. One practical way to 
remedy these conditions is to fit sneakers 
with the same care that street shoes are 








Get Ready for Big 
“Gym” Trade 


The coming fall and winter 
promises a new high record of en- 
roliment of people in gymnasiums, 
for every live community has its 
gymnasium these days, in its 
schools, or colleges. as well as in 
Re YY. M. C. A, ee ¥.-W. C. A., 
its community houses, or its ath- 
letic clubs. 

So there is a larger field of busi- 
ness in sneakers open to the re- 
tail shoe merchant! 











fitted, and to tell customers about the 
fit of shoes during the fitting process. 

It might be worth while, by the way, 
for a fitting clerk to go into a gymnasium 
to give a short talk on correct fit of shoes. 
“Gym” persons are always ready to 
listen. to a speaker who can tell them 
about ways of keeping. their health and 
activity. t4 

mee je 
weTrim Suggestions 

Window displays of sned@kers, for gym- 
nasium practice, may be elaborated by 
the showing of gymnasium supplies, in 
addition to sneakers and stockings for 
gymnasium wear. Foot powder and foot 
soaps, regular stocks of many retail stores, 
are merchandise that should sell well 
to the gymnasium trade. A few tennis 
balls or hard rubbér balls, both of which 
are used in the game of handball, might 
be added to the stock of rubber acces- 
sories. Then there is the basketball, and 
the medicine ball, and volley bali, all 
leather goods, which can he fitted into 


-pany'’s established 
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the stock of a shoe store; or leather 
gloves that are worn for punching the 
bag, or, sometimes, in playing handball. 


Emulate the Sporting Goods Houses 


The shoe merchant may declare that 
he is selling shoes, not sporting goods. 
But the sporting goods store across the 
street, or even the hardware store, may 
be selling sneakers and other sport shoes, 
as well as sporting goods. So it is up to 
the shoe merchant, according to his cir- 
cumstances, to determine whether or not 
he shall add lines of sporting goods to 
his stock. But, even if he does not, he 
certainly has a chance to make a special 
window display of his sneakers for “gym” 
practice and for bowling, and to add to 
his display various articles of sporting 
goods, which have already been men- 
tioned. 

Get “Gyms” to Co-operate 


Most gymnasiums will be glad to co- 
operate with the shoe merchant in a win- 
dow display, and to provide an assort- 
ment of gymnasium articles for the dis- 
play, because it will advertise the gym- 
nasium as well as the shoe store. Be- 
sides, it is the gymnasium’s business to 
get the right shoes on to the feet of its 
members. 


Betterment in Plant 
Facilities 

The increasmg demand for the prod- 
ucts of the Firestone-Apsley Rubber 
Company has become so apparent to its 
officers that recently plans were adopted 

covering extensivé improvements. 
These plans include the moving of de- 
partments and many changes in plant 
layouts, insuring a steady flow of ma- 
terials through the plant and eliminating 
lost time on the part of the individual 


empl 
4 layouts have ithe 
plant capacity thirty-two per cent and 
with no increase in floor space, which 
permits of more economical production. 
In addition, the company has improved 
its water supply and is installing con- 
siderable new equipment. General il- 
lumination has already been installed in 
several departments, and these improve- 
ments will continue in order to provide 
the best possible working conditions for 
the individual employees. 
The Firestone-Apsley Rubber Com- 
tation for in- 
herent quality is greatly enhanced as a 
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Rapidly Increasing Demand 


for 


Firestone-Apsley 


RUBBER HEELS 





‘DETAILED study of the needs 
of the shoe industry and the 
development of a rubber heel the 
| past three years places the Firestone- 
Apsley Rubber Co. in a position to 
supply the rubber heel requirements 
of thefshoe manufacturers. 





HUDSON 





The Firestone-Apsley heel has won 
approval and distinction, because of 
its finely finished workmanship— 
polished surface—carefully designed 
nail hole button—these special feat- 
ures add greatly to the wearing 
qualities and attractive appearance. 


A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


MASSACHUSETTS 
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result of these betterments in plant facili- 
ties, and at no time in the past was the 
company better prepared to meet the 
demand for its products and render 
prompt and efficient service to its old, 
as well as new, customers. 


Recent Quotations 


Plantations— 


First latex, crepe, spot...... ..@13% 
September. . ..@13K% 
Oatalien Disesuien. . ..@u4% 
January-March. ... ... ..@14% 

Ribbed, smoked chests, spot... ..@13% 
September. .. hes .. «-@13% 
Octeber Decanber.. as 
January- ied. i. :. S ..@14% 

*Brown crepe, thin, clean..... ..@13% 
| Ne ee 
*Amber No. 1.........022- «QBS 
Amber No. 2 ea 
Amber No. 3.............. » @18% 

Para—Up-river, fine......... ..@134% 
Up-viver, coarse........... ..@13% 
*Island fine.. alle 
leland coarse .. pre ison Se 
Caucho, ball, upper.. .. 13%@.. 
Caucho, ball, lower. . ; ‘aaa - 
Cao Sk oxi NS ice 

*Centrals- € corinto.. ers .@10 
~  _irememegnmammete: "+ 

I ovo ue no se caw O10 
*Mexican scrap........... ..@9 
*Guayule, Wet . eos iad ta Se — 
*Guayule, Dry.. ivan | cae 

*Balata—Block, C Saded.. .. .£.@58 
Block, Colombian......... ..@42 
ee sa 
Sheet. . ee eee 

*Benguella, No. 2 et 

*Kassal—Pr. ele ee @.. 
FO) Gb. fisniscm>ddackoaaee tae 

*Nominal 
Scrap Rubber 


Boots and shoes............. 24@ 2% 


Arctics, trimmed. ........... 14@ 1% 
Arctics, untrimmed........... 14@.. 

Inner tubes, No. 1........... 3 @3% 
Inner tubes, No. 2 .... 24%@ 2% 
Hose, steam, fire............ 4@ %& 
Tires—Automobile........... M@ % 





The Cowan Transveyor 


The Cowan Truck Company of Hol- 
yoke, Massachusetts, put into concrete 
form during 1911, an idea for a mechanical 
devise intended to solve the troublesome 
problem of handling and moving material 
in factories, warehouses, and stores. 

In 1912, the idea was first put into 
practical operation. From that time 
forward, it has been instrumental in 
revolutionizing factory trucking and 
material handling. The value of the idea 
was so apparent, and the first machine so 
efficient, that sales were made readily to 
many industries. Tanners and shoe 
factories have apprasied its worth and are 
today large users. 


The use of the Transveyor in connection 
with specially designed “skids,” or plat- 
forms, comprise a system of handling and 
transporting materials about the plant, 
which releases many men for more 
important work. A single Transveyor can 
serve from 50 to 200 platforms upon 
which the merchandise can rest during 
use, or while being moved about. 

During August of this year, the Cowan 
Truck Company made several changes in 
their organization. A material handling 
division was created; Mr. Keith A. Wood 
being appointed Material Handling Engi- 
neer. This division was created to re- 
commend methods of handling all types of 
material. 

The merchandising of the Cowan 
Transveyor also received attention; Mr. 
Frederick Reuckert being appointed Sales 
Manager, to take over all duties pertain- 
ing to the merchandising division. 





N. F. Thayer With Lynn 
Leather Company 


Boston—N. F. Thayer, who for many 
years conducted a leather findings business 
under the name of N. F. Thayer Co., with 
factory and office here and well known in 
this market, has recently become asso- 
ciated with the Lynn Leather Co. of Lynn. 
Forty-six years ago Mr. Thayer started in 
business for himself, and was one of the 
first men in the country to cut taps for the 
findings trade. Mr. Thayer is in charge of 
the Lynn Leather Co.’s Boston office at 11 
High Street from which the Eastern 
territory is handled. 


William Thayer on Sales Staff 
William E. Thayer, son of N. F. Thayer, 
has also joined the sell- 
ing staff of the Lynn 
Leather Co. and will 
cover New England, 
New York, Michigan 
and Ohio territory. Mr. 
Thayer, Jr.,is also well 
known among the find- 
ings trade. He was 


president of the Greater 
Boston Leather & Shoe 
Finders’ Association and 
was secretary of the 
Boston Convention 
Committee in charge 
of the big National 
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Leather & Shoe Finders’ Convention held 
here last July. 





Shortell Plant to Remove 
to Maine 


Beverly Mass.—M. Shortell & Sons 
have leased a shoe factory at Warren, 
Maine, and will move to their new 
location as soon as the orders now on hand 
are under way and the machines can be 
released. In making the decision to 
locate in the little Knox County village, 
the prime consideration was the promise of 
sufficient help. Much of it is skilled, for 
shoe manufacturing has been carried on in 
the town for a good many years. Labor 
troubles in Beverly, and particularly the 
scarcity of stitching room help, led to the 
move. 

The business was founded in 1870 by 
Michael Shortell. In 1887, his son, 
Joseph P., came into the organization and 
now the third generation, James and 
Albert, are associated with their father, 
together with Francis S. Lehan. J. E. 
Fuir is selling their present output to the 
wholesale trade. Shortell & Sons make 
women’s, misses’ and children’s medium 
and fine McKay sewed shoes. 





Low Shoes to Prevail, Is 
Opinion 

The short skirt has played havoc with 
boots for women. Rural dealers have not 
bought boots for Fall and Winter in the 
quantities that they have in the past at 
this time of the year. They have placed 
some orders, but most of the buying has 
been low shoes. 

The skirts are to be longer next Winter 
and Fall and the tendency is for them to 
grow longer for some months, according 
to reports brought from big fashion 
centers. 

Merchants are speculating on what the 
effect of longer skirts on the shoe trade 
will be. Unquestionably it will have 
some inuflence in favor of boots for Fall 
and Winter, but dealers here argue that 
the trend will continue through the Fall 
and Winter toward low shoes. 

Many of the merchants have backed 
this idea by purchasing goloshes again. 

Not much encouragement has been 
given the Russian boot here either. It is 
regarded as an extreme style which prob- 
ably will be taken up by the show girl 
type, but will not 
be worn in larger 
numbers by con- 
servative women. 


If you wish with 
one hand and work 
with the other, you 
will soon know 
which hand oppor- 
tunity will grasp. 
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Comparative Leather and Hide Prices 


Upper Leather (price per foot) 


Pre-War Peak August, 1921 Today 

$0.32@$0.35 $1.40@$1.50 $0.80 90 $0.75 80 

28@ .30 1.40@ 1.50 50 55 45 50 

26@ ‘28 1:30@ 1.40 “45 ‘50 40 45 

18@ :22 "75@ 1.00 28 30 28 ‘33 

16@ :20 65@ .90 26 28 26 28 

45@ 50 1.40 1.60 ‘80 ‘90 70 80 

‘2@ 30 90@ 1.00 ‘38 45 ‘35 46 

‘24@ 26 65@ 70 ‘4 28 20 26 

'35@ :40 1.40@ 1.65 ‘85 @ 1.00 70 “90 

‘23@ ‘30 1.35@ 1.60 70 ‘85 ‘60 “80 

28@ ‘30 1.35@ 1.50 165 70 60 ‘65 

20@ 24 '70@ 1.10 “40 ‘55 “35 ‘50 

18@ (22 60@ 1.00 ‘35 ‘50 “30 40 

-06 12 -20 .36 es 4 - 1S 

25@ ‘30 ‘85@ 1.05 45 ‘50 45 ‘50 

Saseetaie 40@ *.. 1.40@ 1.60 70 ‘86 ‘60 "75 

Sole Leather (price per pound) 

samt $0.32@$0.33 $0.56 @$0.58 a 32 $0.30 32 
Sabesaaah ..@ 36 06 .. 46 50 50 
Me 38@ [39 '92@ .95 ‘55 58 ‘54 
eaanen 46@ (47 98@ 1.05 60 ‘65 60 75 
aah .@ 48 1.15@ 1.25 70 85 70 ‘85 


Raw Hides and Skins (price per pound) 


.14 20 

14 ‘18 ‘igs 
‘12 a 119 
11 jo 16 
07% 134%@ 114 


21 18 -23 
17 15 -20 
16% oe 17% 


(1913 Av.) 
Sain tent 09.28 Sh: eine Sm ° 18% $0.52 _ 
BBarcodoccccocscesceccecce ee . e 
Heavy Texas steers, for sole leather....... “<a 18 os 50 
Light native cows, for side leather.. .. 17 od 62 i 
Branded cows, for light sole leather. ...... oe 17 een 50 -10 
No.1 ys rey pe ey Oy ye ee AS 45 50 0644 
0. City ins for fine calf 

DE NEERIi a cc seaneccvacsss ..@ 1 80@ 1.024% 14 
cigs for upper leather. .............+.++. on 16 65 80 12 
B.A. hides, for hemlock sole leather we 30 42 46 a 








Tanneries Working from 50 to 90 
Per Cent Capacity 


FATHER business continues on a 
fairly active basis, notwithstanding 
the advances which were made 

some weeks ago. Prices are still held firm 
on both upper and sole leather and as shoe 
manufacturers are operating at a fair 
capacity, it means that a considerable 
quantity of leather is being moved. The 
business is not up to what may be con- 
sidered normal. At the same time, tanners 
are operating at from 50 to 90 per cent 
capacity. The prospects are for a continu- 
ance of such conditions through the fall 
months, and if the general industrial situ- 
ation improves, the outlook is good for a 
much heavier leather trade. 


Advance Still Prevails 


There was a temporary slump just be- 
fore Labor Day, but tanners look for a 
continued demand for heavy leather with- 
out much change in the present market. 
Side upper leather is selling on a basis of 
one to two cents a foot advance on practi- 
cally all grades and more interest is being 
shown in blacks. The heavier grades of 
calfskin still sell the best, and the lighter 
weights for women’s shoes are not moving 
as well, and especially since textile goods 
are being used to such an extent. This 
does not apply, However; to’ suede calf, 
which is always in demand for the fancy 


and higher grades of women’s shoes. The 
glazed kid tanners are reported as busier 
and a good season is looked for, especially 
in colors. Not only are the makers of the 
highest grade footwear purchasing kid, 
but there is a better market for the med- 
ium and lower grades. 

Another feature of the market is the 
activity, which continues in patent leather. 
This has been one of the best selling years 
for patent leather since before the war. 
Tanners of patent, however, have had a 
hard season on account of the continued 
rain and are still behind in their deliveries. 
There have been some fairly large sales in 
the West during the past ten days, espe- 
cially of calf and side upper leather. These 
sales were mostly in larger lots. Sales in 
the East are more inclined to be smaller 
and more frequent. 


Better Sole Leather Trade 


The sole leather market is experiencing 
more activity than for some months past. 
Sole cutters and shoe manufacturers are 
buying more regularly of heavy-weight 
stock. The business in union sole is of 
larger volume and for more regular de- 
livery. Union steer backs are bringing 50c 
a pound for standard tannage, cowbacks, 
45c. Tannery-run oak backs are quoted at 
55c for steers and 50c a pound for cows. 


Heavy clear X standard, scoured finders’ 
bends bring from 70c to 85c, and Texas 
X bloom bends from 70c to 75c per pound. 


Heavy- Weight Calf Moving Well 


The heavier weights of calf leather are 
still in best sale, with the top grades of 
full grain, colored calf, quoted at 45c to 
48c per foot. Some of the choice tannages 
bring 50c. The lighter weights sell at from 
42c to 44c and some good grades of leather 
are quoted all the way from 30c to 40c per 
foot, with the lower grades of calf. from 
24c to 30c. There are some job lots on the 
market, but these are fairly well cleared 
up. The top grades of colored suede bring 
from 70c to 80c per foot for the best, and 
good grades of colors are offered at any- 
where from 60c to 70c per foot. Medium 
grades of good ooze leather sell at 52c to 
60c. 


Side Upper More Active 


- Side upper leather is more active and 
there is a fair trade on most of the leading 
lines. Top; grades of colored side bring 
from 28c to 32c for colors, with No. 2 
grade selling at 24c to 26c. Blacks are 
offered at two cents per foot less. There 
are good medium grades that bring from 
20c to 24c and cheaper stock at 20c and 
below. Theré ‘is a good call for kips, veals 
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THE LINE OF LEAST RESISTANCE 


Women’s Turn Novelty Styles That 
Will Retail Rapidly at a Good Profit 


H & E Turns Are in Every Respect Dependable. ‘They Are 
Honestly Made and Well Finished. We Assure Satisfaction. 





IN STOCK 
No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs ‘in 
3-8: 


Quarter. 15-8 Louis Heel.’ --A, 
B, 2144-8; C, 2144-8. Price... :. .$5.00 


IN. STOCK 
Ne. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 
B, 24%-8; C, 244-8. Price......$4.80 


READY SEPT. 22 
No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 214-8; 
C, B46. ‘Paes... .. 5.5.0.5. SRS 
IN STOCK 
No. 155—Black Satin Cleo one strap. 
No cut out. Beaded vamp and Strap. 


15-8 Louis Heel. A 3-8; 5S 
24-8. Price. $5.10 


READY SEPT. 22 
No. 156 (See cut 154) Irene Cross 
Strap. Black Satin Vamp. Black Bro- 
cade Quarter yt collar and _ heel. 
15-8 Louis Heel. A, 3-8; B, » 248: CG, 
2%-8. Price. . a $5.10 


READY SEPT. 22 
No. 157—Patent Chrome Milo Gore 
Front, Colonial. 16-8 a Louis 
Heel. A, 3-8; B, Rec ai —8; C, 2%-8. 
a sin eees . . $5.50 


“EVERY SHOE A 
BUSINESS BUILDER” 



































——WESTERN STOCK DEPARTMENT— 


Carried in stock for at once delivery, Nos. 151, 152, 155. For Sept 22, 
154, 156, 157 by W J. Cully, 316 Paxton Block, Omaha, Neb. 











HOPKINS & ELLIS :: Haverhill, Mass. 
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and heavy waterproof leather for working- 
men’s shoes, and shoes for the agricultural 
section. The mine strike cut into the sale 
extensively of certain grades of heavy 
leather. Top grades of white buck are 
bringing 40c to 46c, with good and medium 
grades ranging from 28c to 38c per foot, 
the genuine buck bringing 70c to 80c per 
foot. 


Patent Leather Trade Still Large 


The sales of patent leather continue 
larger than was anticipated. Tanners have 
been busier than usual, owing to the poor 
drying conditions and are constantly be- 
hind in their deliveries. The export trade 
in patent has also shown improvement. 
The top grades of patent chrome sides are 
held at 45c to 50c and the best patent kip 
is held at 50c to 52c per foot. Some tan- 
nages of No. 1 patent chrome side are 
offered at 40c to 42c. No. 2 leather is 
auoted at 30c to 40c and No. 3 grades 
from 24c to 28c. Colored patent leathers 
are made mostly on order and bring from 
15c to 55c per foot. 


Kid Business Improves 


Glazed kid is a little firmer than a few 
weeks ago and there is also an improve- 
ment in the demand for black kid. This 
does not mean that the demand for-colors 
is in any way losing strength, for the best 
grades of colored kid are very popular, 
and bring prices ranging from 65c to 70c 
for the better tannages and the very choice 
colors and white kid range from 70c to 90c 
per foot. Small skins are in demand and 
there is also an improvement in the call 
for the skins of large spread. Altogether, 
the kid tanners are enjoying a good season, 





New Shoe Store 


Hollander & Funke (basement of Myer 
Siegel’s store), Los Angeles, Cal., also will 
open shoe store in a new department store 
now going up in Hollywood. 

Star Shoe Store, Broadway, Los An- 
geles, Cal. (T. R. Emerson, manager). 

Mudgett’s, Glendale, Cal. (branch shoe 
shop). 

Newcomb-Endicott Company, Detroit, 
Mich. (boys’ shoe department). 

Mudgett’s, Glendale, California. 

W. E. Truitt, Herington, Kansas. 

Frank Schmoyer, Emaus, Pennsylvania. 

Hentges Clothing Store, Mason, Iowa, 
shoe department. 

Max Tapper, Bell, California, shoe 
department. 

Bourgerie Brothers, Minneapolis, Min- 
nesota, shoe department. 

Consumers Shoe Company, Virginia, 
Minnesota, shoe department. 

The Specialty Shop, (Shelby H. Sevier 
and Glen H. Hughes, proprietors), Little 
Rock, Arkansas. 

The Family Shoe Store, Inc., New 
Bern, North Carolina. 
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What Happens to Ankles When 
Shoes Are Low? 


O low shoes make the ankles 
D larger? Huh? Do short sheets 
make the bed seem longer? 

What say the merry chiropodists? 
When your shoes are low your ankles 
grow, is the unanimous opinion of the 
corn trimmers and bunion busters of 
Buffalo. Ankles are like the plague. If 
you don’t confine them they spread. 

A good tip to the young lady with 
ankles that logk like an advanced case of 
elephantitis would probably be to wear 
stilts, although the chiropodists were 
sort of mum on that score. 

A good way to have slender ankles is 
to wear high shoes with broad heels. 
As a matter of fact, high, wide and hand- 
some is the watchword of the in-grown 
nail artists. Or at least that is the im- 
pression the Boot and Shoe Recorder re- 
porter obtained in an interview with 
several of our leading foot specialists 
one day last week. 


What Doctors Say 

But who wants to wear slender ankles 
in broad-heeled, high shoes, query the 
flappers, and probably rightly at that. 

Dr. M. H. Abrogast of 366 Main Streei 
was thoroughly in accord with the theory 
that high shoes make slender ankles. 

“Without a doubt,” he answered with- 
out hesitation when confronted by the 
burning question. “The lower the shoe, 
the thicker the ankle.”’. 

Even the lady chiropodists, who ought 
to be impartial if anyone is, say that the 
upper of the shoe, acting like a corset, 
keeps the ankle from becoming large. 


What Chiropodists Say 

“Ankles are thickened by putting on 
low shoes,” said Miss Louise Elliott, 
chiropodist of 700 Main Street,”’ beacuse 
the sudden change causes more blood to 
flow through that portion of the leg. 
Also the ankle, missing the support sup- 
plied by the shoe uppe:, has a tendency 
to swell. 

“If you wear high shoes all morning 
and then change to low shoes in the after- 
noon, your ankles will sometimes swell an 
inch. 

“Styles in shdes are beceoming more 
sensible,’ continued Miss Elliott. “We 
can probably thank the flapper for that 
—the flapper with her broad-heeled, com- 
fortably toed shoes. There is one thing 
shoe manufacturers overlook and that is 
the fact that normally the second toe ot 
the foot projects the furthest. Shoe- 
makers and designers make shoes as if 
the great toe were the largest.” 


Effect of Goloshes @\ | * 


Dr. H. F. Foster of 550 Elmwood 
Avenue, declared that low shoes 


broadened the ankles like a continental 
education broadens the intellect. 

“There is not a doubt in my mind,” 
he said, after pondering a moment to 
give the question the weighty considera- 
tion which was its due, “that the con- 
tinuous wear of low shoes will broaden 
the ankles. It causes a greater use of 
the muscles and tendons affected,. a 
greater flow of blood and .many other 
things.” 

“How about the wearing of goloshes?”’ 
queried the Boot and Shoe Recorder re- 
porter. 

“Goloshes have quite a decided effect.” 
answered Dr. Foster. “Being worn with 
low shoes the ankle, unsupported, must 
carry much greater weight which in turn 
causes it to enlarge.” 

“Is it a fact,’’ continued the reporter, 
“that because low heels stretch the tep- 
don of Achilles over its greatest arc, 
ankles are made broader in consequence?” 

“Possibly so,” said Dr. Foster, “but 
the breadth of the heel has more to do 
with that than anything else. High, 
wobbly heels cause the ankle to twist 
around a- great deal. This makes for 
greater development of the tendon of 
Achilles.” 


Getting Broader Every Year 


“Do you think because of the con- 
tinuous wear of low shoes that ankles are 
growing broader each yeer?”’ 

“Yes, I do,”’ he answered. 

Dr. Foster is a very observing man. 

Dr. A. M. Schultz of 159 Seneca Street 
was also positive that low shoes make 
thick ankles. 

“IT have never known it to fail,” he 
answered solemnly, when asked his 
opinion. 

Perhaps this is the reason why shoe 
retailers predicted a short life for sport 
shoes and are now prophesying the return 
of 14-8 to 18-8 heels. The “live” ones 
keep in touch with the fickle whims of 
their women customers. , 





Skins Kept in Cold Storage 


They who buy shoes, and are interested 
in the making of them, may be surprised 
to hear that fine calfskins are kept in cold 
storage during Summer months. Creese & 
Cook Company, Danvers, makers of calf 
leather, have in their warehouse a cold 
storage department, like those in which 
beef is kept. The temperature is kept be- 
tween 28. and 34, never more and never 
less. Skins keep perfectly in this tempera- 
ture, and, as a consequence, they have a 
fine uniform grain when they are made in- 
to leather. 
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How Can | Shabilize 
My Shoe Business ? 


Where can | meel! manulachurers, 
salesmen and t'elailers in on the know? 


Where can | crreale the impression 
thal: lm a live one and gel the ideas 
lo beso ¢ 

Where can |help some olher shoeman 
solve lade loubles ¢ 

Where as a shoeman should !spend 


Och. 2-3-4-Sand6 ? 





Answer - Bu alending 


a | Chicago nouns Shoe Exposition 


Palmer House- Chicag O 


Oclober 2-3-4-5 and 6 


c The Clearing House of Bae fu hade hheas 
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(This Department is conducted by Helen M. Haney, Associate Kdilor) 


“Harry” 


Peyton in the Ring 


This Popular Salesman Travels Denver to the Pacific Coast 
for the Churchill & Alden Co. 


S the gates of the Philadelphia 
A Centennial were about to close, 

and the tongue of the old Bell in 
the Cradle of Liberty, Fhiladelphia, was 
telling the world that America had passed 
the milestone of one hundred years of 
American independence, on that date, 
November the first, and in the year 1876 
there was sunshine in one home, in one 


town, across the prairies, “Way out in * 


Iowa.” 
“Way Out in Iowa” 

“Way out in Iowa’”’ it was then to those 
of the East. Train service was not as 
regular as that of today, nor was riding as 
comfortable. One thousand miles seemed 
a long, long trip to the occasional traveler. 

But it is not our purpose to hold a 
dissertation here, either on modes of travel 
or on sections of the country as they 
appeared in 1876. We have a more in- 
teresting theme and the hero of our lead- 
ing shoe traveler story this week is none 
other than the popular Henry O. Peyton, 
who travels the Pacific Coast for the 
Churchill & Alden Co. 

A kindly fate gave Harry Peyton to 
the shoe traveling fraternity when a very 
young man and he whom the members of 
the N. S. T. A. are proud to know and 
meet as a brother, commenced his first 
road activities with the old wholesale 
house of the Terre Haute Shoe Company 
of Terre Haute, Indiana. From a photo- 
graph of Harry. Peyton snapped in: his 
early days as a shoe traveler, we note that 
he is a tall, good-looking chap, of fine 
physique, moreover a good dresser, and 
one whom you would reasonably expect 
rv ry to ween in the front ranks of the 


eae, the East” > 
By many of his customers he was al- 
luded to as “The Gentleman from the 


“‘theStittet for the Seth, 


East,”” because of his refined mode of 
dressing and his freedom from anything 
that savored of pomp or show. His sin- 








Cc. N. FITCH 
Who covers Missouri and Kansas for the M. N. 
Arnold Shoe Company, with a 25 years’ record 
to his credit as a “Glove Grip” booster. Mr. Fitch 
recently returned from a European tour—and will 
soon be in his territory again, visiting his shoe 
merchant friends 





cerity and modest manner quickly built 
for him a wide circle of customer friends. 


To the Land of Promise in 1895 


In 1895, Harry seeing a land of great 
promise in the Middle West and observing 
that the magnet pointed to St. Louis as 
‘sughP relation 
ship with the then young and growing 
Brown Shoe Company. of that city. He 


remained with this house for eight years, 
during which time he mastered the in- 
tricacies of salesmanship, traveling fast 
and furiously to the new towns of the 
Middle West which were springing up on 
all sides. 


That Uncertain River Boat 


He tells us that in the old days, he 
woul pile his shipments on the river boats 
leaving St. Louis, some to go South to the 
Gulf; other shipments to take a week’s 
trip to St. Paul, while still others would 
travel West to find them-landing in 
Montana. 

On account of lack of space, Harry 
would often be obliged to wait for the 
next boat, which might be ten hours late, 
or it might be a day. or more late; that he 
has often retired supposedly for the night, 
only to be called perhaps in a half hour, 
with the familiar call of some big lunged, 
megaphonic voice of BOAT. 


“* Harry”’ Reminisces 


He relates that some rancher’s store 
would place an order running into the 
hundreds of cases, when the town had a 
population of scarcely a hundred, and 
describes interestingly the Saturday night 
visits which he was wont to receive from 
the ranchers and cattle men. 

Further reminiscing Harry tells of the 
times when his trade would say, “Oh, 
Harry, when you get back to St. Louis, 
look me up a car load of flannel shirts,” or, 
“a car of bandana handkerchiefs,” or, 
“mail me up the last prices on wool.” 


Buffalo Bill and the Cowboy 


He also remembers seeing Buffalo Bill 


in his U. S. uniform passing through some 
town onshis-way further seed se 
defiant band of Indians. To the litt 

or girl who has become-semewhat fa ‘ 
with the cowboys of the movies, Harry i ise 
hero and his stories of the West of the old 
days fit in well with the present filmed 
episodes. 
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The Call of the East 

After a faithful service with the Brown 
Shoe Company, he joined the sales force 
of the Hamilton-Brown Shoe Company of 
St. Louis, calling on the best city trade. 
Harry made a decided success while with 
this house, but in the year: 1903, the call 
of the East began to resound in his ears. 
This call became so insistent that he 
finally responded, coming direct to the 
center of shoemaking and shoe selling. 
In 1907, he became affiliated with the 
Bachelder & Lincoln Company, Boston, 
shoe wholesalers, then one of the largest 
footwear jobbers in the world. In 1912, 
The Williams-Kneeland Company, mak- 
ers of men’s fine shoes of South Braintree, 
Mass., recognized in Harry a valuable 
asset to its business and offered him the 
territory of Texas and the Southwest. 
With this firm he remained for one year. 


With Churchill € Alden in 1913 

Just nine years ago, being a great 
admirer of Horace Greeley, he decided to 
follow the latter’s advice of “Go West, 
young man. go West,” so he thereupon 
secured the well-known Churchill & Alden 
line with starting point at Denver and his 
extreme Western point only being limited 
by the Paeific Ocean. 

Harry Peyton a Favorite 

‘To those who make the Pacific Coast 
trade, Harry is as familiar a figure as is 
the gilded dome of Boston’s State House 
and his visits to his trade are as welcome 
as flowers in the springtime. Ever and 
always cheerful and optimistic; ever with 
kindly word and constructive suggestion; 
always gracious and courteous, is it any 
wonder that going up and down the line 
in hotels and stores, one may hear the 
query, “Has Harry Peyton been around 
here yet?” 

No coast man is considered more of an 
authority on trade conditions or the re- 
quirements of his trade than is Harry. 
His decisions are eagerly sought and when 
expressed by him are considered the right 
verdict. 

\/ways Says “Customer First” 

In Harry Peyton’s mind, this one 
thought is uppermost. Those on whom I 
call I shall try to make customers. I will 
not call simply to sell a bill of goods. The 
customer and his welfare are the upper- 
most considerations to Harry. That his 
idea is the right one and has worked out 
satisfactorily is vouched for by the big 
list of customers whom he counts as 
friends, and whom he is always sure to 
hold both as friends and customers. 


Harry is a Busy Man 

Harry is what we would call a busy man. 
On the road he sells shoes: While East, 
between his Boston office and the factory, 
he keeps the days and hours speeding— 
although on Saturday afternoons and 
holidays we have seen him in the latest in 
knickers and sport shoes on the course of 








Interchangeable Mileage 
Hearings, September 26 


By wire from our special correspondent 
al the Nations Capital 


Washington, September 5—Hear- 
ings on the Interchangeable Mileage 
Act will be held before Commissioner 
Meyer here September 26, at the 
direction of the Interstate Com- 
merce Commission. It is believed 
that this hearing will determine 
whether mileages will be issued to 
the public. 

The State Utility Commissioners 
have been notified of proposed 
hearing in order that they may 
make known their position in the 
matter. The general solicitor for the 
National Association of Railway 
and Utility Commissioners, as- 
sumes that a scrip ticket would 
represent only so much cash, paid 
upon the purchase of the ticket, and 
the scrip coupons would be receiv- 
able at their face value for trans- 
portation upon any railroad not ex- 
empted by the commission at the 
established rates of fare. 

The order of The Interstate Com- 
merce Commission in calling a 
hearing says in part: “Unless good 
cause later appears to justify a dif- 
ferent arrangement, testimony shall 
be received upon the following and 
related questions in the order 
designated : 

1—Shall both interchangeable 
mileage and scrip coupon tickets be 
issued and sold? 

2—What rate or rates shall be 
established as just and reasonable 
for each, or either, form or ticket? 
What conditions, if any, should be 
attached to the issuance and sale of 
such tickets by reason of the exist- 
ence of different levels of passenger 
rates in different sections of the 
country? 

3—In what denominations shall 
the ti . * or tickets be issued? 

4—). general at what offices of 
carriers shall the tickets to be pre- 
scribed be available to the public? 

5—What rules and regulations 
for the issuance and use of these 
tickets shall be required? 

6—Shall the tickets be trans- 
ferable or non-transferable? If non- 
transferable, what identification 
may be required? 

7—To what baggage privileges 
shall the lawful holders of such 
tickets be entitled? 








the Woodlawn Golf Club of Auburndale, 
Mass. He also holds membership in the 
Los Angeles Country Club of Los Angeles, 
California, which locality he gives the 
honor of his home. 

And here let us state that Harry is a 
bachelor, although we are at a loss to ex- 
plain the reason, with residence in the 
exclusive Back Bay of Boston, as well as in 
California. He shows partiality to neither 
location, but like a loyal son of the good 
old United States, he pays taxes in both 
territories. 


Ring Picture Looks Like President Harding 


We described Harry in his first year on 
the road as being a tall young man of 
athletic build and a good dresser. He is 
still too young a man to have either of the 
two characteristics of height or good 
physique marred; on the contrary, Father 
Time has given to Harry a distinguished 
appearance, and he is still just as carefully 
groomed. He is also the happy possessor 
of a pleasing smile, although the picture in 
the ring does not show this good feature, 
as it was obtained only by strategy and 
was snapped unbeknown to him while in 
one of his sterner moods. T. A. D. with 
whom we have consulted says that Harry’s 
picture in the ring makes him look just as 
President Harding did when he signed the 
Interchangeable Mileage Bill, and the 
National Secretary is “some” student of 
facial expressions. Our much esteemed 
friend Harry had the honor of handling 
the pen with which the aforesaid bill was 
signed. 

Shake Hands With “ Harry” 

To know Harry Peyton, and know him 
well, is a privilege; not to know him is a 
decided loss, which we do not wish any of 
our Recorder readers to feel. So we here- 
with take great pleasure in introducing 


- him to those of our great household of 


subscribers who may not as yet have met 
him. And to our many thousands of 
readers who know him well, we would say, 
“Shake hands once again with your good 
friend, Harry Peyton.” 


With Wall, Streeter & Doyle 
Company 

J. F. Whitehead has been engaged by 
Wall, Streeter & Doyle Company of 
North Adams, Mass., makers of men’s 
welts, to cover the Southern States with 
that line. Mr. Whitehead, who is a resi- 
dent of Albany, Georgia, is in close touch 
with the trade in the southern territory 
and has a large acquaintance among retail 
merchants. He will soon start with a com- 
plete line of new samples. 





Epstein Traveling the South 


A. A. Epstein, formerly connected. with 
the retail store of Herman Triebitz is now 
representing the Artistic Shoe Company, 
390 Throop Avenue, Brooklyn, and is 
traveling the South. 
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Curtis Garrett Western Sales 
Manager for Cotter 


Curtis Garrett, one of the best known 
salesmen on the Pacific Coast, has now 
been made western sales manager for The 
Cotter Shoe Company. Garrett has 
severed his connections with the W. B. 
Coon Company, which firm he has 
represented for the past five years on the 
Pacific Coast, and will in the future devote 
his entire time to the several distinct lines 
manufactured by The Cotter Company. 
The Cotter Shoe Company introduced 
The Formative Shoe one year ago and 
Garrett carried The Formative Shoes for 
two trips in conjunction with his other 
line. 

“The Formative Shoe” says Mr. 
Garrett, “has had a phenomenal growth 
and several new lasts and patterns are 
being added for the coming season. 





CURTIS GARRETT 
Western Sales manager for The Cotter Shoe Co. 


“The Cotter Shoe Company has for 
years manufactured a strong line of 
popular priced welts for the large retail 
trade confining its efforts to the East- 
ern buyers and has never shown its 
regular line West of Chicago, therefore 
I believe that there is in the West a good 
market for the Cotter product.” 


Optimistic on Western Outlook 

Mr. Garrett will personally supervise 
the sales on both lines, The Formative 
and Cotter’s “Regulars” from St. Louis, 
West, and will engage several salesmen to 
cover the points he does not touch. 

It is the plan of The Cotter Shoe Com- 
pany to have a few exclusive Formative 
Boot shops in the very large cities, these 
to be owned and operated outside the 
Cotter organization. Mr. Garrett will 
have charge of the promotion work in the 
launching of these stores. Garrett has 
recently spent several weeks at the factory 


lining up the new lasts and patterns for 
the coming season and is very optimistic 
concerning the outlook. 


George Sherwood with 
Emerson 


George Sherwood is now enthusiastically 
showing in his territory of lowa, Nebraska, 
Wyoming and Utah, his new and snappy 
men’s line of the Emerson Shoe Company. 
Mr. Sherwood formerly traveled this ter- 
ritory for the Joseph M. Herman Shoe 
Company and altogether has had a road 
experience, and an experience in selling of 
about 16 years, during which entire time 
ue has been identified with men’s shoes. 


“Emerson Lasts Are Snappy” 


He left Boston for his territory on Sat- 
urday, September 2, and ran into the 
Recorder office to say that he had been at 
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merchant usually selected, Mr. Sherwood 
stated that this depended upon the local- 
ity—that the big city merchant usually 
selected eight or ten of the new numbers, 
while the man in the small city would 
select three or four. ‘‘What sells in one 
place does not sell in another place,” said 
George, “‘so we have to be prepared with 
everything that might possibly be wanted 
—staples and new numbers in a wide 
range of styles.” 


Ancestors Were all Shoemen 


Mr. Sherwood is a shoeman, through 
and through, not only was his father in 
the shoe business, but his father’s father; 
his great grandfather, and his great, great 
grandfather—in fact, his ancestry shows 
a veritable ‘family shoe tree,” dating way 
back to the time in “Merrie England,” 
when the shoemaker was the historian of 








GEORGE SHERWOOD 


Who covers Iowa, Nebraska, Wyoming and 
Utah for the Emerson Shoe Company 


the Emerson plant for the past two weeks 
looking over his samples. “My,” said 
George, “‘but the new Emerson lasts are 
snappy; they will especially please the 
young men’s trade; they are dandy fitters 
and lie around the foot just like a glove. 
They are truly dress shoes, full of char- 
acter and graceful lines; and they are 
made in every dress leather known in tan. 
I believe that the dark shades of tan will 
be very popular this season, even more so 
than black.” 


Rounding Toe Is Popular 

The style trend for the coming season in 
men’s is away from the long, pointed last; 
the rounding and receding toes are good. 
We have a very beautiful men’s oxford in 
a dark shade of tan Russia calf; also some 
nifty Scotch grains—in all, I shall have 263 
lasts from which merchants’ may’ take 
their pick.” 

On being asked how many new lasts a 


CLARK BROWNING 


Who is covering the Pacific Coast for Val Dutten- 

hofer Sons Company. Mr. Browning covered 

this territory last season for the Vollman, Law- 

rence Company. He has also been associated in 

the past with eeune wae Rice § Hutchins 
ne. 





the countryside and faithfully fashioned 
shoes in the homes of the good people, 
the while he related the doings of great 
men and great events. 


Joseph Kalisky in His 
Territory 


Joseph Kalisky, who covers Michigan 
and the Northwest for Thompson Bros. 
Shoe Company, has been spending the 
past month in Brockton, Mass. “Joe” 
apparently seems to like this part of the 
country and says that it is the greatest 
part of the world in which to spend the 
good old summer time. Incidentally, he 
has finished packing bis samples and left 
for his territory right after Labor Day. 
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J. C. Wilkins Visits Boston 


J. C. Wilkins of Dallas, who travels the 
“Lone Star State” for the Commonwealth 
Shoe and Leather Company stopped over 
in Boston for a day last week on his way 
home from the Whitman, Mass. factory. 
Mr. Wilkins is a “thoroughbred”. shoe 
man. He has sold shoes on the road for 
the last fifteen years and prior to that he 
conducted a retail shoe business in Mexico, 
Missouri under the firm name of Wilkins 
Bros. His brother is now in business there, 

Mr. Wilkins spoke optimistically as to 
business prospects in his territory. 

Texas,” he said, “which is larger than 
all of the New England States combined, 
is constantly giving new proofs of its 
wealth from oil—the supply seems inex- 
haustible. Recently in Kosse, Texas, a 
well was drilled which gives a daily yield of 
25,000 barrels. Trade conditions through- 
out the entire South are quite flattering. 
And Texas is growing fast. We are build- 





J. C. WILKINS 


Of Dallas, who travels Texas for the Common- 
wealth Shoe and Leather Company 


ing some mighty fine structures in Dallas 
—all high ones—the most lofty being the 
new one of the Magnolia Oil Company, 
occupied by a bank on the first floor, and 
offices throughout, which is 32 stories 
towards the sky. We have one hotel 
which is 25 stories high.” 
Wilkins Enthusiastic Over Line 

Mr. Wilkins came into the Recorder 
office on Saturday, September 2, to pay a 
visit to the editors and to say that he had 
just come from attending one of the most 
interesting and successful Bostonian shoe 
conferences ever; that he and the other 
salesmen were all most enthusiastic over 
their new lines, and that he was about to 
board the train for the Southland with the 
snappiest line of Bostonians which he had 
yet had the pleasure of showing to his 
trade. 


Dave Davis Predicts Good 
Men’s Business 


Dave Davis, the popular treasurer of 
the N.S. T. A. who travels for Thompson 
Bros., visited the Brockton factory the 
past week to make a study of his line of 
fall samples. Mr. Davis states that there 
is every indication men’s shoe busine’s is 
going to be particularly strong this fall; 
that stocks on the retail shoe merchants’ 
shelves are at the lowest ebb, and that 
prices and conditions are right for a big 
consumer demand. 

Treasurer Davis left Saturday, Septem- 
ber 2, to attend a meeting of the National 
Boston Federation of Commercial Travel- 
ers’ meeting which was held the past week 
at Quebec. 


Sol is Back in Dixie 
Thousands of friends throughout the 
South will be glad to learn that “Smiling 





“SMILING SOL” BLUMBERG 


Has returned to “ Dizie Land” with the Bettman, 
Dunlap line 


Sol”” Blomberg, who covered Southern 
territory before the war for the Bettman, 
Dunlap Company will again return to 
Dixie Land with the Bettman, Dunlap 
line. 

Mr. Blomberg has been transferred at 
his request from the Western territory, 
where he traveled since he returned from 
overseas with the A. E. F., to Southern 
territory. He has only one remark to 
make regarding the transfer, namely, “I 
was raised in western North Carolina 
territory and for many years covered the 
whole South and I love it. My family, too, 
is from Dixie; therefore I will be very 
glad to travel and see my old friends again 
throughout the South. 

“The prospect for the Southeast as to 
business is very bright and by hard work 
the boys on the road wi'l do well.” 


Butt With Stone-Tarlow In 
New York 


Irving M. Butt, of whom an excellent 
likeness is shown here, is now associated 
with Stone-Tarlow Company, Inc., of 
Brockton, manufacturers of men’s and 
women’s welts. Mr. Butt, who was for- 
merly with the Commonwealth Shoe & 
Leather Company covering New York 
City trade, will be in charge of the same 
territory with the Stone-Tarlow line 
which includes the so-called Greater New 
York and New Jersey. M. Butt’s head- 
quarters are at Barclay Building, New 
York City, where he carries a full line of 
samples. He is well acquainted with the 
retail trade of Greater New York and 
thoroughly familiar with the requirements 
of city merchants. In connection with his 
work with Stone-Tarlow Company, Mr. 
Butt will have duties in connection 
with the general selling plans of that 
concern. 





IRVING M. BUTT 
New York City Representative for Stone-Tarlow 
Ine., Brockton, Mass. 


Cleveland Boys On Job 


Representatives of the leading shoe 
manufacturers who are stationed in 
Cleveland, were back on the job Septem- 
ber 2, with what they say are the best lines 
of novelties they ever carried. 

E. Stanley Cutter was telling the boys 
what a great trip he made in his automo- 
bile to the home office of the Churchill & 
Alden Company. He went to Boston in 
two days and drove back in two and a 
half days, which is “‘some driving.”” Cut- 
ter says this is not a fish story. 

George W. Woodruff, of the Johnson- 
Bailly line, has returned from Millersburg, 
Pa.; Burns R. Hack of the Hailton-Brown 
Shoe Company from St. Louis, and D. W. 
Brill of the Brown Shoe Company from 
St. Louis. 
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Thompson Bros. Sales 
Conference 


The Thompson Bros. Shoe Company, 
Inc., sales force convened at the Brockton 
factory the week of August 28. After 
going over the samples thoroughly, they 
and the factory and office executives left 
Friday morning, September 1, at 11 o’clock 
by automobile for Ft. Phoenix, Fairhaven, 
where ample justice was done to an ex- 
cellent clambake. 


An Interesting Ball Game 


After the clambake, Thompson Bros. 
Shoe Company’s executives, captained 
by the general manager, L. S. Macdonald, 
lined up on the ball field against the sales- 
men, captained by G. S. Pitcher. Umpire- 
in-Chief W. R. Rehkugel, the far Western 
representative, had complete charge of 
the field and while exceptions were taken 
to a great many of his decisions, Nick Alt- 
rock has nothing on Mr. Rehkugel in any 
way. While the salesmen were “‘snowed 
under,” so far as runs and hits were con- 
cerned, it is well to mention the fact that 
H. T. Baldwin, pitching for the salesmen, 
had “‘Timmie’’ Todd completely baffled. 


Schlesinger Makes Home Run 

J. L. Schlesinger, with an unassisted 
double play, and also the only runner to 
score for the losers, made a home run and 
was awarded the “Decidedly Thompson” 
cordovan pumps. 

Umpire Rehkugel practically broke up 
the game with an adverse decision in the 
last of the seventh inning, in which only 
for reserves being called, would have been 
ducked in the bay by the factory and 
office executives. The following is the line 
up of both teams: 


The Line-Ups of the Nines 

Salesmen—H. T. Baldwin p, A. F. 
Campbell c, G. S. Pitcher lb; W. E. 
Campbell 2b, J. L. Schlesinger 3b, J. M. 
Cummings ss, H. C. Rasmussen, “‘second- 
ary ss,” C. E. Becker, D. Davis, J. Kalin- 
sky, M. Nazro, J. H. Tremble, G. H. Vroon, 
C. E. Gunn, outfielders. 

Executives—Donald Atwood p, ““Tim- 
mie” Todd c, L. S. Macdonald, lb, J. E. 
Small 2b, H. 8. Lewis 3b, C. Bourget ss, 
C. Cole, “‘secondary ss”; F. Richardson, 
B. Leary, E. F. Tilden, outfielders. James 
Allen was official scorer. 


Walter Parsons “On 


Job” 


Walter G. Parsons, representative in 
Buffalo of the McElwain, Hutchinson & 
Winch branch of the International Shoe 
Company with show rooms at 47 West 
Swan Street, Buffalo, has returned from 
a salmon fishing expedition to Newfound- 
land. If Walter’s luck in landing new 
customers is half as good as it was in 
pulling in the piscine species, a nice fall 
business is in store for him. 


Back 
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Joe Byrne’s Fine Work 
Commended 


The R. A. T. S. S. at their August 22 
meeting passed a resolution, amid much 
cheering, thanking “Joe’’ Byrne, as 
chairman of the N. S. T. A. Legislative 
Committee for his untiring and successful 
efforts in securing the adoption of the 
Interchangeable Mileage Bill. A _ letter 
from National Secretary Delany was read 
announcing the passage of the Interchange- 
able Mileage Bill and its signature by 
President Harding. 


The National Secretary Praises Byrne 

The National Secretary wrote in glow- 
ing terms of Chairman Byrne’s fine work 
for this measure and recommended that 
the R. A. T. 8S. S. give Chairman Byrne a 





JACK W. CASTLE 


Treasurer of the R. A. T.S.S. He travels for 
Utz ¢ Dunn, Rochester, N. Y. 


vote of thanks. Chairman Byrne came 
into the meeting as the resolution was 
being read and he attempted to have it 
defeated, but President Beatty ruled that 
the motion was entirely correct and it was 
adopted by a unanimous vote. Mr. Byrne, 
however, refused to vote. 


Byrne Passes on Praise to Delany 

Mr. Byrne said that no one had put in 
as much effort for the passage of Inter- 
changeable Mileage as had Secretary 
Delany. He stated that while he was 
appreciative of the vote of thanks that he 
felt he had done all that he, as chairman of 
the national legislative committee, was 
supposed to do to secure the bill’s adoption, 
yet he felt that the lion’s share of the credit 
should go to Secretary Delany. 


Ernest Daniels Returns From 
East 
Ernest Daniels who is a member of the 


Val Duttenhofer''Son's Company’ sales 
staff covering Kansas and Missouri, re- 
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turned recently from a trip to the East, 
where he was making a study of the out- 
look for fall. 


Bostonian Salesmen Confer 


The sales force of the Commonwealth 
Shoe and Leather Company, makers of the 
Bostonian Shoes, met at the Whitman, 
Mass. factory, the week of August 28 for 
their semi-annual sales conference. 

The early part of the week was spent in a 
general discussion of business problems. 
Charles H. Jones, president of the com- 
pany, on Monday, August 28, addressed 
the gathering on “‘General Business Con- 
ditions,’ and several hours were spent in 
formulating ideas as to the probable trend 
of the market and the laying out of plans 
for general merchandising suggestions and 
helps for the salesmen’s customers. It 
was the unanimous opinion of the meeting 
that general conditions were improving 
and awaited only the settlement of the re- 
maining labor disturbances to start buy- 
ing in a freer way all over the country. 


Advertising is Discussed 


Later conferences were held, touching 
advertising. The company’s sales mana- 
ger; W. A. Taylor, presided, and went into 
details in regard to the extension of the 
sale of Bostonian shoes and discussed 
plans for further developments in that 
line. 

Salesmen Conferees 

The following men were present: J. E. 
O’Brien, J. A. Richardson, John Roedder, 
S. Ruwitch, Donald Brien, W. C. Brien, 
G. W. Butterworth, F. Rowbotham, 
Philip Murkland, John Ford, C. J. Mon- 
son, A. Wolforth, W. H. Davis, J. C. Wil- 
kins, W. D. Wilson, W. F. Elliott, A. A. 
Chapman, J. B. Clark, C. M. Darrah, L. 
F. Eastman, Fred Faulkner, George B. 


’ Faulkner, G. H. Lyte, Charles Jordan, 


Alfred Leren, J. C. Trainer, R. F. Polson, 
R. G. Welden, W. A. McCord. 


Samples are Discussed 


The salesmen spread their sample line 
in the old electric freight depot, and the 
latter three days of the week were spent in 
careful study and detailed explanation of 
the new styles and in the mapping out of 
definite sales policies, in which everybody 
was in agreement. The salesmen left for 
their territories September 5. 

Good Fall Season Anticipated 

The factory will close for the semi- 
annual inventory during the latter part of 
September and it is expected that cutting 
will be resumed in considerable volume 
immediately after the inventory is taken. 
The company has been fairly successful 
this past season in maintaining almost 
capacity operation throughout thé season, 
and it is the confident expectation and 
plan of all concerned that during the next 
season as good or a better record will be 
made. 
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Fall Shoes In? 


Menzies Eastern Men Confer 


The Menzies Shoe Company's Eastern 
sales force held an all business star con- 
ference at the wholesale shoe house of C. 
S. Stearns Company, 564 Atlantic Avenue, 
Boston, on Friday and Saturday, August 
25 and 26. George P. Utley, the vice- 
president and general manager, came on 
from the Wisconsin factory to add fresh 
inspiration to the enthusiastic group. 
F. P. Welsch of Boston, Treasurer and 
sales manager of the C. S. Stearns Com- 
pany, the Boston branch of the Menzies 
Shoe Company, had just returned from a 
sales conference at Fond du Lac, brimful 
of “pep” and confidence in the Menzies 
product for eastern territory. 


1 Big Business Program 


Messrs. Utley and Welsch sent out a 
call for the Eastern men to come to East- 
ern headquarters for a real get together; 
to see the new lines with which they were 
to start out the following Monday and to 
forecast future business by past ex- 
periences. 

At 10 o'clock, August 25, the sessions 
were officially begun. Some one suggested 
about a quarter of three that it was lunch 
time. Mr. Utley looked at his watch and 
found that it was 2 p.m., by Fond du Lac 
time, and moreover high time to partake 
of a delightful lunch which had been 
prepared in a section of the big South 
Station Dining Rooms. 

After lunch, the live-wire workers con- 
ferred over cigars until 8 p.m. The next 
day the same program was repeated. 
About 75 shoes which the Menzies East- 
ern branch carried in stock were thorough- 
ly inspected in their relation to the re- 
quirements of Eastern merchants. After 
a “confab” as to the right leathers, the 
right prices, and other points, it was 

decided that these 75 new lines should be 
cut down to 62 or 63 numbers for stocking. 





8. B. THING & CO. SALESMEN 


Who"'lined up” for a group picture on the occasion 
, August 21, 22, . 1922. Front row— 


Gagyin, W. P. Leitch, E.F. yt F.T. Denny. Si S. Barkin, L. M. a im. A. 
Ru President, F. W. Prior, Chas. Rose, S. W. — Wakeman Brown, B. O. "Porknall. 
Washburn, D. D. Black, Gerald 


Others at convention—Jv L. 


A List of Conferees 


Those present at the conference were: 
B. E. Tripp, covering Central New York 
State; L. E. Darling, Connecticut; C. D. | 
Watson, Massachusetts; F. F. McIntyre, 
New Hampshire; John Daley, Maine; 
Elias Green, New Jersey; Andrew Nelson, 
Vermont; Knute Lundquist, Rhode Is- 
land and Eastern Connecticut; Lewis 
Abraham, New York City; W. J. Rey- 
nolds, northern New York; H. T. Wray, | 
Philadelphia; R. A. McGlashan, western 
Massachusetts. 


| 


Swamped With Orders 


These hustlers went out with a will to 
win on Monday, August 28 and the old 
saying of “Where there is a will, there is a 
way” was exemplified, for Sales manager 
Welsch reports that Boston headquarters 
were being simply “‘swamped” with orders; 
on Friday, Sept. 1, they were over 300 
cases behind on orders for the Menzies 
work and semi-dress shoes. 


W. B. Coon Sales Roster 


Four new men have been added to the 
W..B. Coon Company sales force for the 
fall season. They are: Victor Zorn, son of 
Fred A. Zorn, Buffalo and vicinity; W. G. 
Loftus, Iowa; Harry R. James, son of | 
Willard H. James, Chicago and Cook 
county, assisting his father; E. W. Thuli, 
The Coast from Denver West; Earl L. 
Moore, Illinois and Indiana. Frank S. 
Stevens has had added to his territory 
Kentucky and Tennessee. 

The other salesmen, all of whom are 
now in their territories are D. D. Oster, 
F. A. Zorn, R. E. Patterson, N. Swanson, 
George F. Stevens, W. A. Copithorn, J.C. | 
Hicks, W. H. James, J. H. Dreyer and | 
A. J. Davison. The men are enthusiastic 
over the higher standard of shoemaking’ 
which has been attained. 
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Look them over carefully 
and examine the bottoms 
especially. 


Can you tell from close in- 
spection whether or not the 
soles are best quality? 


When you sell a pair to 
your customer he takes your 
word for it. 


The final test will be in the 
wear. If they give satis- 
faction, you are all right, 
but if they fail to meet the 
expectations of your cus- 
tomers—what then? 


You are the responsible 
party. The complaint will 
come to you and you will 
get the blame. 


Would it not be better, and 
surer, to know that those 
soles are going to wear well 
and please the customer? 


That is why so many buyers 
have insisted upon “Rock 
Oak” being put on their 
Fall and Winter shoes. 


Write today for example 
and see for yourself what 
Extraordinary sole leather 
we are making for your 
shoe bottoms. 


Make this your assurance. 


Rock Cak” 


SOLE LEATHER 


Trade Mark Reg. U. S. Pat. Off. 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Boston St.. Louis 
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BOSTON 


Preparing for Big Fall Business 


Clever Appeals for School Trade—Sale Shoes and New 
Models Harmoniously Commingle—Massachusetts 
Still Leads in Shoe Production 


HOE stores are preparing for a big 

business this fall. There are still 
some stocks to be cleaned out before 
“Full Steam Ahead” can be the order on 
merchandising the new footwear models, 
some of which have arrived and “other 
some” of which are daily arriving for 
the openings which will occur an or about 
September 15. 

During the past week, a pair count 
has been going on in some of the stores— 
in fact this has been a regular monthly 
feature now for some time and those mer- 
chants employing this method have found 
that it has worked out excellently dur- 
ing these days of smaller and more fre- 
quent ordering. 

Attractive School Windows 

Strong appeals have been made for the 
school trade. Last week, two stores’ at- 
tractive school windows were noted. The 
largest display was made by the Gilchrist 
Company, which company used three of 
its Winter Street windows to state that 
it was prepared to look out for the wants 
of the boys and girls of the vicinity—from 
kindergarten up to college age. All three 
windows used the ordinary school slate 
on which to write their messages to the 
public as follows—‘Smart School Shoes— 
Third Floor” The Best School Shoe 
Values for Boys and Girls—Third Floor,” 
and “Going Back to School Sale.” 


Schoolroom Atmosphere Imparted 

The schoolroom atmosphere was fur- 
ther imparted to the window contain- 
ing the “kiddies’ ’’ shoes by a box of 
colored crayons and a scholar’s com- 
panion, the older boys and girls had a 
pad of writing paper and a pencil or two 
added to their display, while the high- 
school and college group were given an 
advance glimpse into the fall of 1922 
schoolroom by a table on which a book, 
entitled “Egypt, Greece and Rome,” was 
thrown into bold relief by a red banner 
on which the words “Boston’’ were writ- 
ten in white letters. A pair of dumb-bells 
rested beside a pair of gymnasium shoes. 
Near by was a box of writing paper and 
a small traveling case, which was open, 
displayed a pair of French blue quilted 
satin slippers. 

Prices on the shoes displayed were 
plainly stated and ranged all the way 
from $2.29 for the small boys and girls 
up to $7.00 for big sister‘and brother. 


Shoes and: Stockings Problem Answered 
In one of the Winter Street windows of 
the Shepard Store, the entire space was 


used to display children’s shoes and hos- 
iery. This window was directly across the 
entrance from the millinery window and 
gave the school footwear window a good 
balance. A slate was also used in this 
window to convey the message of the 
store’s footwear departments, which mes- 
sage was written in white chalk and read 
—*‘An Answer to Your Shoes and Stock- 
ings Problem.’’ No prices were quoted in 
this window. 

Three interior cases in the Temple 
Place shoe department showed a dainty 














One of the new fall styles in black satin with 16-8 
Spanish heel. This yy 2 has a black jet 
beaded ton a, a, by the Jordan Marsh 











array of children’s shoes and stockings 
from soft soles up to those for the older 
children. 


Tuttle Still Cleaning House 


At Henry H. Tuttle Co.’s, the men’s 
window showed oxfords in tan and black 
at $7.00 the pair, while some white buck- 
skins were marked at $6.00. The women’s 
window showed a collection of women’s 
low shoes at $6.50 the pair. A group of 
satin slippers in bright shades, placed in 
the back of the women’s window bore the 
price mark of $1.00. Some special in- 
grained silk stockings were priced at $2.50, 
while some novelty silk hosiery bore the 
pricemark of $5.00. 


Artistic Tongues and Buckles 
Hanan & Son’s windows contained no 
prices... An attractive showing of women’s 
tongue efféots was made in one of the 


windows. ‘The most of these new effects : 
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were trimmed. with rich” buckles of cut 
steel and dull jet. 

At the hosiery department of this store 
buckle and ornament trimming played an 
important part in the display case. For 
instance, near an attractive silk stocking 
a shoe bedecked with a rhinestone or cut 
steel buckle would appear and_ these 
buckles would be thrown into further 
prominence by a brilliantly colored bit 
of ostrich trimming. A black satin one- 
strap, with Spanish heel, was made gay 
with a cerise feather rosette held in place 
with a rhinestone puckle. 


Cirelets of Rhinestone 


Another rhinestone buckle, with a three- 
scalloped top effect, in which onyx was 
interspersed, resembled a miniature dec- 
orated top comb, such as milady might 
wear to adorn her fair tresses. And truly 
could one say “‘O-o!” to another artistic 
buckle, for it was made of two circlets of 
rhinestone, the one overlapping the other, 
each resting on a small bar of rhine- 
stones. These buckles sold at $16.50 the 
pair. 

Walk-Over Store ‘‘Doings”’ 

A call at the Walk-Over Shop, 170 
Tremont Street, on Friday, September 1, 
found Miss Isabel Waugh, the Hosiery 
buyer, busy taking the monthly pair 
count. She had just returned from a two 
weeks’ vacation and was working at her 
task with renewed vigor. Miss Waugh 
explained that besides the monthly pair 
count, a semi-annual pair count in both 
shoes and stockings is made the first of 
each January and July. 

Some new wool hosiery was just be- 
ginning to arrive. This is of light weight 
quality. The wools bought for this year 
are all non-shrinkable and are carefully 
boarded. No orders were placed by Miss 
Waugh on the very heavy wools. She 
states that she anticipates a very good 
season on clocked stockings for street 
wear. 

Irving B. Howe, proprietor of this store, 
is “vacationing” this week. 

Warner Howe, proprietor of the Wash- 
ington Street Store, and Mrs. Warner 
Howe have just returned from a ten 
weeks’ European trip. 


Henry Hagan Helping 
“His Neighbor” 


Henry Hagan, President of the Massa- 
chusetts Retail Shoe Merchants’ As- 
sociation and N. S. R. A. Director, is 
on his yacation this week, but gave up a 
part of it to do “a good turn” for the 
other fellow. In other words, President 
Hagan has been helping his brother mer- 
chants in New York State with his 
fatherly counsel. On Wednesday, Septem- 
ber 6, President. Hagan gave a talk on 
“Style Trend and Prices and the Future of 
the ‘Shoe Business.” 
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Where to Buy 


Women’s Shoes 














PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 
Show Room, Room 435 Marbridge Bldg. 


Factory, 1 ge a 








The WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 

2 In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








Men’s Brown Elk 
Everett True- Form 
Last. 

Price $1.75 
Freeman-Thompsen 

Shee Co. 
St. Paul, Minn. 





Manufacturers “‘Comforets” 











Phillips-Cram Corp. 
Makers of 
Women’s fu: . 
Slippers 
276 RiverSt., Ha verbal, Mase. 

Office 
207 Easex Street 








tal in Medium ands 
16H GRADE 


oRS LIPPERS, 


— Styla/ made 3. Do 1c and 
imported Satin Brocadesand Metal Cloth« 
$2.10 per pair and up 


1 MGUSTIN © _ sewvom 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Girard Arranges Artistic 
Trims 

Peter F. Girard, store manager of 
Hagan’s, has been “right on the job every 
minute” at the store during Mr. Hagan’s 
absence and has been cleverly interspers- 
ing the new fall styles with the less recent 
models. The windows of this store are 
looking very attractive this and last week 
and an artistically arranged front case, 
with buckles and women’s strap effects 
brightened up the interior. 


Big Labor Day Sale 


The Jordan Marsh Company started 
on Tuesday, September 5, its annual 
“After Labor Day Sale,” in which new 
fall merchandise at special prices was of- 
fered, and lots from regular stock which 
were materially reduced in price. In 
this sale, growing girls’ black and brown 
boots, broken sizes, from 2% to 7; also 
misses’ black calfskin lace and button 
boots, broken sizes, 1114 to 2, were of- 
fered at $3.90; a lot of growing girls’ 
shoes in tan and black oxfords and strap 
pumps in a variety of styles, 24 to 7, 
was offered at $3.25; a lot of growing 
girls’ black and tan boots in a variety of 
styles 244 to 7, was offered at $5.45; a 
lot of infants’ brown boots, 2 to 8, was 
offered at $2.35; some children’s boots in 
black kid tan calf and white buckskin, 
button and lace styles, 5 to 8, were of- 
fered at $2.95; some children’s tan elk 
blucher lace boots, 8% to 11, at $3.75; 
growing girls’ black and tan boots, in a 
variety of styles, 214 to 7, were offered 
at $5.45. 


Retail Shoe Salesmen 
Directors to Meet 


A meeting of the board of directors of 
the Boston Retail Shoe Salesmen’s As- 
sociation will be held on September 18. 
At this meeting, plans and policies will 
be discussed for the coming season’s pro- 
gram. President L. G. Hollis, manager 
of the Knickerbocker Shoe Store, West 
Street, who in the past has done such 
efficient work as chairman of the Edu- 
cational Committee, will act on the new 
committee, ex officio. 


R. H. White Has Big August 


The R. H. White Company which has 
a most successful shoe department has 
recently been advertising the fact that it 
has established a new record for August, 
1922, which it claims is the biggest 
August in its history. “In August, 1920,” 
this ad reads, ‘“‘we set a new record for 
this store; then August, 1921, beat 
August, 1920; and now this August beats 
last August by a wide margin.”’ The firm 
attributes this accomplishment, not to 
extraordinary efforts or sales, but to 
satisfactory merchandise, and the fact 


that the ownership of the R. H. White 
Company is vested in fifty-one mer and 
women, each of whom is active daily in 
the conduct of the business. The R. H. 
White Company also claim that the morale 
and loyalty of the store’s personnel is an 
important factor in making possible the 
biggest August in the store’s history. 


H. S. Shields Visits Boston 


H. S. Shields, father of C. E. Shields, 
proprietor of Shield’s Boot Shop, Roches- 
ter, N. Y., was a visitor at the Reoorder 
office the past week. Mr. Shields, Sr., 
is in no way connected with the retailing 
of shoes, but takes an interest in same, 
on account of his son’s interest therein. 
H. S. Shields lives in a little town in 
Pennsylvania, where as he expresses it, 
“Everybody knows everybody else,”’ and 
accompanied by Mrs. Shields, spent a 
day in Boston, looking over the Boston 
market. 


Recent U. S. Census Figures 


““Massachusetts continues to rank first 
in shoemaking among the states in the 
manufacture of footwear,” says the recent 
U. S. bulletin on the census for 1919. 
“The state’s proportion of the total pro- 
duced for the entire industry in the 
United States, however, was 35.3 per cent 
in 1919, as compared with 39.4 per cent 
in 1914, and 41.4 per cent in 1909. This 
proportionate decrease was due to large 
gains made by some other states, since 
there was an actual increase of 1,768,529 
pairs, or 1.5 per cent for the period from 
1914 to 1919. ; 

“In contrast to this slight gain in 
quantity, the aggregate value increased by 
$241,936,378, or 120.6 per cent for the 
same period. 


“The Big Three” 


Brockton, Lynn and Haverhill con- 
tinue “The Big Three’”’ in Massachusetts 
shoe manufacturing. According to the 
recent U. S. bulletin on’ the 1919 census, 
they make shoes as follows: Brockton, 
$81,500,000; Lynn, $66,300,000; Haver- 
hill, $59,600,000. Their combined pro- 
duction of shoes is $207,400,000. 

Lynn produces shoes, leather, cut stock, 
and allied products to the amount of 
$125,000,000 annually. Brockton pro- 
duces $102,000,000 worth, and Haverhill 
$84,000,000 worth. 


Delegation for Deeper 
Waterways Meet 


The New England Shoe and Leather 
Association will be officially represented 
at the Fifteenth Annual Convention of 
the Atlantic Deeper Waterways Associa- 
tion, to be held at Portland, Me., Sep- 
tember 12-15, by the following Special 
Committee: President, Herbert T. Drake: 
Secretary, Thomas F. Anderson; A. N. 
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Blake, President Watson Shoe Co., Lynn; 
R. P. Hazzard, President R. P. Hazzard 
Co., Gardiner, Me.; A. H. Berry, Presi- 
dent A. H. Berry Shoe Co., Portland, 
Me.; A. J. Sweet, President Lunn & 
Sweet Co., Auburn, Me.; Charles Ault, 
Treasurer Ault-Williamson Shoe Co., 
Auburn, Me.; G. H. Bass, G. H. Bass & 


Co., Wilton, Me.; B. J. Rounds, Cushman- 
Hollis Co., Auburn, Me.; E. M. Stevens, 
Vice-President Dingley-Foss Shoe Co., 
Auburn, Me.; Philip H. Fraher, United 
Shoe Machinery Corp., Boston; F. L, 
Small, W. L. Douglas Shoe Co., Brockton, 
Mass.; L. G. Straw, President Marston & 
Brooks Co., Hallowell, Me. 





BROCKTON 


Novelty Soles for 1923 


Fanciful Designs Likely on Sport Footwear, Say Manufac- 
turers—Rubber, Fibre and Combination 
Effects Being Tried Out 


HE developments in men’s and wo- 

men’s sport footwear for the spring 
of 1923 will be, in the opinion of members 
of the Brockton trade, in the direction 
of novelty soles. There are numerous 
evidences of this tendency in the rubber, 
fibre and combination effects being got- 
ten out by numerous concerns and adopted 
to a considerable extent by shoe manu- 
facturers. 

“The consumer has been well supplied 
with fancy color combinations in sport 
shoe uppers,” said the superintendent 
of one of Brockton’s largest factories. 
“For the coming season I think the ten- 
dency will be toward plainer effects in 
uppers and more fanciful designs in soles. 
At least that is the direction in which 
we are working. We are encouraged along 
that line by novelties submitted to us for 
criticism and approval. It is safe to say 
that sport shoes in men’s and women’s 
welts which go out from Brockton for the 
coming season will feature novelties in 
soles to a greater extent than ever before.” 


“Wanted: More Specialties”’ 


This heading of an article recently ap- 
pearing in a well known business publi- 
cation, “Printer’s Ink,” is of interest to 
shoe manufacturers and merchants. The 
idea which is worked out in this article is 
that specialties are the need of every 
trade as a means of developing business. 
The writer speaks of talking with three 
executives of concerns manufacturing 
high grade shoes, and learning from them 
that business is dull. Talking with a 
salesman representing another shoe house, 
he was given the information that busi- 
ness was fine—the reason being that this 
man had a specialty, not handsomer or 
superior in leather qualities, but freak- 
ish, if you will, in one or two respects 
that make for individuality and comfort. 


Brockton Strong on Specialties 
It couldn’t have been a manufacturer 
from Brockton or the Brockton district, 
who was interviewed by the “Printer’s 
Ink” representative and complained lack 
of busmess by not having specialty shoes. 


There is scarcely a concern in this locality 
which has not one or more specialty fea- 
tures or talking points in connection with 
the lines of men’s and women’s welts which 
are produced. This is particularly true 
of the so-called “corrective shoes” with 
which every factory is supplied and on 
which renewed efforts are continually 
being made. In short, to mention 25 or 
30 representative shoe manufacturing 
concerns in Brockton and the Brockton 
district, is to bring at once to mind some 
specialty ,with which they have been 
identified and concerning which they 
have been talking to the trade for a 
greater or less time according to the 
length of their business careers. What- 
ever may be the condition in other shoe 
manufacturing localities, Brockton is a 
city of specialty shoes. 


Shoe Manufacturer Going 
to Europe 


President Harold C. Keith, of George E. 
Keith Company, sails for Europe Sep- 
tember 13. He will be accompanied by 
his assistant, Ernest W. Stedman. Mr. 
Keith’s itinerary will include Paris and 
London. In the latter city he will dedicate 
a new building which is being completed 
where the first American shoe store in a 
foreign land was estabiished by his father, 
the late George E. Keith, in 1900. Presi- 
dent Keith will also confer with managers 
of Walk-Over stores in England, France 
and Belgium. New samples which have 
been shipped from the factory will be 
inspected at that time. President Keith 
plans to return about October 15. 


Brockton Concern Gets 
Special Prize 

At the National Shoe & Leather Expo- 
sition and Style Show, held in Boston in 
July, last, a special prize of $25 was of- 
fered to the advertising department of 
any exhibitor at the show which brought 
out the best mailing piece of advertising 
featuring the show. This special prize was 
awarded to the advertising department of 
the Brockton-Rand Company. Honorable 
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Where to Buy 
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61-67 Navy St. Brooklyn, N. Y. 








Largest manu- 
facturers of 
soft soleleather 
slippers. 


Send for catalogue 


MAID-RITE SLIFPER CO., Ine. 
35 York St., Brooklyn, N. Y. 























E. A. & M. C.Witherell Ce. 
Mamufacturers 
Wemen’s Turns 
Beots and Slippers 


F 
Haverhill, Mase. 


Boston Office 
Rice Bidg. Reom 406 
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Newburyport, Mass. 
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Where to Buy 


Men’s Shoes 
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mention was given to the Emerson Shoe 
Company, Rockland; Stetson Shoe Com- 
pany, South Weymouth; Edwin Clapp 
& Son, Inc., East Weymouth; Thomas 
G. Plant Company, Boston. 


New Shoe Concern 
Incorporated 


Plymouth County Shoe Company is 
the style of a concern capitalized for 
$95,000 under Massachusetts laws. The 
incorporators are Jacob L. Smith, former 
treasurer of the Superior Shoe Company, 
Mrs. Ida Smith, John Kent, formerly a 
foreman in the Superior Shoe Company, 
and Harry J. Feingold. It is stated that 
the new concern has made arrangements 
to take over the plant in Brockton formerly 
occupied by the Superior Shoe Company. 


Shoe Factory Team 
Are Champions 


In the so-called “Twilight League” 
baseball teams from manufacturing es- 
tablishments in Brockton, the team repre- 
senting the Wall, Doyle & Daly factory 
won the championship for the season 
1922. This team won sixteen games and 
lost four. It did not strike its stride until 
the middle of the schedule when it went 
to the front and stayed there. 


Shipments Show Steady Gain 


Thus far in 1922 the shipments of shoes 
from Brockton show an increase of 1927 
cases over the same period of 1921. The 
figures are, 381,501 cases for 1922 and 
379,574 cases for 1921. 





LYNN 


Styles Shifting Rapidly 


Merchants Want to See Boot Samples While Ordering Tongue 
Pumps by Wire—Big Preponderance of Black 


TYLES in Lynn shoes are shifting 

fast these September days. Inquiries 
for samples of boots came in last week. 
Orders for tongue shoes came by telegraph. 
Also, letters came asking if strap styles, 
left over from summer, could be re- 
modeled into tongue style shoes. Last 
makers are busily whittling new lasts, 
while pattern makers are equally busy 
designing new patterns, and the tanners 
are offering new colors, browner brown, 
grayer grays, and blacker blacks. A 
climax is expected in the style situation 
about the middle of September, especially 
in the New York markets, where mer- 
chants will clear stocks and take on new 
goods for the Jewish holidays. 


The Vogue of Blacks 


Black continues the predominating 
color. One firm is cutting 90 per cent 
patent lather. Another firm is cutting all 
black leathers, both patent and dull black. 
Black kid, black suede, black cabretta 
and black satin and brocade are also 
being cut. It is a long time since Lynn 
has made as many black shoes as it is 
producing these days. 

Incidentally, there is a new black calf, 
of the blackest black, that has a lustre like 
that of black satin. 


Inquiries for Boots 


Lynn manufacturers had from New 
York last week, inquiries for “Pull overs” 
of boots. A “pull over” by the way, is a 
sample pulled over the last, but not soled 
or heeled. These “pull overs” can be 
made. quickly. They are made for buyers 
who want to see néw styles quickly. They 
can be made in a day, or less, while it 
takes two or three weeks to make a pair 


of shoes completely. These ‘pull overs” 
thus far made, show boots of black kid 
and of brown calf, 81% inches high, some 
with wave tops, and fairly heavy welted 
soles, and heels of military tread. 


A Flood of Tongues 

Orders for tongue style shoes cannot be 
called a deluge, but they are as near a 
flood of new business as Lynn manv- 
facturers have had for many a day. 
Tongue and gore shoes are wanted chief- 
ly. Some tongue and strap styles are 
acceptable. The shoes are of patent, and 
of black and brown smooth finish and 
suede finish leathers. They are made in 
solid and combination colors. When a 
quarter is of a color to contrast with the 
vamp the tongue is of the same hue as 
the quarter, and also, heels are covered to 
match the tongue. 


90 Per Cent Patent 


Mitchell, Caunt Co., are cutting 90 
per cent patent leather on this shiny run, 
which shows how popular is patent leather. 
Oxfords and strap pumps are made of this 
leather. All patent shoes are the best 
sellers. Patterns of new tongue styles are 
being added to the line. 


Cutting All Black 


Black leather, patent for vamps and dull 
calf for trimmings, and vice versa, is being 
cut by the Travers Co., and no colored 
stock. This is the first time for years that 
this factory has cut black leather ex- 
clusively. It shows the strength of the 
fashion of black. Tongue styles are lead- 
ing novelties. Tongues are of patent, 
with bindings and fancy stitching. (Gores 
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are beneath them. Collars on the circular 
vamps, as well as on the quarters, are of 
dull calf. One unusual shoe is a stagey 
strap pump, with a vamp that looks very 
short indeed, a round toe, and a high heel. 


Theo Ties Reviving? 


Theo ties are new in the P. J. Harney 
line. The ribbon lace passes through two 
sets of eyelets, and fastens in the middle 
of the instep. These shoes are made of 
all patent leather, or of patent and beaver 
suede. Toes are plain. Heels are covered 
to match the quarter. Also, the ribbon 
bow matches the quarter. Tongue styles, 
in all black. all brown, and black and 
brown leathers also are being made. Toes 
are plain, and heels are high, and covered. 


Formatives Production 
Increases 


The Cotter Shoe Co. continues to in- 
crease its output of Formative shoes, for 
immediate delivery, as well as for stock. 
New fall samples of these shoes present 
a combination of style and comfort that 
pleases many merchants. The lasts were 
approved by the Y. W. C. A. The shoes 


are of grades of the sensible girl, who 
wants good looking, good wearing, good 
fitting shoes at a price that she can af- 
ford to pay. Also, the Cotter Co., is 
showing new samples of stiff shank shoes 
for street wear. There are, by the way a 
few boots among them. 


Boots, Tongues and Healths 


At the shop of Cruise, Sullivan Co. 
they are putting in samples of walking 
boots, 8% inches high. But the bulk 
of their business is on tongue style shoes. 
Also, they are making health shoes, with 
steel shanks, riveted in place. Shoes in 
the making are chiefly of black leather. 


His Years Are Many 


In presenting the news, it is worth 
while to remark upon Benjamin Franklin 
Spinney, dean of Lynn manufacturers and 
bankers, for his years are many and his 
life is an inspiration to those who follow 
after. Ninety is the number of his years 
and for 60 of them he has been active is 
banking and shoe manufacturing. He was 
head of the noted firm of B. F. Spinney 
& Co., of Lynn and Norway, Me. He 
continues active in the affairs of the day 





HAVERHILL 


Black Shoes with Ornaments 


Haverhill Working Towards High Throated Pumps and 
Oxfords—Would Like to See Low Heels Extinct 


WRITER for a Lynn newspaper re- 

cently visited Haverhill and called 
on a number of shoe manufacturing con- 
cerns. This writer, who makes a specialty 
of Lynn sboe news, picked out three 
leading characteristics of Haverhill shoe 
manufacturing and kindred lines. These 
are in his opinion, women’s turn novelty 
styles, high wood heels, and shoe orna- 
mentation. 


Light and Dainty as Butterflies 


“The main Haverbill idea in shoe- 
making,” says the Lynn writer, “is that 
of getting out a shoe as light and dainty 
as the wings of a butterfly. Yet they put 
good stock into them. For instance, a 
typical Haverhill shoe has an upper of 
fine satin, and a 8% iron sole, a meaty 
fine grain sole with as much wear in it as 
many a sole on a man’s shoe. But its 
edge is skived water-thin, and it is set 
as firm and as smooth as the edge of the 
brass rule the worker uses. Haverhill is 
working toward high-throated pumps and 
oxfords and is trimming them with 
slides which are masterpieces of the jewel 
makers art so far-as it relates to the trim- 


ming of shoes. They are going strong on . 


the tongue styles and are even trying plain 
pumps made over shapely lasts which 


may be called masterpieces of the last- 
makers art.” 


Ornaments a Haverhill Feature 


In regard to ornamentation in women’s 
footwear in which Haverhill has been 
supreme in the shoe trade of the world, it 
is within the knowledge of most shoe 
buyers that there are several concerns in 
this city identified with the production of 
shoe ornaments on a large scale. This 
is another feather in the Haverhill shoe 
manufacturers’ cap as regards “‘dolling- 
up” his novelty shoes and getting his 
material ready-made from his next-door 
neighbor. On this point the Lynn news- 
paper writer says: 

“Haverhill makes shoe ornaments until 
the showrooms blaze like a diamond fac- 
tory. Buckles, slides and brilliants are in 
high fashion. They loom like spotlights 
in contrast to the. black satin and patent 
leather shoes on» which they are placed. 
It may be that more ornaments are used 
in Haverhill than in any other shoe-mak- 
ing center of the country.” 


Something on Wood Heels 


The Lynn man says: “It is the Haver- 
hill notion that Eve made a pair of Louis 
heels from the wood of the maple “tree 


BOOT AND SHOE RECORDER 113 








Where to Buy 


Men’s Shoes 




















PULLMAN TRAVELING SLIPPERS 
better"than ever in Quality and fit 
ape Trade Mark Pillman® 


CABERETH = $15. ; 
GLAZED KIT Hh hao 
Colorr Black and Brown 
full sizes 3 toll in Stock 
mM. G USTIN Vo. od 








Wwise st 
ye rT South S Street 


Che 
Co VS 6 op nt 


FOR MEN eden at Mass. 








Stock Dept. 5 


Is at Your Service 
THE STETSON SHOE CO. (Inc.) 








Seuth Weymouth, Mass. 














Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory al 
Brockton, Mass. 


























UNION SHOE CO. 


MENS WELTS 





Frederick S. Peck 
Wercester, Mass. 
Men’s. and Women’s 
Sport and College Shoes 
Boston Salesroom 


WORCESTER 207 Essex Street 





t 
} 
H 
4 
; 
4 
; 





114 BOOT AND SHOE RECORDER 








Where to Buy 


Men’s Shoes 


























CRAIG -REED & EMERSON INC. 
h BROCKTON MASS ° 


Boston Office: Room 214, United States Hotel 








TRewson BROS .SHOE ( 
FINE SNOEMAKERS 
BROCKTON 


HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 























Where to Buy 
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that grew by the back gate of the Gar- 
den of Eden, and all daughters of Eve 
who have proper regard for the traditions 
of the world of women should wear high- 
heeled shoes, even as did Eve. The grief 
of Lynn was but a drop in the bucket 
compared to the anguish of Haverhill 
when heels sank to the depths of 9/8 
and 8/8; but the sun shines again in 
Haverhill, for high heel styles have come 
back. To make sure that they are back 
to stay, Haverhill men want to extermi- 
nate the flapper and her freak stylés and 
restore the ladylike girl with her- refined 
fashions.” 


A Wood Heel Center 


“One reason that Haverhill is strong 
for wood heels, is that this city has more 
wood heel factories than any other in the 
United States. Haverhill shoe manu- 
facturers have their wood heels made 
next-door as it were, to their own factories. 
Some concerns operate their own wood 
heel plants. Haverhill wood heels go out 
to the entire country and many foreign 
lands as well. Incidentally, the men and 
women who fasten wood heels to Haver- 
hill-made shoes draw down very sub- 
stantial remuneration. With the high- 
heel business as good as it is at present, 
$75 to $100 per week of steady earnings 


is by no means uncommon in Haverhill 
factories by wood heel fasteners.” 


California Man in Haverhill 


George R. Rule, representing E. A. & 
M. C. Witherell Company of Haverhill 
and Strassburger Stiles, Inc., Brooklyn, 
N. Y., was in Haverhill last week at the 
factory of the Witherell concern selecting 
new samples in preparation for his re- 
turn to the far West. Mr. Rule is fitting 
up new offices and sample rooms in the 
Pacific Building, San Francisco, where 
he will show full lines of the newest styles 
from the two concerns. He travels from 
Denver, west, and is in close touch with 
leading merchants in far Western terr- 
itory. Mr. Rule says that conditions are 
excellent among his trade and that he 
looks for a substantial business with his 
new styles. 


Returns From Western Trip 


Louis Hartman of the Hartman Shoe 
Company returned last week from a 
month’s tour of the Western states, having 
been as far as the Pacific Coast. He called 
on the leading wholesalers in the Western 
states with substantial results as _ re- 
gards the sale of Hartman novelty fabric 
footwear. 





NEW YORK 


Price No Longer an Obstacle 


Retail Merchants Confident That New Styles Will Bring Busi- 
ness—Trend Toward Smooth Leathers for Men, Say Many 


ETAIL business in New York City 

showed little change in the closing 
week in August. The fall season does not 
open strong until after Labor Day and 
the return of New York’s many vaca- 
tioners to their homes. In anticipation of 
fall, however, the merchants have been 
showing fall merchandise in their window 
displays and have had some public re- 
action on new styles and prices. The lat- 
ter is a subject that has been dropped 
from discussion almost entirely. Style 
is now the paramount issue in the minds 
of the merchants. So far as prices are 
concerned the consensus of opinion among 
the merchants appears to be that a stable 
level has been reached and will contin- 
ue through the fall season at least. The 
retail merchants pay little attention to 
the advances that have been made in 
the leather market and generally state 
their attitudes as against any rises in 
shoe prices. 

So far, fall styles have developed 
chiefly along the line of tongue pumps and 
straps. At present the two-strapped model 
appears to be in the ascendency, but this 
is really indicative of nothing at all, in the 
opinion of local style experts, who de- 


clare that next week or next month may 
see one or three-strapped models more 
popular. The average retail merehant 
follows his own judgment and tries to 
sell what he has in stock. In tongued 
pumps there is fairly well defined ten- 
dency toward the large tongued models 
without buckles. Along Fifth Avenue 
fancy buckles have not yet developed 
strongly, but merchants are prepared for 
a good demand for them once fall style 
gowns begin to be worn in profusion. 

The decided shift in gown and cloak 
styles to extremely dressy types is ex- 
pected to bring about a good demand for 
buckles which work in well with the pre- 
vailing mode for costume jewelry and 
other dress embellishments. 

Brown is growing stronger as _ the 
leading color, although black is in good 
demand. Patent leather is selling well, 
although some of the merchants are a 
bit afraid that its popularity is waning. 


. Smooth Leathers Favored 


for Men 


So far there has been little activity 
in fall styles in men’s shees There is a 
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general feeling that the heavy grained 
leathers are due for a slump, with popular 
favor swinging toward smooth leathers of 
lighter stock than those hitherto worn. 
Just what proportion of men will stick 
to low shoes this winter is another ques- 
tion. It is generally felt however, that 
the proportion of low shoes to high shoes 
will be greater this year than it was even 
last year. Some local merchants are pre- 
dicting that this proportion will run as 
high as 80 per cent. 


City Merchants at 
Albany Convention 


Some 30 odd retail shoe merchants 
left here early this week for the New York 
State Convention in Albany. A large 
delegation represented the local city as- 
sociation. 

The next meeting of the Retail Shoe 
Dealers Association of New York will be 
held on Tuesday, September 12, at 12:45 


p- m., at the Park Avenue Hotel, 33rd 
Street and Fourth Avenue. A luncheon 
will be served followed by a business 
meeting at which a prominent speaker is 
expected to address the members. Action 
is expected to be taken on some minor 
changes in the constitution and by-laws 
suggested at the last meeting in the 
spring. It is also expected that a decision 
will be made on the time and place for 
holding the association’s next quarterly 
dinner. 


Kernan on Vacation 


K. Kernan, the popular manager of the 
Queen Quality Boot Shop on West 34th 
Street, left late in August with his wife 
for a boat trip to Savannah and other 
Southern resorts. On August 26th the 
forces of the 34th Street store and the 
Fulton Street, Brooklyn, Queen Quality 
Shop, held their annual outing at Kane’s 
Inn, Pelham Bay Park. 





ROCHESTER 


New Fall Styles Popular 


Decided Improvement Noted 
Even Though Clearance 


HE latter part of the week ending 

September 2, showed a decided im- 
provement in business over previous 
weeks. The new fall styles that are being 
shown in every store window are creating 
great interest and local shoe men feel, 
as soon as the final clearance sales which 
have been holding the center of the stage 
for weeks are withdrawn, that business 
will pick up rapidly. 


Horse Show. Stimulates Business 


The annual Rochester Exposition and 
Horse Show attracted visitors from all 
over the country, and local merchants were 
not slow to take advantage of the oc- 
casion to feature new fall merchandise, 
and reports indicate that a splendid week’s 
business was enjoyed. 

In addition to the Horse Show at- 
traction, Rochester was the mecca of 
hundreds of music lovers and picture 
people who came to attend the formal 
opening of the Eastman Theatre and 
School of Music, a gift of George East- 
man to the city and University of Roches- 
ter, which is said to be, and is without 
doubt, the finest theatre in the world. 


Featuring New Styles 


McCurdy & Co., are featuring three 
new styles for fall called the Charlotte, 
the Marguerite, and the Barrymore, which 
have attracted much attention. The 
Charlotte is a one-strap modei shown in 
black ooze calf with patent underlay, 
also in brown with a black satin under- 
‘ay. The Barrymore is a one-strap model 


in Business on Newer Models 
Sales Are Not Yet Over 


with bow and is shown in patent leather’ 
plain black satin and brocaded satin com- 
binations; bronze satin and dark brown 
satin also in crystal shades for evening 
wear. The Marguerite is a new tongue 
colonial pump in a new otter shade of 
calfskin trimmed with brown kid leather. 

Wm. Eastwood & Son Co. are showing 
women’s straps and oxfords at $9.50. 
Among the women’s shoes are black calf- 
skin and patent leathers, strap slippers 
with perforated quarter and throat car- 
rying medium Spanish Louis heel with 
turned soles. In oxfords, models are 
sbown in tan calfskin, patent leather, 
black calfskin and Scotch grain. 


Back to Regular Hours 


With the advent of September, the 
merchants of Rochester have gone back 
to their regular schedule of store hours, 
keeping open until 6:00 o'clock as on 
other days. 


Miss Rochester Picks 
Smart Styles 


Miss Moon, Rochester’s fairest, who has 
been chosen to represent the city of 
Rochester at the Atlantic City Beauty 
Pageant visited the Shield’s Boot Shop 
last week to select her footwear for the 
trip to Atlantic City. For street wear she 
selected a pair of grey suede one-strap 
with Baby Louis heels. For evening, a 
pair of silvér ‘slippers,’ and ‘for’ general 
wear she selected a pair of black patent 
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leather oxfords made by the Arch-Aid 
Shoe Co., of Rochester, and to complete 
her costume a pair of “Shannahan” silk 
stockings was selected to match each pair 
of shoes, 


To Open Exclusive Men’s 
Shop 


Wm. Eastwood & Sons who conduct 
two retail shoe stores in Rochester, plan 


to open an exclusive men’s shop in the 
Powers Hotel Building on or about 
October 1. Alterations of the store are 
already under way and it is Mr. East- 
wood’s plan to build one of the finest 
shoe stores in New York State. 

With the opening of the new store the 
present State Street store will be closed. 
Johnson & Murphy shoes will be featured 
in the new shop and high grade lines will be 
handled exclusively. 





BALTIMORE 


Big Fall Business Ahead 


Manufacturers, Wholesalers and Retail Merchants Practically 
Unanimous in Expressions of Optimism 


HE local retail merchant has been 
experiencing the usual between-sea- 
son business but is looking forward to a 
banner season this fall. About all of the 
stores are showing advance fall styles, 
but the demand has not been very heavy. 
A great many novelty styles for ladies are 
being displayed, but it is the opinion of 
most dealers that the one-strap styles in 
patents and dulls will be heavy sellers this 
season. French and Cuban heels will be 
in demand and requests for the low com- 
mon-sense heels have been falling off. 
The men’s stores report business as 
being fairly good for this time of the year. 
All the men’s stores are showing fall styles 
and indications are that perforated pat- 
terns will sell big this coming season. 


Wholesale Trade Improves 


The jobber is experiencing a decided in- 
crease in demand and it is the prevailing 
opinion that the coming season will be a 
banner one. Most of the jobbers claim to 
be receiving larger orders than last season * 
and are very optimistic as to the fall busi- 
ness. 

The manufacturers are mostly very 
busy and some report an exceptionally 
heavy business, while some of the other 
factories are not enjoying a very heavy 
demand, but it is the opinion of all the 
manufacturers that this fall will see a 
decided improvement in the manufac- 
turing shoe business of Baltimore. 


Fashion Show a Good Move 


The manufacturers and jobbers who 
exhibited at the Fashion Show are very 
enthusiastic over the results of this ex- 
hibit and many of them secured new ac- 
counts. The show brought many buyers 
to the city and there have been many 
favorable comments by these visitors. 
The local Shoe and Leather Board of Trade 
extended an invitation to the Shoe Re- 
tailers’ Association of York, Pa., to attend 
the show, and. the. invitation was ‘ac- 
cepted by~a large delegation:! These mer-+ 
chants were very much pleased with the 


show and the hospitality extended them. 
One member remarked that if they were 
not asked to attend in a body next year 
he was sure that most of them would come 
anyhow. The show was very beneficial 
to the shoe men of the city and they en- 
tered into the plan with a good representa- 
tion and helped materially to make it a 
success. The local consumers attending 
the show exhibited considerable interest 
in the shoe displays and the shoe booths 
were always places of interest, especially 
with the ladies who were interested in the 
sport styles which were being shown. 


Business Conditions Better 


A recent report of the local Board of 
Trade indicated a slight improvement in 
business conditions and stated that dur- 
ing July ten new industries were started 
in the city and ten expansions made with 
combined investments of $1,274,000. The 
new enterprises and extensions will re- 
quire the services of about 595 employees. 
Building operations have been steadily 
increasing and the report states that July 
showed an increase of 38 per cent over 
June and that during the first seven 
months of this year more dwelling per- 
mits were issued than during the entire 
year of 1921. 

Based on the report of the local Gas & 
Electric Co., indications are that the 
manufacturing business has speeded up 
considerably during July. Considerable 
interest is being manifested in the recent 
report of a salary increase by the Bethle- 
hem Steel Co. and the announcement that 
additional construction is contemplated 
at the Sparrows Point Plant. 


Findings Business Also Better 

P. H. Volk & Co., one of Baltimore’s 
oldest finders, had space at the Baltimore 
Fashion Show, which was an unusual 
venture for a local finder. Irvin: Volk of 
the firm is very enthusiastic about the 
success of the venture and states that his 
firm secured a number of new accounts, 
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and the interest manifested by the patrons 
of the show was very encouraging. The 
booth of this company was in the midst of 
the shoe dealers’ section and everything 
handled by an up-to-date finder was dis- 
played in a very artistic manner, from 
sole leather to display fixtures. The firm, 
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in addition'to having a booth, furnished 
bathing slippers for most of the episodes 
requiring bathing costumes. The present 
firm has been in existence since 1880, 
having taken over the business of E. 
Larrabee & Sons after they had rounded 
out 50 years in the findings field. 





BUFFALO 


School Shoe Trade Good 


Increased Demand for Women’s Shoes Also Noted with 
Colonials and Cross Straps Leading 


USINESS took a decided turn for 

the better, especially for Buffalo’s 
downtown retail shoe merchant’s during 
the last week of August while September 
opened up in decidedly satisfactory fash- 
ion. The reopening of the schools Sep- 
tember 6, stimulated demand for youths’ 
and young girls’ footwear, while the advent 
of fall fashions brought forth a brisk 
inquiry for appropriate shoes. 

Early indications point to good demand 
for Colonials and cross-strap effects in 
turns with half Louis and Spanish heels, 
as well as welts in the various strap effects 
with Cuban heels. Blacks are expected 
to out-sell any other shade during the 
autumn, 

The return to the city of thousands who 
have summered at the beaches and other 
inland resorts nearby as well as a decided 
improvement in the car strike situation 
has perceptibly swelled the shopping 
crowds. Service on the main line, all 
of the South Side lines and several on the 
northeast side have shown a big improve- 
ment as the jitneys thin out under the 
intensive drive of the authorities and the 
removal of policemen from all cars on 
Monday gave courage to those who pre- 
fer to use the trolleys, inasmuch as it 


showed that the city officials regarded the 
strike as good as broken. Total absence 
of violence in the past two weeks like- 
wise had a reassuring effect. 


Big Delegation at Albany 


Buffalo sent a large delegation to the 
annual convention of the New York State 
Retail Shoe Dealers at Albany, the local 
party leaving here by auto on Sunday 
morning. The delegation was headed by 
C. H. Barton, president of the associa- 
tion, and included Frederick Becker, 
State Secretary, Ollie La Reau, and C. I. 
Lanich, president and secretary respec- 
tively of the local association, Jacob 
S. Meyer Herman Meyer and Harry 


Colgrove. 


Men’s Store for Niagara Falls 


The Katz and Ghinasin Quality Foot- 
wear, Inc., of Niagara Falls, capitalized 
at $15,000 has filed a certificate of in- 
corporation in the county clerk’s office 
at Lockport. The firm will handle a full 
line of men’s, women’s and children’s 
shoes and rubbers. The directors are 
Abraham and Goldie Katz, Samuel and 
Rose Ghinasin, all of Niagara Falls. 





CHARLESTON 


Big Possibilities for Shoe Wholesaling 


Charleston Shoe Jobbers Show Rapid Growth—Much Is 
Expected of New Concern 


HE Charleston Shoe Jobbers, which 

were organized and began business 
about the middle of May, declare that by 
their rapid growth they are thoroughly 
satisfied that the wholesale possibilities of 
this city are practically unlimited and 
they feel certain as to their success. The 
results already have been satisfactory 
and the future is bright. A traveling sales- 
man is on the road for this young firm, 
and special inducements are being offered 
to bring’ the trade to this ‘city. Louis 


Jacobs; one of the best: known shoe mier~' 


chants in South'Carelina, is president 
of the company; and A. Struisner, a former 


merchant tailor, is secretary and treas- 
urer. Mr. Jacobs is also proprietor of the 
Jacobs Shoe Store (retail) and has been 
in business here for the past twenty-five 
years. 


Man With Vision Needed 


Much is anticipated from this new 
jobbing concern, for while Charleston 
ranks high as a jobbing center in many 
lines it is weak in the shoe line. The 
Charleston American recently had a per- 


tinent editorial on the subject: of Gharles- - 


ton as cas jébbing' ceritér;and “touching 
upon boots ‘and»shoes, said:in part; “We 
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rank very high as a jobbing center in 
all lines but two, although we have even 
in these two lines—dry-goods and boots 
and shoes—little houses whose business 
is limited In the past our whole- 
sale boot and shoe business stood up in 
a class by itself in this part of the country. 
The field is indeed very inviting for 
men with vision. 


A Well Located City 


“We are so well located from the water 
and rail angles as shown in the success of 
the other lines which depend as much on 
water and rail as the boot and shoe line 
does. We have so many examples of 
success due entirely to brainy men at 
the head of these other lines that the 
conclusion is inevitable that if we could 
only get some brainy men to come in 
and start in the boot and shoe line, 
success would be assured. The old shoe 
merchants are dead or they have moved 
away, gone back maybe to Boston from 
where they came, and they have left no 
traces of their greatness behind them.” 

Detrick Reports Optimisti- 

cally 


T. A. Detrick, district manager of the 
Newark Shoe Stores Co., was in the city 
recently visiting the company’s store at 
439 King street. Mr. Detrick is just 
winding up a tour of inspection of the 
Newark stores in the South and reported 
a bright outlook for fall business. 





Atlanta Notes 


Frank Stevens, manager of the Ladies’ 
Shoe Department for the George Muse 
Clothing Company, spent his summer 
vacation the latter part of August on a 
fishing trip in the North Georgia lakes. 

S. R. Turner has been named manager 
of the juvenile shoe department and the 
under-price cash basement, for the Fred 
Stewart Shoe Company, Atlanta, to suc- 
ceed H. E. Maddox, who resigned recently 
to enter the shoe business on his own 
hook. Mr. Turner has been with the 
Stewart company for eight years, and re- 
cently has been in charge of the men’s 
shoe department. Alva Stewart, who has 
been with the shoe store of Volk Brothers, 
of Dallas, Tex., has joined the sales forces 
of the Stewart Atlanta store in the 
women’s department. 

Due to the railroad strike holding up 
deliveries to some extent, retail mer- 
chants over the Southeast are using the 
motor bus freight lines to a larger extent 
than ever before. Motor bus systems 
now operate in all of the smaller towns 
and communities, and immediate ship- 
ments are possible from the market centers. 

L. W. Bundy, who has been assistant 
manager of the Effird Department store 
at Wilmington, N. C.,,for some time, has 
been named manager of the company’s 








store at Greenville, S. C., assuming his 
new duties the latter part of August. 

Shapero’s Inc., is the name of a new 
department store company recently or- 
ganized and incorporated to establish a 
store at Union, S. C. N. Shapero is presi- 
dent of the new company. 

Charles R. Moore, a prominent retail 
shoe merchant of Charlotte, N. C., for 
many years one of the owners of the Gil- 
mer-Moore Company, died recently at his 
Charlotte home at the age of 61 years. 
He retired from active business life about 
a year ago. 

Joe Clisby, of Macon, who is president 
of the Southeastern Shoe Retailers Asso- 
ciation, has just finished an exhaustive 
investigation of retail shoe conditions over 
the Southeast for the National organiza- 
tion. Mr. Clisby states his investigation 
showed the retail shoe business te be in 
healthier shape than it has been for some 
years. 

The Brown-Belk Company, a large de- 
partment store at Greensboro, N. C., has 
started the construction of a department 
that will be known as the Bargain Base- 
ment. It will handle all odds and ends, 
etc., on which prices have been reduced. 

The wholesale firm of the Henegar- 
Dooley Shoe Company, of Knoxville, 
Tenn., has increased its capital stock to 
$200,000. The company jobs over the 
entire southeastern territory. 


Monteau-Maddox-Nash Co. 
Opens 


Gus Monteau, Ed Nash and H. E. 
Maddox opened a new retail shoe store in 
Atlanta the latter part of August at 112 
Peachtree street, in the downtown retail 
shopping district, under the firm name of 
the Monteau-Maddox-Nash Co. H. E. 
Maddox, in charge of the children’s de- 
partment, was for serveal years manager 
of the juvenile shoe department of the 
Fred S. Stewart Co., Atlanta. Mr. Mon- 
teau, who has been fifteen years in the 
shoe business in Atlanta, is in charge of 
the ladies’ department, and Mr. Nash, 
in the business for several years at Athens, 
Ga., is manager of the men’s department. 
On the opening day a pair of silk hose was 
given free with every pair of women’s 
shoes sold. 


Discount Rates Unchanged 


Contrary to the expectations of south- 
ern manufacturers and retail merchants 
the Federal Reserve Bank of Atlanta has 
failed to reduce its discount rates, and will 
probably not do so at once, according to 
M. B. Wellborn, governor of the bank. 
The present rate is 4 1-2 per cent and a 
reduction to 4 per cent was looked for 
following similar action by the reserve 
banks in other districts. Ratio of the At- 
Janta bank is now the highest in the coun- 
try with the exception of Chicago. 
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Shoe Shop Celebrates Twelfth 


Birthday 


Suceess Has Been Won by Giving Honest Values for Honest 
Dollars, Combined with High Grade of Service 


Santa Barbara, Cal.—Michael A. Levy’s 
shoe shop was twelve years old on July 24. 
Twelve years of successful merchandising 
tells briefly the splendid progress which 
M. A. Levy, owner and manager, and his 
assistant, Andrew McIntyre, have made 
in the business building of a retail shoe 
store, which has climbed to the front ranks 
of service to the people of this city and a 
wide radius of surrounding territory. On 
July 24 the Santa Barbara Daily News 
published an “M. A. Levy Edition” of 
twelve pages, in which a story of the 
growth and progress of the Levy Shoe 
Shop was told, and in this twelve-page 
section also was a goodly amount of ad- 
vertising on men’s, women’s and chil- 
dren’s shoes and hosiery; also on shoe 
novelties in ribbon and other shoe laces, 
rhinestone and steel ornaments and buckles 
and bows. 


A Store That Is “Different” 


This business was first opened at 830 
State Street in 1910, and for that period 
was a well-equipped shoe store, having 
many new features. It was furnished in 
Mission style, with individual chairs and 
low shelving. In 1918 Mr. Levy moved 
into his present home in the new building 
which he had just completed at 913 State 
Street. In keeping with the spirit of 
Santa Barbara, which draws its charm 
from the old Spanish atmosphere still per- 
vading all parts of the city, Mr. Levy 
planned his present place of business with 
the idea of making it “different” and to as- 
sist in maintaining the distinctive char- 
acter of the city. 


Attractive Exterior and Interior 


The exterior of the building is pleasing 
to the eye and harmonizes with other 
business structures, partaking of an archi- 
tecture apart from the staid, prosaic kind. 
The store’s display windows are large and 
are always well arranged. The store’s in- 
terior is paneled throughout in dark wal- 
nut, with individual chairs of the same 
finish. On the hardwood floors there are 
Oriental rugs in rich colors. There is a 
mezzanine balcony circling the store, with 
commodious offices in the rear. The sys- 
tem, of ventilation is perfect, through 
many skylights and open windows. The 
store is illuminated by a system of indi- 
rect lighting, which casts a soft, mellow 
light over all. On the lower floor at regu- 
lar intervals are mirrors and cases set into 
the walls, containing attractive shoe and 
hosiery displays. In the center is the 
cashier’s eounter, at which one may find 
displays ef the latest patterns of hosiery, 


buckles, ornaments, and other shoe find- 
ings. 
Features Sport Styles 

Levy’s Shoe Shop claims that it was 
the first shoe shop in Santa Barbara to 
adopt sport styles. For years it was the 
only shoe store in this locality to sell sport 
shoes, and today about three-fourths of 
its business is done on sport shoes. In ad- 
dition to shoes, this store has a splendidly 
equipped hosiery department, which is 
constantly growing. The best lines of 
hosiery are carried in stock, and here, also, 
the shop maintains its reputation for the 
latest styles and best yarns and weaves. 

An up-to-date repair department, with 
expert repairers and latest machinery, is 
another important store feature. 

An attractively arranged children’s de- 
partment is another good paying depart- 
ment. Mr. Levy recognizes that the 
greatest care should be taken with the fit- 
ting of the feet of the little folks. 

A shoe shining section, in charge of a 
capable and obliging man, who has grasped 
the service spirit of the store, is a depart- 
ment which is well patronized by the 
public. 


Good Employer-Employee Co-operation 


Realizing that efficiency is weakened 
by the strain of long working hours, Mr. 
Levy has inaugurated the plan of an 84- 
hour day, which are less working hours 
than those enjoyed by any other Santa 
Barbara shoe shop, and Saturday after- 
noons at one o'clock during July and 
August. A splendid testimonial to the 
spirit of co-operation which exists be- 
tween employer and employee is the length 
of time the various members of the sales- 
force have been with the Michael A. Levy 
Shoe Shop. 

The assistant manager, Mr. McIntyre, 
has been affiliated with the business since 
its opening day, twelve years ago; Mr. 
Boek, ten years; Mr. Marton, nine years; 
Mr. Whitney, five years; Mr. Moulton, 
five years; Mr. Mostiero, ten years, and 
Miss Wilkins. cashier, three years. 


Popularity Through the Right Policy 


The success which has come to the Levy 
shop its owner attributes to the faithful 
carrying out of the, theory that a cus- 
tomer is always right; giving the best for 
the money—honest values for honest dol- 
lars; the keeping abreast of the times, and 
the best materials and workmanship in 
merchandise. These principles, with a 
high quality of service in which ‘courtesy 
plays an important part, have made Mr. 
Levy’s shoe shop a popular trading center. 


119 


From Shoe Buyer to Store 
Owner 


Ithaca, N. Y.—Brother shoe buyers, 
shoe travelers, and the trade in general, 
will be pleased to know of the big success 
which has been made by Shoe Buyer 
George J. Pickering, who after many 
years with the very successful department 
store of Buttrick & Frawley, Inc., of this 
place, has now become part and parcel of 
the firm. Mr. Pickering’s well-deserved 
promotion came about the first of May, 
1922, when Herbert A. Buttrick, one of 
the former partners, on account of poor 
health, retired from business. In a 
signed statement, which was published in 
the daily papers of Ithaca, Mr. Buttrick 
said that it had been his hope, when the 
time came for him to retire, to have his 
faithful and efficient helpers—Messrs. 
McCarthy, Pickering, and Sammons— 
take over a large share of his interest in 
the business. “This hope,” continued 
Mr. Buttrick’s letter, “is about to be real- 
ized, and now my earnest wish is that the 
confidence and good will accorded this 
store in the past will be perpetuated and 
that these young men will reap the bene- 
fits of their faithful service during my 
many years of upbuilding. 

This store conducted a fifteen days’ dis- 
solution sale, which commenced May 11, 
in which $75,000 worth of men’s and boys’ 
wearing apparel, including shoes, was sold 
at low figures. Mr. Pickering is a very 
good friend of Charles Jordan, who travels 
for the Commonwealth Shoe and Leather 
Company, Whitman, Mass., and it is 
through Mr. Jordan that this good news 
has been received by us. 


Where to Buy 


Ballet Slippers 



































Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1:35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave] Boston 
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Fie i SS= we 


_£5 Ee i WS 


T= two extremes of beauty in female dress are represented 
in the all-enveloping, but form-revealing, thin stola of the 
Grecian woman of 325 B. C., and the healthful though skimpy 
body covering of our modern American maid. 


Through the ages intervening, the costume of woman has 
been a series of smothering monstrosities, apparently cut out 
with a jig saw, concealing not only the entire form, but even 
the feet and much of the face. 


Ts mode of the moment that so frankly reveals the lower 
extremities has created a footwear consciousness unparal- 
leled in history, as evidenced by the general demand among 
shoe buyers for such a detail of shoe adornment and utility 
as the Diamond Brand Fast Color Eyelet. 


It is the retailer of superior intelligence who draws the atten- 
tion of his stylish woman patron to the eyelet that never 
wears brassy—the Diamond Brand Fast Color Eyelet—found 


in better footwear. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A.E.GOODWINS 


| “SHADOW SHOE” 


Opus laggy se 
ib Wi 


Re 























































/ \\ Mr. Goodwin has found a practical means 


LYNN LAST COMPANY 


LYNN, —— MASS. 


— 


Put Style Right on 
Your Last 


SHOW PATTERN LINE | 
ON STYLE FOOTWEAR , 
You can answer the question “Will the last 


show the style and the style fit the last?” by 
using the “Shadow. Shoe.” 















~ of beautifully tinting actual colors on various 
lasts so that koth manufacturer and dealer 
can see at a glance how any desired pattern 


will look on the finished shoe. 


This is an innovation that is attracting 
tremendous attention. 





Send for Particulars 











TURN YOUR DEAD STOCK INTO MONEY 


)y 


BEFORE AFTER 


ACT QUICK 


We have converted old styles for numerous shoe dealers 
throughout the U. S. Let us prove to you that we can 
make your old styles attractive and salable. 














Send us your old styles you have in stock. 
We put in quarter lining, redress the shoes and re-mark 
sizes. 


Absolute fit and workmanship guaranteed 


H. B. SHOE REMODELING,©O. 
63 EAST 9th STREET NEW YORK, N. Y. 














“OLD RELIABLE’? Brands of 
SHOE LACES 










“RADCLIFFE” Narrow Flat Mercerized, 
‘““YALE,” “DUDLEY” and “C’’ Round 
“THE QUALITY THAT SELLS”’ 
Your Jobber Can Supply You 
)MANUFACTURERS 


FRANK W. WHITCHER CO. 29872 U.S.A. | 







The Boot ard Shoe Recorder will appreciate your mentioning the publication in replies te advertisements 
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Assure Yourself That You Are 


Assuring Your Customers 


HETHER it is buying automobiles or shoes, the 

American public is demanding surety in every pur- 

chase. The individual part is receiving a closer 
scrutiny then ever before. 


This is the result of education—a vast amount of money 
has been wisely and scientifically invested in advertising. 
The public now knows the whole is no stronger or better 
than the important parts. 


By what means have certain automobile companies gained 
quick and complete public confidence and a resulting phe- 
nomenal sales record for their cars? By using standard, 
advertised parts in their equipment— Timken bearings, 
Delco ignition systems,Goodyear and United States tires, etc. 


The public trusts the car because it trusts the parts. 


This same confidence is being exhibited by the shoe mer- 
chants. Today we see the largest orders coming in from 
merchants who strictly specify advertised leathers, rubber 
heels, linings, soles, box-toes, satins, etc. 


This is the true spirit of the times. Confidence begets 
confidence. The merchant who has been educated to a 
point where his belief in a shoe part makes him demand 
it in his order, will sell those shoes with added confidence 
and a faster turn-over. Assure yourself that you are 
assuring your customers—be they shoe merchants or the 
buying public. 


It has been the Recorder’s privilege to bring to its 
subscribers the news concerning all standard materials. 




















2 ‘ ~ 
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Ellis, Eddy Stock Shoes — Makes Retailing More Fun 


You'll be surprised at the values and delighted 
with the convenience. Send a trial order to-day. 





No. 905—Skinner’s Black Satin Vamp. Black 
Silk Brocade Quarter and Heel, 14-8 Spanish 
Louis. Widths, AA, A, B, C.....Price $3.85 


No. 908—Skinner’s Black Satin Shifter Pattern 
with Black Silk Brocade Apron. Heavy Turn 
Sole, 14-8 Spanish Louis Heel. Widths, A, B, 

Price $4.25 


No. 907—Black Satin One-Strap. Stitching as 

illustrated. French corded. 14-8 Spanish Louis 

Heel. Heavy Turn Sole. Widths, A, B, C. 
Price $3.35 





No. 906—Black Satin Two-Strap. Cut out 
Quarter, Newport Pattern. 14-8 Junior Louis 
Heel. French Corded. Heavy Turn Sole. 
No. 908 Wee, GR, A, By Gi c5 5 cde. 05 Price $4.00 No. 905 





ELLIS-EDDY CO. (sHOEMAKERS) Lewiston, Maine | 


“CLI F TON” “4 
New color Gem Duck 


CON, _ Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength ts 


most needed. 
foo Jeo Fine Foe The Trade Prefers 
ih a i gaalaaas “Clifton’’ Gem Duck 


Ce when once tried 
Pobaphe & ith Flosi — “Clifton” shoe covering paper and 
O 


lyohe. Mas ‘ shoe covering cloths, also “Clifton” 
backing and plumping cloth give 


Manufacturers of the highest grade of full fashioned satisfactory results. 
silk hosiery that can be made, 


Columbia Trust Bide Desir Bide CLIFTON MFG. CO. 
j Na York Cp sheen May} -BROOKSEDE- AVENUE, JAMAICA PLAIN 
- BOSTON 30, MASS. 


The Beot and Shee Reeorder will appreciate your mentioning the publication in replies te advertisements. 
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A BOUND 
SMART TO 
FALL GO 
CREATION BIG 








MADE FROM 
SELECTED KERSEY 





This novel spat, with Astrakhan Collar feature, will 
boost sales this fall. Sell it with the low-cuts. 
Women are attracted by the collar immediately. 
There’s good workmanship, too—strong stitching, 
sturdy buttons. Made in just the shade you want. 


We’ ve got a sample. pair ready to mail to you. Let 


us know you want it. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 

















BUY NOW 


PRICES ARE AT 
LOWEST LEVEL 


These Boudoirs will bring 
business for you. They 
have the eye appeal and 
uality of workmanship 
that wins trade. Let us 
prove this by sending you 
samples and quoting our 
present prices, in colors 
and quantity you 
desire. 
Black—Red— Havana 


Brown — Blue — Pink 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


BOUDOIRS 
IN STOCK 

















Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. 





HOTEL 


register at the ‘‘F ssex.”’ 




















OPPOSITE SOUTH STATION Gs xy EX ABSOLUTELY FIREPROOF 


TT McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


All the comforts and conveniences of modern hotel service are yours at the ‘Essex.”’ 
You could pay more, but: where could you get more? (n“your next trip to’ Boston;, 
We advise making reservations. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 





MEYER 
THREAD 


is made in the best 
equipped factories. 
It goes through a 
process which 
makes it the finest 
thread for sewing 
shoes. Wonderful 
finish. Uniform in 
quality. Dependa- 
ble. Durable.Try it. 





Ye wet Tenens Baus 
Write for Samples 
JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

wi mn and as a fully venti- 
fated shoe, the Burkley Ventilated Foot 
Developer is snaneiied. Well-known 
surgeons recommend its use. 

Make your stock of | 
wtnTUATORO children's shoes 
PATENTED complete by sending 

Sd order today. 

Brockton 2133 

for immediate action 
BURKLEY 
SHOE CO. 

1156 No. Main St. 

Brockton, Mass. 
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ever shown. Soft, 


Manufacturers of ‘‘Sago’’ 
237-241 N. 6th Street 





Keystone Overgaiter Co. 
Brand Felt Slippers 


Philadelphia 


NEVER A BETTER PROFIT MAKER 


These absolutely new Boudoirs sell themselves where- 
luxurious chamois leather with fine 
hair filler from toe to heel and full length chamois insole. 
A variety of colors in trimming and pompom, black, brown, 
red, Copenhagen blue, May rose, lavender, baby blue. 

























Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 




















FAILURES 


Boston.—Meyers & Meyers, wholesale shoes, re- 
ported petitioned into involuntary bank- 


ae ON Leather Co., feogeeed amy y OY 





creditors was s« 

Boston Felt ait Slipper Co. Inc., shoe manu- 
facturers, petitioned into bank- 
ruptcy. 


Brockton, Mass.—F. M. Shaw & Co. Corporation, 
sole leather, reported assigned. 
Atmore, Ala.—H. A. —sard ae etc., reported 
petitioned into bankrupt 
Fort Smith, Ark.—Albin pry Co., 
reported pittiones into nkruptcy. 
Fort Meade, Fla.—Quality Shop, shoes, etc., re- 
ported offering to compromise at 20 cent. 
Millen, Ga.—Daniel Sons & Palmer —¥ oes, re- 
ported petitioned into bankrupt 
Chicago, Ill.—S. & J. Sales Co. (A306 S. Halsted 
Street), shoes, etc., reported a 
— Ind. cod lied te ake Co., 
. pees titio: into ruptcy. 
McPherson, Kan Kern Bros. & Co. oes, etc., 
meeting of creditors was scheduled 
for tember 6, last. 
Detroit, Mich.—Muenz Shoe a shoes, reported 
petitioned into bankrupt 
— — Minn.— oon Ses Bttchonel (Model Store), 
, etc., 
Questia, Miss.— —ly Horton, ee, etc., re- 
titioned into bankru toy 
o.—Ward's Place (J. . ard), shoes. 
petitioned Jinto bankruptcy. 
‘Mesches Bros., shoes, etc., reported 
4 at 15 per cent. 
Belt & Buckle Co., 
offering to compro- 


= na 
_... 'N. 


offering 
New York City, 9 compromis 
manufacturers, 
-_ “= 25 per cen 
Belle hey Footwear Co., Inc., shoes, 


reported p titioned into bankru icy. 
New —Brennan & White Shoe Co., Inc., * 
a oe manufacturers, reported asking general 


Rockaway. ge am & Ackerman (Ham- 
may ter), reported itioned 
into bankruptcy. 


pointed. 
Burlington, N. J.—John Pinto, eines, etc., reported 
petitioned ee bankrup 


peti 
Reported receiver ap- 


Coal , Pa— to | ad Gres remibler * (Grenadiers 


ent Store), shoes, etc., reported 
tioned into bankruptcy. 
Farrell, Pa—K. W. Abraham (Broadway Bargain 
Store), shoes, etc., reported 
bankruptcy. 


petitioned into 


Blackville, S. C-—Miss A. Altman, shoes, etc., re- 
ported petitioned into bankruptcy. 

Columbia, S. C.—Lever’s Booterie, Inc., shoes, 
reported petitioned into bankruptcy. 

Port. Arthur, Texas.—Globe Gotten, Ine. Inc., oo 
etc., reported petitioned into 
Reported meeting of creditors tonal 
for September 2, last. 

Seattle, La —Davis & Morris, shoes, reported 


assigned 

a: P. Q.—Globe Boot Shop (David S. 
, shoes, reported assi; q 

Ca Alta. —Glass Bros., Ltd., shoes, reported 


o! ering to compromise at 50 per cent. 


CHANGES 


Boston.—C. A. Goodnow Shoe Co., wholesale 
shoes, incorporated with authorized capital of 
$150,000. 

— Mass.—Sheridan Bros., Inc., shoe man- 

acturers, removed to Che slsea. 

Lowdll, Mass.—Quaker Shoe Co., shoe manufac- 
—! incorporated with authorized capital of 

—_ Mass.—Crescent Shoe Co., shoe manufac- 

turers, removed to Keene, N. 

Salem, Mass: Fibre Products Co., manu- 
facturers, incorporated with authorized capital 
of $25,000. 

Sacramento, Cal. — C. Kaufman Shoe Co., shoes, 


Chi . Tih “a "Alpers eee Wells Street), 
, reported sold 


Washington, Ja.—Charles ——_—_ (Thom 
Boot ), shoes, reported sold out to _- 
ington Shoe Co. 

Pasadena, Cal.—Earl K. Stinchcomb, shoes, re- 

sold out to O. B. Jones. 

San Gabriel.—Wolfe Mercantile ee 


sold out to ay > hy eiss. 
Hew aven, reported gold out lins Shoe Co., shoes, 


Bridgeport, Co Boston Leather & Findings 
_ to $50,000. 
— —— ced wy Co., shoes, etc., 


with capital of $5000 
Catean, Til. Louis Cohen (4244 Fullerton Ave- 


shoes, etc., 


Binghemten,’ N. Y.—Crocker & Ogden Co. 
shoes, ae capital increased to $500,000. 
Brooklyn, N. Y¥.—Criterion Shoe Co., Inc., shoe 
ee, incorporated with ‘capital of 
D. & G. Shoe Co., Inc., shoe manufacturers, 
succeeded by Pincus Shoe Co. , Inc. 
Walsh & Afromowitz (2765 Atlantic Ave- 
nue), shoes, dissolved partnership—succeeded 


by is Walsh. 
nem, York City.—Beauty Box ood Co., Inc., 


inqgepesated with capital of $5000 
William J. Kennedy Shoe Co., ‘Inc., shoe 


— inoonpaseted with capital of 

New York City.—Imperial Shoe Store, Inc., shoe 
manufacturers, incorporated with capital of 
$10, 000. 

Kom Fut Arch Support Co., Inc., shoe 
manufacturers, a meeepennnes with authorized 
capital of baa 

sadore R eppa (Carlton Boot Shop), shoes, 
out of business. 

Goldmay Shoe Co., shoe manufacturers, in- 

ated with authorized capital of $10,000. 
¢ S. Meth Shoe Corporation, Inc., shoes, 
etc., incorporated with authorized capital of 


$10,000. 

Woodhaven, N . Y.—F eshionaie Shoe Co., shoes, 
etc., capital of $14,0¢ 

Newark, N. J.—Everon Tip Shoe Lace Co., 
porated with capital of $100,000. 

Troy, N. Y.—Charles F. Foley, shoes, incorporated 
with capital of $100,000. 

Palmyra, N. Y.—Lebrecht & Jones, shoes, etc., 
reported selling out 

Tulsa, Okla. Akin Booterie, shoes, incorporated 
with capital of $25,000. 

Cleveland, hio—Home Shoe Co. , shoes, incor- 

porated with authorized capital of $10,000. 

Tulsa, ¢ Okla.—Charles Miller Clothing Co., Inc., 
-shoes, etc., annem with authorized capi- 
tal of $10,000. 

Troy, Pa. —Handran Bros., shoes, etc., dissolved 


partnership 
Providence, R. _ Castaldi, shoes, etc., out of 


business 
Springfield, “Tenn.—Dixie Ciethiog Store (S. 
ubenstein), shoes, ted selling out. 
Rich Va.—Haynes-Jarvis ‘Shoe Co., Inc., 





ted 
nue), shoes, succeeded by en 
Abe Rosenson (1453 Ww. Taylor — 
shoes, etc. sold out to A. Polland 
Huntingbarg. Ind.—E. W. Blemker & Son, shows, 
succeeded by Charles Hochmeister & 


heatlae: Ind.—S. & A. Margowsky, shoes, etc., 
Margowsky. 
& ieee Hub Cloth- 


Ab. Waldron Wells & Co., shoes, etc., 
ray, Ky; ied by Murray Mercantile Co. 


, incorporated with capital of $15,000. 
Philadanhi a, Pa.—United States Tanning Co., 
. Pe ated_with authorized capital 


Providence, R “I.—B: E. Morrison Co., shoes, in- 
corporated with authorized capital of $20,000. 
Paulding, € Ohio—Burgner ques © Co., shoes, etc., 
Philadelphia, Pa mt Gibb Leather Co. 
’ a. a1 ° 
= incorpora with authorized capital 

T mo, Pa Dayse P. Cald i gs D. R.) 
wei rs. , 
shoes, sold out to W. B. Murdock 


i 
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Hiertgcuutirs, capital increased to $780,000 =a partment during the many years it has MISCELLANEOUS 
Witeen (C aaiten). ‘.- —- R. Stokes, shoes, etc., operated in Berthoud. 

eport selling ou 
Pawtucket, R. I.—Pawtucket Shoe Stores, Inc., memnmmnneestits 
Flandres, bam ay ey le Shoe Men Go Fishing Every Shoe Store Needs 

sold out to B. Blummer. a pair of 

Newer ern, Tenn.—Rosenbloom Bros. Co., Inc., Robert Johnston, head of the Johnston “MANCHESTER” 


shoes, etc., succeeded _ ong Rosenbloom. 

Knoxville, Tenn.— Wonder , shoes, etc., 
capital increased from $15, 000 : $35, 000. 

Galveston, Tezas—Fellman’s, shoes, etc., suc 

ceeded by Clark W. Thom Co. 

Leonard, Texas.—Bendy & Galloway, shoes, et, 
succeeded by G. D. Galloway. 

Waterbury, Vt.—George J. Burnham, shoes, et, | 


Richmond, Va.—Globe Clothing Co., shoes, et, 
incorporated with authorized capital of $25." 
0 


0@. 
Potomac Mills, Va.—J. H. Morris & Son, shoes, 
etc., out of business. 
Raymond, Wash.—A. G. Basil, shoes, etc., re- 
moved to Wenatchee, Wash. 

Grafton, W. Va.—Loar Hendrickson & Co., shoes 
ete., suceeeded by Hendrickson-Auvil Co. 
Looneyville, W. Va.—Roscoe Kincaid, shoes, etc., 

succeeded by Hively & Summerfield, 
Spirit Falls, Wis.—Pitleman & Wa 


dissolved partnership—su -14 bons, ste.. 
man. 

Waterford, T=. H. Kempken, shoes, etc., re- 
ported 


Wausau, Wis. 4 ‘Friede (Hub Clothing Co.) 
shoes, ete., reported sold out to M. Toplan & 


Delaven, ¥ “Wis.—Jenkins & Keeger, shoes, etc., suc- 
= Bosh, Wis ch & Raffert. 
Sugar Bush, ae , shoes, etc., 


Fort William, =. “ H. Buckler Shoe Co., Ltd., 
shoes, etc., incorporated. 
Montreal, P. 0.—Max Singer, Ltd., shoes, incor- 


Manitou, Manitoba.—James Momsten, shoes, re- 
sold out to G 
Wianipeg, Manitoba.—Tru-Form "Shoe Co., Ltd., 
shees, succeeded by Grim's, Ltd. 


Denver Notes 


Loveland Has New 
* Shoe Store 


Loveland, Colorado, has a new shoe 
store and when it is completed it will be 
one of the finest in northern Colorado. 
The John B. Adam Shoe Company is now 
holding a removal sale preparatory to 
moving into the new store at 205 East 
Fourth Street. The store is now in the 
hands of the carpenters and decorators, 
and is being remodeled and decorated to 
suit the taste of the new occupants. The 
equipment and fixtures of the new store 
will be in keeping with the treatment of the 
the room, and the shoe store will be one 
of the best to be found anywhere when 
it is ready to be thrown open to the pub- 
lic. The Adam Shoe Company is a new- 
comer to Loveland, John B. Adam hav- 
ing bought the stock of the Booth Stores 
Company late this past spring. But in 
a few months the firm has been operating 
it has attained success. Both of the 
Adam brothers, John B., and George R., 
who have charge of the store are courteous 
and obliging gentlemen, and are shoe 
merehants of long experience. In the 
new store they will be in a better con- 
dition to take care of their increasing 
business. ! 


Glosing Out ‘Stock 
The Salvage Company, of Denver. is 
at this time conducting a closing-out 
sale of the Davis-Brown-McAllister Mer- 
cantine Company, of Berthoud-Colorado. 
The firm has maintained a large shoe de- 


Shoe Company, Denver, and a director 
of the national association; is on the job 
again after a vacation period spent at 
Cebolla, Colorado, which is on the Gun- 
nison river where good trout fishing can 
be enjoyed. 

Mr. Johnston was accompanied on his 
trip by two well-known shoe men—Wil- 
liam Barnett of the C. H. Alden Company, 
of Abington, Mass., and L. B. Schafer of 
the Moore-Shafer Company, of Brock- 
port, N. Y. The trio of shoe men not only 
enjoyed a vacation worth-while, but they 
proved to. the world that they are good 
fishermen for they brought back to Den- 
ver a big catch. 











FAMOUS GLASS 


FIXTURES 
Shown in Catalog G. F. 


Wood Fixtures 


Catalog No. 14 


MISCELLANEOUS 
Artificial Flowers 


I Li Catalog No. 19 


Window Valances 


In Stock—Ask for Samples 


Window Rugs and Plush 


Sampies Sent 
The Hecht Fixture Co. ° 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM : 
70 West 36th Street | Chicago 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 










No. 41 
wre jr THE CHICAGO 
cnt! bret WIRE CHAIR CO. 
621 N. 
Chicago, Ill. 








(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 





NIPPERS 


The only nipper 
made whi is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘*Manchester”’ 
Trade 7 wk Rec. U. $. 


are made of 

Ha ade tool steel, 
nee plated with a 

curved jaw that en- 

ables you to cut the 

tacks close to the in- 


sole. 
Be sure and specify 
nuine 


“MANCHESTER” 
curved jaw when or- 


“Write us direct if 
your deales cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 


61 We Lake St. 

















SHOE STORE }\ 


CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 










The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 




















2416 No. 10th St. 
ST. LOUIS, MO. 
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POSITION WANTED 


FOR SALE 


BOOT AND SHOE RECORDER 12° 


_MISCELLANEOUS 





—_ SALESMAN with ae years’ general shoe 
xperience—also very at fitting—desires 
posit on. ion. Address H. E. FA Steelton, Pa. 


AMPLE TRUNKS—Will sell for cash three 

large shoe trunks at $10 and seven rubber 
trunks at $5. Address D-468, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








WANTED 


A lifetime position with a manufac- 
turer of Good Shoes who has estab- 
lished trade in the States of Ohio and 
Kentucky. Commission basis, with 
drawing account. Will cover closely 
with car. By a young man of good 
repute, and he was an ex-buck private 
im rear rank in the late war. 

Let’s get contact! ! Address D473, care 
Boot & Shoe Recorder. 207 South St., 
Boston, Mass. 








For SALE—Exclusive shoe store for high-grade 
footwear in Massachusetts. Address D-464, 
Boot and Shoe Recorder, Boston, Mass. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 nee NEW TORK, N.Y. 
ONE—SPRING 9965 


WILL sLow SELLERS )FOR 
BUY [surrtvs.ezees* {CASH 


Bargains ia shoes always on hand for special sales and b 

















MANAGER WANTED 


GHOE DEP ERTENT MANAGER who can 
buy and sel lar- footwear for women 
can have li proposition with leading store in 
large Southern city; reasonable salary, percentage 
of net pb ag —— he shows reasonable gross 
_——- on increased business. 
Splendid chanos to buil up a weak t in 
store doing id business as a whole. Address 
Dist, care tt and Shoe Recorder, 207 South 
St., Boston, Mass. 











TO BUY 
SF buy pelt interest in well located 
. Hays, 573 ” Kibler Ave., 


Newark Ohio. 





LINE WANTED 


gy en ATTENTION!—N ame 

best cash price to jobbers on 20 dozen, 
par, work shoes, pode dy made, for hard serv- 
ice. ust have — soles, two rows brass nails 
or screws. Full vam in yom innersole and 
grain gusset requi 
waterproof as possible. Send — — descriptions, 
with best price, in first letter. State what shipment 
~ can make. Address D-463 cane Bost Shoe 

ecorder, 207 South St., Boston. Mass. 





fo real buy Rr and wolmeale’ stocks —~ yh x ~ - 
Quantity no object. 
ee i + 


BROOKLYN PURCHASING SYNDICATE 


$ 








591 Broad lew York 4 
Phrase Spee S16 5160-5161-51 








DO YOU CONTEMPLATE 


t wil pay SEU a Ge 2 ote 


stock of shoes. 
serene eng 2 chest term to run taken over. 
Established 25 years. 
I. OLENICK 
413 Breadway, New York. Tel. 9531 Canal 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or oe. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 











TO RENT 


RoeOM of about 200 to 250 square feet, two win- 
dows, to rent. Separate entrance from Main 
hall. Light and -, Good for professional man 
orsample room. 299 Broadway, New Ls) ae. 
Telephone Worth 160, or address Room 30 








T° LET—A children’s shoe and hosiery depart- 
ment in a specialty ladies it store, 
located in the best location in the city, of 70, 000 
ment, ether yy tal ill let the depart- 
ment, ei on ren or on percent 
basis. The store handled children’s shoes for 
last five years, for further i 
D-462, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


FOR RENT 


ee 





“A pest o pfamily 
yee. 9 Eames 














MISCELLANEOUS 








Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
ios ait — 
pi ye my 
eae ea 
Te was 
, ,» COMPANY 
67 Randolph St. 
Chicago, Til. 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 








Frank W. Whitcher Co. 


Manufacturers’ 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL 

















N test and most 





ligh 
convenient on ey stool on the market. 





Cassied to stock by all whelento chee and 
findings houses. your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 
For thirty-five manufacturers of 
Milbradt Rolling Step Ladders. 




















Perfection Pneumatic 
Arch Cushion 
a 


ELASTIC TIP COMPANY 


Boston, Mass., U. S.A. >’ 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Eersoes WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five (ye For other 
“Want” advertisements, seven cents per word for " 


_ Recorder rates for space less than one-eighth page per 

issue: 

Space 1 time 7 times 13 times 26 times 52 times 

lin.... . $5.00 $4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 


12.00 10.50 9.00 7.50 i i paid 
16.00 14.00 12.00 10.00 for accordingly. Answers to ads must be seat under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


MANUFACTURER'S li line infants’ and children’s 

square edge turns, sizes 1 to 11. wy 

women’s comforts. The most complete | 

* shoes on the market and of unusual _< 

an unusually Stock proposition with one-day service. Six = 
puene fee of —, ’s novelty shoes on a = cent — ie SS. nd en 

mission is very number See in-stoc! choice terri 4 

in Chicago. Several choice territories open. State carried. Kaddress a — and Shoe Re- 

former experience. Address D-474, care Boot and corder, 207 th St., Boston, Mass. 


SALESMEN WANTED SALESMEN WANTED 


ANTED experienced salesmen for Indiana and ALESMEN wanted to carry side line soft-sole 
Ohio, acquainted with the good retailers. slippers. Commission basis. Address D-465, 
Groves & Rood, 222 W. Monroe St., Chicago. Boot and Shoe Recorder, 207 South St., Boston. 











TANTED—Salesmen for an in-stock line of ANTED SALESMAN—To 
women’s specialties for the following terri- 
tories: New York, Eastern Pennsylvania, Colorado, 
Chicago, and the Twin Cities. Address D-471, 
care Boot and Shoe Recorder, 207 South St., 





Boston, Mass. 


Shoe Recorder, 189 W. Madison St., Chicago, Ill 





MANUFACTURERS making medium-grade 

line of women’s shoes, have opening in Greater 

New York for a salesman with established trade. 

Strictly commission basis. An exceptional oppor- 

tunity for the right man. Address D-472, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


,ALESMEN WANTED—By one of the largest 

slipper manufacturers, to carry as a side line a 
nationally-advertised, short specialty line of felt 
slippers, carried in-stock. .iberal commission. 
Territories open: Virginia, West Virginia, North 
and South Carolina, Georgia, Florida, Alabama, 
Mississippi, Tennessee. Apply, stating experience 
and other lines carried. Address D-432, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








GAL .ESMEN for specialty branded ladies silk 

hosiery, to handle five styles to the dry goods, 

shoes and specialty shops, several territories open. 

Easily carried. State territory covered and line 

now handling. Address K-641, care Boot and Shoe 
ler, 127 Duane St., New York. 





ws NTED—Salesmen to sell on commission basis 
line of well-known infants and children’s turn 
shoes in Southern States. Apply D-466, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


JANTED SALESMAN—New England, Vir- 
ginia, Kentucky, Tennessee, Missouri, Arkan- 
sas, Oklahoma and Texas, to carry as a side line 
fifteen samples misses’ and big girls’ foot-form, 
medium-priced Western-made welts. Best sellers 
carried in-stock. Six per cent commission. Give 
reference and line carried in first letter. D-470, 
care Boot and Shoe Recorder. 








ANTED—Reliable men to represent us in the 

states of Indiana and Illinois; also the States 
of Missouri, Kansas, and Oklahoma. Established 
trade on children’s, misses’, and growing girls’ high- 
grade turn shoes. Same to be carried with non- 
conflicting lines on liberal commission. None but 
those able to furnish satisfactory references need 
apply. Reliable Shoe Co., Orwigsburg, Pa. [Be 





JANTED—Commission salesman to carry a 

line of shoe laces and findings in North and 
South Carolina and Georgia. /holesale trade 
only. Address D-475, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANTED SALESMAN to carry our line of 

ladies novelty footwear » Iowa, Nebraska, 
and Kansas. We hove a good line of accounts on 
our books. men with acquaintance and fol- 
lowing need apply. Give ag and full infor- 
mation with application. T. Moore Shoe Co., 
1912 Pine St., St. Louis, Mo. 


WANTED—A high grade experienced shoe sales- 
man, with established trade on men’s fine or 
medium fine shoes, on commission; for the territory 
¥ — Tenneesee Mississippi and Alabama. 

opportunity with established trade to the 
Ay man. Address, stating present employment. 
experience in 7 and references. Immediate 
opportunity. M. A. Packard Company, 60 South 





St., Boston, * 4% 





GHOE SALESMEN WANTED—Representatives 
throughout the United States to carry our lines 
of medium and high-grade turn comforts and men’s 
Seow on a commission basis to the retail ~ 
department store trade. Liberal commission. 
men wanted who have reliable trade. Write with 
out delay stating territory wanted, experience and 
lines now carried. Clark Shoe Company, 14 Wil- 
liams Street, Roxbury, Mass. 


RAVELING SALESMEN—We want traveling 
shoe salesmen to handle a very interesting side 
line. AJ rf customers will be glad to see. No 
wy: Liberal a Bennett, 
61-63 AY St, “Brooklyn, N + Se 


WANTED —Live wire salesmen to carry as side 
line on commission basis, our well-known line 
of Children’s Flexible Turns, sizes 1 to 5, in the 
States of Virginia, W. Virginia, Nebraska, o 
homa and New York State. Line consists of 36 
samples packed in small sample case. Every num- 
ber shown. carried IN STOCK ready for immediate 
delivery. Samples now ready.’ References required. 
Staud Corp., Rochester, N. Y. 











GALESMEN | as partners wanted by progressive 
New York jobber. Must be able and acquainted 
in greater New York. Address D-447, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


T°? handle our popular pstes line of ladies’ turn 
Boudoir Slip; 1 - soft ay ¥ hard 
toes, sandals, ox oda, ae gym sl 

D-455, care Boot and Shoe R oT South 
St., Boston, Mass 





WANTED—A live-wire with lots of energy and 
7" mt our 


"* no other need apply, to 


line of infants’, children’s and misses’ turn s! 


and sandals—leading styles in stock. Old estab- 
lished factory line with a high re; ay Our line 
—_— in nicely with a non-con' 
open in Ohio, | ay oy an and South- 
Address with full 
eesti D-—457 care Boot ¢ and Shoe Recorder, 
207 


tates, on commission bas’ 


iculars. 
South St., Boston, Mass. 





icting line. Ter- 





connecti 

South Carolina, Kentucky and Tennessee, Indiana 
kansas and Oklahoma, Michigan, 
New York State and New England. We pay high- 
est commission and our line is well known and 
advertised. 
men with a 


and Illinois, Ar 


ANTED—We have openings in following 
our fam- 


ous Soft Soles and Infants’ and Children s Turns in 


territories for live-wire men to 


jon with their mt lines. N 


Applications consid 


| and references in first letter. J. J 
aster, Rochester, N. Y. 


only from 
and established trade. Give full 





trade. en D-448 


WANTEP—Side line salesmen who sell en 's 
and men's high-grade shoes to ouary ous line of 
children’s and misses’ flexible welts 

priced. A splendid line for men selling the good 
, 609 Powers Bidg., Roches- 


ter, N 


oderately 








OPEN 


Texas, Ohio, Indiana, Oklahoma, Iowa. 
Salesmen covering these states wanted 
by manufacturer of play and school 
shoes, guaranteed not to rip, triple 
stitched, built up to a standard that 
will give service and repeat. Short line. 
Liberal commissions. Must cover ter- 
ritory close. Give refi t 
sales, territory covered in detail first 
letter. Address, E. J. Ramsey Co., 
967 Atlantic Ave., Brooklyn, N. Y. 











Wanted for Ohio 


Highest class experienced 
factory shoe salesman. 
Liberal contract to right 
man. 


J. E. TILT SHOE CO. 
512-522 W. Huron St. 
Chicago, Ill. 








OPEN 


Oklahoma New York 
West Virginia Virginia 
South Carolina Missouri 


Experienced men only need apply. 
Service shoe experience preferred. Our 
solid leather full vamp line, largely 
in-stock, offers a real opportunity. 
All appl applications will be held in strict 
confidence, but complete information 
is essential. Portage Shoe Mfg. Co., 
Portage, Wis. 











SHOE MAN who knows that he 
Runes top grade shoes for women 
—who has experience—strong per- 
sonality and enthusiasm and wants to 
travel and make money can connect 
with a strong aggressive manufacturer 
with an unusual selling proposition. 
A real gogetter, an exceptionally strong 
man can realize his ambitions here. 
Address confidentially D469, care Boot 
& Shoe Recorder, 623 Powers Bidg., 
Rochester, N.Y. 
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ANNOUNCEMENT 








ing or outside interests. 





THE LONDON SHOE COMPANY takes this opportunity 
of assuring the Trade that there is no foundation for the 
rumors that it is in any way, directly or indirectly, con- 
cerned in a merger or combination with any manufactur- 


THE LONDON SHOE COMPANY is a closed corpora- 
tion, independent of any other concern in the shoe 
trade, interested solely in the retail shoe business, and 
it has neither desire nor intention in any way to abandon 
its traditional policy of independence. 


LONDON SHOE CO., Inc. 


110 Duane Street, New York, N. Y. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
NG CO. 


PUBLISHI 
(Incorporated under M usetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr 
GEORGE Vice-President 


ARTHUR 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 


OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage im _ the 
United States, Cuba, Hawaiian Islands, 
— pine Islauds and Mexico. The price 
anada is $6.00 a year, including postage. 
pomen SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscr ptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 











SALESMEN WANTED 


SALESMEN WANTED 





u are an experienced salesman 

a distinct record of achievement, 
we can offer you an excellent oppor- 
tunity. Intensive cultivation of retail 
trade now being planned. Our line: 
Medium grade Ladies’ Turn Comforts. 
Sell yourself in first letter. State lines 
carried, sales capacity and territory 
——. sgl = and clearly. Ad- 

ress D450, t and Shoe Re- 
pn 207 South St., Boston, Mass. 


gor YOUR OPPORTUNITY 
'y 








SALESMEN WANTED 
re. of Infants’, Chil- 
dren’s, Misses’, and Growing 
Girls’ turn shoes, high and medium 
grade, at attractive prices, desires sev- 
eral additional salesmen. Our very 
large stock de ome gives immedi- 
ate service. e also make and stock 
several styles of Old Ladies’ comfort 
oxfords and straps, priced right. Six 
= 2d cent commission paid monthly. 
prefer resident salesmen and those 
not covering more than two or three 
States. Address D-438, care Boot and 
+ mee Recorder, 207 South St., Boston, 

ass. 


GALESMEN WANTED to sell fifteen styles of 
men’s iced dress shoes. Fiftee 
fevtes of men’s work shoes. Only two grips fall, 
style carried on floor. Six per cent commis- 
a is. The line is filled with quality. Quite a 
few territories nen yet. Make applications im- 


rs § 
Wis ‘East Water St. 








v Je il , 





MILWAUKEE 
WORK SHOES 


We have the following territories open 
for big caliber salesmen: IOWA, 
MICHIGAN, COLORADO, OKLAHO- 
MA, MINNESOTA. Established busi- 


ission iti 
ness, prop ion 


STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 

















POSITION WANTED 








Salesmen 
WANTED 


In the following territories: 
Idaho, Montana, Colorado, 
Kansas, Nebraska, Oklahoma, 
Iowa, Illinois, Arkansas, Mich- 
gan, Indiana to carry with non- 
conflicting line, our strong line 
of men’s and boy’s nailed welt 
work shoes, packs, cruisers and 
high-tops. Straight commis- 
sion basis: 7 per cent monthly 
on shipment. Give territory 
covered, line carried and refer- 
ences in first letter. 


L. W. SHOE CO. 
Chippewa Falls, Wis. 








Is There ‘‘A Missing 
Link” In Your Factory? 


There is some sizable shoe fac- 
tory in this country that needs 
a man who can “ginger up”’ the 
whole proposition—I am that 
man. My experience includes 
style promotion, sales expan- 
sion through methods that are 
modern and resultful. Have an 
intimate acquaintance in prin- 
cipal style centers. Can design 
the line and sell it. Best of 
references furnished. Address 
D-476, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 








OFFICES IN 
BOSTON OFFICE( 207 South Street. Corre- 
spondence relating to all departments 
should be add to the Boston office. 
BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
ao «the 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 
ST. LbUIS tno t= 1627 Locust St. B. C. 


Bow: 
NEW YORK “OFFICE: Room 101, Graham Bldg., 
il meg om a. Walter Scott, Manager. 


nal. 
PHILA DELPH PHIA. OFFIC E: Suite 1420, Widener 
Building. H. Walter Scott, yr 
HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 


W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. wen, Manager. Tele- 
hone Canal 4426. 

ROCHESTER OFFICE: 623 Powers Bldg. 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

ey a OFFICE: John C. C aarston, Manager, 

1 Haymarket, London, S.W., 1. England. 

AUSTRALIAN ‘OFF — mo Lit. Collins St., 
Melbourn G. Jerv anton, Manager. 

CONTINENTAL Orrick. William Salzman, 

r, Wasagasse 2, Vienna, Austria. 

ARGER TINA: 
P. Sabazzini, Gerente. 

BRAZIL: | Gerente. John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A Havana, 


Cuba. 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 


Manager. 
SPAIN: Gerente, Leoncio de Miguel, Librere, 
Editor, 20 Fuecarral, Madrid. 


uenos Aires, Rivadavia, 2721, 





WINDOW DRESSER 


SE< WINDOW DRESSERS—We have a very 
teresting ne for men who can > ~ 

attractive shoe di ys. State — 

nett, 61-63 Green St., Brooklyn, We 








Window Trimmers Attention 
CASH PRIZE CONTEST 
50 PRIZES IN ALL 
FOR PARTICULARS, apply on busi- 
ness letterhead before September 31. 
Chance for each contestant to win 
two 
WINDOW "ATTRACTION SERVICES, Inc. 

Dept. 8 Hudson, Cor. Kneslend Sts., Boston, Mass. i 














BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass 
Allen-Goller Shoe Co., So. Boston, Mass... . . 
Arnold, M.N., Shoe Co., No. Abington, Mass. 53 
Ault-Williamson Shoe Co., Auburn, Me.... 60 


B & P Footwear Co., Inc., Oswego, N. Y.... 
Barry, T. D., Co., Brockton, Mass. 
Bleecker Shoe Co., New York City. .. 
Blum Shoe Mfg. Co., Dansville, N. ¥ 
Brockton Co-operative Shoe Co 

Brockton Shoe Mfg. Co., Brockton, Mass. 
Brown Shoe Co., St. Louis, Mo 


Burkley Shoe Co., Brockton, Mass 


Chipman & Harwood Co., Boston 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp. Edwin H., Co., E. Weymouth, Mass. .112 
Craig, Read &f Emerson, Inc., Brockton, 


Creighton, A. M., Lynn, Mass 
Cornell Shoe Co., Inc., Brooklyn, N. Y. .34, 111 
Crooker & Morse, Inc., Bridgewater, Mass.. 17 
Doyle, Mullen, Brockton, Mass 


Eaton, Chas. A., Co., Brockton, Mass 
Ellis-Eddy Co., Lewiston, Me.............-- 123 
Elam, F. S., Shoe Co., Rochester, N. Y 

Emery & Marshall Co., Haverhill, Mass. .. . 
Ensign Shoe Co., Belfast, Me. . . 


Felstiner-O’Connell Shoe Co., Inc 
Diesen & Praww Gace BO. 0. ccccosccvccecesoses 111 
For, Chas. K., Co., Haverhill, Mass 
Freeman-Thompson Shee Co., St. 

Minn 


Greeley, A. W., Haverhill, Mass............. 14 

Green, Daniel, Felt Shoe Co., Dolgeville, 
N.Y 

Griffin, W. H., Co., Manchester, N. H 

Grover’s Sons, J. J., Lynn, Mass........... 40 

Gustin Co., M., New York City 110, 113 


Hagerstown Shoe & Legging Co., Hagers- 
town, Md 

H. B. Shee Remodeling Co., New York City. 

Hannahsons Shoe Co., Haverhill, Mass... . . 


Holmes, W. T., & Co., Philadelphia, Pa... .. 


Hood Products Corp., Watertown, Mass. 
3rd Cover 


Hopkins & Ellis Co., Haverhil'; Mass 
Howard & Foster Co., Brockton, Mass 


Johnson Bros. Shoe Mfg. Co., Hallowell, Me. 11 
Johnston & Murphy, New York City 
Jones & Thomas, V. K. & A. H., Co., Lynn, 


Joy, Clark & Nier, Rochester, N. Y 
Juvenile Shoe Corp., Carthage, Mo 
Keystone Overgaiter Co., Phila., Pa 
Lambertville Rubber Co., Lambertville, N. J. 
Lilly, Henry, New York City 

Lynn Moccasin Co., Lynn, Mass 


Maid-Rite Felt Slipper Co., 
Marion Shoe Co., Marion, Ind............. 
Marston & Tapley Co., Danvers, Mass... .. 


Menzies Shoe Co., Fon du Lac, Wis 
Merrill, Porter & Co., Lynn, Mass 


Nettleton, A. E., Syracuse, N. Y 
Newcomb Anderson Shoe Co., Rochester. . . 
Northwestern Shoe Co., Milwaukee, Wis. . . 


Olenick, I.. New York City 


oe Boudoir Slipper Co., a, 


Packard, M. A., Co., Brockton, Mass. ..32, 112 
Peck, Frederick S., Worcester, Mass 

Penn Shoe Mfg. Corp., New York City .... 
Phillips Cram Corp., Haverhill, Mass 
Philmall Inc., New York City 

Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y.38-39 


Kamseey, E. J., Co., Brooklyn, N. Y 
Rice &! Hutchins, Inc., Boston 
Russell, Wm. C., Moccasin Co., Berlin, Wis. 64 


Sargent, D. D., Salem, Mass 

Shaft-Pierce Shoe Co., Faribault, Minn 
Smith-Briscoe Shoe Co., Lynchburg, Va. .. . 
Smith, Wm. Sumner Co., Chicago 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass 
Stickles, L. D., Shoe Co., Red Wing, Minn. . 22 
Stockbridge Shoe Co., Haverhill, Mass 

Stone, K. M., Com., Inc., New York City. . 111 
Surplus Trading Corp., New York City. . . 42-43 


Tessier & Bowdoin, Haverhill, Mass 
Thompson Bros. Shoe Co., Brockton 
Thomson-Crooker Shoe Co., Boston 


Union Shoe Co., Brockton, Mass 


United States Rubber Co., New York City 
Front Cover, 94 
a 


Wall, Doyle & Daley, Inc., Brockton, Mass. .112 
Weber Bros. Shoe Co., No. Adams, Mass.... 28 
Westcott-Whitmore Co., Syracuse, N.Y... .110 
Whitman & Keith. Brockton, Mass 

Witherell, E. A., & M. C. Co., Haverhill. .. .111 





FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill 
Bicycle Step Ladder Co., Chicago, Ill 


Bongiovanni Bros... New York City 
Brown-Durrell Co., New York City -“., 
Boston 


Elastic Tip Co., Boston 

Electric Window Salesman Co., Boston. .. . 
Ellis, W. E., Co., Haverhill, Mass 

Emery & Beers Co., Inc., New York City. . . 
Everwear Hosiery Co., Milwaukee, Wis 


Fashion Ornament Co., Brooklyn, N. Y. .. . 


Hecht Fixture Co., Chicago 
Holyoke Silk Hosiery Co., Holyoke, Mass. . . 


Kahn, Edw., E., Co., Brooklyn, N. Y 
Lyons, Hugh & Co., Lansing, Mich 


Milbradt Mfg. Co., St. Louis, Mo 
7 0. A., Treeing Machine Co., prenvoman. 


Onken, Oscar Co., Cincinnati, Ohio. ........ 127 
Parisian Beading Works Co., Phila., Pa... 116 


MACHINERY LASTS, MFRS. SUPPLIES 


DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston................ 56 
Cincinnati Last Co., Cincinnati, Ohio 
Lynn Last Co., Lynn, Mass 
Meyer, John C., Thread Co., Lowell, Mass. . 
a & England Wood Heel Co., ree, 


Rogers Fibre Co., Boston 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston 

34, 58, 132 
Whittemore Bros., Cambridge, Mass 
Wiechman Pattern Co., Cincinnati, Ohio. . . 


Wind Insole and C Co., Campell 
néé¢icwecenee obetéadenentnendesse cee 117 





LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati, O. . 108 


Barnett, J. S., & Sons, Inc., Boston 

Barnet Leather Co., Boston and New York. . 98 
Beggs & Cobb Co., Boston 

Byron, W. D., & Sons Leather Co., Boston... 5 


Cedar Cliff Silk Co., New York City 
Chamberlain, B. F., Boston 

Clifton Mfg. Co., Boston 

Creese & Cook Co., Boston 


Firestone-Apsley Rubber Co., Hudson, Mass. 96 
Goodyear Tire & Rubber Co., Akron, Ohio 
30-31 


Jones Co., F. E., Boston 


Kepner, C, D., Boston 
Kistler-Lesh & Co., Inc., Boston 


Lawrence, A. C., Leather Co., Boston 

New Castle Leather Co., New York City.... 21 
Quabaug Rubber Co., No. Brookfield, Mass. 45 
Standard Kid Co., Boston 
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MISCELLANEOUS 
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Calderwood & Pregg, Inc., Boston 
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Hooper Printing Co., Boston 
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Kalter Cerf. Merc. Co., Max., New York. 
Ky. T. K., Sales Sy Li 





New York Export Purchasing Corporation, 
New York City i 127 


Rauskolb, Medford, Mass 
Root Co., F. S., Boston.......... 


Tolman Print, Brockton, Mass 
University Electrotype Foundry 
War Dept., Surplus Property Div 
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YOU will observe 

By even casual inspection 
That Shoe Lacing Hooks 
Have arrived, 

As the latest styles 

In Fall footwear 


For men, women and children 


Clearly show. 


v 


AND it’s only natural 
For they're quick to lace 
And snug to the shoe 
Easily luted 

Insuring perfect fit 

For ary ankle. 


w 


BESIDES— 


You will note 
The fashion experts 


The shoe editors 


The newspapers 
The shoe son 
And ail 

Who make “Styles” 
A certainty 

Say Shoe Hooks 
Are Here to Stay. 


w 


ADVERTISING 
Did'nt do it all 

No! 

Not by a long shot! 
People just decided 
And insisted 

On having NOW 
What They Have 
Always Wanted— 
Lacing Hooks. 


Shoes with Lacing Hooks can be bought from 
dealers in Quality Footwear 
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But the Foot 





came oe vw 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! | 


When placing your next order for shoes, specify Crawford 


Arch Supporting Shanks. 


There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 
to the insole, you will find this trade-mark. The 
head of the rivet is flush with the insole. Look 
for the trade-mark. It is your protection. 


@ 








Auburn, Me. 
87 Main 
Brockton, Mass. 
93 Centre 


Cincinnati 
708 Broadway 


Chicago 
18 South Market 
Haverhill, Mass. 
145 Essex 
Johnson City, N. Y. 
124 Main 
Lynn, Mass. 
306 Broad 


Marlboro, Mass. 
11 Florence 


United Shoe Machinery 
Corporation 





Boston, Massachusetts 
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Milwaukee 
258 Fourth 


New Orleans 
216 Chartres 


New York 
37 Warren 


Philadelphia 
221 North 13th 

Rochester, N. Y. 
130 Mill 


St. Louis 
1423 Olive 





San Francisco 
859 Mission 


J. K. Krieg, N. Y. 
39 Warren 








September 9, 1929 
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“Follow the Creighton Line’’ 
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IN STOCK 


STYLE NO 420 









Gun Metal Oxford—Goodyear Welt 
10/8 Wingfoot Rubber Heel—Widths A to D 


Price $3.75 


Send for new Fall stock catalog 





Boston Office—183 Essex Street 


i; rah 2 gh ton 








ass. 
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Norwegian 


Calf and Veals 


and 
Viking 
Calf 


Are Always Standards of Excellence 




















When a merchant specifies Gallun 
Leathers in the shoes he orders from 
his manufacturer, he is adding to the 
security of customer satisfaction. For, 
he knows that these quality leathers 
will do justice to his name as a reliable 
merchant who sells only the best foot- 
wear. 


Any new style is made much more at- 
tractive through the use of Norwegian 
Calf and Veals and Viking Calf. These 
“Standards of Excellence” supply the 
snap and vigor so essential to style suc- 
cess. To insist on getting them is a 
measure of protection and an aid to 
better business. 


In the Norwegian the following shades are avail- 
able: Black, colors 3 and 4. The Viking Calf is tan- 
ned in black and five colors. Be sure to specify just 
which leather you want, and insist on Gallun’s. 





























A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 
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Arch de Triomphe 


Paris, France 


Stock No. 6011— 
Black Kid Arch 
Relief Oxford 
Goodyear Welt 12-8 
Rubber Heel, Com- 
bination Last, No. 
118. Price.. $4 


Stock No. 6010— 
Same as Above, 


Brown Kid. . .$5.35 








Stock No. 6005— 
Black Kid Arch 
Relief Oxford, 
Goodyear Welt 
13-8 Rubber Heel, 
Combination Last 
No. 131. Price 


Stock No. 6004— 
Same as Above, 
Brown Kid $5.35 


The Arch 
of Triumph 


symbolizes the martial triumphs 
through which were preserved the 
rights and safety of the people of 
France. 


Through this arch today proudly 
pass patriotic processions commem- 
orating the nation’s recent tri- 
umphs. 


Through an arch which preserves the 
natural contour of Milady’s feet, the 


ARCH RELIEF SHOE marches on 


to newer and greater triumphs — 
triumphs which should also be yours. 


The ARCH RELIEF SHOE gives 
support to the arch and ease to the 
foot—Provides needed support for 


weak arches — keeps normal feet 
healthy. 


Always in stock 


RILEY SHOE MFG. Co 
Columbus, Ohto 
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IN STOCK 
NOW 








No. 7856 








Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 


Foxed, Field Mouse Kid Top, Pony Cut Lace. isses’ Nut Brown Side, Tip, Lace, Rubber Heel, 


7856—1114 to 2. Rubber Heel. D and E....$2.50 Pest Ferm Last. 
7857—8 4 to 11. Rubber Heel. Dand E....$2.25 Be 
- 7620—I114to2. DandE..... .$2.25 
7858—8 14 to 11. Spring Heel. D and E $2.25 + 
7859 St ~ S : H | DandE $2.00 7621—8 1 to II. DandE oseee o« $2.00 
ae a ee ; 7623—5 to 8. DandE....... $1.75 


We've Been Settled into Fall 


The People Are Home and Working 
The Children Are Going to School 


Fall shopping is the big feature,—outfitting for the coming cool weather is 
the principal matter of interest now. 


3 W’S LENOX SHOES for Misses and Children 


will give you a talking point for your trade—backed by good honest mer- 
chandise and a real in-stock service. 


Here are some of the numbers for now. They cover but a few of our styles. 


The others are shown in our newest catalog that is yours for the asking. 








Weimer, Wright 
and Watkin Co. 


Manufacturers 





No. 7542 





35 S. Second St. Philadelphia 


at gaa Chrome, Mat Kid Top, Button, Turn’ Child’s Tan Kid Button, Turn, Tip, Peggy Last. 
ai : 

wees. 3 008. DandE..............ccccce $1.50 7342—3 to & «~DandE........... Pee 
7505—1 to 5. DandE....... ali een ae faa dy 4 AP - $1.35 
6400—814 to 11. ace, Spring Heel........ $2.10 ome -26 > as eel... $2.25 
,125—1to5. Fat PL: vc ncctnenccasens $1.25 7127—1 to 5. Fat Baby......... $1.35 
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HIGH GRADE OXFORDS 
FOR WELL DRESSED YOUNG WOMEN 


Stocked under the following Brands: 


JOHN FOSTER— KEWPIE TWINS—PLAIN 


Reg. U. S. Pat. Off. 





No. 965 





Reg. U. S. Pat. Off. 


15965—Patent Full Quarter Imitation Medallion Straight 
Tip Two Strap Oxford. 


eee ee 


13965—Mahogany Kid Full Quarter Imitation Medallion 
Straight Tip Two Strap Oxford. 


i De Ss Se. nk rc eke nts vecd seni eee 


14965—Nut Brown Calf Full Quarter Imitation Medallion 
Straight Tip Two Strap Oxford. 


Te eee eee 


17965—Black Calf Full Quarter Imitation Medallion Straight 
Tip Two Strap Oxford. 


te Dy. Bees BGT... PGB. 2.0 5 occ ccesciicesvccece.. GRE 





Choice Upper Leathers 
Flint Stone Bend Outer Soles 
Flexible Oak Inner Soles 





SPECIFICATIONS 


Sole Leather Box Toes and Counters Genuine Goodyear Welts 


Snug Fitting Heel Seats 
Rubber (top lift) Heels 
‘“‘Red-Line-In” Linings 











No. 565 





15565—Patent Full Quarter Imitation Medallion Straight 
Tip Two Strap Oxford. 


Je ee eT eeee 


13565—Mahogany Kid Full Quarter Imitation Medallion 
Straight Tip Two Strap Oxford. 


Ri COR Te TG, PUR aos 5 bo ccc ticic ce cena s ss SR 


12565—Black Kid Full Quarter Imitation Medallion Straight 
Tip Two Strap Oxford. 


RA. to BD. . Dime BEGG. PUR. ack eve te ceases cs ED 


18565—Mahogany Calf Full Quarter Imitation Medallion 
Straight Tip Two Strap Oxford. 


AA to D. Sizes 24-8. Price....................... $350 


17565—Black Calf Full Quarter Imitation Medallion Straight 
Tip Two Strap Oxford. 


AA to D. Giese S56D. Pres... 2. once cece sc cccsiees. GEM 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 





CARTHAGE 


MISSOURI 
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~MARION— ALWAYS DEPENDABLE 


a ee 


eas 
seseeteneereens 











= ee eS ZS SZ aw 





[_ EADING retailers know that “Marion hits the Style nail 
on the head every time.” Men know that Marions 
give satisfaction. They are built of the best materials 


money can buy. 
Quantity mail orders have proven 419X a Style Leader for 
Fall and Winter. New Shield Tip. Varsity last. Heavy 


16 iron natural edge (fibre middle sole). 1-4 Round edge 
and heel seat. Low broad leather heel. Mail your order today. 


MARION LASTS ARE FREE FITTERS 







GALLUN’S 


BLACK NORWEGIAN 


$5.35 





petty 






IN STOCK 


A to D 





MARION SHOE CO. 
MARION, INDIANA 
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with the greatest 
line of men’s and 
boys high grade 
fine shoes we have 
ever made. Up-to- 
the-minute smart 
styles for young 





Catalog of styles in stock upon request. 
“Faithful to the Last” 





C& Sau SHOE CoO.., Boston, Mass., New ofiadled Distributors 
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Coming! 


t men; many of them 
4 carried in stock. If 
e there is no Nunn- 
e Bush agencyin your 
" city, write for sales- 
t man and get this 
g money-making line 














Nunri-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 

















. —— — a _ . 
r= ee. Pe POR So gee Dorr alt om C2 RRS RE RT er or 
5 ied . oa ee Bh ee be pag pen ay AS $ foes yea Pe LS ig NES ing nd GE ‘ 


C. S. STEARNS SHOE CO., Boston, Mass., New England Distributors 
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INTRODUCING — 
“OUR CUSTOM MODEL” 






























The style illustrated is satin. 
is also produced in all leathers — 
and with buckles if desired. 


Illustrative of our product — 
Highest Grade Footwear for Women 
coupled with exclusive styled esigning 


SILVA & COMPANY 
208 WILLOUGHBY ST. BROOKLYN, N. Y. 




















TOO LLL eae “AMO TOU OO OOS 








33 S | \ | ES No. 462—KID OXFORD, common sense toe, 
No. 402—KID STOC K TIP OXFORD, 12-8 7-8 rubber heel, D, E and EE . .$2.46 
$2.85 


rubber heel. A to 
IN Thirty-three attractive num- IN 
a . bers, each made from carefully 
STOCK selected kidskin and eauipped STOCK 

with rubber heel. These are what 
we offer you for a better fall busi- 
ness in cor forts. 
They're all in stock ready to ship. 
Oxfords, Bals, Polish Boots, 
everything you need. Let us send 
you complete catalog for your 
guidance in ordering. 


H. K. GARDINER CO. 





No. 2011—KID STOCK TIP WIDE ANKLE 

OXFORD, gray leather « quarter and sock lin- Please Address a to the Factory at Me. €6~ZID STOCE TIP OXFORD 
2 > € LEE o ° \ . , - 

a ee: eee wet Factory: 680 Washington St., dium toe, 10-8 rubber heel, C, D and E.$2.40 

No. 207—KID STOCK TIP WIDE ANKLE Lynn, Mass. 

POLISH, press vamp whole quarter, heavy Boston Sample Rooms: 134 Lincoln No. 452—KID STOCK TIP pe tS me- 


sole, 12-8 rubber heel. EEE only... ..$3.50 Street dium toe, 9-8 rubber heel, E and EE 


eT oT MMUMenimiilnieniiiiiieniiiiiteliiiiiiel li ilies 





ee a Oona oo Un 
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E-J School Shoes for 

















Immediate Delivery 


WELLESLEY LAST 


RUSSIA 
UPPER 
STOCK, 


ARMY 
LINING 


LEATHER 
COUNTER. 


LEATHER 
HEEL BASE 


PLIABLE LEATHER 
INNERSOLE 


FLEXIBLE OAK SOLE 


SCHOOL CHUM LINE 


Little Women’s Russia Bal. 
half size 2'4 to 8 > 25 


Misses’ Russia Bal. Full 
Vamp, half sizes 1214 to 2 . 2 00 


Same in Child’s, > ae sizes 
8'44to 12 , _ * 80 


Little Women’s Gun Metal 
Bal. mat ey half sixes 2!5 
teS ..« i= 25 


If you have not received our new Fall 
Catalogue showing the complete E-J 
line, be sure and write for one. 


Address Endicott, N. Y. 


AVON LAST 





oe MULL SHULL eMmnnenmniiieMinniiits tli tic 


EVERYBOY LINE 


456. Boys’ Russia Brogue 


Sees = wa sizes ‘> 25 


y for Youths, 
ir... se 2.10 


4561,. Same for Little Men, 1.85 


sizes 9 to 13!4 


441. Boys’ Gun Metal Bal. 


— om —_ 2.25 


44114. Same for Youths, half - 10 


sizes 1 to 2. 


44114. Same for 


——- Men, 
$to13!;. 1.85 


ARMY LINING 
RUSSIA UPPER 
STOCK 


LEATHER 
COUNTER 


4 HALF RUBBER 
HEEL 


PLIABLE 
LEATHER INNERSOLE 


FANCY STITCHING 
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Double 
Stitch 
Backstay 


fF) BAL LACE SCHOOL SHOES 


Double Vamping, 4 Rows of Stitching 
on Vamp. This prevents the shoe from 
ripping at this point. 





BOYS” BAL LACE SCHGOL SHOES 





MEN'S BAL LACE 





BUTTON SCHOOL SHOE 


967 Atlantic Ave. 


The Boot and Shoe Recorder will appreciate your 


Ev RAST CO. 


September 16, 1922 s 


More and More Shoe Merchants 
are Buying 


Ramsey’s School Shoes 


Because they are made so they 
cannot rip and give service 


Because Best Bend Soles are Used 
You who buy the ordinary stitchdowns will want 


RAMSEY’S sooner or later. There certainly is a 
great difference. Why not try them out now? 


IN STOCK IMMEDIATE DELIVERY 


” 
BAL LACE SCHOOL SHOES—Best Bend Oak Soles 
Spring Spring Outside Outside 
Heels Heels Heels Heels 
5-8 8-11 114-2 244-7 
5400—Cherry Chrome Bal $1.35 $1.55 $1.85 $2.45 
5401— Black Chrome Bal 1.35 1.55 1.85 
5410—Tan Lotus Full Grain Bal 1.50 1.70 2.05 
5412—Cherry Elk Bal 13. 1.70 2.05 
5414—Cherry Crystal Bal 1.50 1.7 2.05 
5415—Brown Lotus Bal 1.50 1.70 2.05 2.65 4 
5417—Brown Lotus and Smoked Elk Combination Bal 1.50 1.70 2.05 
5300—Cherry Full Grain Bal, Full Sheepskin lined 1.50 1.70 2.05 
5463— Smoked Elk Bal, Bend Sole 1.50 1.70 2.05 
5466— Mahogany Chrome and Smoked Elk Combination 
Bal, Elk Bend Sole 1.50 1.70 2.05 
5314—Cherry Full Grain Bal, Leather lined, ‘Best Bend 
Jak Sole 1.50 1.70 2.05 
BOYS’ BAL LACE SCHOOL SHOES —Best Bend Oak Soles 
4400—Cherry Chrome Bal, 244 to5%4...... 6... 6. ee ce ee ee eee 626046900 
4412—Cherry Elk Bal, 244 to 5% eeiiedese andeteae peware oo 
4415—Brown Lotus Bal, 2% to 514 cokun PO are sewda Seek 
MENS’ BAL LACE—Best Bend Oak Soles 
4400—Cherry Chrome Bal, 6 to 11 . $2.85 
4412—Cherry Elk Bal, 6 to 11 cons aicadaeebaked os ae 
4415—Brown Lotus Bal, 6 to 11 : ; ne ee py .. 3.18 


BUTTON SCHOOL SHOES—Best Bend Soles 





Spring Spring Outside Outside 


Heels Heels Heels Heels 
5600-——Cherry Chrome Button piicette sx cad +: 35 $1.55 $1.85 
5614—Cherry Crystal Button : : ‘ 0 1.70 2.05 
5615—Brown Lotus Button an L 50 1.70 2.05 


* THE ONLY ney STITCHDOWN ™ 


TRIPLE wr? WELT 


STITCHING HOLOING UPPER TO INSOLA THAT Is 
Soe Sees Sees Sree Sees Staer ee coreecs SEYS 
TWO ROWS OF GOUOVRAR STITOUNG SHOWING ON BOTTOM OF OUTSOLS RAM 


Resihien, N.Y. ff je 
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FALL FOOTWEAR 


For Immediate Shipment 





Many Other Models Carried 

In Stock for Early Fall Trade 

—Our New Folder Will Be 
Mailed On Request 








No. 509 Price $3.35 
Cocoa Calf Oxford, Wing Tip, Imitation 
Saddle and Fox, Goodyear Welt 11-8 
Rubber Heel, Princess Last. AA to D. 


No. 455 Price $4.25 
Patent Oxford, Dull Calf Tip, Saddle, and 
Fox, Goodyear Welt, 11-8 Rubber Heel, 
Princess Last. AA to D. 





No. 338 Price $4.15 No. 380 Price $4.00 
Black Satin Alpine One Strap, Full Spanish ‘ . 
Louis Heel, Imitation Turn, Euclid Last. No. 930 Price $5.00 ad Re wlhnse Poe bg Manna a 
AA to C. Flexible Arch, 814-Inch Black Kid Lace, Kid AA to C. 
Tip Welt 13-8 Rubber Heel, Tremont Last. 
No. 931—Same in Brown Kid. Price $5.50 





No. 548 Price $3.50 


Black Kid Oxford, Imitation Tip 13-8 No. 550 Price $4.00 





Rubber Heel, Goodyear Welt, Tremont . : Patent Dora One Strap Goodyear Welt, 
Last. AA to D. No. 379 Price $4.00 13-8 Rubber Heel Tremont Last AA to C. 
No. 549—Same in Brown Kid Price $4.00 Patent Flora One Strap Single Sole, Military No. 551—Same in Black Kid. Price $3.75 
No. 547—Same in Patent. Price $3.75 Covered Wood Heel, Tremont Last. AA to C. AA to D 


THOMSON GCROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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E realize that many retailers have 

allowed their stocks on rubber foot- 
wear to run mighty low these last two 
seasons. We don’t blame you a bit. But 
we know that you’d like to corral enough 
sales this season to pay you for the last 
two mild ones. 

The best way to have this opportunity 
is to stock only the rubber footwear that 
has proved itself in steady, consistent 
demand! 

You know the enviable position that 
Lambertville Snag-Proof Rubber Foot- 
wear holds in- the preference of thou- 
sands of outdoor men. Snag-Proof means 
Special Satisfaction to them! 

You can cash in on this good-will by 
rounding out your line with Snag-Proof 
Boots, Shoes and Arctics. There is a style 
and price that will satisfy every customer. 

We're putting a powerful buying urge 
back of Lambertville Snag-Proof with 
strong advertising this season. Wouldn’t 
you prefer to enjoy the profitable sales of 
a leader, rather than take chances on an 
unknown price brand? Write for our 
price-list and full particulars. Prompt 
shipments on all orders. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


“SNAG-PROOF” 


Rubberlootwear 
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An opportunity 
to satisfy every customer! 













HERE is a distinct- 
iveness about Stetson 
shoes for women that 
makes them an attrac- 
tive adjunct to any shoe 
merchant’s stock. 


The number of women 
in every community to 
whom they appeal 
makes it well worth 
while to carry the limit- 
ed stock necessary to 
supply all demands. 


Because we carry wom- 
en’s Stetsons ready for 
immediate shipment, a 
merchant can do double 
the business on one-third 
the ordinary investment. 


Dept. 5 catalogs are now ready 
to mail. Send for one. 


oe THE STETSON SHOE 
COMPANY, Inc. 
ay South Weymouth, Mass. 
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$5.60 


Stock No. 593—4 Viking Ox., Heavy S. S., 





Stock No. 592—Genuine Brown Scotch 


Wingfoot Heel, A to D Wide. Grain, ona S. S., Broad Heel, Widths 
Stock No. 493—Black Viking Oxford, A to D.. ad > $6.00 
Heavy Single Sole. Wingfoot Heel. 

Widths A to D. 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last, Smoked Elk 
Sport Oxford, Gal. FourApron, RedDuflex 
Ribbed Sole and Heel, B to E_ Wide....$5.50 


Stock No. 310—Sport Last, Tan Box 
Sport Oxford, Tan Box Apron, Red Duflex 
Ribbed Sole and Heel, B to E Wide... $5.85 
Stock No. 312—Sport Last, Tan Box Sport 
Oxford, Brown Cordovan Apron, Red 
Duflex Ribbed Sole and Heel, B to ae 

5.85 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bidg. 
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ET & THEATR 
MASTER SoOMEL SNA MAKERS 
PROCESS 


(FOoTWEAR) 





WITH 
DAYLIGHT 
UNDER 
CLEMENTINE THE ARCH NODA 
THE LAST WORD IN STYLE A REAL TONGUE AND 
STRAP COLONIAL 
Modeled only on our No. 55 
medium toe pump last Modeled on our new Nos. 54-55-57 


medium toe last 


Smart Fall Numbers To Retail 


(From $8.50 to $10.00 according to materials) 


AT A LONG PROFIT 


VENDOME MADALINE 


A BEAUTIFUL HIGH GRADE VERY ATTRACTIVE STRAP 
TONGUE PUMP AND TONGUE PUMP 





Modeled on our new Nos. 54-55-57 Modeled on our Nos. 54-55-57 
medium toe last medium toe pump Iast. 


BOYD-WELSH SHOE COMPANY 


MANUFACTURERS OF 


WOMEN’S STREET AND THEATRICAL FOOTWEAR 


COOK AND NEWSTEAD AVENUES 


ST. Louis, U.S. A. 
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SELF ADJUSTING SHANK 
PERFECT BALL SUPPORT 


The Most Comfortable Walking Shoe 


| HERE is nothing more convincing of ““Tru- 
wauk” merits than the unsolicited expressions 
of opinion from dealers who have sold them. 
Notice how they agree with the endorsement 
of Dr. Lorenz. 


Turrell Shoe Co. 
Seattle, Wash. 


For many years I have dealt exclusively in 
orthopedic shoes. Truwauk 1s one of the great- 
est and prettiest that I have yet fitted. 





Smith Kasson Co. 

Cincinnati, O. 
Without advertising, have had quite a success 
with Truwauks. They certainly are comfort- 
able, and good fitters, and offer salespeople 
lots of good talking potnts. 


Truwarks must be seen to be appreciated. 
Write for trial runs and agency privileges. 





IN STOCK 


AAA to E 


I. MILLER G6 SONS 


ae som ae ek Bee ee ee ee 
ONE CARLTON AVENUE, BROOKLYN, N. ¥. 


i Oe Oe oe Oe 6 6 6 


der will appreciate your mentioning the publication in replies to advertisements. 
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BROWN KID, $7.50 
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Style No. 629— 
Dark Tan_ Lotus 
Calf, No. 48 — 
cher —_ 
Good year ingfoot 
Heel. 





ih | 


Weber Union Made Shoes are unbeatable for 
holding customers. 
You can ask nothing more reliable than the rigid 
value standards under which they are produced to 
retail at $5—$8. 


WEBER BROS. SHOE CO. 


North Adams, Mass. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


‘ 


























High Grade 
Fall Styles’ 





Style 716 BOMBO 
33 Tan Calf, Atta red calf wing tip, vamp FAYETTE Style 717 
band, saddle strap and back stay, 9 per- Black Satin, French bound, 1-8 space stitch 
forations all over, 7 iron Goodyear welt, all over, 9 iron, turn sole, 29 last, 14-8 box- 
white stitch, 32 last, 12-8 leather heel. $5.40 GE Bsa hace incceseccusse: $5.25 


for 


At-Once Delivery 





AA—4 1-2 to 8 A—4 to 8 
Style 719 GOTHAM B and C—3 to 8 GOTHAM Style 718 
Patent Leather, French bound, ay perfora- Black Kid, French yy perforations. 
t rters " tion tip, 
tip 6 Hey my: Sg i An turn edge TERMS: NET 30 DAYS S iron, sols, ches imitation turn edge. fi 
last, 14-8 leather Cuban heel. .. . .$5.15 last, 13-8 leather Cuban heel........ $5.25 


BURROWS SHOE CO., Inc. 


Rochester, N. Y. 




















The Beet and Shee Recorder will appreciate your mentioning the pubiication in replies te advertisements. 
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The addition to the Armortred line 
OF 


The New 


ARMORTRED 


ARCH-SUPPORT 
HEEL 


is another indica- 
tion of the progress 
the Quabaug Rub- 
ber Co. is making 
in the development 


of the Rubber Heel 


business. 


Quabaug Rubber Co. 
North Brookfield, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WISE & COOPER WELTS IN STOCK 


Black Kid Staple Sellers 
You Need Every Day 


These Two Styles with 
ArchSupportCounters 
and Cushion Soles will 


Cushion Sole §=60or meet your growing 
Arch Support P 


— demand for corrective 


footwear. 


Stock No. 50. Price, $4.00 Net 
? , Black Kid Lace Oxford. Combination last. 
Stock No. 40. Price, $5.00 Net Cushion Sole, Arch Support Counters, 11-8 


Black Kid, 8 inch Lace Boot. Combination Rubber heel. 
ast. Cushion Sole. Arch Support Count- 
11-8 Rubber heel. SIZES IN STOCK 


Le Caen Send for Sample Pairs AA—414 to 8; A—4 to 8; B—314 to 9; 
SIZES IN STOCK f p C—3% to 8; D—3% to 9; E—3 to 8. 
AA—4'4 to 8; A—4 to 8; B—3% to 9; 

( 31g to 8; D—3% to 9; E—3 to 8. 


GOODY EAR WELTS 
EXCLUSIVELY 


Stock No. 42. Price, $4.00 Net Stock No. 51. Price, $3.50 Net Stock No. 41. Price, $4.35 Net 


Black Kid, 7 inch Lace Boot. Hub last. Black Kid Blucher Oxford. Junior last. Black Kid, 8 inch Lace Boot: Junior last. 
11-8 Rubber heel. 11-8 Rubber heel. 11-8 Rubber heel. 


SIZES IN STOCK SIZES IN STOCK SIZES IN STOCK 
B—4'4 to 8; 3—3%4 to 8; D—3% to 9; AA—4%% to 8; A—4 to 8; B—3% to 9; AA—4% to 8; A—4 to 8; B—3\% to 9; 
I 314 to 9; EI 4'4 to 8 C—3% to 8; D—3\% to 9; E—3 to 8. C—3\% to 8; D—3% to 9; E—3 to 8. 


WISE & COOPER CO. 


eee . MAKERS OF GOOD 
AUBURN SHOES SINCE 1883 MAINE 
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NOVELTY OXFORD 


Carried In Stock in different combinations. 
A fine Specimen of Jones & Thomas craftsmanship. 





This live number is being featured and carried in 
stock by the following wholesale distributors: 


W. T. HOLMES CO. HARPER-KIRSCHTEN SHOE CO. 


Philadelphia, - Pa. Chicago, - - Ill. 


Get this snappy style in your windows while 
the time is ripe. Demand will surely 
turn it quickly and bring you real profits. 

















A) 
> 


Lyn mn a, Ma SSac h usetts SS SF _ 


an 
sum, we 


cs 
“tn lo we Za on, wo 
OTT eo SAT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 


V.K*AH. JONES & THOMAS Company - 
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= 10 Metropolitan Bldg. 


BOOT 


What Service Means 


Service is beyond “‘wood.” 

Service is beyond delivery. 

Service does not relax until we are assured that any last we 
provide is working out perfectly in the shoe factory. 


Service does not stint at making properly-fitting patterns 
if our customers’ patterns do not gibe with the last they 


select. 


Service brings to every customer, no matter how remotely 


situated, the la 


Service is interest in the welfare of our custom2rs, and we 


place no limit on our interest. 





SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bldg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Comeeng. Lid. 
ontrea 
with Branch Office at Toronto 


NITED 














HEADQUARTERS 
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An Arch Support Shoe of Character, Quality and Fit 








Solid Leather ° oodyear 
ie To Retail at $6. 00 ’ Welt 



















SMOOTH LEAT 
| QUARTER LINI 
ar SOLID y —_ 

ATHER COUNTER], // 


LEATHER 
hiber HENa| 























A SOLID 
LEATHER HEEL 
IDEAL EASY TREAD 
|. RUBBER HEEL 


RE-ENFORCED STEEL 
ARCHLOBE SHANK 


SOLID ONE PIECE ~ 
LEATHER INNERS 














ONE PIE 
li 


CE 
SOLID Learie| 
BOx TOE 






























(CORK FILLER] 





FINE OAK 
OUTER SOLE 


























ILLIONS of “plain people are 
looking for a real arch support shoe 


at a price they can afford. 


ARCHLOBE MEANS 
VOLUME SALES and VOLUME PROFITS 


This picture shows 
the smart lines of the 


A RCHLOBE 
made in 
BLAC K and Have you sampled ARCHLOBES from 
Sele Gat your WHOLESALER? 


GLOBE SHOE COMPANY 


Women’s Goodyear Welt Shoes at Popular Prices 


Chelsea - - - - Mass. 
Boston Sales Office at 207 Essex Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 




























24 BOOT AND SHOE RECORDER September 16, 1922 











IN STOCK 





Note: Sizes 844 and Qare 25c extra 
Sizes 944 and 10 are 50c extra 
Sizes 101% and || are 75 extra 
Sizes 11 14 and 12 are $1.00 extra 
All Goodyear Welts 
Every Number equipped with arch supporting 
shank and O’Sullioan’s Rubber Heels. : 
600—Black Kid Oxford $4.00 650—Black Kid Full Ankle Boot...... $4.75 
605—Brown Kid Oxford - $4.50 660—Brown Kid Full Ankle Boot..... $5.50 
610—Black Kid 2 Strap ....$4.25  665—Black Kid Fat Ankle Boot..... $5.00 
615—Brown Kid 2 Strap ; $4.75 Sizes 214-12 C-EEE 
“SPECIALIZE.” If you are not making a serious effort to fit your “OVER-SIZE” trade you 
are “passing up” a wonderful opportunity. It’s a staple safe proposition insuring nice 
profits and making your customer of today your friend and customer of tomorrow. 
“STYLE-FULL—OVER-SIZES” are especially built for women with wide feet who still 
demand style and trimness in their footwear. They are made as good as can be. f 
Let us send you a few pair of the style that interests you—ON APPROVAL [ 
L 
ANDERSON-OWENS SHOE CO. 5 
“ae 


LYNN, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Vouill appreciate the extra 
fine all leather quality of 
Daden Dress Shoes formen! 


And Youll be obtamina the 
kind of workmanship that 


retams the Shape — so 
essential to the appearance 





Stock No. 3013— TONY RED BAL SHOE (FrenchLast) carried in stock B, C and D widths, sizes 


6 toll. Price $5.00 per pair. Write For Our Catalog 
OGDEN SHOE COMPANY, MILWAUKEE, WIS. 
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Mind Your P’s and Q’s 


**Mother Hager”’ 


STITCHDOWN 
BOOTS 
Byron Process Soles 5-8 8%-l11 11%-2 
300 Black Kid Button $1.35 $1.60 
300H—Black Kid Button, heel : $1.90 
301 Gun Metal Button 1.35 1.60 
301H—Gun Metal Button, Heel 1.90 
235 Tan Lotus Blucher 1.35 1.60 
235H—Tan Lotus Blucher, Heel : 1.90 
285H— Smoke Blucher, Heel . 1.35 1.60 
285H—Smoke Blucher, Heel 1.90 
265 Mahogany Elk Blucher 1.35 1.60 
265H— Mahogany Elk Blucher, Heel 1.90 
237 Tan Lotus Polish 1.35 1.60 
237H—Tan Lotus Polish, Heel 1.90 
217 —Cherry Lotus Polish 1.35 1.60 
217H—Cherry Lotus Polish, heel ‘ 1.90 
207 Black Kid Polish 1.35 1.60 
207H—Black Kid Polish, Heel 1.90 
247 —Gun Metal Polish... 1.35 1.60 
247H—Gun Metal Polish, Heel 1.90 
287 Smoke Polish - 135 1.60 
287H—Smoke Polish, Heel. 1.90 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, 


MARYLAND, U.S. A. 


Don’t 
be 
without 
Shoes 


McKAY BOOTS 


INCLUDING RUBBER 
HEELS 


410—Gun — Polish, High Cut, 
Wed, $1 


400-—Gun Metal ‘Polish, High Cut, 
Rubber Heel 


1400—Gun Metal Polish, High y Sut, 


English Toe, Rubber 
412—Patent Polish, High Cut, — 
or Polish, High Cut, Rub- 


1402—Patent Polish, High Cut, Se 
ligh Toe, Rubber Heel. 


414— = Polish, High ‘Cut, 
Wedge 


404— Mahogany Polish, =_ Cut, 
Rubber Heel. 


1404— Mahogany Polish, Hi Cut, 
English Toe, Rubber te 


416— Pi Wedae Kid Polish, High Cut, 


1406- Black ty th Hi Cut, 
English Toe, Rubber Heel. . . 


oie Brown Polish, High Cut, 


1408—Nut Brown Polish, High Cut, 
English Toe, Rubber Heel. 


5-8 8%-l1l 11%-2 2%-8 
$1.55 
1.55 $1.80 
1.80 $2.15 
1.55 1.80 
1.80 2.10 
2.10 2.60 
1.35 1.60 
1.60 1.85 
1.85 2.20 
1.50 1.75 


1.75 2.00 2.40 


2.00 2.40 


1.75 2.00 2.40 
2.00 2.40 






































THE LINING THAT BRACES THE SHOE 


KALLMAN 
SHOE LININGS 


For uniform quality, for longer wear, for better appear- 
ance inside the shoe, use one of the KALLMAN Guaran- 


Guaranteed Weight 


teed Weight SHOE LININGS. 


In Twills, Drills, Ducks, each stamped with its weights. 
Also Flannels, Felt Sock Linings, Top Facings. 











Sole Distributors for 


H. S. & M. W. SNYDER 
INC. 


Manufacturers of 


ATHENA 


CHROME KID 


Black, White, Havana, Gray, 
Champagne, Red, Golden 
and other dema 


led edieue. 
Cabrettas 
and Colors. 


Ebon 
in Blac 


Kallman-Newcomb Company 
61-65 SOUTH STREET 


KALLMAN-NEWCOMB CO. 
Cincinnati, O. 


BOSTON, 


A. R. MUELLER & CO. 


Milwaukee, Wis. 





MASS. 


A. M. ROBLEE 
St. Louis, Mo. 
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THE NEWEST EFFECTS IN SE 


CROSS STRAPS 
READY FOR DELIVERY 
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1230—Black Satin, Black Suede Straps 
1231—Brown Satin, Brown Suede Straps 
1232—Dull Kid, Patent Straps 
1761—Black Satin, Brocade Straps 
1762—Gun Metal, Patent Straps 

AA to C $4.50 


1763—Patent Vamp, Black Suede Quarter and Straps 
All Full Louis Covered Heels AA to C $4.75 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA -_ 
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No. 621—Patent One-Strap Pu S | C K No. 622—Kid One-Strap, 


Goodyear Welt. 14-8 heel...... $5.00 year Weit, 14-8 Heel 
No. 622—Same as above, in Black Kid.... y , No. 621—Same style as above. Patent Leather 
$5.00 




















HE most approved styles for Fall are included in the 
Crooker & Morse line. Ifit’s something new and snappy, 
we have it. Furthermore, we carry all numbers In Stock 
and can make prompt shipments. Our aim is to serve every 
retail merchant as completely as our organization and its 


facilities will permit. 


We would be pleased to add your name to our list of satis- 


“ 

Cig 

Three 
sb any ey 


fied customers and give you the same service enjoyed by so 


gar, 
ng ese sD 


many merchants who feature Crooker & Morse footwear. 


CROOKER & MORSE, Ine. 


BRIDGEWATER -:- -:- -:- MASS. 
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IN 
STOCK 





No. 434—Black Boarded Calf Oxford, Goodyear 
No. 623—Patent Two-Stra year Welt, Heavy Sole, Rubber Top Lift. 10-8 heel, 


Welt, Phyllis Last. 14-8 Hee $5.25 Wing Tip, Hazel Last $5.25 
No. 624—Same style as above. No. 430—Same as above, in Victoria Sis 
$ e 
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| Bates Fall Speci alties 


for immediate shipment 
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= = No. 2185 “‘Brogue”’ 

— Gallum’s “No. 3” Colored Norwegian Calf. 

iam nen Grain inner sole; Oak outer sole; welt 

_. ao leather counter; full extension edge; flange- 
~S2s88535>= shaped rubber heel. 


No. 2130—“‘Brogue”’ 
Same last and pattern, but made of Gal- 
lum’s Black Norwegian Calf. 


<_ 
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HE tremendous demand for Men’s Ox- 


i Wi ap 
: fords for Fall and Winter puts the Bates = 
ie low-shoe service into the limelight. E 


These two stunning jace oxfords, with companion styles 
2175 and 2120 in blucher-cut, are heavy sellers for Autumn 
and Winter. 


PB 5 
Aes! Bar ady 4 








das Fotis FLEET RATAN O ROO EE 
Nt ERS RCCL EE eG 


as 
IMM Se Hennes te tora: | Hes IM 








We have them in stock in all sizes, and B, C, and D widths. ‘i 

: te 

iE: . * , 3 
eit This group of Bates Oxfords, featuring the Brogue and the is 
eRe new spade-shaped toe with smart tip and vamp treatments, at 
af has become one of the best business-building lines in today’s eit 

: Metropolitan trade. i 
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A. J. BATES COMPANY 
WEBSTER . MASSACHUSETTS 
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Nothing in the Shoe 
But the Foot 





HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 
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Auburn, Me. 


87 Maino 258 Fourth 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 

708 Broadway 37 Warren 

18 Seath Market . 30 — 


Haverhill, Mass. 
145 Essex 

Johnson City, N. Y. 
124 Maino 


United Shoe Machinery 
Corporation 


Milwaukee 


Philadelphia 
221 North 13th 

Rochester, N. Y. 
130 Mill 


Lynn, Mass. St. Louis 
306 Broad 1423 Olive 
Marlboro, Mass. San Francisco 
11 Florence 859 Mission 





Boston, Massachusetts 
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HUNTING—HIKING—FISHING 


Standard since 1902 
Men’s Chrome Veal Pac 


Number 683—12 inch...... . .$7.50 
Number 684—16 inch........ $9.25 
E and EE Widths 


Ladies’ Elko Pac 


Number 738—12 inch ...... . .$6.00 
Number 739—14 inch ...... . . $6.35 
A, B, C, D and E Widths 
Also stocked in Soft Toe, 12 in. Top 





Other styles to select from 


Write for Catalog 


HAND MADE SHOE CO. 


CHIPPEWA FALLS, WIS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y 
SALES OFFICES 
New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London,) Ltd. 
Boston, Mass. London, Eng. 
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“MAKES BETTER SHOES 


STILL BETTER” 


SCHERERS 
flower (ity 





For more than thirty-six years this 
trade-mark has assured security. 


SECURITY to the maker of shoes. 


SECURITY to the retailer who sells 
them. 


SECURITY to the customer who buys 


them. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 
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Our Most Demanded 


Colors 


HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 

SEA-GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
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When You Say “Novelties” Say “Boardman” 


~AK 


Style 241 Style 331 





atent 2-Strap, Im. Tip, Rubber Cuba _ Patent Colonial, Ba “pe =, beter Tongue Style 226 

te a ws lt A-D $4. 00 wi Quarter, Cov. Full Louis Heel, Turn 226—Patent 2-Strap, Gray Suede Trim., 
242—Same Style, Black Kid A-D. 4.00 $5.50 Wing Tip, Rubber Cuban Heel, Welt A-D 
339 me Style, ~ tt Str of Bla ck 330- Same Style, Gra ane Inlay A-C $5.50 $4.50 
Ooze Cs if, Im. Tip, Ru bbe er Ci ben He el, We 332—Black Satin C lo Patent Inlay 326—Patent Strap, Gray Suede Trim., Cov. 

A.D $4. ~4 Tongue, Cov. Fuli Louis Hee Turn A-C $5.50 Junior Heel, Turn *._D $4.50 
220 Black Kid Strap, Im. Tip, Rubber Cu Patent Lea, = ck Kid, Black Satin, Strap 329—All Gray Suede Strap, Cov. * Junio or 
ban _ el, Welt A- D $3.75 Slippers, Co Le wis Heels, Junior Heels, th Mn ctceunhcetbdan + ekues pede $4.50 
219—Same Style, Patent Leather A-D. .$4.00 Cuban Heels, or urn 3 , $3.75 335—Same Style, ‘White Kid .. $4.50 


Send for Catalogue of High and Low Shoes 
ALL STYLES IN STOCK 


THE BOARDMAN SHOE COMPANY 


564 Atlantic Avenue Boston 9 Massachusetts 





GP ROW a war aarawraKrawr Away 


Wee 2h SUT TITUTITTATITT LATE TATTL UCL 






he Test Shoe For The Least Money _ 


Patent Leather Colonial, Single Sole Going Big For Fall 


Louis Heel 








The “Colonial’”’ is back again strong. This time, 
however, without the old-fashioned buckle. New 
Flare Tongue effects, with a dainty strap adjust- 
| ment, now characterize this novel creation which 
] Dame Fashion favors. 


And it’s going BIG this Fall. Patent Leather, especially, 

will be in demand because of its superior wearing qualities. 

I The Colonial is seen at its best, too, in Patent. This 
beautiful leather lends it “snap’ and brilliancy, 














Your customers will demand Colonials, so act now. Get 
in a good stock of M-C McKays. We can _ them in a 
| few weeks’ time. 








Jobbing and mail order trade only. 


| MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 











M-C M*‘Kauys 


UUNVOUUTUATAUIUIMS a UUTEEUUUUAUTIOAUUUHUUUTAAAAAUEUUUTNOEUTEUUAUTUUUUAU TET ATEN 
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INFANTS AND CHILDREN’S 
FOOTWEAR 


Soft Soles, Moccasins and 
First Step Turns 





All White Kid, Soft Sole, 
Agate Button and Tassel. 
Can also be had in Black, 
Tan, Gray or Red. Sizes 
0 to 4. Dozen... .. .$7.50 


No. B 2536 
White Moccasin with 
White, pink or blue Rib- 
bon and French Knot 
Trimmings 
$9.00 a Dozen Pairs 


No. B 123 
All White Kid Button, Milo 
Button » Flexible 
Hand Turn. 1 to 5—Half 
Sizes. Price..... .-. $1.05 
No. B 161 
Gas fiery, Botee. Del 
at lop, mm Lip, xi- 
ble nm Soles 3 to 5, Brown Kid. 
MD ed No. B 139—Same in Black 


ng Heels $1.30 
Stree 8, Spring Heels $1.35 Kid. 


J -J +» Mac MASTER 
ROCHESTER ,N-Y. 


gne Kid. 
Re B 132—Same in Light 





Se cS - Sjecyo j= 
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TURN MODEL OF 
EXCLUSIVE STYLE 


“NORMA” 


Pat. Leather Pump, Gray Suede, Trimmed, 17-8 Louis or 
Spanish Heel, medium round toe $6.50 
Same in Black Satin, Pat. Leather Trimmed 6.00 
Same in Brown Satin, Brown Kid Trimmed 6.25 
All also made on 13-8 Spanish or Baby Louis, medium 
round toe last. 


3 WEEK 
DELIVERY. 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 
39-41 York Street Phone—Main 9194 
cor. Washington Brooklyn N. Y. 


TERMS 
5% 10 DAYS 














For the School Days 


“ASBORN” 


NATURE SHAPED SHOES 





2038—G. M. Calf Lace 

2011—Dark Tan Lace 

2049—Tan Lotus Lace 

2046—Patent Lace 

2042—Patent Button 

2009—Tan Hicut Lace 

2085—G. M. Hicut Lace 

2010—Tan Button 

Regular Cut—6-8, $2.15, 814-11, $2.50 
1144-2, $3.00 

Hicut—84-11 $2.75, 1144-2 $3.00 
2%-6 $3.50 


Chipman, Harwood & Co. 


564 Atlantic Ave., Boston, Mass. 
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You Get a Quicker Turnover When You 














































yy 
4 
Carry Hannahsons Satins 
: K E 
No. B-769 $3.00 
A Black Satin Imitation Turn One-Strap, with 
genuine steel beaded vamp that will please your 
customers’ taste and purse. Leather lined and 
fitted with a_ graceful 14-8 half Louis heel 
Widths, Bto D. Code, Ivy.” 
i 
Your Order Will 
Be Shipped 
—_ No. B782 $3.75 
Genuine Turn Black Satin One-Strap. with 
steel vamp and strap beading. 16-8 full Louis . No. B777_ $3.50 
heel. leather lined. Widths. A to D. Code, Genuine Turn Black Satin One-Strap. with 
“Becky.” abrocade quarter, 16-8 full Louis heel, 
rhinestone button, leather lined. Widths, 
Ato D. Code, Sarah.” 
No. B802 $2.85 
Same as above except Imitation Turn, 
with 14-8 half Louis heel. Widths. B to 
D. Code, “Ruby.” 











No Extra Charge 
For Single or Sample 
Pairs 


Sizes and Widths 
A 4—B 3—C and D 
2% to8 











No. B776 $2.75 


Black Satin Imitation Turn One-Strap, rhinestone button, 
leather lined, 9-8 heel. Widths, B to D. 


No. B786 $3.10 


Same as above%except Genuine Turn. , 


HANNAHSONSG 


HAVERHILL, MASS. 
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SOLDIER — PRESIDENT 
SHOEMAKER 


Gen. U.S. Grant, 1822-85 


Grant, the Galena tanner, pre- 
pared for the leather business by 
first mastering shoemaking. A 
bit of thoroughness characteris- 
tic of the man. Grant was made 
commander of all the forces of 
the United States in March, 
1864. A great warrior —an 
honored name added to the roll 
of honored shoemakers. 





ET the many shoe dealers who 
specify U. S. Spring-Step 
Rubber Heels on their leather shoe 
orders tell you why they specify 
these heels. 


They will certainly say that a 
quality shoe deserves a quality 
heel. 


Appearance. 
Wear. Comfort on 
the foot. 


t They know this by 

» shrewd practical 
knowledge and ob- 
~ servation. 


The high quality 


SPRIN 





Tapré 
o t ited ‘ame Rue ber 
ompany plantations 








Why Do They Specify 
“U. S.” Spring-Step Heels? 





of U.S. Spring-Step Heels is the 
result of Knowing rubber. 


U.S. Spring-Step Heels are 
made by the United States Rubber 
Company—-the old- 
est and largest rubber 
manufacturer in this 
country — the only 
one that grows its 
own rubber in any 
considerable amount. 





The only company in - 
U.S. Spring-Step sir parame: 
Rubber Heels on a “““*"” 
pair of shoes carry somewhat the 
same significance as a set of 
U.S. Royal Cord Tires on a motor 
car— standard equipment. 


G-stEP 


RING Heels 


United States Rubber Company 


MAKERS OF WU. §S, 








ROYAL CORD TIRES 
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RW. 


No. wW- 194—Patent Colt “Boule- sy ] O C; i 4 a - 
— 14-8 leather Cuban heel, No. W 196—Black Glazed _ Kid. 
$4.75 





- “Boulevard,” 13-8 leather Cuban 
vodyear welt. Price heel, Goodyear welt. Price. .$4.65 


For 
Immediate 
Delivery 


lo. W-363—Patent Colt, “Fancy,” 




















ACH ATS 


ROCHESTER .U.SA ra 





Why not investigate our Agency Plan in connection 
with the merchandising of the Menihan Arch-Aid Shoe. 
Write for Particulars. 


TERMS: Net 30 Days Send for New Catalog 


THE MENIHAN COMPANY 
Shoemakers for Women 
ROCHESTER, N. Y., U.S. A. 





No. W-362—Black Satin, “Fancy,” 
15-8 Spanish Louis covered heel, 148" Cuban covered b heel, i special 
special process. Price.......$4.50 P 
SIZES 

AA.......4% to8 

ere, 

B........34%to8 

Gittins OFS 

; 

No. W-366—Patent Colt, “Boule- No. .W-376—Black Satin, “Flirt,” 
vard,” 15-8 Junior Louis covered qpaiee Louis Covered Heel, Special 
heel, special process. Price, $4.75 cae re ees: $4.50 








ST 
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HETHER you are 

manufacturer or 
retailer you increase 
your good will in direct 
proportion to the 
amount of value you 
give your customers. 


J 
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i the light of its 

service in factory, 
store and on the feet of 
wearers, TOBACCO 
BROWN VICI KID 
assures you that value 
which multiplies good 
will. 





* It should be strictly borne in mind that the only VICI KID is 
made solely by 


ROBERT H. FOERDERER 
Sole Manufacturers of VICI KID 


PHILADELPHIA 






PENN. 
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The Doctor Says: 


‘‘Walk for health—not 
against health. Toe-in— 
walk straight andevery 
step adds vigor and 
makes for well-being.” 









TOE-IN—WALK STRAIGHT 


ye 


h I 
For Men Sisene 
The DOCTOR Jr. for Boys. 


EN today are eager for The difference that toeing-in 











advice that will keep them 
fit. Walter Camp’s Daily Doz- 


en, the morning setting-up ex- 






ercises, have a country-wide 
vogue. Golf is popular every- 
where. 


makes is apparent with a mo- 
ment’s explanation. And when 
a man learns that the Doctor 
Shoe helps him toe-in, the Doctor 
Shoe is his shoe for the rest of 
his days. 









JOHN MEIER 
SHOE COMPANY 


SAINT LOUIS 
Good Shoes for Men Since 1874 
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~ Harrisburg » 
we 2) a 


Here’s another one of our good looking, long wearing, 
flexible, cork filled MOCK WELTS that won't squeak. 
Sizes 3 to 9 in B-C-D widths. 








In Stock $2.60 








No. 311 (Code “Anna”) Women’s Brown Kid Oxford, 12-8 
Rubber Heel, B-C-D widths, sizes 3 to 9 


No. 313 (Code “Betty”) Women’s Black Kid Oxford, 12-8 
Rubber Heel, B-C-D widths, sizes 3 to 9. 








Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


‘Sane Styles and Sound Values”’ 
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“4 BEA C O! ¥ Le 2 
bin " ‘THERE ARE NO BETTER | Oe 
4 FOR FIT—FOR STYLE—FOR WEAR Ie 
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==IN-9C. 


Two Plump-Soled Boog, 4 


All in big demanf,..+ y 


MKS 


Two Patent Leather Light Si.¢5+<¢ 


Big sellers as the 9... ; 


AT RIGHT PRICES } y¢ 


Put Beacon Shoes to the test this Fall }, gui 
business building that is permanent. § comy 
of this popular-priced line of men’s $ot y 


mT 
[ine 


“iy 


HN 


Hn 







No. B171—Radio 
Wine Knicker Calf Bal, Good- 
year Wingfoot Rubber Heel. 
B, 6toll. C and D,5to 1. 
Price ‘ $4.15 








POTTY 
ean 





“uy 


At 


Wins 
































EB: 7 — No. B5008—Swag } 
= No. B5006—Brute Patent Leather Oxford, Single Sole, Bevel ; 
= Black Eskimo Oxford, Regular Eyelets, Full Double Soles, Good- tdge, G fi I 
EL year Wingfoot Rubber Heel. B,C, and D, 5 to ll. Price, $3.85 Bee het Des to 1h Pe eee Sees I 
=. F. M. HOYT SHOE CO., Manchester, N. H. 
== STOCK DEPARTMENTS LOCATED AT 
r= 

Manchester rT 





18 South Wells St. 
Chicago, Ill. 
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BEACON 


THERE ARE NO BETTER 


SHOES 





























CK== 





FOR FIT—FOR STYLE—FOR WEAR 


Fal 


Bool) Heavy-Soled Oxfords 


man 


ht 
the 


reet wear this Fall 


fords— 


son gets started 


For Evening Wear 


SI VOLUME SELLING 


‘all §, quick turn-over merchandising and for 
-. complete stock catalog and see the extent 
at you can | get quickly from the floor. 


1S 








No. B52—Dover 


Patent Leather Dancing Oxford, Plain Toe, 
Soft Haircloth Box, Turner Flexible Innersole, 
Light Weight Flexible Outersole with Close 


pee ey Edge. Leather Heel. 


Price..... 


C and D, 5 to Ll. 


F. M. HOYT SHOE CO., is N. H. 


STOCK DEPARTMENTS LOCATED AT 





18 South Wells St. 
Chicago, Ill. 


el 


B, 6 to ll. 
$4.50 





No. B118—Brute 


Morocco Calf Bal, Goodyear Wingfoot womens Heel. 
C and D, 5 to 11. 


Price. .. 


No. B5004— Brute 





<hactet Eskimo Oxford, Regular Eyelets, Full Double Sol 
Goodyear Wingfoot Rubber Heel. B,C, and D, 5 to 11. Price, $3.85 


WU ne 


He: 





) {qytunes 
mal 


l 














aS 

















OY, 


B, 6 to 11. 
$4.10 
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Manchester 
New Hampshire 


a: 


yi: 


se 
A 





18 BOOT AND SHOE RECORDER September 16, 1922 








Fashion’s Newest Designs! 
IN STOCK 






No. B290 






No. B292 





No. B290—Two-tone Russia Calf Oxford No. B291 


with tip. 10-8 Cuban heel with Rubber ys 4 





lift. Welt. Price..... 
No. B291 —fPatent Colt Two-Strap, Imitation No. B292— Black ‘Ooze Calf Oxford, Patent 
tip. 14-8 Cuban heel. Welt. Price...... $4.60 Colt eenanetes Patent tip. 10-8 heel Welt. 
Prins cbetscbbeswehenees.boeunseae $5.00 
SIZES IN STOCK 

i .....-4% to 8 

Sree ‘ See 

4 eee : 2% to 8 











JOY, CLARK & NIER, Inc. 
ROCHESTER, ; N. Y. 


Terms: Net 30 Days 





B 288 


No. B 288—Patent Colt Oxiord, tulegties 
Tip, 14-8 Cuban Heel, Welt. Price..... 


























_———— = = 
_—- -s 





Sooo 


"TURN NOVELTIES 
IN STOCK! 
No. 160 Right Styles Right Service 


Black Satin One Strap Junior Louis 
Heel. In Stock. Widths A, B, C 


Price, $4.00, less 5% 10 days. “C & S” Turns are Satisfactory 
No. 165 Shoes, well made to please the a 
Same as above, full Louis Heel. feminine fancy. Let us tell | 








x 
sc 











_——— = a es 
SO ee ee 


In Stock. Widths A, B,C. Price, you more about our throughly 
$4.00, less 5% 10 days. ’ - 5 : 
practical novelties. 


Your Order Gets Immedi- 
ate Attention. 





COLLINS & STAPLES 


Factory, Haverhill, Mass. 





Boston Office 
183 Essex Street, Geo. H. Lewis : 
4 S. Tomaso, Jr. J 
Room 306 Atlanta, Ga. : a Harry Newman 
Gene Ricker in charge Southern States Chicago and Vicinity Middle West 


| 
of wholesale trade 


Colonials and 
| Other Novelties 
_ Made To Order 
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Dealers~ 


Re-orders tell of satisfaction. A good shoe, 
a good price, a good profit. And exclusive 
business. For there is no other shoe like 
Johansen’s Feeture Arch Shoe and no one 
in your locality to share the business with 
you. 


Wearers~ 


The women of America are fast discover- 
ing this new shoe with its rigid yet flexible 
arch. In it they find a most strange, but 
welcome combination, a shoe of stunning 
style that is more comfortable than they 
| believed any shoe could be. To discover 
— Johansen’s Feeture Arch Shoe is to be 
content with no other shoe. 


More Dealers? 


In many localities, No! Your locality may 
have a Johansen’s Feeture Arch dealer or 
the opportunity may still be open. Better 
write today and find out. 











ohansens 4 








ohansen Bros. Shoe Co. 


Makers- Women’s Shoes Exclusively 
Saint Louis. 





The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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No. 930. Black Kid Oxford, 13/8 Goodyear 
Wingfoot Rubber Heel, Metal Arch jSup- 
port, No. 118 Last. 


O meet the insist- 


ent demand for. 


corrective footwear we 
present these two Arch- 
Solace Oxfords. Made 
on the quality basis 
that has put this line 
in a strong position 
with the trade for 
many years. 


SATXUUNIK LL 























No. 929. Brown Kid Oxford, 11/8 Good- 
year Wingfoot Rubber Heel, Metal Arch 
Support. No. 123 Last. 








— 


[te Dery Sevorit | 





Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


at atime when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 


turers of the world. —> > > —> OD 
Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —» 


Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. > >.> 
Originated and manufactured exclusively by’ 
The Ohio Leather Co. 
Girara,Ohio 





>" 


Wr eS ae 


wre 


enen al O ces 
on Ohio J LOpfces 


Girard, Ohio 


Boston 
Ohio Leather (orporation 
33 South St. 
Philadelphia 
Ohio Leather (@mpany 
325 Arch St. 


St.Louis 


Arthur $. Patton , | 


1602 Socust St. 


New York. 
Oscar Schereve Bro. 
29 Spruce St. 
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EASIER PROFITS NOW! 


WE used to keep most of the “Plums” for our Factory line. 
Only the bigger, more daring merchant chanced them in 
placing advance orders. 


Why not hand them out to everyone? Why not invest our own big resources 
in testing new ideas? Why not stock them? We've done it. We've gone 
the limit. Smart, hot new styles courageously planned, have proven just the 
thing for dealer and consumer, priced way under, to sell at a price with good 
profits. With no risk, no worry, you can now pick models already stamped as 


the season’s best. 
HUSKY OXFORDS 


Catalog shows 100 others—High and Low—Men’s and Women’s Low shoes of 
substantial shape and solid build are winners now. Semi-heavy leathers in 
several new wintry shades, heavy soles, wide college heels and novel stitchings 
have been employed to create top-notchers for our trade. 


Be the first to show this one. Builds good-will and turn-over, Send your sizes now. 
TAN DOMESTIC SCOTCH GRAIN, 124 BROCK- 588 
A, 85 TON last, 7? sole; eegger dan 2 stitch on ae Tan no No. 
new space harness stitc large pin ing’ ee 
Brass eyelets; Goodyear Rubber heel; Bc Black No. 598 
6-10. Same in Black Scotch Grain. 


Diamond ShoEC- 


196 Church Street New York 


BRANCH OFFICES 
ome Bank Bldg. Y 244 Old Arcade Bldg. 
502 Temple Theatre Bldg. 402 Central Trust Bldg. 
08 Security Bldg. BURGH 503 Lyceum Bldg. 
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4 A. 8. Van Decrirt 

yi W. A. Van Deorirt 

a H. L. VAN DecRirr é 
T. R. VAN Oeorirt 








Pr MAIN OFrics: 749 So. BROADWAY ; i -_ vad 
: Los ANGELES, CALIFORNIA ~ . 
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Rice & Hutchins, Inc. 
Boston, 9, Mass. 


Gentlemen: 


We are forwarding you @ picture of one of 
the three Educator windéws which we in’ 
during Easter Week. 


We have been exceptionally well pleased 
with the sale of your shoes. Our business has 
shown @ good increase and we never thought there ; 
was so much demand for Educator Shoes in this 








city. 

; cha 
Educator Shoes properly displeyed -and \ 

pushed will be a big factor in the success of f 

any store fortunate enough to handle them.. - 
pro 
We sent in rush orders last week and am i the 
making up another now which we will ask you to tak 
ship @s quickly as pessible. the 
f mal 
Yours very truly, V 
VAN DEGRIFT SHOE COMPANY. bine 
HLYV. . prot 
H. By incl 
, * fact 
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One of the country’s leading retailers expresses appreciation acte 
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A Real Improvement in Merchandising 


Taking the Alarm Out of Merchandising and 
Planning Ahead 


HESE are days for studious consideration of both 
the element of fashion and of price. Shoes 
selected correctly are shoes which have the best 

chances for crediting the business with a profit. 

We wish to emphasize again and again the faculty 
of thinking more orderly and clearly on the logical 
progress of style and of price. We are taking up in 
the Recorder step by step the important things which 
take the alarm out of merchandising and which make 
the man who has his money invested a better business 
man. 

We see a clearer field for service in shoe stores. 
There is not the evil slandering of the merchant as a 
profiteer—there is a consumer knowledge of real values 
inclusive of quality, style and price instead of the 
factor of cost being everlastingly paramount. 

There is a growing appreciation of real style. The 
freak maker has come to the end of his jazz-dream 
for his creations do not sell to the final pairs—the 
bargain table glooms are his, and his end is in sight. 

We know of merchants and manufacturers who have 
done the greater proportion of their business on stylish 
straps and oxford effects and they have proved that 
the life of a well-designed shoe is not of weeks, but of 
many months and many re-orders. There is a longevity 
to pure style, and happy the merchant who keeps 
sanity in his buying and in his sales-staff. 

The shoe merchant deserves to make money. And 
that he is rendering a greater service today is char- 
acteristic of many stores, in every state, and in all 
sizes of towns. They are “new stores,” stores with 
a livening spirit of improvement. The Recorder feels 
a just share of satisfaction in having helped the work. 
Its motte of shoe selling betterment has never been 


improved upon; and that motto is being put into 
action, in the shoe stores of the nation. 

And that, for a long time, seemed to be what the 
trade lacked—the decisive spirit which puts good plans 
into action. A plan may be ever so good, ever so 
useful, in principle; but if it remains merely a plan, 
and is never brought to life as an accomplished fact, 
it benefits nobody. 

On the whole, the retail selling of shoes in America 
is in better hands than it was ten years ago. A higher 
percentage of the total is being sold in “real shoe 
stores,” by progressive men, capable of absorbing new 
ideas and acting on them. On the other hand, the 
percentage sold haphazard, as a mere incidental, in 
hardware stores and what-not inappropriate places, 
has decreased. This is particularly true of the pros- 
perous farming districts where better means of travel 
and also better demand for higher grade shoes have 
made the farm trade less easily satisfied, with both 
goods and service. And there is most satisfaction in 
good goods and good service, in every line of merchan- 
dise, shoes by no means excepted. 

It is a satisfaction to us to work with and for this 
newer generation, this ‘improved variety” of merchant, 
these men with ever new minds and methods, no 
matter what their years may be, whether they be young 
or old. It is a satisfaction also to the manufacturers 
and wholesalers who supply them. The merchant 
who keeps a common-sense policy in buying styles, 
a service policy in selling them and a far-sighted policy 
in making his store “‘fit-the-times’”’ is on the way to 
prosperity—whether he measures it in automobiles 
or in store enlargements. The business which is builded 
right—wins. 
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Can Shoes Keep Up? 


we of the art of merchandising is making 
people discontented with the old, by bringing 
forward something new. Fashions change not 
only in skirt lenghts, in shoes, but in all apparel, 
jewelry, furniture, pictures, literature and even 
landscape gardening. 

The ‘wave lengths’ were naturally different. It 
takes perhaps ten years to change a style in houses; 
it takes several years to make a change of importance 
effective in jeweiry; so with furniture. But mutable 
and mobile woman finds the kaleidoscope of dress 
always turning. The speed is facilitated by the 
immense variety of materials, and the possibilities of 
variety in pattern. Every weaveable fiber known, 
from vegetable, mineral, animal or insect, is wrought 
with thread, fine or coarse, finish smooth or rough, 
in every color of the rainbow. There is no imaginable 
limit to the possible changes, either in material or 
pattern. One season a woman’s dress will look like 
a circus tent in outline; another season like an um- 
brella case. 

Shoes can’t keep up. They are closely limited as to 
material, because the material must have strength; 
they must not only cover but must sustain the entire 
weight of the body, thrust upon them in quick alter- 
nation. They are also limited as to pattern because 
numerous lines and points of the foot must not be 
crossed by seams. And it takes much time and large 
expense in the factory to prepare the merely mechan- 
ical facilities for producing a new style—the lasts, 
the patterns, the selection and grading of material. 

Only the purest of novelties can come anywhere 
snapping round the corners of change as fast. 





‘Color is Catching Customers” 


Beeson noted color tendencies in Paris 
and London together with information of shades 
selected by American dyers, all emphasize the fact 
that the browns lead in the new color for fall and 
winter. This does not infer that Black will take second 
place immediately, for it takes time to penetrate the 
public pocket book. 

The general color movement towards brown is 
almost a natural and logical conclusion for this time 
of the year. Dark colors are always popular with the 
coming of fall and winter, just as gray comes into 
some degree of popularity towards spring, with the 
greens and other more vivid colors leading up to 
whites in mid-summer. 
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The cycle of style can almost be accurately foretol« 
year in and year out in sticking to good taste, and the 
seasonableness of certain shades, approaching nature 
color range. It is often said that fashions go in cycles. 
This is quite true; in fact one of the simplest and 
fundamental truths of the whole subject of fashion is 
successive waves of change worked round again and 
again in the course of years, in nearly the same effects 
in color, contour, silhouette and other details. 





Don’t Let ‘‘Store-Appearance’’ 
Slide 


FFICIENT store equipment is always a money 

maker. This is a truism that cannot be too 
strongly stated, whether it be in window and store 
arrangement, light, heat and ventilation, furniture 
and fixtures, or accounting systems and stock and 
sales records. 

The various equipment houses emphasize this fact, 
because it is their special business to do so, and shoe 
merchants generally appreciate its truth; but how many 
are there who postpone action because perhaps they 
think they cannot afford it just now, or even because 
present equipment or methods are “good enough?” 

There is a regeneration under way in average 
American shoe stores; established merchants are bring- 
ing their business equipment up to the needs of the 
times, and new stores generally are the “last word” 
in management methods and service conveniences. 
The merchants who are “letting things slide’ are 
likely to be passengers on the business toboggan if 
they let things slide indefinitely. 


The Back Slap of ‘‘Returns”’ 


LTIMATELY the man who suffers most from 
cancellations and returns is the shoe merchant 
himself. The man who refuses shoes does not guaran- 
tee himself against the sale of these same shoes in 
his own community. These shoes are not consigned 
to the scrap heap; they are put on the market, often 
at an abnormally low price. They constitute the 
stock of many and many “a sample store.”” They are 
the piece-de-resistance of many and many a “special 
sale” in department stores. When they are passed on 
to the consuming public at reduced prices, their sale 
cuts into the regular business of all the legitimate shoe 
stores of the community. 
AJl shoe merchants may well regard the back action 
of cancellations and returns as affecting the retail 
shoe business seriously and disastrously. 
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O the pessimist, life is just one 
yesterday after another. 

To the optimist, life is just one 
tomorrow after another. 

Isn’t it high time we forgot all about 
1920 and the Fall of Prosperity and not 
even mention it in our talk? In Europe 
it is bad taste now to mention the World 
War. Producers of plays and publishers 
refuse even to read manuscript dealing 
with the late unpleasantness. Good judg- 
ment, I say. 

Worry is a wasteful process. Worry 
requires energy. To waste energy is a 
crime. Why worry? 

Our tomorrows offer us such wonderful 
opportunities for work and accomplish- 
ment, profit and happiness, that it seems 
incomprehensible that any sane man 
should be anything but a 100 percent 
optimist. 

Thank God for work! 
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1 re-adaptation of the sport sole long 
worn in England. Originally the coolies 
on the rubber plantations stuck the sheets 
of pale crepe on their shoes—today the 
material is a little cleaner and a trifle 
firmer. 








Pale Crepe Soles 


The newest sport soles 
of pure rubber 






The rough surface gives a desired grip to 
a golf sole and the thickness gives 
resiliency. As a smart sole on sport shoes 
it will be used considerably this year. 














Pick Men’s Styles for Your Community 


A Real Straight-from-the-Shoulder Talk on Men’s Shoes 


By JESSE ADLER 
of the Adler Stores, New York 


distinct groups: Shoes for the middle aged, con- 

servative man who desires plain, sane styles;— 
For the young business and. professional man who 
wishes snappy, peppy, up-to-snuff styles;—and for 
the College man who wants Brogue styles. 

We have a chain of stores in New York and Newark, 
N. J. and are looked upon as style creators. Adler 
shoes must have “that something” that make them 
“talk out loud” but only in a refined way. “That 
something”’ that makes an Adler wearer feel he really 
is “dressed up” down to his shoes. 


S iis buying should be divided into at least three 


Not Footcoverings—But Styles 


Style in men’s shoes is that which appeals to man’s 
eye. That something which he sees reflected in the 
shoe which is in your window and which prompts him 
to enter your store. Few men want to desire just a 
foot covering. Many times it is the clothes men wear 
and the different occasions on which they wear them 
that is really responsible for men’s shoe styles. 

Men wear Knickers nowadays not only for Golf 
but also for long auto rides and hiking which is partly 
responsible for the rising demand for oxfords. You 
know men are just as vain as women and just as 
conscious of their appearance. 

Anything that hits your fancy or the fancy of your 
customer is style, super-induced by the occasion on 
which the shoe in question is to be worn. No matter 


where you are located, when buying your season’s 
shoes, it is best to figure just what class of men you 
cater to, just what class get to your section and then 
buy the style shoes these men wil] wear, not styles 
that are being sold hundreds of miles from your section. 


“Deaf and Dumb” on Shelves 


Before buying for a season, figure how many pairs 
of men’s shoes you sold last year during the same 
specified period; then figure how many pairs you can 
safely expect to increase, bearing in mind the class of 
men you draw from and the competition you have in 
your grade. Figure what prices you are to have and 
how many pairs you expect to sell at each price. 
After this, divide the pairs you will buy of a style 
into the amount of pairs you are safely able to sell— 
the answer will tell you just how many different styles 
you can order, and figures don’t lie—they have no 
Tongues. But style shoes have. Most times new 
styles talk to the retaiJer when he’s buying but when 
they are on his shelves, they become deaf and dumb. 

Some styles you may want to order a double amount 
on but each time this is done you must eliminate one 
other style; never buy more pairs than your figures 
show you can sell. 

If your past records show you can sell 2000 pairs 
in a specified time then you can not sanely order 3000 
pairs without taking a loss on the 1000 overbuy. You 

(Continued on page 63) 








Se 














“Oo 


September 16, 1922 





BOOT AND SHOE RECORDER 








i 











| “STORE STYLE SHOW” 


we ie 





l sales feature. 









Plans for a Store Style Show as Your Fall 
Feature 







The Recorder in reviewing “store style shows” 
finds that in every case where this novel method 
of stimulating interest in footwear has been carried 
out it had the effect of increasing sales for several 
weeks following the event. 









Consider the unusual drawing power of a show. 
A sale is limited by the confines of an established 
trade; a show interests the whole town. A sale 
implies an ending; a show proclaims a beginning. 
A show is an object lesson in costuming, nothing 
is left to the uncertainty of the individual’s im- 
agination. Footwear is placed in its proper rela- 
tion to the prevailing mode. Finally the old lures 
for getting them into the store are set aside for the 
moment and one becomes host at an affair in which 
the invited will experience the pleasure of a thought- 
ful bit of service. 























Sociability Takes Place of Salesmanship 






The opinions thus formed of a store and styles 
service are all the more valuable their source lines 
in sociability rather than salesmanship. The 
means may seem fanciful but it is easier to create 
desire where there is no suggestion of personal 
gain on the seller’s part. 










Novelty Assures Success 


Upon first thought a style show seems out of the 
question to most mefchants, but is it? 






The really important part of a style show, the 
part which seems the most formidable is the 
planning. Given the groundwork every merchant 
will find the means of adaptation, we know. 








Profit Comes in Being Original 


We have gone into details on plans for a style 
show on the following pages. The numerous 
factors involved are recognized, still the idea is 
quite within the realm of possibility for the mer- 
chant with an eye to measuring the value of the 
business he is not getting. 











“The longest way round” may apply to a style 
show, but so aptly does the “shortest way home” 
part of this much-used expression fit the case that 
we feel obliged to recall it here. The ways to a 
woman’s pocketbook are numerous as the ways 
to a man’s heart are limited. The route from her 
pocketbook to the till is short and certain com- 
paratively speaking. " 
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‘STORE STYLE SHOW” 


CARTON 


ONES NZS ONO MOND TON. 
SHELVES 


Runway for styles. Along the centre between the ba: of 
the fitting chairs, shoes may be displayed with a card in cach 
shoe, giving the occasion for which it 1s best adapted. A fyi] 
complement of shoes for the well-dressed woman or to e 
out the economical way to wear shoes, ought to be put tovether 
and labeled to carry out the idea of what should constitute g 
season’s footwear wardrobe. 
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Runway for models should be about 
three feet from the floor so that shoes can 
be easily seen over the heads of those 
sitting or standing on flat floor. 

The curtain may be either drawn apart 
at the sides with two compartments so 
that one model may be showing all the 
time while one changes. 

Or the curtain may be so arranged that 
it runs from side to side and lifts about 
18 inches from the bottom, showing just 
the feet and legs. This would obviate the 
necessity of getting gowns from the ap- 
parel shops, yet with long skirts coming 
in, it would be necessary to have appro- 
priate gowns when showing colonials. 

Music may be furnished by a grapho- 
phone. 


CARTON SHELVES 
dl — J ARTA ~— ALA-JAL—— A oo — 1 
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Runway for Models. 
Floor Lamp. 


Runway for Styles. 
Spot Lamp. Graphaphone. 


Friendly cooperation between merchants is as much the rule today as sharp com- 
petition seemed to be in times past. The promotion of a neighborhood falls not upon 
any one pair of shoulders, but on all. Where there is one store, bus ness is usually 
poor; where there are several, the locality becomes a buying centre. 


Therefore, why not make the Shoe Style Show a symbol of the neighborhood’s 
serice and seek the cooperation of neighborly merchants in other lines. 


From one borrow a floor lamp, say; from another one or two gowns, one or two 
gowns from two or three apparel shops, perhaps; from a jeweler a bit of jewelry y—and 
give each of these contributing merchants credit for their assistance. 


Footwear to match is the note to strike, so it would be advisable to place before 
your guests the actual match. 


Diagrams elsewhere on this page will give you an idea of the setting for a show. 
Music is important in lending the right touch to proceedings. 


Have some little favor to pass out, something large enough to be seen by other shoppers in the hands 
of the one who has attended the show—a paper shopping bag with the words “Have You Been to Blank’s 
Style Show?” or, “I’ve Been to Blank’s Style Show,” printed in large letters on both sides. Else you 
might distribute some literature, folders, or pamphlets on your styles, either gotten up by you or sup- 
plied by your manufacturer. 


Do everything possible to give the show as much publicity as possible, for such an event will go 4 
long way toward giving the merchant holding it a reputation as an authority on style. 15-minute shows 
three times a day is a good schedule, although you can best judge that part yourself. 

For models use local talent, girls from the high school, girls’ clubs, Y. W. C. A.’s, and other organi- 
zations ought to yield some good material, or elocution clubs and vocal societies where members have 
had some experience perhaps in appearing in public. 
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An Unique Window Display 
To Fit the Occasion 


The window must give evidence of the scope and unusualness of 
the show to be held inside. It must be out of the ordinary in every 
way, for the plan is not only to interest the passersby in the shoes 
shown, but to get them to appreciate the importance of shoes in 
every wardrobe. 


The Competitive Prize Plan 


Just previous to the time when the models are to show, it 
would be a good plan to announce that any woman willing to 
have a pair of pumps tried on in the window and whose foot is 
the smallest of any of those offering to be fitted, will receive a 
pair of pumps free. 

Announcement would be made of the winner the day following. 

This plan ought to appeal to the good nature of the crowd 
and will be different enough to excite discussion of the show. 
It does away with the necessity of electrical equipment that 
would be necessary to have something moving in the window. 


Fashion Photographs 


Photographs of scenes from style centres of the world would 
prove of interest in a window-display and follow closely in 
spirit the plan of a style show. 


Use of Kewpie Dolls 


Kewpie Dolls wearing your styles in the window would create 
comment, prove amusing and at the same time give you an 
opportunity _ saying something like this in a window card, 

“You May See Their Big Sisters Wearing the Same Shoes on 
Monday at 10 o’clock. Don’t fail to be here.” 








Yourself and Friends Are Cordially 
Invited to Attend 


| 
| 
The Shoe Style Show 


to be held at 


Blank’s Shoe Store 


Monday at Ten, Three and 
Seven in the Evening and 
for Three Days Following 


Living Models 


Show Latest 


In Footwear 


Music Prize 
Features 














Correct Relation of Shoes to Gown 
Shown in Our Demonstration of 
Prevailing Style on Models 


The Smartest Event of The Season 


Style Show Will Be Held Here 
During Week, etc. 


The Question of Proper Style Is 
Being Settled Here This Week 


Live Models Show Latest Shoes 


Copy For Window Cards 
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ashion\Week Fashion Week : 
at BLANKS Shoe Style Show At Blank’s 


= 








For you! An interpretation of the smartest foot- 
wear and apparel combinations. 


The style show to be held this week at Blank’s is 
an innovation in forecasting and exhibiting accepted 
footwear and apparel. 


The chic of Paris—the ingenuity of America joins 
hands here this week. 





Just so surely as the Parisian designer creates a 
brilliant gown, the shoemakers at home complete 
the picture of style with a suitable shoe. 


~~ —- aoe oo 


It will be interesting to view the many charming 
combinations and as usual the impressions created 
during the show will contribute a wealth of ideas ’ 
on how to get the most out of the new styles. 

















i 

We have found the most interesting way of de- ; 

ciding WHAT IS APPROPRIATE IN SHOES. ; 

The full effect of tongues, straps, brocades, etc., is ] 
seen as the models pass in review. 
Your Name Here 

Street No. Town ‘ 

" 

(— | 

















Fashi on Week | | 


. r ‘ ? "a be 
Fashion Week at Blank’s shoe stule show 


How will the new skirt lengths affect shoes? at Blanks 
That is the question answered in a brilliant dis- 
play of the new modes at Blank’s this week. 
Correctly gowned models will mirror the fash- 
ions of the moment. 
This is the event of the season. 
Latest versions of straps, dignified colonials, trig 
walking models, refined health footwear, all to 




















supplement the gown and to complete the becom- 
ingness of the mode. 





Your ideas on footwear will be expressed here, 
and many new ones that will no doubt enhance the 
pleasure of wearing the new fall syles. 


Everyone will find here a refreshing view of the 
smartest ways of adopting the new fashions. 








Your Name Here 














Street No. Town 
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Pick Men’s Styles for Your Community 


(Continued from page 58) 


will never be overstocked and you wil) never sell at 
real big losses if you will figure first in pairs and dollars 
and don’t buy more pairs or more dollars worth than 
past records (plus your normal expected increase) 
show you can seal. 


Styles as I See Them 

Now a word on just what shoe styles men will 
wear this Fall as we see it:— 

Conservative and middle aged men will con- 
tinue to wear sane, staple lasts and patterns as 
in the past. Young men and men who never 
grow old will demand more oxfords than ever 
before. Some shoe retailers think oxfords will 
sell to the extent of 60 per cent to 80 per cent, 
but we agree with the conservative ones who feel 
that the average oxford sales throughout the 
fall will be 25 per cent to 50 per cent. 

In light-weight leathers, boarded Gun Metals, 
Tony Reds, Browns and medium shade boarded Tans 
are good—dark shades of Cocoa are through. Black 
and Tan Grains and Boarded leathers are good in 
heavy shoes on Brogue types. 


A Few Good Pointers 


The present style tendency is towards snappy styles 
and wider toes on the semi French and Brogue types. 
These vary from punched and perforated ones to the 
plainer stitched styles. Plain soft toe Brogue effects 
in tan and black will sell to fellows up-to-snuff but 
this is a style to beware of. Blacks are coming in 
stronger than ever and patent leathers are growing 
in favor. The plain toe dance tie still leads for even- 
ing wear. 

High shoes run more staple than low but many 
young men will want some doggy high shoes and we 
are following our fancy oxfords in boarded leathers 
to a limited degree. 

Just a word on Golf shoes. This game is 
steadily increasing and offers us all an oppor- 
tunity which some are overlooking. 

Watch your stock; buy snappy quick selling shoes 
in few styles; buy about 65 per cent tans and 35 per 
cent blacks and patents. Get a quick turnover and 
try to sell more pairs and we will all be more com- 
fortable. 





A Shoe Den for Men 
Plan to Make a He-Man’s Shoe Store or 
Department 


Jim Wilson’s Shoe Den is in Detroit. The name 
chosen for the new store is apt and suggestive of what 
one might expect in its fittings and environment. 


It is located on the downstairs floor of Baumgarther’s - 


Fashion Shop, Detroit’s most exclusive men’s apparel 
shop, at the corner of Washington Boulevard and 
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Grand River Avenue. The fixtures are of red mahogany 
which blends harmoniously into the leather color of the 
cartons adopted for the department. 

The floor is tiled in a neat mosaic, the ground being 
white, olive green and grey forming the pattern. The 
base of the shelving is of gray marble. Above the 
shelving a number of picket panels are laid out in old 
ivory. These afford air from outside and at the same 
time hide the unsightly pipes that usually are to be 
found in underground floor departments. 


“Club” style of fittings 


The shelving is of the standard single carton depth 
and extends along three sides of the salesroom. On the 
fourth a number of beautifully paneled mirror doors 
conceal cabinets used for storing rubbers, findings, and 
surplus stocks. At intervals in each side of the room 
triplicate mirrors are inset so that the customer may 
inspect his footwear from all angles. 

The seating is arranged in ““Club”’ style around three 
massive columns, which are encased with red mahog- 
any and plate glass mirrors. Over-stuffed leather 
upholstered cushion seats are arranged around the base 
of these columns. Numerous other seats with clubby 
comfort invite the customers to rest in Jim Wilson’s 
shoe den. 

A small office is arranged under the stairway giving 
practically all of the floor space to the seating and 
selling of customers. The soft radiance of several large 
opaque domes afford comfortable light via the semi- 
indirect route. 

The interior display posed on a heavy massive table 
is a novel idea used here for the purpose of advertising 
golf and sporting shoes. A golf suit, hose and other 
accessories, a bag of clubs, etc., draw attention to the 
golf footwear displayed there. 

The department or “Den” is easily accessible by 
easy steps. The entrance is located just inside of two 
doors, one near the corner of Washington Boulevard 
and the other near the corner of Grand River Ave. 
This favorable location and the asociation with a large 
clothing establishment, together with J. E. Wilson’s 
affiliations with public affairs among business men and 
his friendships socially assure him of a_ successful 
business. 


“Pop” Wright Wins Councillor 
Nomination 


Rockland, Mass.—Senator Elwin T. Wright, treas- 
urer of the E. T. Wright Co., known to the Shoe world 
as “Pop” Wright, won the Republican nomination in 
the First Massachusetts district for membership in the 
Governor’s Council. Senator Wright defeated Ward 
M. Parker of New Bedford, 18,543 to 18,096. ‘‘Pop’’ 
was given a strong support by the shoe trade of Ply- 
mouth and Norfolk County, which made him the victor, 
although Parker made a strong showing, his support 
coming from New Bedford, Fall River, and adjacent 
towns. 
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Don’t Juggle Lasts and Patterns 


Good Shoemaking Implies Harmony 
of Last, Heel, Pattern and Type 

























HE prime importance of a knowledge of the 
relative heights of heels with the pitch and 
placement of the wood in the last, is so para- 
mount in the shoe industry that the Recorder wants 

ou particular ee to the subject. 
20 "hese ten progressive lasts cover the types needed 
10  Onforde for in every oul tas store. We have carefully illus- 
; trated the changes that come in the wood with each 
elevation. The experienced buyer of shoes quickly 
detects any substitution in lasts for the boot last is 
good for boots only; the combination last is suitable 
for both oxfords and boots must have exactly the 
correct amount of wood in the cone and crown of the 
last. When it comes to pump, strap and colonial 
lasts, these can all be made on the same pump model, 
xroviding the cone has the sharp and snug fitting 
~~" that have been so characteristic of pump lasts 
these last five years. These are important points in 
shoe buying. Real snugness in the upper of a slipper 
comes from taking the wood out at the sides so as 
to give that snugness that will hold the slipper on 
the foot. 





12-8 Cuban, type 
for orfords or 
straps 





13-8 Cuban, type 
for oxfords or 
straps 


14-8 Cuban, type 
for oxfords or 

HE most important factor of all is straps 

the proper last and heel to har- 

monize. No good shoe factory uses 





a 12-8 last to a 15-8 type of slipper. 

There once was a time when factor- 
ie felt that they could work up and 
down \ of an inch on heighths of heels, 
but that condition doesn’t exist any 
more. There is a degree of accuracy in 
good shoe making that brings good 
fitting values over the fitting stool. 

It would be a great educational feat- 
ure in shoe stores for merchants. to 
have a set of lasts with correct heels to 
serve as an education in proper shoe 
building. 


15-8 High Cu- 
ban, type for oz- 
fords or straps 


Lasts Illustrated from Me'Nichol § Taylor, Inc., Lynn, Mase. 
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There Is a Proper Heel and Pitch 


Every Well-Thought-Out Style is 
Worthy of an Extended Popularity 


E have tried our best through the power of 

photography in cut making to illustrate the 

points that will bring a better knowledge of 
good shoemaking to shoe stores. The practical value 
of a display of this sort is in the training that it gives 
to retail shoe store salesmen in fitting values. 


fitting qualities should be similar. In many cases a 
woman customer will say that the size four shoe 
looks as long as a five, and it actually is in length 
measurement, because in the slimming up of the toe 
to get the fitting values, the last is given added ex- 
tension. The ball, waist and instep measurement are 
still maintained to give the fitting grip, while the toe 
is drawn out to prevent short fitting. 
There is more in the science of Jast making than 
——- on the surface. When we come into a season 
of tongue effects and colonials, based on a pump 
last, there are bound to be experiments in slimmer 
heel measurements to get the necessary grip at the 
heel. This sometimes is all the difference between 
good shoemaking and poor shoemaking, for the 
same materials may be bought in both types of 
factories. 


12-8-Cuban 


= 


Heels Illustrated from A. E. Little Co., Lynn, Mass. 


{ 16-8 Full Louis, 
There is a whole lot in last extensions worthy of type for tongues 
study. If the wood is placed properly in the last, the or straps 


13-8 Baby Louis, 
type for colonials 






Louis, type for 
straps or tongue 





























15-8 Spanish 
Louis, ty, or 
Colonia 
straps 


15-8 Louis, type 
for straps or 
tongues 







UGGLING of rns is another 
J crime to be pew up against 

poor shoemaking, and many omg 
a shoe buyer unwittingly is res 
sible for he will ask a salesman for ‘< 

attern to be put on a certain type of 

fast, not knowing that to do it prop- 
erly would mean considerable expense 
in the special drafting of these lasts. A 
careful shoe factory, interested in the 
welfare of its customers, tries to kee 
its lasts and heels in harmony wit 
the pattern in the original sample as 
issued. 

Too much juggling with trick ideas 
in shoe designing may be dangerous to 
your store. Stick to the original sample 
if you feel that it has been tested and 
proven a fitter, and by your eye its 
appearance is in the keeping with the 
trend of styles. 
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GLEE SS" Fohen, 


Style and Fitting 
Combined 









A bronze kid slipper with | 
tongue having bronze under- 
lay in a leaf pattern of nine 









Patent leather, stitched in 
white with tongue having a 














simple stitching design there- tals on a 314-inch tongue . 
- a Louis en The one button strap slips | ‘ 
y 7} 2: ~o—- Shoe through in two places to ‘ 
g. Co., Brooklyn hold the tongue snug to the | ! 
foot. Spanish Louis 18-, ! 
heel by Bert E. Drake Co. | 
Brooklyn. : 

| 

| 

| | 

i 

An otter suede cponasen and | | 
A 14-8 heel model, patent heel with patent forepart. | E 
leather one button Pouh Cut steel — | © 
tongue having perforation Cy, a, a s 
by Geo. C. Howe Co., of | in 
and fancy stitched tongue Haverhill, Mass. | r 


center by The Menihan 
Co., Rochester, N. Y. 
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The very light and delicate 
strap is a mark of high grade 
shoe making that will carry 
strap effects along well into 
next Summer. This twin strap 
is a new number by Geo. W. 

Baker Shoe Co., of Brooklyn, 
New York. 


Brown calf trimmings over 

otto ooze in a novelty two- 

strap, button fastened, carry- 

ing a 14—8 heel by Hennessey, 

Maxwell & Hennessey Shoe 
Co., Lynn. 


ml 
pos 







UE Sy 


ey bye! 


a 


nd . 3 








All Types Are Salable 





Never Were There 
More Really Good 
Styles 







Brocading is a fine art and 
here we see it in a silver 
brocaded forepart with 
quarter and strap in irrides- 
cent —_ Slipper by 
Chas. Fes. ce. 

Haverhill Mass. 


A sport shoe with the new 

crepe rubber sole with very 

fancy trim to overlay leather 

on upper. A golfing shoe 

that will carry through until 

spring by Rice & Hutchine, 
Inc., of Boston. 
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Continued Improvement Is Forecasted 
In Retail Field 


Re-Established Confidence Practically Country-Wide — Present-Day 
Setbacks Due to Strikes Have Been Discounted, Say 
Experts, Except in a Few Sections 


Retail Dry Goods Association of business con- 

ditions during the first half year of 1922, 
demonstrates marked betterment over the correspond- 
ing period of 1921 and indicates improvement in the 
retail field for the remainder of the year. 

The outstanding feature of trade is re-established 
confidence, which appears universal and, except in local 
areas directly affected, discounts apprehension of seri- 
ous setbacks from strikes, as it discounts depressing 
forecasts from Europe. Notwithstanding the possi- 
bilities of long continued idleness on the part of the 
1,250,000 workers of all occupations on strike at the 
beginning of July, the attitude of business is that the 
readjustment is at hand which has been inevitable 
since the end of the war, and that the nation is pre- 
pared for it. 


\ COMPREHENSIVE survey by the National 


Decline in Cost of Living 


Figures compiled by the National Industrial Con- 
ference Board and the U. S$. Department of Labor, 
show declines in living costs which leave the purchas- 
ing power of many reduced wage scales above pre-war 
levels. This situation is reflected in retail sales volume. 

The National Industrial Conference Board finds 
living costs 25 per cent below the peak recorded in 
1920 and, while latest wage reductions in the pay of 
railway employees average 10 per cent, the wage- 
purchasing power remains greater than in any former 
year. The Department of Labor, in its survey of food 
prices up to June 15, covers 22 cities and shows the 
average to be now only 42.27. 2-3 per cent higher than 
it was in 1913. Since June 15, 1921, there has been a 
reduction of 2.43 per cent in food prices. This in- 
cludes the slight rise of 114 per cent between May 15 
and June 15 of this year. 


Department Store Sales Increase 


Sales for May, according to reports from 452 depart- 
ment stores, showed an increase of .8 of 1 per cent 
above those of May, 1921. This gain represents 
actually a great increase in sales volume, because the 
figures furnished are those of money values which, 
in view of the considerable lowering of prices, repre- 
sent much larger merchandise volume than in May, 
1921. The public has been responding in normal 
fashion to its increased purchasing capacity, notwith- 
standing the lowered wage scales. 





The National Association of Credit Men, after a 
survey of 13 leading industrial groups, finds the re- 
vival extending to all trades, with jewelry, represent- 
ing luxuries, lowest on the list. Mercantile agencies 
report June bankruptcies to be the smallest since 
September, 1921, with liabilities 20 per cent less than 
those of May, 1922, and 30 per cent less than those of 
June 1921. Although the long strain of business 
readjustment made the total of failures from January 1 
to June 30 larger by 37 per cent than during the first 
half of 1921, the proportion of assets to liabilities was 
higher, being 59.8 per cent as compared with 59.5 per 
cent in 1921 and 48.1 per cent in 1919. In 1915 assets 
represented 60.5 per cent of liabilities, and in 1893 
no more than 61 per cent. Comparison of 59.8 per 
cent during the first half of 1922 with the very low 
48.1 per cent of 1919 indicates approaching completion 
of the “weeding out’ process incident to the passing 
of the recklessly flush buying era and augurs return 
to sound conditions of trade and credit. This was 
borne out by the number of bankruptcies during 
April, May and June, when failures were fewer by 
24 per cent than during the first quarter of the year. 


Where Business Has Improved Most 


Retail sales showing gains over last year have been 
largest in the North Atlantic, Middle Western and 
Pacific Coast states, that latter section having a May 
sales volume 151% per cent above that of May, 1921. 
Greatest gains in sales were made by department 
stores, where the index figure for May, 1922, was 121.1 
per cent as against 113.6 per cent for April, 1922 and 
112% per cent for May, 1921. Mail order houses, in 
April last, down to 77 per cent as compared with 1919, 
dropped in May to 69.4 per cent. Chain stores, pre- 
viously making marked advances over 1919, show 
several declines. The shoe chains fell off more than 
29 per cent. 

The National Merchandise Fair held in New York, 
August 7 to 25 resulted in a great stimulation of 
wholesale business in lines dealt in by dry goods 
and department stores and women’s specialty shops. 
The Fair, which was under the auspices of the 
National Retail Dry Goods Association with the co- 
operation of the National Garment Retailers’ Asso- 
ciation, was attended by many thousands of retail 
buyers who placed orders for the goods their concerns 
required. 
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Plan Ten Years Ahead 


HOE stores as service establishments dealing primarily in 
footwear now profitably sell hosiery, buckles and ornaments, 
blackings and dressings, powders and trees and a wide 

variety of accessories linked up with footwear for all occasions. 

We are right on the border line of the greatest period of progress 
in shoe store service that the industry has ever known. Already 
some of the advanced stores in big towns and cities have made 
strides ahead that will force many average stores to put in many 
restless months in catching up with them. The proper service 
shop is not limited to shoes alone for it sells hosiery in competition 
with, dry goods stores, sells rubbers in competition with the 
rubber store, sells sport shoes in competition with the sporting 
goods store, sells blackings and dressings in competition with the 
grocery store, the corner druggist and the five and ten cent store. 

The thing to do is to get into the minds of customers and people 
in general, that footwear is a wide term covering fashion and 
utility in every item of wearables from the knee down. There is a 
new standing being created in the public mind through the broader 
service given by shoe stores. . 

Stepping into the future we see the X-Ray machine developing 
into not only the taking of a top view, but a lateral view of the 
foot together with the arch of the foot, and still further along to 
the insertion of photographic plates in the machine keeping a 
record of the progress and advancement made in the correction of 
foot troubles, or in bringing the feet to a more normal condition. 
This last idea has already been patented showing that discovery 
keeps pace with invention, and that the advancement of an in- 
dustry is excelerated by the use of the sciences. 

The way to look at your store in any improvement made therein, 
be it in equipment or in methods of merchandising, is that the step 
made is one in advance of past methods and suitable for the store 
ten years hence. 

One of the great acknowledgements of foresight in business 
management and store arrangement is being illustrated this 
month by Filenes store in Boston, which celebrates its tenth 
birthday in its new store. The creators of the Filene scheme of 
individual shops throughout the building were ten years in advance 
of the general standard of merchandising. The store today 
incorporates any new features in merchandising that has merit 
therein, if it has the factor of being up-to-date ten years hence. 
The cycle of foresightedness in business insofar as the apperten- 
ances of trade are concerned, should be at least ten years in 
duration; therefore think ahead. 

This division of the Recorder is dedicated to ‘Planning ahead,” 
and in it will appear advanced features of merchandising. 
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~~ Centemeri Wool Hose 







POPULAR PRICED 
IMPORTED iGOLF HOSE 
For Men 


With the style and strength of 
these British-made wools you 
can bring to bear on your public 
the pressure of unmatched 
values. 





When moderate cost is applied 
to the wanted type of good | 
English hose, sales volume is 
bound to follow. 


The quota allotted to our own 
Fifth Avenue retail store has | 
been exhausted, so we know by 
action face-to-face with the 
public how they will respond 
to Nos. 2246 and G1014. 


WILL BRING BULK TO 
SALES THIS FALL AND | 
WINTER. | 


| 
| 
THESE FINE STAPLE HOSE 


400 Fifth Avenue 











Nad in 
Greal sortane 


No. G1014 Y 
WOLSEY 


24.00 LIMITED 
aioe England 
No. 2246 Subject to . g. 
24.00 increases 
required 
by tariff. 











YOU CAN SELL YOUR SHARE | 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements 
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Do Men Like 
An Atmosphere 


of Luxury 
y 








SHOE RECORDER . 71 











These views of Olsen’s Parlor 
Shoe Shop in Milwaukee show 
an attention to detail in planning 
which is always worth while. It 
is as far removed from the aver- 
age shoe store as day is from 
night. 








LSEN’S Parlor Shoe Shop, 64 Wisconsin Street, 
Milwaukee, which opened with temporary fix- 
tures on June 10 in order to accommodate visi- 

tors and delegates at the annual convention of the 
Advertising Clubs of the World, has been formally 
dedicated to ‘‘Foot-fitting’ with permanent fixtures. 
The Parlor Shop is now complete in every detail. A 
luxurious heavy-napped carpet in dark gray covers the 
floor, and period design furniture with an harmonious 
scheme carried out in chairs, show case, ash trays, and 
floor lamps, gives the shop an appearance of exclusive- 
ness found nowhere else in the city. A series of oil 
paintings by famous artists form artistic backgrounds 
for displays of Edmonds shoes, for which the Parlor 
Shop has the exclusive Milwaukee agency. 


Only One Other in United States 


The idea of a Parlor Shoe Shop for men, while not 
original with Mr. Olsen, is a comparatively recent de- 
velopment in shoe merchandising in the United States. 


Only one other similar shop, located in New York City, 
operates in this country, though this type of establish- 
ment is common enough in London and Paris. For this 
reason, there was more than the usual business risk 
attendant upon the opening of such an unusual shop in 
Milwaukee. Happily, events have justified Mr. Olsen’s 
faith in his Parlor Shoe Shop. 

The purpose of the “‘parlor’’ idea, according to Mr. 
Olsen, is to impart to shoe merchandising, a distinct 
personality, as remote as possible from commercialism, 
though embodying all of the requirements of a modern 
business establishment. This, he believes, has been 
carried out to practical perfection in the Milwaukee 
shop. 


Located in Financial District 


One of the most important factors in making the 
Olsen Shop distinctive, was the choice of location. The 
shop at 64 Wisconsin Street is flanked on one side by a 
bond house, nationally known, on the other by the 





~! 
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Dr Scholl's 


Demonstration Week 


Oct. 28—Nov. 4 
“More Dollars for the Dealer” 


HIS event has, in past years, proven to be one of the biggest, 
most profitable, business building weeks that the trade hes ex- 
perienced during the entire year. 


Demonstration Week —now an Institution of National scope and 
importance—is going to offer, THIS YEAR, more than ever before. 


A carefully worked out, concrete, highly profitable plan with almost 
unlimited possibilities, has been formulated, which includes: 


1. A tremendous, far reaching National and Newepaper 
Advertising Campaign. 


2. The most attractive and elaborate Window Display 
Material ever furnished for such an occasion. 


3. A Plan whereby thousands of people will be attracted 
to and sent into the stores of those dealers co- 
operating. 


4. The Free Distribution of thousands of samples of Dr. 
Scholl’s Zino-pads. 


5. The Distribution of millions of Free Booklets. 
6. The Distribution of Dr. Scholl’s Foot Exercise Charts 


° through the shoe dealer. 
Mail 


7. Furnishing the dealer with multigraphed letters, offset 


Coupon in three colors, with dealer’s name imprinted. 


‘\ 
‘ 
‘\ 
‘\ 


The 
Scholl 


Mfg. Co. 


(Address 


Nearest Office) 7h 
Gentlemen: Please ‘“ 


send me 


. Ti od P y 8. Furnishing the dealer with attractive Newspaper Elec- 


tros, directly hooking his store up with the National 
Advertising. 


\ 9. Enrolling, Free of Charge, dealers and salespeople for 


*. the Course in Practipedics. 
“\ 


\ There is a big, fundamental idea back of this Demonstration Week. 
For those who actively and vigorously participate, it means an oppor- 
FREE, all \ tunity for them to bring into their stores, many new customers. 


charges prepaid, the fol- “ 


lowing material for Dem- “ 


onstratio 


et eck: \ Mail the Coupon today and have all your material and plans 


‘\ ready to get your share of this increased business and ad- 
[3 Window Trim Mate- ~ itional 
adhd = %\ ditional profits. 
rial. 
[3 Newspaper Electros. \ 


[3 Booklets, Imprinted with ‘\ THE SCHOLL MEG. Co. 


Firm Name. 





[3 3-color Illustrated Letters. > Largest Manufacturers of Foot Specialties 
[3 Coupons to go with Letters ‘ in the World 
. \ Chicago New York Toronto 
~ 213 W. Schiller 62 West 14th 112 Adelaide 
a \ Street Street St., East 





Address 


— 














Qf 2 ws Ons s So 


ce ee ae ee et a el 
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First Wisconsin Trust Co., perhaps the most powerful 
financial force in Wisconsin. Moreover, the shop is 
immediately adjacent to the banking and financial dis- 
trict of Milwaukee. Such an environment would seem 
to be sufficient to endow any shop with the necessary 
distinctiveness of location, but in addition to this, the 
Olsen Shop has one other advantage of location. The 
shop is situated on the principal business street of the 
city, and is passed daily by thousands of people of all 
classes of society, including countless transients. This 
gives the Olsen establishment what is probably the most 
desirable site in Milwaukee for that particular type of 
shop. 

Customers entering the store, are met by a polite 
clerk, offered a choice of select Olsen-monogrammed 
cigarettes or cigars, and shown to a comfortable home- 
like chair, bearing no resemblance to the ordinary shoe 
store benches or chairs. By means of electric signals, 
the size, type, and quality of shoe desired is communi- 
cated from a brass signal plate on the base of each shoe 
stand to a dial in the stockroom, enabling the store to 
keep all shoes with the exception of those in the display 
case, out of sight. 


Liked by Business Men 


The stockroom is accessible to the fitting-room by a 
doorway covered with heavy gray velvet drapes which 
give no hint to the customer of the row upon row of 
types and sizes of shoes behind. The stockroom is pre- 
sided over by one man, thoroughly versed in stockroom 
work and familiar with every shoe in the thousands of 
pairs in stock. 

That this “parlor” idea is not too “classy” for the 
ordinary man, and is a distinctly practical business 
possibility is shown by the fact that each week’s busi- 
ness since the opening has been in excess of the previ- 
ous week’s volume. Although opening at the commence- 
ment of the proverbially dull shoe-selling period, the 
shop is already assured of a business success, according 
to Mr. Olsen. The store is receiving “repeat” business 
despite its short existence, and no diminution in the 
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number of new customers is perceptible. Popular 
prices—few shoes are higher than $7.50—have brought 
not only the popular trade, but according to Mr. Olsen, 
the most exclusive trade of the city. 





Women Candy Workers Wear Dress 
Shoes 


One day a man who had a half hour’s leisure time 
watched the women workers of a candy factory going 
to their daily toil. By actual count, he found that 
nineteen out of every twenty wore dress shoes. A 
little later in the day, he made similar observations 
as to the feet of women workers in an office building, 
employing a very high-class. of stenographers. His 
findings in this case were that only four out of every 
twenty thus arrayed their feet. 





An Appeal to New Englanders 


Thomas F. Anderson, Secretary of the New England 
Shoe and Leather Association, has been closing with 
his literature of late, a strong appeal to New England 
firms, companies and corporations, identified with the 
shoe and leather industry, to join the association. On 
this little card, a map of the world is lightly traced in 
red ink, emphasizing the world-scope of this associa- 
tion’s activities on every important phase of the hide, 
leather and footwear industries. 





President Harding’s Tribute to Woman 


President Harding in his inaugural address paid a 
fine tribute to womankind, in the following words— 
“With the nation-wide induction of womanhood into 
our political life, we may count upon her intuition, 
her refinement, her intelligence and her influence to 
exalt the social order. We count upon her exercise of 
the full privileges, and the performance of the duties 
of citizenship, to speed the attainment of the highest 
state.” 





Production of Boots anu Shoes During the Month of July, 1922 
With comparative figures for eight preceding months, as prepared by the Department of Commerce, Washington, D. C. 



































Number of pairs 
Kind 
July, June, May, April, March, | February, | January, | December,| November 
1922 1922 1922 1922 1922 1922 1922 1921 1921 
ae i. total . .; 24,069,577) 25,559,094) 26,901,540) 27,193,801) 29,686,011) 24,900,185) 25,173,437] 24,241,773] 23,592,610 
and low cut 
(leather), total.......| 20,686,719) 21,020,841) 22,488,744) 23,104,226] 25,912,749] 16,857,139] 22,821,056] 21,673,391] 20,436,877 
Men’s.................| 6,317,625} 6,214,074| 6,495,060) 6,802,149] 7,731,519] 6,697,276] 7,770,681] 7,455,218] 6,780,253 
Boys’ and youths’......| 1,496,086] 1,672,166) 1,737,626) 1,561,705] 1,757,414) 1,536,083} 1,945,332) 1,851,177| 1,869,934 
Women’s.. ..........| 7,652,553] 8,257,286) 8,714,277) »8,921,962| 10,529,465] 3,665,019] 7,976,125) 1,747,926] 6,875,146 
Misses’ and children’s..| 2,386,355] 3,051,174) 3,606,823) 3,830,775] 3,786,379] 3,237,196] 3,198,410) 2,802,788] 3,150,263 
| i aers 1,740,999} 1,826,141) 1,934,958) 1,987,635) 2,107,972) 1,721,565} 1,830,508] 1,816,282) 1,761,281 
Athletic and sporting 
ree 583,018 663,276 739,052 630,569 788,549 664,577 584,996 501,184 607,181 
Canvas and other fabrics 618,978} 1,193,743) 1,415,623) 1,319,225 846,140 777,663 522,322 423,656 210,001 
All other* ....... 2,180,862! 2,681,234) 2,258,121) 2,139,781| 2,138,573} 1,600,806) 1,245,063) 1,643,542) 2,338,551 























*Includes slippers for house and evening wear at home, barefoot sandals and play shoes, moccasins, and all others not specified above 


Ke 
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Distinctive 


(Ch iffon Hose 3 


The popularity of good (hiffon Hose is 
jneuaiay steadily. You wl ickly real 


1ze it after having played th 
Popper Kind 
Look for the hose 
with the blue edge. 





PROPPER SILK HOSIERY MIELS nc. 


2760 FIFTH AVE.,NEW YORK ,N.Y. 
(HOLLAND BLDG) 


Manufacturers of Ladies’ Full Foakionec Silk Hosiery 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Your Two Hardest Customers 


The Man Who Will Not ‘Talk’ —and The Man Who Agrees With 
All You Say 


If you can get him to talk you have some chance 
of selling him, but if he won’t talk—God help 


9 
you. 


I DON’T mind having a man put up an argument. 


So says Herman Cushman, vice-president of the 
A. S. Kreider Company, and manager of the Chicago 
distributing house of the Kreider concern. Mr. Cush- 
man spent many years “‘on the road” and has an envi- 
able reputation as a road salesman. 


‘When I was traveling Iowa,” he says, ““there was 
a certain merchant whose business I wanted. He was 
usually quite busy during the day so I made it a 
point to get there along toward evening. 


This wouldn’t work in Every Case 


“I usually found him reading a newspaper. I 
would speak to him and he would grunt. Sometimes 
he would say ‘Yes’, or ‘No’, but I never could get him 
to talk. 

“I had the same experience time after time and 
season after season. One evening I called and found 
him reading his paper. I spoke to him and he did not 
even look up or speak—just nodded. I made up my 
mind I never could sell him if he wouldn't talk. I felt 
insulted at the treatment accorded me so I dashed down 
on his paper; grabbed it out of his hands and tore it 
into bits. Then the Marathon started. I grabbed 
my sample case and beat it. He was hard after me, 
yelling like an Indian but I got out of the door just 
in time to keep from being kicked out. 


But It Did in This One 


“I laid off of that man for nearly a year and then 
one day when I was passing I stuck my head in the 
door; he saw me and beckoned me to come in. 

“He laughed, shook hands with me. I apologized; 
so did he. He became a good customer. We became 
good friends and are good friends today. But I could 
never sell him anything until I got him to talk. 

“One of the hardest kinds of customers either in 
wholesale or retail business is the man who will not 
‘talk back’, the man who will not ask questions or 
respond to anything a salesman says.” 


No Sale Until Minds Meet 


Truly the man who will not “talk back” is a hard 
customer to deal with. There can be no sale unless 
there is a meeting of the minds of seller and buyer and 
unless a customer talks or by facial expression indicates 
what he is thinking about it is difficult for the salesman 
to “tune” his own mind to meet that of the customer. 


How best to get a silent customer to talk is a problem 
which the salesman must solve in each individual case. 
Some times a side remark or a complimentary re- 
ference to something the customer is wearing or some- 
thing he has done will open his lips in speech. Some- 
times a different ruse is necessary. The salesman must 
study the case and endeavor to fathom the mind of the 
customer. 

Don’t Lose Your Temper 


It is seldom good policy for a salesman to lose his 
temper nor is it often advisable to arouse the ire of the 
customer. Never is it wise to insult or offend a cus- 
tomer but it is sometimes good policy to impress upon 
the customer that the salesman is trying to serve in 
a courteous way and that courtesy is due both parties 
to the transaction. 


One thing is sure, if the customer is made angry 
there is no chance for a sale until the anger has sub- 
sided—and it may cost a sale and possibly a customer. 


When the Customer Always Agrees 


Another hard customer is the man who always 
agrees with you, the man who says “‘yes” to everything 
you say. 

John Robbins was that kind of a customer. Time 
after time he came to my store when I was in the retail 
business and time after time I missed him. 

I never had any difficulty selling Mrs. Robbins. She 
was afflicted with a pair of terribly annoying bunions 
and a combination last that I had helped a factory 
work out solved that problem. I could sel) the daugh- 
ter, who was a sprightly young school teacher. I could 
sell the son, who was a typical young sporty farmer 
boy, but Mr. Robbins—well, he was out of the ques- 
tion. 


And How To Handle Him 


I would show him a shoe, elucidate on all its good 
points, the quality of the uppers, the outsole, insole, 
counters, Jinings, workmanship and the price. He 
would always agree with everything I would say and 
usually end up the conversation in about this way: 
‘Yes, Mr. Logan, they are very good shoes. They fit 
well, look well and they are cheap. In fact, I don’t 
see how you can afford to sell such good shoes for the 
money, but I guess [ won’t take them today; not just 
now anyway, and out he would go. 

One day when I went home to dinner there was a 
basket of apples sitting on the back porch. They were 
rather a sorry looking lot and I asked my wife where 
she got ther. ‘he said she. bought them of Mr. 
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When 


STUNNING STANDARD SPATS 
Step In—Profits Are Assured! 


| pier: your spat business is a worthwhile business, 


or, it is an ‘‘accommodation”’ business. 


If you handle spats of unknown and varying quality, 
your spat business amounts to nothing more than 
an “‘accommodation” business—but, if you sell: 


STUNNING ‘Yandard ‘SPATS —for fifty years 
the quality standard of the world—you have a spat 
business that is worthwhile. 


That’s the spat situation in a nutshell. 











DRADS The newest idea in Footwear Fashion 
—Ultra-Smart; exceedingly wearable. 


Not a spat, but of the spat family. 











S. RAUH & COMPANY 
3106 Sixth Avenue New York 





| 
|FOR FIFTY YEARS THE WORLD’S LARGEST 


| AND FOREMOST MAKERS OF FINE SPATS 
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Robbins. He had come to the door with a few samples. 
Had told her he was “almost ashamed to offer such 
apples for sale, they were so small and knurly, but 
they really tasted quite good and made very good 
sauce, and good apples were very scarce.”” That was 
all true and he charged her the price of good apples. 

Shortly afterward he came in the store for a pair of 
shoes. That time I changed my selling talk. When he 
had told me he “‘just wanted a pair of shoes to wear 
back and forth to town and something that would 
do to wear to church out in the country,” I said, 
“Yes, [ think I know about what. you want and am 
sorry I haven’t got it. I wish I had, but here is a pair 
that might answer the purpose. I don’t think you 
would want them. They are not the style or shape 
you ought to have and I don’t suppose they will fit 
you and besides the price is more than you usually 
want to pay; I don’t suppose Mrs. Robbins would 
want you to wear this kind of shoes to church but it 
is the best we can do today.” 

He grabbed that pair of shoes like there was not 
another pair on earth. No questions about outsoles, 
insoles, counters or price. He bought them and he 
never quit bragging about them. 


Find Their “Soft Spots” 

There are a lot of John Robbins in the world. Every 
community has them. Salespeople dread to see them 
come in the store, but they buy merchandise of some- 
body and it takes real salespeople to figure them out. 

Every man has a “soft spot”. It may be his religion, 
his lodge, his politics, his family or his business; it 
may be houses, lands or radio, find out if you can and 
touch him on his soft spot, but touch him gently at 
first. 

Now I hear some salesman say, “I haven’t time to 
fool with that kind of a gink; my time is too valuable.”’ 

Bvt bear in mind that the real salesman is the man 
who can sell the customer that the other boys pass up. 
Once you “get under the skin’ of one of these hard 
nuts usually you have him for life. He will follow you 
wherever you go. 





An Advertising Error Corrected 


An error occurred in the copy of the one-half page 
ad of the Pietzuch Wonder Arch Guide Heel Company 
on page one hundred and eighty, September 2d issue, 
the copy reading ‘Ninety-five per cent of all foot 
troubles and ineffectiveness of inner appliances as well 
as corrective shoes are caused by the ordinary, the 
rubber or leather heel, it being responsible for the 
wrong position of the inner longitudinal arch in 
walking.” 

It should have read as follows: 

“Ninety-five per cent of all of the foot troubles and 
ineffectiveness of inner appliances, as well as of correc- 
tive shoes are caused by the use of the usual rubber or 
leather heel, it being responsible for the wrong position 
of the inner longitudinal arch in walking.” 
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Recreation is the oil of life. Re-create 
yourself and your job with a judicious 
amount of fun and exercise. 


Acquired wisdom is equal to money in the 
bank. It bears a high interest rate, pay- 
able when you most need it. 


Some people would rather buy sales with 
extra dating and long credit than admit a 
need for advertising. 

This sign appeared in a Boston Depart- 
ment Store recently: ‘All Ladies’ Under- 
wear in this Department 50 Per Cent 
Off.” 


Before Prohibition they said the wages 
of gin were debt. Now you can add the 
price of it. 


The employee who saves for himself— 
saves for you. Teach him how. 


Don’t let business do all the picking up— 
get busy and pick up some yourself. 
Honesty applies to more than money. 
The man who holds out his best efforts 
from the man who is employing him is as 
crooked as a burglar and not half as 
brave. 


Is your job monotonous? Make it inter- 


esting by improving it. 


The ratio in which men believe in you is 
that in which you believe in yourself. 
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“Onyx” 


Reg US Pat. Orrice 


Hot off the bat! 


The new fall hosiery colors: 
Cocoa 
Caramel 
Otter 
Bronze 
Gun Metal 


Can now be had in our most popular numbers: 
777 at $8.00 
666 “ 12.50 
264 “ 12.00 
100 “ 16.50 
364 “ 21.00 
375 “* 24.00 


And for immediate shipment. 
Write Department P, and get speedy service. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Broadway at 24th Street, New York 


Boston Office 31 Bedford Street 
Philadelphia Office. 1033 Chestnut Street 
Buffalo Office Mutual Life Bldg., Pearl Street 
Chicago Office : 36 South State Street 
San Francisco Office 259 Geary Street 
Los Angeles Office...... 8th and Hill Streets 
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Recorder Ad-Visor Service 





The measure of a shoe’s worth is the measure 


of the wearers’ need. 


Have We Hit the Mark for You? 


In the sample ads here we have tried to 
parallel the customers’ feelings at the time the 
ads would be read and to make them regard 
these shoes as filling an immediate need. We 
have tried to lead them into imagining the 
unusual comfort, style and health that will be 


theirs in a new pair of shoes. 


We hope they will help you plan your ad- 
vertisements to make your trade spend some of 
the money they would spend on Summer frills 
on Summer footwear. We hope they will come 
at a time when you feel that the ideas will pro- 


long the momentum of Summer business. 
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Blank: ShoeCo. 


Refreshing As a Mountain Breeze 


Women ore delighted with their style— 
they welcome the change that puts new spring 
into their step these late Summer days. 

Our late arrivals fit like a glove— 
emphasize a foot’s trimness. 

May be worn the whole day long 
canoeing or walking; leave one’s 
feet eager for the evening’s dance. 
Stylish women are pleased with the 
youthful lines our manufacturers 
have put into such reasonably 
priced shoes. 


They are buying two pairs at a 
time. 
$4.50 to $8 
Blank Shoe Co. 


Street Town 








‘picture of ease’ 


Every woman needs a pair. 

A two-tone tan oxford belongs in 
the late Summer wardrobe. 

For lolling about hotel veranda 
or strolling—for wear during early 
Fall. In fact, you'll be ready for 
anything in a shoe which serves so 
many needs. 

We are receiving daily bright new 
patterns so that you may replace 
travel-worn footwear with styles as 
crisp as a Fall morning. 

They cost so little, too. 


Only $6 


Blank Shoe Co. 


Street Town 
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The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 

















Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
on back—all metal parts of the 
new Repco Shoe Stretcher are 


Made in nine sizes—No. 000 down to No. 6. 


made of cold rolled steel. Blocks Each stretcher is packed in an individual 
are of well seasoned maple and _ Carton. 

shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 





For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY COMPANY - - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - ~ - - - NEW YORK, N. Y. 


UNITED SHOE REPAIRING MACHINE CORP. - - - BOSTON 











THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT IS”— 


rs -—- 20 —- 22 






CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 














27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 










Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 











—<—_—— 
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What Resiliency Means 
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in a Store Front 


Plate Glass in all Kawneer Store Fronts 
is Held Between the Sturdy but Resilient 
Grip of Two Spring Shaped, Solid Copper 
Members. This Resiliency, a patented 
and exclusive Feature of Kawneer Glass 
Settings guarantees to the Merchant that 
his Show Windows will give him UT- 
MOST SERVICE—that his breakage will 
be reduced to a Minimum, 


The service value of Kawneer Resilient 
Grip, Glass Settings has been proven 
satisfactory in more than 150,000 Kaw- 
neer Fronts in the most successful stores. 


If you plan to build or remodel, you 


should investigate the profit building . 


value of Kawneer Resilient Store Fronts. 


81 













The 


Write For This Book of Designs 


nee 


SOLID COPPER 


STORE FRONTS 


Kaw 


r 


Name 
Address 







Kawneer 
Company 


2013 Front St., 
NILES, MICH 


Please send me your 
Rook of Designs and full 
parficulars avout Kaw- 
neer Resilient Grip 
Store Fronts. 
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A NEW SLIDE BUCKLE 
FOR STYLISH FOOTWEAR 


No. 1475 NO. 1475/2 
(Composition) (Iron Cast) 


Sizes ¥%-'/2-¥%-34-% Inch 


Standard Finishes 


A light pattern slide buckle suitable to the 
present reeds of shce manufacturers, is a brief 
description of No. 1475-1475 


It is designed to fill a pressing want —a 
buckle similar to the popular No. 1375 - 13754 
but improved in construction and more attractive 
in the eyes of those who prefer lighter lines. 


This new buckle eclipses all others of this 
type in appearance and utility. Send for free 
samples now. 





i. 


EXCLUSIVE DESIGNS 
RIVET TYPE BUCKLES 


LAKE PATTERN 
Patent Pending 
Composition or Iron Cast 
Sizes 3g—l44—% Inch 
STANDARD FINISHES 


1379 
Composition 
Size 10 line (}} Inch) 
STANDARD FINISHES 


There's a steady demand for buckles which 
can be attached to straps by riveting. Two popular 
designs made by us are shown above. They 
have the advantage of being assembled to the 
foctwear quickly and at minimum cost. Send 
for free samples now. 


Send for Bulletin 135 illustrating 
the “Anchor Brand” line of Buckles 
for footwear. It’s free. 


i ad 


ALL LEADING JOBBERS SELL 
“ANCHOR BRAND” BUCKLES 


NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 
BRANCH SALES OFFICES 

ST.LOUIS NEW YORK 
608 VICTORIA BLDG. 127 DUANE STREET 


SAN FRANCISCO CHICAGO 
POSTAL TEL. BLDG. 326 W. MADISON ST. 
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A Strikingly Beautiful 
Christmas Unit 


Ol of silver cloth cattails shaded in 
Christmas;red, foliage of silver 
cloth, leaves shaded green, ber- 
ries in red, box in metallic silver 
flitter and ornamented in an- 
tique green, The unit stands five 
and one-half feet high over all, 
box four feet high. 


Price, complete 
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Distinctive 
Holiday 
Display 
Decorations 


The Adler-Jones Christ- 
mas Catalog, now ready 
for distribution, presents 
a most beautiful series of 
new and practical Holi- 
day Display suggestions. 


Send for your copy now! 


THE ADLER- 
JONES CO. 


Designers, Manufacturers, Importers 
Artificial Flowers, Art Specialties, 
Valances and Wickerware 


206 So. Wabash Avenue 
CHICAGO 
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GRIFFIN MFG 00. 


67-69 Murray Street, 
New Yorlx, N.Y. 
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The Correct 
























Stock No. 745X—Patent Leather Eleanor 
ae etis, two rows stitching all around s omep poe 
uarter, perforated, 16-8 Louis heel, last, 

dae toe. Widths AA-C. September 20 deliv 
ode “Larky”. price 


$5.00 


ery from Montgomery 





Stock No. 6860X—Black Satin side seam 
Opera, jet and steel beaded buckle, 14-8 
Louis heel, 38 last, dime toe, widths AAA-D, 
carried at once from Newburyport, code 
*Todd”. Price sseheounes $5.85 
Same without buckle, code “Caprice’’. 


PUD cc cnnncccecceguccessectcoceeccs $4.50 





DG. 


for all occasions 








TURNS 
IN STOCK 


Turns are the shoes others 
try to imitate. The turn 
process is superior to all 
others in producing com- 
bined 
STYLE 
COMFORT 
DAINTINESS 
WEAR 












Stock No. 706X—Patent Leather Marg: 
14-8 Cuban Heel, 41 last, qpertes toe. Widt he 
AA-C, at once delivery from New York and 


Kansas City. Code “Grenade”... Price, $4.50 





Stock No. 712X—Silver Crystal Cloth Behrl, 
14-8 Louis heel, 40 last, dime toe. Widths 
AA- Ge at once delivery from New York. C¢ ‘de 


“Celina” . Price, $6.25 


Stock No. 694X—Silver Crystal Cloth Behrl, 
14-8 Louis heel, 38 last, dime toe, Widths 
AA-C, at once delivery from Montgomery’ 
San Francisco and Chicago. Code ‘ b-<-t 


PUD ccccccceceeninssccwtovetecues 










NATHAN 


D. DODGE SHOE COMPANY 


Newburyport, Mass. 












Stock No. 740X—Patent L 
perforations all around, 14-8 Louis heel, 38 
last, dime toe. Widths AA—C. at once delivery 
from Mo ymtgomery, October 1 delivery from 
Chicago, Kansas City and ae ort. Code 
“Joy”... . Price, $5.00 


eather Sally, small 

















IN STOCK DEPARTMENT 
Mass.—179 Lincoln St., 





Boston, 416 


Albany Bidg. 
New York, N. Y.—108-110 Duane St. 


San Francisco, Calif.—770 Mission St., 
Keil Bidg. 


Kansas City, Mo.—Ninth and Main Sts., 
215 Sheidley Bidg. 


Chicago, I1l.—19 So. Wells St., 310 Lee 
Bldg. 


Montgomery, Ala.—105 Bibb St., Cotton 
Exchange Bidg. 


Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room 414-415, Mercantile Bidg. 


Newburyport, Mass. 


OTHER OFFICES 


Philadelphia, Pa.—929 Chestnut St. 
Toronto, Canada, 115 Browning Ave. 
Seattle, Wash., 2716 Warren Ave. 
Pittsburgh, Pa., Hotel Henry 
Detroit, Mich.—Billinghurst Hotel 
Springfield, Ohio.—Bancroft Hotel. 
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Stock No. 6861X Black Satin side seam Opera, 
all jet beaded buckle, 14-8 Louis heel, 38 last, 
dime toe, widths A AA- D, carried at once from 
Newburyport, code “Gale.” Price. 5 


Same without buckle, code * Caprice.” - 
PHD Sn cobne Webs Ut Cc bdocngacosceunss $4.50 
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SCHMIDT'S 
ERIC GRAIN 


253 
¢ 
eo. 


PG MG OI EX SA Pad AT BS 


0 
eo 


| CARL E.SCHMIDT ¢ Co..Inc. 


Tanners of the Schmidt Calf feathers 


DETROIT-MICHIGAN ~~ BOSTON*MaASS. 
REPRESE) TIVES 


H.B. ALTENDERFER A.J. & J.R.COOK 
Philadelphia San Trancisco 
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Nothing in the World Worth Worrying About 


Biko more I think about it the more I am con- 


vinced he is right. He said, “There is nothing 
in the world worth worrying about and——”’ 
That is all [ heard of the conversation. The man 
who said that mouthful and the other man to whom he 
was talking took the elevator “up” and I took the next 
one “down.” 


Think it over. Every man who has any business of 
any kind, who has a family, or has a job with any re- 
sponsibility attached to it has his problems to solve 
and questions to answer. To him these questions and 
problems loom up large and ever larger. \* 

As the word progresses, problems increase and be- 
come more difficult of solution. They constantly tax a 
man’s power of endurance and their solution requires 
figuring, imagining, and downright hard, concentrated 
thinking. 

It would be folly to say ““There is nothing in the world 
worth thinking about’’—but worry—that is something 
different. 

To worry is to not think. 

Worry beclouds the issue, “gums up the works,” and 
retards constructive thought action. 

Many a man has gone broke unnecessarily just be- 
cause he lost control of his thinking machine and spent 
his days and nights worrying ovér something that had 
happened and which he could nowise change. He 
burned up his reserve force and energy that should have 
been spent in concentrated thinking for today. 

Robert J. Burdette once said: 

“There are two days of the week upon which and 
about which I never worry. One of these days is 
yesterday with all its cares and frets, with all its pains 
and aches, all its favlts and blunders. It has passed 
forever beyond the reach of my recall. I cannot undo 
an act I have wrought; I cannot unsay a word I said on 
yesterday. [t was mine, it is God’s. And the other 
day I do not worry about is tomorrow. 

“Tomorrow with all its possibilities, adversities, its 
burdens, its perils, its large promise and poor per- 
formance, its failures and mistakes is as. far beyond 
my reach as its dead sister, Yesterday. -[t is a day of 


God’s. There is left for myself, then, but one day of 
the week—Today. ; 

“Any man can fight the battles of today. It is only 
when to the burden and cares of today we wilfully add 
the burdens of those two awful eternities—yesterday 
and tomorrow—such burdens as only the mighty God 
can sustain—that we break down.”’ 


Atlas is pictured as bearing the whole world on his 
shoulders but Atlas is described as super-human. 

You and I are only human and we are not expected, 
cannot be expected, to bear the burden of the whole 
world or of all time. 

Just now the country is somewhat wrought up over 
strikes, lockouts, and other labor troubles. They affect 
your business and ours. They cannot be corrected by 
worrying and fretting. They can be and will be cor- 
rected by thinking and reasoning. 

In some sections of the country the coal supply is 
short and some men have become worried and almost 
distracted over the sitvation, but worry will not fill 
the coal bins. A Brooklyn shoe manufacturer who tried 
to buy coal for his home found the coal yards bare of 
the kind he wanted, but was able to get two tons of 
another kind. In commenting on the situation he said, 
“But why should I worry. I am two tons better off 
than most people and besides it is not cold weather yet. 
The mines are beginning to work and a brighter day 
is dawning.” 

The railroad situation has caused a lot of uneasiness 
among shippers and merchants. The end of the trouble 
is not yet in sight. The unions are yelling loudly about 
“compulsory labor conditions,” and “senority rights.” 
The railroad presidents are loud in defence of their 
attitude toward both the old employees who quit their 
jobs and the new ones who are filling th 

You and I are not half so much interested in senority 
rights or who works on the railroads or who manages 
them as we are in satisfactory freight and passenger 
transportation. Neither the unions nor the railroad 
presidents can long stand out for petty whims in the 
face of public opinion and public demand for real 

(Continued on page 90) 
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More Profit The Goal, Says Speaker 
At Salt Lake 








Convention 


Retail Shoe Merchants of Rocky Mountain States Get 
Together for Annual Meeting 


Shoe Retailers’ Association convened at the 

Hotel Utah, Salt Lake City, Sunday afternoon, 
September 10, with business sessions on Monday and 
Tuesday. The registration on Sunday was light and 
included about 30 local merchants and traveling sales- 
men. The visitors were taken to Bingham Canyon in 
Salt Lake county by members of the Entertainment 
Committee, where they inspected the property of the 
Utah Copper Company, one of the biggest sights of the 
West. On their return they viewed 
many old landmarks of the city. 


[sie fifth annual gathering of Mountain States 


Good Crop Prospects 


Registration was continued on 
Monday morning when many coun- 
try merchants received their badges. 
Like their city brethren the men 
from the smaller towns were in a 
happy mood. Although the railroad 
strike has hurt them, especially those 
located at the small railroad centers, 
crops are excellent, and the mining 
outlook is better than it has been 
for a long time. 

John Peterson, who runs an exclu- 
sive shoe store at Logan, Utah, told 
the writer that the attitude of the 
customer is more friendly than for- 
merly and that there is less grumb- 
ling over prices. Mr. Peterson at- 
tributed this to the improvement in 
industrial conditions and the con- 
sequent increase in the money supply. This was cor- 
roborated by S. Leven, a Logan delegate and one of 
the owners of three stores in Utah and Idaho, and also 
by traveling men. 


Trend Toward Betler Quality 


In the matter of styles the situation seems to be the 
same in the country towns as in Salt Lake City. 
Women are buying low shoes in every section, but 
experiences differ in the matter of men’s footwear. 
There is no doubt, however, that the oxfords are the 
most popular in the country, but as in the city it seems 
to rest largely with the merchant. Those who have 
bought oxfords because they thought they would sell 
are selling them, and vice versa. As to the grade of 
merchandise in demand, the tendency is toward better 








ROBERT H. JOHNSTON 


Denver merchant elected president of the 


Rocky Mountain ; 


quality regardless of price. The interest in novelties is 
also on the increase, particularly in the city. The slow 
deliveries of late, resulting from the railroad strike 
has caused some dealers to buy at home. 

The first business session, on Monday morning, was 
opened by President Herbert Hirschman who intro- 
duced each speaker. Messages were read from E. C. 
Logan, Western editor of the Recorder, who has been 
making a style survey and was prevented from coming 
at the last minute; Editor James H. Stone of the 
“Shoe Retailer,” who met with an 
auto accident on Labor Day and had 
not recovered sufficiently to leave 
home, and Harry Fontius who is 
also sick. 

A nomination committee was then 
appointed, with B. M. Benge as 
chairman. Richard Solomon. head 
of the R. H. Solomon Company, 
Salt Lake City, and an elder in the 
Mormon Church, offered prayer. 
Mayor Clarence Neslen lauded the 
association movement and _ illus- 
trated his remarks by telling some 
wonderfully appropriate stories. 

Mayor Neslen declared that busi- 
ness ethics are higher today than in 
the past, pessimists notwithstanding. 
People were beginning to think it 
best not to merely “live and let 
live,” but to “live and help live” 
he said. The speaker said every 
transaction must be to the advan- 
tage of both buyer and seller or it will not be satis- 
factory in the long run to the latter. He attributed the 
unrest throughout the country to the propaganda of the 
foreign element in our midst, but added, “Some of our 
best people are falling for it.” 

it r 


Address by Frank P. Meyers 


One of the speakers on the program having fallen 
down, Frank P. Meyers, second vice-president of the 
National Shoe Retailers’ Association, whose big ad- 
dress was to come in the afternoon, was called upon to 
make an informal talk which he did, delighting the 
audience with his wit and his thorough knowledge of 
shoe business. This session concluded with a visit to 
the Mormon tabernacle, where Professor Edward P. 
Kimball gave several numbers on the pipe organ. 
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The afternoon was opened by community singing, 
lead by Royal Daynes, general manager of a large local 
music house. The singing feature of the program was 
concluded by a quartette in which Frank P. Meyers, 
President Hirschman, Harry R. Cummings, and 
Howard V. Stephens figured. 


Argues for More Profit 


Mr. Meyers then delivered his lecture entitled, 
“Where have we been. and where are we going.” 
He started by insisting that the men should have more 
regard for the law of averages and the laws of reaction. 
“Big business,” said the speaker, “makes the law of 
averages its god.”” He showed how the old line life 
insurance companies use the law of averages to won- 
derful advantage and how it was also being applied to 
purely merchandising undertakings, such as the lum- 
ber business. 

Mr. Meyers thought the shoe business should be 
placed on an equality with millinery, haberdashery, 
and other artistic lines in the matter of profit, insisting 
that they were entitled to payment for their knowledge 
of the goods they had to sell as well as a trading profit. 

“The Harvard Business Service Bureau,” continued 
the speaker, “tells you that in 1921 it cost the shoe men 
of this country an average of almost 29 per cent to do 
business, and that there was an average loss of nearly 
2 per cent.”” The remedy for this country’s dangerous 
situation, he said, was the application of a profit per- 
centage that would insure against all probable losses 
and expenses. He declared that lower rents are im- 
probable whilst it would be poor business to reduce 
salaries.. Before leaving this subject he expressed the 
hope that the old cut-throat days of the nineties would 
never return. 


Argues Handling Hosiery 

Speaking along general lines Mr. Meyers spoke highly 
of hosiery as a line that could be carried in a shoe store, 
declaring that it produces a “beautiful profit.’’ Speak- 
ing of styles he said, ‘““We are now racing a stretch of 
strenuous stylishness unsurpassed in the world’s his- 
tory.” He said one simply had to get into the style 
game or get out of the business. He urged his hearers 
not to sell shoes for the sake of merely loading the 
customer, but declared they should follow the milliner’s 
and the modeste’s methods of education in selling their 
wares. In other words, “the shoe men should help in 
the woman beautiful movement.” 


Style More Important than Price 


Howard V. Stephens of the Johnson Stephens and 
Shinkle Company, St. Louis, then spoke on fall styles 
in women’s shoes, and the style situation in general. 
Mr. Stephens said there had been a weeding out 
process during the past two years. Some went broke 
while others went out. “There must be some reason 


for this,” he said, and then proceeded to show how it is 
all, or nearly all, a question of being able to pick style 
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winners. Style, according to Mr. Stephens, is more 
important than price, and one must get styles that will 
not lose their popularity before they leave the shelves, 
or there will be no profit. He declared one company 
in the East had eight turnovers and did an annual 
business of a million or more. All due to good style 
picking. One or two delegates pricked up their ears 
and soon several were asking questions. 

Mr. Stephens said this firm was in the market every 
30 days and when new things came out they were 
always in a position to consider them. The speaker be- 
lieved in buying few lines when they conflict. He said, 
“The man who sells women’s shoes must be ever on 
the alert, always studying what women are wearing, 
not only in shoes, but in gowns and other things.” He 
said he had a good look at the pretty girls on the street 
and he could even do it when his wife was present as 
she understood it was his business. 

“The man who buys women’s shoes must dream 
styles, if necessary,” said the speaker. 


Flapper Styles Dead 


He then stirred the delegates by telling of the changes 
he believed were coming. With the return of the long 
skirt would come, he said, a demand for a different 
shoe. The flapper type was past and would be taken 
by a new one that would be tall, straight, slender, and 
more dignified. Tongues were coming and would be 
strong in about 60 days, he said. It was true that 
straps were popular at the present, but they would 
lose out. (A delegate observed that he could not see 
that tongues were more dignified and suitable to the 
new type of woman predicted by the speaker tha 
satin straps.) . 

Mr. Stephens then went on to say that Baby Louis 
heels were going to be good. That there would be a 
demand for a lightweight shoe, he was certain, and also 
said mannish effects would not be popular. One dele- 
gate wanted to know if Mr. Stephens thought a shoe 
that sold in Los Angeles would necessarily sell here, 
to which the speaker said that when several towns are 
taken into consideration he would say, “yes.” Mr. 
Waring of the “Z. C. M. L,” declared he was not 
“gushingly”’ in favor of tongues and thought beautiful 
strap effects better and that seemed to be the opinion 
of the majority of the delegates. 


Brown Strongly Recommended 


. Mr. Staiger, Auerbachs, observed that, ““We should 

not be scared out of straps and into tongues too 
quickly.” At the same time he thought a change 
might not be far off, as straps had been popular three 
season. He said a combination of tongue and straps 
ought to be good and one might buy some straight 
tongues and straight straps he said. As regards colors, 
it was thought browns would be good. Harry R. 
Cummings presided at this session. The program on 
Monday was concluded by a Stag Smoker. 
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Talks an Credit Problems 


Tuesday morning this session opened with some 
spirited community singing continued by Mr. Meyers. 






by the appearance of Westley King, prominent local 
club man, whose brief, humorous talk served as an 
introduction to the other feature of the session which 











President Hirschman presided and introduced W. S. WS 22 illustrated lecture on Utah's scenic wonders, by U 
Romney, an official of the great Z. C. M. 1. department Dr. J. E. Broaddus of Salt Lake City. p 
store, who spoke on “Financial Credit and How It The proceedings closed with val wonderful carnival, 
Effects Business.” The speaker said that a depression the only function in which the ladies figured, and came ij 
in another part of the world hurts us all and thatour °° ® fitting climax to one of the best sectional conven- “g 
troubles were due not only to the actual waste of war ONS In the history of shoe associations. ; thi 
but to the aftermath of extravagant recklessness. He Frank F. Wulff of the nominations committee pro- liv 
deplored the attitude of the youth of today regarding posed the following to serve the association for the best we 
credit. He said a co-operative plan should be devised boo bei fe — it is presumed the next gathering will rs! 
if possible of stopping the practice of granting credit to a ety woe - 
rt young wage-earners. Mr. Romney stated that he President, Robert H. Johnston, Denver; First Vice- in 
thought a cash business would be best for the smaller Pr esident, H. H. Harbaugh, Greeley, Colo. ; Second th 
stores. The speaker contended that the present plan Vice-President, . George Warning, Salt Lake City: 
was detrimental to the young people quite as much Third Vice-President, Roy Maxwell, Ft. Collins, Colo. : - 
as to the merchants. Speaking along general lines Fourth Vice-President, Taylor ‘Thompson, Colorado 7 . 
he said the financial and industrial situation was getting a Fifth Vice-President, F. V. Hubert, be 
: . u ’ ont. I 
oe Pe aT ee Directors: B. M. Benge, Grand Junction, Colo.; A. C. ws 
Draper, Lajunta; Jack McKendrick, Salt Lake City; sei 
Wholesale Prices Being Stabilized Frank Leonard, Pueblo, Colo.; Frank F. Wulff, Colo- 
The speaker declared there was a decided tendency ado Springs, Colo.: Herbert Hirschman, Salt Lake 
toward the stabilization of wholesale prices. City: C. Smithers, Helena, Mont.; H. E. Fontius, ‘ 
Vice-President Meyers of the National Association Denver; F. C. Terrell, Pocatello, Idaho; John McCon- me 
then addressed the convention on the work of this nell, Cheyenne, Wyo. = 
organization and showed how it was helping the shoe sh 
men of the country to come into their own. In this Nothing in the World Worth 
talk he again insisted on adequate profits for the Worrying About th 
merchants. He showed how the shoe store was 5 ) 2 
originally an adjunct of the cobbler’s shop and how Caetnet Pet aes oe? 
through organization the business had been placed on dequate service. The public is demanding this service fie 
a par as regards dignity with any modern retail enter- and you may bet your life they are going to get it. ar 
prise. Although their organization was but eight years Worry won’t make any more trains move nor will it we 
old, said Mr. Meyers, it was among the largest asso- make them move any faster—so why worry? Think a 
ciations of its kind in the country. He pleaded that a Tightly and act rightly and results are sure to follow. a 
local organization could not carry much weight alone Within the past few weeks there has grown up a of 
when big questions were being debated. Mr. Meyers demand for women’s shoes in various types of tongue sh 
was followed by a short talk by Frank F. Wulff, who effects. pr 
said the National Association could and has played an Nobody can yet foretell to what extent these new ba 
important part in combating freak legislation calcu- Style ideas will prevail nor what will be the next move. rs 
lated to embarrass the shoe men. The registration at But the fact that something other than straps is claim- o 
the end of this session had reached seventy-three. ing attention of women buyers of styleful shoes is or we 
, should be sufficient warning to the alert buyer to begin br 
More About Styles to clean up on all short lots of straps and put steam st 
Tuesday afternoon was distinguished by two big behind the slow movers. . 
features, one instructive, and the other entraining. It is a time when every merchant and buyer should at: 


The former was a paper by E. C. Logan, Western 
editor of Recorder, read by Frank F. Wulff of Colorado 
Springs, and dealt principally with styles. Mr. Logan 
said that owing to the feverish exictement, nervousness, 
and unrest in the country, no one could predict what 
will come in the way of business conditions, prices, or 
styles six. months hence. In spite of this, he said, 
there was a growing spirit of optimism discernible 
and a decided change in the style trend of women’s 
footwear. 

The discussion on Mr. Logan’s paper was cut short 


keep his ear to the ground and keep his hand on the 
steering wheel. Worry won't dispose of undesirable 
slow moving merchandise. 

Calm deliberation, thinking and ouheies the situa- 
tion in your community will develop sales plans and 
methods that will move the surpitus and the shelf 
warmers. You have only today—now—in which to 
think. Yesterday is gone beyond recall; tomorrow will 
never come. 

“Theré is nothing in the world worth worrying 
about.” 
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Hot Weather Cripples Business 


Unexpected Heat Wave Causes Postponement of Fall Buying 
—Whites Again in Demand 


ESIDES torturing the citizens of 

this city with his intense rays old 
“Sol’’ put a crimp in the retail business 
that will not, in the very near future be 
lived down. Such expressions as “the 
worst business we’ve experienced in a 
good many weeks.”’ are common, and it 
was reported that one store had just 
passed through the worst week it has had 
in eighteen years. The weather has been 
the hottest of the entire summer. 

It comes after a week of good business 
as a rather depressing influence. With 
their choice patterns already in and fall 
numbers that are expected to be best 
bets arriving every day, all that was hoped 
for was seasonable weather, to start what 
was expected to be one of the best fall 
seasons in a good many years. 


White Demand Revived 


In one of the popular priced stores 
the call for white shoes was reported as 
being strong. Other stores also com- 
mented on the demand heard for white 
shoes on the ninth day of September. 

Satins are still scoring heavily. In fact 
this is the only style that retail merchants 
agree is being asked for with any degree 
of consistency. Satins, both beaded 
and plain, continue to lead the style 
field sharing half the honors. Brocades 
are showing a growing prestige and each 
week finds the call more pronounced. 
Combinations of brocades and _ satin, 
while fairly good are not as popular as 
they were expected to be in the early part 
of the buying season. Some stores are 
showing brocades in brown and inquiry 
proves that some women prefer this color 
to black. The plain opera pump is another 
pattern that has shown an upward ten- 
dency in the demand. Not alone have 
opera pumps been bought in satin but 
women are asking for them in black and 
brown kid. One of the large department 
stores has had phenomenal success with 
this type of pump and has disposed of a 
great many pairs. 


Calf Oxfords Good 


Lace oxfords of brown calf are excep- 
tionally good considering that many felt 
they would find little call for those of this 
type during the early fall selling. Patent 
has taken a spurt again. Straps par- 
ticularly are having some little activity 
at-present. Colonials continue to be 
asked for. Not many stores are dis- 


playing patterns of this type, although all 
have a good many cases ordered for selling 
in the early part of October. 


Weil’s to Open Sept. 18 


Henry A. Weil, Inc., at 916-18 Olive 
Street will open the new addition of the 
store on Monday, September 18th, in 
which the shoe department will be located. 
Alterations have been going on for a 
month and the work has now been com- 
pleted. The shoe department will be 
on the main floor and will occupy 2,500 
square feet of floor space in the western 
half ot the building. The Senac Shoe 
Company of St. Louis who operate seven 
stores in this section of the country wiil 
also manage the shoe department of this 
store and will feature I. Miller’s shoes. 
The fixtures will be finished in ivory and 
blue and one of the features of the store 
will be an exclusive French room finished 
in Walnut trimmed with gold. The floor 
will be covered with inlaid rubber and 
carpeted with strips in front of the fitting 
chairs. There will be fifty chairs provided 
for the opening. A hosiery section will 
occupy the center of the store with the 
shoe departments on each side of the 
section. Large window space has been 
provided for facing Olive Street with 
display space for hosiery immediately in 
back of the shoes. L. Bell, formerly 
assistant manager of the I. Miller store 
in Chicago, will be manager of the 
department. 


Huette’s Have New Window 
Decorations 


Huette’s Sixth Street store are now 
displaying in their women’s window 
new decorations. The window has been 
furnished with a plush carpet and back 
curtains of silk enhance the distinctive 
appearance of the display. Glass stands 
each showing a pair of shoes make a 
very effective appearance. 


Senac Store Outgrows 
Quarters 


J. Sensenbrenner of the Senac Shoe Co., 
announced that so tremendous has the 
business grown in the St. Paul, Minn., 
store that it was necessary to enlarge the 
present quarters to take care of the 
additional business.. Husch Bros., .in 
which the shoe department is operated by 
the Senac Company have requested G. W. 
Steuber manager of the company to come 
to St. Paul to complete plans to handle 
the excess business. The store in St. 
Paul has only been opened three weeks. 
Steuber leaves Sunday for a flying trip 
to St. Paul where he will remain only a 
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day, returning to St. Louis after a one-day 
stop-over in Chicago. 





Vogue Issues Catalogue 


The Vogue Boot Shop have just mailed 
four thousand catalogues to a list of their 
customers. The catalogue features mostly 
short-vamp styles, in which the store 
specializes. There are twelve styles 
shown in the catalogue which is an attrac- 
tive loose-leaf folder arranged in an 
attractive manner. An engraved an- 
nouncement was also enclosed announcing 
the fact that the Vogue Boot Shop was 
the only exclusive short vamp shoe store 
west of New York. 


Moder Made Manager 


William J. Moder has been made 
manager of the shoe department of 
Browning-King Company. Moder has 
been connected with the retail shoe 
business for a number of years. His last 
position was with T. J. Reid Shoe Com- 
pany. Previous to that he was a member 
of the firm of Noble-Moder Shoe Com- 
pany, a retail establishment which oper- 
ated two stores. 


International Salesmen Meet 


Approximately 600 salesmen of the 
International Shoe Company have spent a 
week in the respective branches of the 
company holding a sales conference and 
inspecting the 1923 spring line which 
they will carry on the road when they 
return to their territories during the 
coming week. Roberts; Johnson and 
Rand, Friendman-Shelby and Peters, all 
branches of the International Shoe Com- 
pany held seperate conferences. Various 
officials of the company addressed the 
sales force. 


State Convention Discussed 


President Joe Mullen of the Missouri 
Shoe Retailers Association called a meet- 
ing in St. Louis of the board of directors of 
that organization for Wednesday Septem- 
ber 6th. The meeting was held at the 
Missouri Athletic Club at noon. In 
addition to the St. Louis Members of the 
board, president Mullen of Moberly and 
H. C. Blazer of Kansas City were present. 
A number of prominent retail shoe 
merchants were present at the luncheon. 

Dates for the state convention which 
will be held in St. Louis were discussed 
and it was decided that the second week 
in February would be the most. favorable 
time to hold the convention. It is expect- 
ed the Missouri Clothiers Association will 
set their dates at the same time as the 
two organizations meeting simultaneous 
would have a tendency to increase 
attendance at both conventions. 

Arthur Ebbs of Swope Shoe Company 
was appointed chairman of the arrange- 
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ment committee to inform the hotels to 
provide adequate arrangement for display 
space during the convention. 

One of the big features of the convention 
will be the inviting of the travelling 
representatives of this territory to exhibit 
during the convention, without any extra 
cost. It was emphasized that it was the 
desire of the association to have as many 
displays as possible during the conven- 
tion. 

Paul Allen Ebbs, Secretary of the organ- 
zation was appointed chairman of the 
program committee. It was announced 
that a constructive business program 
would be built into which would be brought 


AND SHOE 





the best minds in the shoe business. Facts 
pertaining to the shoe business will be the 
principal topic oi the program and out- 
side subjects which have not immediate 
interest to the shoe retailer will be 
eliminated. M. M. McCain of the Shoe 
Mart has been appointed chairman of the 
publicity committee. All of these com- 
mittees will be amplified by other members 
throughout the state, but it was thought 
advisable to appoint a chairman located 
here in St. Louis, where the convention 
will be held. 

Mullen remained in St. Louis for a few 
days after which he returned to Moberly. 
Mo. 





MILWAUKEE 


Weather Again Interferes 


Not Much Retail Business Done with Thermometer Above 
90; Trend Towards Patent and Suede Oxfords 


BLISTERING spell of hot weather 

during which the thermometer rose 
to heights untouched this summer, suc- 
ceeded in “withering” the retail business 
for the last week at the local shoe stores. 
Shoe merchants claim that no one can 
successfully talk fall and early winter 
styles with the thermometer registering 
98 in the shade, as it did for three con- 
tinuous hours on one day during the past 
week. 

In the sales which were made despite 
the unfavorable weather, merchants noted 
a strong trend toward the oxfords in both 
patent and suede. A growing demand for 
the 14-8 heel is forcing itself upon the 
attention of downtown shoe merchants. 
In the oxfords, a comfortable “walking” 
heel is highly desirable, and this type is 
meeting with general approval. The 
beaded slippers for which an increasing 
demand was noticed last week, continue 
to sell well at the department stores, and 
are called for in patents, satins and kids. 
The colonial demand, of which much has 
been said this fall, has not yet assumed 
the proportions which are expected of it, 
but many merchants are still confidentially 
asserting that the day of the colonial is 
coming, and is close at hand. 

Men's Business Sluggish 

Merchants are finding it seemingly 
impossible to interest the male shoppers 
of this city in footwear of any kind. 
Even the sale of staples does not seem 
to be heavy enough to provide the nec- 
essary shoes for mere replacement pur- 
poses. Merchants have come to the 
conclusion that the male trade has been 
rather well stocked in shoes, or is waiting 
for some change, probably a price change, 
before doing any buying. 

In the meantime, manufacturers of 


men’s shoes as well as the makers of 





ladies’ and children’s footwear, are operat- 
ing under a miniature deluge of orders. 
Most of the local factories find themselves 
all the way from two weeks to two months 
behind present and future delivery crders. 
The demand for competent factory help 
continues, with a slight shortage of skilled 
labor noticeable. Reports from different 
manufacturing centers in the state in- 
dicate that much the same condition 
prevails that has been noted in Milwaukee. 
Collections are said to be only fair, despite 
the general loosening up of money due 
to more employment and good crop 
conditions. 


Kinney Buys Two Stores 


The G. R. Kinney Company has 
announced the purchase of the Enterline 
shoe stores at Oshkosh and Green Bay, 
Wis. A previous announcement stated 
that the Kinney company had taken over 
the. Enterline shoe store at Appleton, 
Wis., and that William J. Buth would 
manage the Appleton store.. Charles 
Hart, manager of the Green Bay store of 
the Enterline chain, will hold the same 
position under the Kinney management. 


Madison Holds Dollar Day 


The third annual Dollar Day held in 
Madison, capitol of Wisconsin, during the 
reunion of Thirty-second Division war 
veterans, was highly successful, according 
to merchants of that city. Active par- 
ticipation in the event by practically 
every shoe merchant in the city, resulted 
in a new sales record for the day. In 
order to dispel the idea that Madison 
merchants would take advantage of the 
reunion of World War veterans to raise 
prices, the retailers association decided 
to hold the Dollar Day coincident with 
the reunion, and to mark goods exception- 
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aliy low. Several thousand visitors in 
the city helped materially to make the 
sale a success. 


New Fond du Lac Shoe Store 


Work on the Marcoe building in Fond 
du Lac, Wis., which is to house the new 
August DeBougk shoe store, is progressing 
rapidly, and the building will soon be 
completed. According to Mr. DeBougk, 
the new shoe store will not open until 
about November 1. It is located in one 
of the best business districts of the city. 


Boosting Milwaukee 


Milwaukee as a center for industrial 
and mercantile projects is boosted in an 
advertisement appearing in Chicago 
papers. Excellent downtown locations for 
retail stores, as well as storage, jobbing and 
manufacturing space with or without 
railroad trackage, are said to be available. 


New Store for West Bend 


A new shoe store and repair shop will 
be opened by Pautsch & Wolf at West 
Bend, Wisconsin. A centrally located 
cite has been secured, and according to 
the partners, the store will be opened 
some time in September. Mr. Wolf will 
have charge of the repair business, having 
been employed in Stangl’s repair shop in 
West Bend for a number of years. Mr. 
Pautsch will handle the retailing end 
of the business. 


Fond du Lac Merchants Meet 


The annual meeting of the Merchant’s 
and Manufacturer’s Association of Fond 
du Lac, Wisconsin, resulted in the election 
of T. H. O’Brien as president for the 
ensuing year. J. F. Gruenheck was 
elected treasurer, and H. F. Wetter, 
secretary. The association, which con- 
trols a building at the county fair grounds, 
has decided to hold the annual meeting 
hereafter, on a date thirty days prior to 
the opening of the county fair. 


Made-in-Racine Dates Fixed 


Sept. 25 to 30 has been set aside as 
the dates for the second annual Made-In- 
Racine exhibit staged by the Advertising 
club. Committees to handle various 
phases of the exposition were announced 
by C. C. Younggreen, general chairman. 
It is expected that the hosiery and shoe 
companies and retail firms located in and 
near the city, will actively participate in 
the event. 


Medison Ad Club Busy 


Committees of the Madison Advertis- 
ing Club have been appointed by President 
W. E. Waiker, preparatory to the opening 
of the most active year in the club’s 
history. On the program for the coming 
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year, will be found the names of nationally 
known managers and executives. Ned 
Jordan, of the Jordan Motor Car Co., 
Homer Buckley of the Buckley-Dement 
Co., of Chicago, the advertising managers 
of the Burroughs Adding Machine Com- 
pany and the Standard Advertising 
agency, and many other well known men 
have been invited to speak before the 
club. Many of them have already 
accepted the invitations. 


Vulcan Last Factory 
Destroyed 


Fire, believed to have started from an 
overheated motor, destroyed the factory 
and two warehouses of the Vulcan Last 
Company at Crandon, Wis. The damage 
is estimated at from $350,000 to $400,000. 
The fire started on the first floor of the 
factory and spread rapidly. Lack of 
sufficient water and fire equipment made 


it extremely difficult to cope with the - 


flames. The factory, said to be one of 
the largest in the country, supplied four 
shoe last factories at Postsmouth, Ohio, 
and St. Louis, Mo., with raw material. 
The warehouses were stocked to the top 
with shoe blocks. 


Charged with Stealing Leather 


One of the evils which operators of 
Milwaukee’s large tanneries have to 
contend with is the theft of valuable 
leather by employees. Such a case was 
brought to light with the arrest of Audrey 
Smitt, an employee of the Trostel Tannery 
Co., accused of stealing more than $300 
worth of kid hides. The hides were 
taken out of the Trostel tannery by 
being wrapped about the body. Smiit 
is charged with sending a shipment of 
stolen hides to Germany. 


Receiver Appointed 


Julius J. Goetz has been appointed by 
Judge Geiger of the Federal court in 
Milwaukee, as receiver for the Milwaukee 
Patent Leather Co., against which an 
involuntary petition in bankruptcy was 
filed recently. Attorneys for the company 
announce, however, that they will appeal 
to the circuit court of appeals from the 
ruling of Judge Geiger declaring the 
company bankrupt. The petition for a 
new receiver was made by the Carroll 
Chemical and Color Co., of Chicago, 
which charged that the first receiver 
appointed by the local circuit court, was 
a “friendly"’ receiver. 


Menzies Breaks Records 


Surpassing all previous production 
records, the Menzies Shoe Co., of Fond 
du Lac made more than $265,000 worth of 
shoes during the month of August. At 
present, according to officials, the com- 
pany is working on orders which increased 
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a great deal faster than present manu- 
facturing facilities will allow them to be 
filled. George P. Utley, vice-president 
and general manager, has recently re- 
turned from what he terms “a successful 
invasion of the home of the shoe industry, 
—New England.’’ Additional help in 
all departments is being put on by the 
Menzies concern. 


Milwaukee Cinderella 
Discovered 
Milwaukee’s Cinderella has been chosen 


from among 300 fair maidens of the city, 
who contended for the honor of having 
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the smallest and shapeliest foot in the 
city. The terms of the contest, which 
was staged by the S. J. Brouwer Shoe Co., 
required that the winner must wear to 
best advantage, the dainty slipper of 
Miss Myrtle Ross, leading lady in ““Mary’s 
Ankle” at the Garrick Theatre. Miss 
Ross, herself, decided the winner, who 
was Mrs. G. V. Custer. A beautiful pair 
of slippers, with Phoenix hose to match 
was presented to the winner by Miss Ross 
on behalf of the Brouwer Company. 
The contest attracted a great deal of 
attention, especially to the Brouwer 
display windows where the slipper in 
question was exhibited. 





CHICAGO 


Business Not Up to Expectation 


Strikes Curtailing Trade Activity to Some Extent, Although 
Retail Merchants Are Doing a Fair Volume 


T is only fair to say that general 

business conditions in the Chicago 
district are not up to what was predicted 
or expected for the middle of September 
by prognosticators a few months back. 
Several sprags have been thrown into the 
wheels of industry which have caused 
delays and a general slowing up of 
business activities. 

Coal strikes and railroad strikes have 
been the most serious of these sprags. 
However, there is sunshine in the fact that 
the coal situation is improving very 
materially. The one great difficulty as 
far as coal is concerned is that the price 
asked is outrageously high. But, as 
production increases it is anticipated that 
coal prices for factory purposes will be 
materially diminished. 


Shipments Are Delayed 


Transportation delays have been the 
subject of much complaint among manu- 
facturers; wholesalers and retail mer- 
chants. 

Few retail merchants, in fact, are 
depending on freight shipments for any 
considerable portion of their merchandise. 
Even express shipments are delayed and 
present service is far from satisfactory. 

While no settlement has been made with 
the striking shopmen the western railroads 
with headquarters in Chicago are report- 
ing ever increasing forces in their shops 
and better conditions in car repair depart- 
ments, and they are promising much 
improved service within the next thrity 
days. 


Hide and Leather Prices Firm 


The big packing houses seem to have no 
difficulty in disposing of all take-off 
regardless of weight and grade at prices 
around 35 per cent or more higher than 
the same grades of hides commanded six 
months ago. 


Light weight calfskins seem to be the 
only slow moving item in the hide list, and 
even in these light weights deacons and 
slunks are moving because of the increased 
demand for ooze calf leathers. 

With advances in the hides are regis- 
tered corresponding advancesin practically 
all grades of shoe leathers, calfskins, kips 
and side leathers. Tanners report an 
increasing demand for black leathers but 
medium shades of brown and cherry red 
are very much in demand. Demand is 
less active for the real dark brown and 
mahogany shades. 


Chicago Shoe Factories Busy 


Chicago shoe factories, generally speak- 
ing, are as busy as they wish to be. The 
surprising part of the factory situation is 
that at no time during the past nine 
months have local factories had any 
large volume of business booked ahead on 
long time delivery basis. But new orders 
coming in have at all times been sufficient 
to replace the orders shipped out, so that 
the condition has remained active and 
healthy. 

Most Chicago factories have deemed it 
wise to operate on this sort of a basis 
because constant changing of styles have 
had to be considered as an operating 
problem and fewer cancellations and 
returns have been experienced than would 
have been the case had business been 
sought on the basis of delivery several 
months after the order was taken. 


Retail Trade Hampered by Hot Weather 


Abnormally hot weather which has 
prevailed in Chicago and vicinity during 
the first part of September has seriously 
eurtailed business in retail shoe stores. 

All September heat records have been 
broken and it has been difficult to work up 
a lot of enthusiasm in fall and winter foot- 
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wear with the thermometer registering 98 
degree in the shade. 

This, however, does not indicate that 
there has been no retail business; as a 
matter of fact, not a single store is register- 
ing a serious kick and some of them have 
been surprisingly busy. 


Straps Are Popular 


In the fancier type of footwear straps 
are still selling and merchants are still 
buying strap effects, but, as Otto Adams 
of the Carson, Pirie Scott shoe department 
puts it, “straps of a different type. The 
tendency in women’s stylish footwear of 
the lighter variety is toward types that 
cover the instep. Cross straps, lattice 
work effects and other designs that come 
well up over the instep and button on 
either side well back toward the back 
seam will, I believe, prove equally as good 
as tongue effects for early fall selling. 
Also strap designs that can be ornamented 
with buckles, fluted fan shaped ornaments 
of silk or satin will prove their popularity. 

“There is no question but that tongue 
effects on the Colonial order will increase 
in popularity as new fall costumes reach- 
ing well to the ground appear on the 
street. 


Blacks Most Wanted Color 


“Blacks in patent, black ooze and com- 
binations of these materials and also. black 
satins are producing the bulk of sales but 
ooze calf in soft brown shades are exerting 
quite an influence in our sales at the 
present time. Otter, it seems, will be the 
prevailing shade but shades both darker 
and lighter than otter are receiving con- 
siderable attention.” 

This same thought expressed in different 
words seemed to prevail in the minds of 
the buyers of the leading loop stores. 

Cut steel buckles are again coming into 
their own and merchants who have been 
carrying a quantity of buckles for several 
years and gradually marking them down 
by careful merchandising can reap a good 
profit on what seemed to be dead mer- 
chandise. 


Oxfords Selling Well 


In the more conservative types of foot- 
wear women’s oxfords are selling quite 
satisfactorily. Carl Fliesbach, manager of 
the Walk-Over stores in the Chicago 
district, says they have been surprised at 
the way they have cleaned up on women’s 
patent oxfords with 10-8 and 12-8 heels; 
in fact, they have more of this class of 
footwear coming, and other Walk-Over 
stores in surrounding cities are also asking 
for more of this type of footwear. 


Russia calf oxfords have been selling 
quite well to the surprise of many loop 
merchants who thought their demise last 
spring was permanent and they would 
never be revived. 





Everwear Hosiery Changes 
Chicago Location 


The Chicago office of the Everwear 
Hosiery Company, has been moved from 
the Republic building to 180 West Adams 
street. M.A. Johnson, Chicago manager, 
is preparing to welcome buyers and 
friends in the new location, which is in the 
heart of the wholesale district. 


H. F. C. Dovenmuehle Sons 
Company Stages Contest 
For the past two months the salesmen, 


of the H. F. C. Dovenmuehle & Sons Co., 
divided into two teams, have been partici- 








pating in a contest to see which side could 
sell the most of certain kinds of shoes. 
One team was headed by H. C. Taylor, 
advertising manager for the firm, and the 
other, the winning team, was headed by 
W. J. Schroeder. 

On the night of Thursday, September 
7th the losing team entertained the 
winners at dinner at the Chicago Athletic 
Association. The meeting was addressed 
by the oldest and one of the most liked 


and popular salesmen in the state of . 


Wisconsin, G. A. Bronson of Waupaca, 
Wisconsin. 

Later the party enjoyed the very 
popular play at the Blackstone Theater, 
Lightin’, in which Frank Bacon is starring. 





FORT WORTH 


Good Crops Being Harvested 


Optimistic Reports, Also, Received from Cattle Industry and 
Prospects for Fall Are Promising 


HE promise of good crops and the 

favorable reports from the cattle 
ranches indicate a profitable fall and 
winter business. The railroad strike and 
the attendant unsettled labor conditions 
have been felt by Texas merchants, but a 
speedy settlement of the difficulties would 
do much toward making the coming 
season one of the best in many years 
according to the consensus of opinion 
among prominent retail merchants. Con- 
tinued sales are clearing the shelves of the 
stock-rooms. 

Despite the continued hot weather in 
this section, much interest has been 
manifested in Fall footwear. The demand 
is growing for advance goods and the 
merchant who has them in stock has 
enjoyed some good early business. The 
early showing of millinery and Fall ready- 
to-wear will no doubt bring about a good 
early Fall business in shoes and hose. 
Women are more interested in the early 
modes but the business in men’s shoes has 
been reported a little slow during the 
latter part of August. 


Children’s Business Active 


Children’s departments in the various 
stores are enjoying the good sales that 
attend the opening of school. A demand 
for the serviceable school shoe has been 
created. Little or no demand is felt for the 
dressy two-colored shoe of the early 
Spring popularity. Many mothers have 
been taking advantage of the hosiery 
sales in the children’s departments. 


Big Association Planned 


A consolidation plan which will bring 
the shoe retailers of six states into one 
giant organization will be presented and 
discussed at a meeting to be held in Fort 
Worth, at the Texas Hotel Sept. 17. 


L. E. Langston, President of The Texas 
Shoe Retailers Association has called a 
meeting of the officers and directors of the 
Association. To this meeting have been 
invited the officials and directors of the 
Oklahoma Shoe Retailers Association, the 
officials and directors of The Tri-State 
Shoe Retailers Association and also 
certain out-standing retail shoe mer- 
chants of Louisiana, that state having no 
association. 

Among matters to be brought before 
this group, the prime interest centers in 
the consolidation plan upon which Mr. 
Langston has been working ever since his 
inception into office as President of the 
Texas Retailers. This combining of the 
state Associations of Oklahoma, Shoe 
Retailers of Louisiana, The Tri-States 
which includes Arkansas, Tennessee and 
Mississippi with the Texas Shoe Re- 
tailers Association, which was first under- 
taken and discussed by Mr. Langston has 
received the favorable comment of many 
of the most prominent shoe men in these 
states. A president of one of the Associa- 
tions invited to the conference, said that 
in his opinion the consolidation movement 
was one of the most important things ever 
attempted by retail merchants in any 
section. 


Newkirk-Offutt Celebrating 
Anniversary 

To celebrate the long period in which 
their store has served the people of Fort 
Worth, Messrs Newkirk and Offutt of the 
Newkirk-Offutt Shoe store are putting on 
a jubilee sale. For seventeen consecutive 
years they have been in business. As a 
result of painstaking efforts they have 
built up one of the most substantial 
businesses in this section. To celebrate 
their anniversary, they are offering 
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specials of all kinds. Notable among 
these is the special sale on children’s 
shoes. Every pair of children’s shoes 
was offered at a special reduction. There 
was a special dollar sale of children’s 
and grown-ups shoes. As is their custom 
this store offered special values in hose. 


One Cent Sale Draws Crowd 


An event of special interest was the one 
cent sale at the Goodspeed Bros. Shoe 
Store, September 1. Five dollars bought 
two pairs of shoes. The first pair sold at 
$4.99 and the second at one cent. Every 
salesman had a crowd of customers 
following him waiting only their turn to 
make the purchase. 


Attractive Fall Windows 


A window decoration which suggested 
the autumn season attracted much favor- 
able comment, according to Mr. White 
of the White Shoe House. This window, 
the predominating colors of which were 
a deep orange and vivid blue with the 
varying shades of autumn greens, featured 
two panels of lattice work in which were 
to be seen bunches of grapes. In the 
middle section of the window was a vivid 
design in which a painted parakeet 
formed the center decoration. This 
window formed the very attractive back- 
ground for a display of the newest fall 
models. 


Walk-Over Has Big Hosiery 
Sale 


While the good window display of the 
Walk-Over Boot Shop suggests Fall 
buying, for some of the newest and most 
attractive models of the advance season 
are shown, one section of the window space 
was devoted to the advertising of the 
sales put on by that store. An unusual 
sale of white hose and summer models of 
footwear has been in progress for several 
days during the latter part of August. A 
bargain counter in the store attracted an 
interested group of shoppers. ~ 


New Shoe Store 


The Central Shoe Store has recently 
made its bow to shoedom. This store, at 
1201 Houston Street is owned and 
operated by I. Stein and G. I. Birney. 
It has maginificant display windows on 
both Houston and Thirteenth streets. 
In addition to shoes, the Central Shoe 
store is equipped to supply its patrons with 
hose and accessories. 


Store Has Educational 
Display 
An interesting display of the various 


parts necessary in the making of a pair of 
Beacon shoes was shown in the window of 
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the local Beacon Shoe Store. The state- 


ment that two hundred separate operations 
are required in making one pair of shoes 


was creating comment among those who 
viewed the display. The parts shown in 
the eduactional display were parts of 
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men’s shoes, and in the same window were 
the latest modes in the finished product of 
men’s shoes. The one-price policy, of the 
store is proving popular with patrons gnd 
as a result it has become quite an advertis- 
ing asset. 





a CLEVELAND 


Industrial Situation Favorable 


Number of Factory Employees Increasing .and Merchants 
Count on Good Fall Business 


NDUSTRIAL reports are favorable 
notwithstanding the fact that the 
coal miners and some employees of the 
railroads have not been working for some 
time. The coal miners have gone back to 
work and the rail strikers are expected to 
get back on the jobs soon and when this 
happens local merchants expect business 
to go ahead with a rush. 
Notwithstanding the labor situation, 
the reports of the Labor Relations Com- 
mittee of the Chamber of Commerce here 
show that production activities in factories 
here have gone steadily forward. 
The number of employees gradually 
increased during the month of August as 
compared to the previous thirty days. 


The increase in the number of employees: 


was 5 per cent. True it was not large, but 
sufficient to convince the average mer- 
chant here that business will be excellent 
this fall and winter. 


Too Much Hot Weather 


If the factories can increase their 
employees notwithstanding two big nation- 
al strikes of laborers in a month that 
brings a seasonal slow-up in the flow of 
orders, there is every reason in the world 
for the shoe retailers and other dispensors 
of goods to feel elated when they think of 
future prospects. 

While the industrial situation here has 
been most favorable to good business, the 
weather has rather puta crimp in business. 
It has been too hot the first week in Sep- 
tember for brisk buying. The second week 
of the month was the same. The front or 


back porch if there were any breezes going 
and if not the cooling waters of Lake 
Erie were more desirable places the last 
two weeks than were the retail store 
rooms. 

Good September Expected 


It has been years since this city experi- 
enced such hot weather in a month of 
September as jt has in the present one. 
The thermometer has been hovering around 
90 most of the month. Men and women 
and children have fallen prostrate, 
unable to stand the withering rays of the 
sun. 

Before the month ends, however, 
merchants expect a resumption of buying 
on a scale that will make September 1922 
one of the banner months of the year. 
With the advent of cooler weather, sales 
are certain to mount. 


Deliveries Slow Say Some 


Now and then a complaint may be 
heard from a local merchant about the 
slowness of deliveries. Orders that were 
placed some time ago are unfilled. This 
plaint comes from the merchant who has 
been buying on a hand to mouth basis. 
This condition is accepted here asevidence 
that the coal and rail strikes have placed 
the shoe manufacturers under a handicap. 
In addition the buying has been heavy the 
last few weeks. It was stimulated by the 
fact that so many held off until alate hour 
before placing their orders. A desire to 
see what would happen in prices and 


" styles was the cause of the procrastination. 





COLUMBUS 


Retail Trade Is Improving 


Really Cool Weather Needed, However, to Stir Things Up; 
Men Buying More Freely 


USINESS conditions locally have 
somewhat improved the past several 
weeks according to local retail merchants. 
With all the new fall styles now on hand 
and with most all the odd-and-end lots of 
the past season disposed of, the merchants 
feel that with cooler weather on tap for a 


short while trade will improve greatly. 

Many of the young men and, women . 
about to depart, for college have. heen 
buying their fgotwear needs for the coming 
term before leaving their homes. With 
the demand among local. pupils who 
started back to school, the shoe trade 
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has been very brisk’ themfirst-part ofthis 


month:  WhiteuthetmerchantS=ehtplain coou 


of the hot’ weatherrcthéy point-outethat 
this condition cannot last for long, and 
just as soon as the first cool days come, 
the public will flock to the stores to buy 
their fall wearing apparel. 

Sales of men’s shoes have increased 
materially the past week, merchants 
assert, and as stated before in this publica- 
tion the trend is toward the better grades 
of oxfords. With the State University 
opening the last vf this month, the retail 
merchants expect that the men’s trade will 


boom. 


Another New Chain Store 


With the leasing of the entire frst floor 
of the Emporium, an exclusive women’s 
store, located at 12 North High street, 
the S. E. R. Store, Inc., of Detroit, V ich. 
enters the local retail field with an entirely 
new line of ladies’ smart footwear. F. P. 
Donahue, who was for years manager of 
the John M. Caren Company footwear 
department, but who for the past year 
has been connected with Stone & Thomas 
of Wheeling, W. Va., has been secured to 
manage the store. Mr. Donahue is well- 
known among the local trade and also 
traveling men covering this territory. 
Besides having the latest styles of ladies 
smart footwear at popular prices, this 
department will feature high-class hosiery 
in a special hosiery department. This 
new department will cover about 4,000 
square feet of floor space and will be fitted 
out with all the latest fixtures known to 
the shoe man. 


Baird Shoe Store Sold 


The Eben S. Baird & Company shoe 
store at 220 North High Street, has been 
sold to J. M. Nobil of Sandusky, who 
operates several other stores throughout 
the state. The Baird store has been 
established for the past 27 years and for 
15 years has occupied the present location. 
Mr. Nobil will make this city his head- 
quarters, moving his family here from 
Sandusky in the near future. 





Merchants Return from 
Europe 


The Messrs. Weingarten’s Recent 
European Trip Convinces Them 
of the Goodness of the U.S.A. 


Product 
New York—Morris Weingarten and 
Sol Weingarten, vice-president and trea- 


surer of the London Shoe Company, Inc., 
makers and distributors of men’s high- 
grade shoes with factory at Whitman, 
Mass., and four retail stores in New York, 
recently returned from an - extensive 
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When Morris and Sol Weingarten Vice-President and Treasurer of the London Shoe Company, 
Inc., of New York City, were cross seas on their recent European trip, they traveled by the most 
modern methods, so they naturally ‘‘hopped” over to Paris from London by airplane. 








European tour, in which they visited a 
great many foreign countries. The pur- 
pose of their trip across seas was to re- 
view the general shoe situation in antici- 
pation of their fall and winter style 
policies. 

Their findings have been both enlighten- 
ing and gratifying, as the results of their 
careful study have been to convince them 
that America is far more advanced than 
any of the European countries, not only 
in footwear, but in other articles of wear- 
ing apparel; as well as in its general 
economic conditions. 


America’s Style Ascendancy Vindicated © 


They state that it has been long known 
that America is more advanced than 
Europe as to wearing apparel styles than 
Europe, and that it was only through a 
consistent and elaborate propaganda that 
Americans countenanced ‘che setting of 
styles by Europe. The late war has to a 
certain degree corrected the errors of the 
situation and the company feels assured 
that the statements of its officers vindi- 
cate America’s ascendancy. 


Domestic Creations Have “Snap” 


Morris Weingarten had the following 
to say during a recent interview with a 
Recorder representative. 

“After all of the talk that we heard 
about England and France setting the 
styles for America, we were quite sur- 
prised to note that both of these countries 
are far in the background in the creation 
of styles. The Englishman inclines more 
to the custom made shoe, which is dia- 
metrically different than the inclination 
of the American. Our keen business man 


desired to see his shoes before he pays his 
money for them. His good logic is shown 
by the fact that an American is far better 
shod than any European. There is a 
style and “snap” to an American shoe 
which is not to be found in Europe at all. 
The workmanship in American shoes is 
far superior to European makes, and lacks 
entirely the clumsy, cumbersome appear- 
ance of those worn on the other side of the 
water. 

“The English shoe is a heavy affair of 
the clod-hopper variety, and gives the 
wearer somewhat the appearance of a 
diver who has leaden soles in the feet of 
his diving suit. 

French Shoe Has Long Vamp 


The French shoe for men and women 
as shown this season is of the long vamp, 
pointed toe type, evidently influenced by 
the American type of lasts of ihe past 
few seasons. 

The German shoe is of the same kind, 
and is made very much on the same lines. 


Home Product Better and Costs Less 


“In general, we have discovered that 
the American shoe is from 20 to 25 per 
cent more reasonable in price, and at 
least 50 per cent better in workmanship. 
Our trip has occasioned considerable more 
confidence in us, and we intend to continue 
to create styles and vie with other Am- 
erican manufacturers, guarding as jeal- 
ously in the future our position as style 
originators as we have heretofore, and 
confident in the knowledge that if we 
preserve our position as style originators 
in America, we are setting the style 
standards of the world.” 
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ELT SLIPPERS should be a year-round, profitable seller for every 
dealer—particularly those whose business it is to merchandise 


footwear. 


Spring—Summer—F all—W inter—each is a season when your customers 
are interested in the comfort and health of their feet. And the dealer 
who doesn't limit the pushing of felt slippers to a restricted period, will 
find that he has a profit-creating staple for every month in the year. 














Every customer who enters your store is a prospect for Capitol Felt 
Slippers. Your salesmen should be instructed to sell a pair of slippers 
to every purchaser of shoes. You will be astounded at the way you can 
increase the scope of your business through this slight additional effort. 


Naturally, Capitol Slippers are the logical slippers for you to sell. 
Bearing a famous old name, borrowed from Capitol Wool Soles—with 
which they are made—these slippers represent the acme of felt slipper 
value. 

You and your customers will be more than pleased at the cost of these 
slippers as compared with other high-grade felt slippers. And the com- 
plete assortment of design and colors makes it possible to suit every 
individual taste. 

You may buy through your jobber—if possible—or 

write to us for catalog and information 


The Wiley - Bickford -Sweet Co. 


Worcester, Mass. Hartford, Conn. 





SELLING OFFICES 


Boston, 207 Essex St. 
New York, 1328 Broadway. 
Philad 4 


Portland, Ore. 461 E. 41st St. North 
St. Louis, 16th & Locust 


(ApITOL SUPPERS 
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STYLE 21—Welt 
Russia Calf Lace. Medium Shade. Perforated 
Vamp. 
2% to 7, Last 20, AA-D 
11% to 2, Last 21, Low Heel, A-D 
814 to 11 Last 21, Spr. Heel, B-E.......... 
6 to 8, Last 21, Spr. Se ee 


STYLE 22—Welt 
Black Calf Lace. Perforated Vamp. 


2% to 7, Last 20, AA-D.. 

11% to 2, Last 21, Low Heel, 

8% to 11, Last 21, Spr. Heel, BE... foes 
to to 8, Last 21, Spr fF 97 Senet: 


STYLE 23—Weit 
Sterling Patent Colt Lace. Dull Cz 
forated Vamp 


2% to 7, Last 20, AA-D.. cease chi 
11% to 2, Last 21, Low Heel, (pelea: 
844 to 11, Last 21, Spr. Heel, B-E.......... 3.00 
6 to 8, Last 21, Spr. Heel, C-E.......... 


Here is a complete range of styles and sizes 
in the famous “‘Jel-Del”™ line. There is much 
to choose from, at a price that isn’t hard to 
pay. The breadth of selection offered 
parents will help sales along immeasurably. 
Every number described above is in stock, 
ready to go to your store. Now is the time 
to do business with scores of children back 
at school. And here are the shoes to do it 
with. Wire for our sample assortment 
today. 


JEL-DEL 


MADE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 








HOTEL SERVICE 
which sets a 
EW 


Three Hotels—600 rooms— 
under Edward Arlington's 
management, The Cadillac, 
the former Claridge adjoin- 
ing and the Yates. 


New and attractive rates, 
superb cuisine — Cadillac 
service draws shoe men 
from everywhere. Rates, 
single room and use of tub, 
$2.00 to $3.00 up to parlor, 
bed room and bath, $7.00 
to $18.00. 


Special Rates for 
Sample Show Rooms 
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The Pikeisis 


An attractive Colonial Tondue 
Pump meadein Patent Colt 
with Beige Buck tondue 
and vamp collar inlaid with 
Patent & oft Awelt drawn 
over our No.103 lastan 

Carrying a covered al 


Spanish Louis heel. 


4 














Made on order at present 
hat will be in stock about 
Oct. 20%. 

Price *5.75 net 30 days, 


MOORE ATAFER’ 
‘JHOE “MFG *CO° 
BROCKDORT. N-Y.U.4A. 


NEW YORK OFRCE 545-547-549 MARBRIDGE BLDG, BWAY AT 342 5T. 
JACK EJESTER,MOR. 


Ser eer 











LOTtus 


- 





ciate your mentioning the publication in replies to advertisements. 
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NU- LIFE, Rubber Heels 


“Pat NU-LIFE into your Sales and Profits” 


SERVICE 
STYLE a 
SATISFACTION |= 









ID 





HANOVER RUBBER Co. 





(mg Sy yun 





And don’t forget that Style isn’t simply a question of last and pat- 
terns. In the final analysis it’s the LEATHER that counts most, 
for that’s the biggest item of STYLE. 


“ATTA” Brown 61 “ATTA” Red 71 
The Latest ‘““SUNPRU”’ Colors 





Write for Sample Cuttings 


Na A ({ 


ae ree NX 
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The Mark of 
Merit on Shoes 
for Gentlemen 












No. R851 
In Stock — Harvard 
Last, P. & V. Velour 
Calf, 13 edge sole, 
rubber heel...... $5.50 


No. R850—Same as No. 
R851, éxcept in Rue 
ing’s ,brown Seminole 


Calf. 





No. R852 
In Stock—Har- 
vard Last, Carl 
Schmidt Tan Eric, 
13 edge sole, rub- 
ber heel..... $5.50 








No. R853—Same 
as above, except 


Black Eric. 


The Certified Shoe 


lacks no element of refinement, style or quality 

that the most critical man could wish. Every 
detail of making bespeaks the skill and 
care of the master craftsmen of the 
Stonefield-Evans shops, which for over 
thirty years have specialized on only 
the very best of shoe for the American 
Gentleman. 


You have a broad market for the 
Certified Shoe. It is the dress shoe 
not alone for the man who insists on 
the best at any price but also for he 
who seeks the utmost in solid value 

e No. R854 
for his money. In Stock — Olympic 


Last, vici kid, 13 iron 








Immediate d-livery eee «| 
Write today a eet 





for In-Stock Catalog B. 


STONEFIELD- EVANS SHOE CO. 


ROCKFORD aus _ ELINOIS, 








see ei sol? om: 
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" «CON: STAN a COMFORT” «America’s Best Comfort Shoe” 


There’s bound to be a reaction} this{fall from the light stra arate to the extent 
that many women will want comfortywhen they buy their fall es some snap 
into your comfort dept. —it will mean more and better business rsa 

Over sixty styles of bente, oxfords, strap sandals and Juliets seuitaaie IN STOCK. 


AR 




















No. 38R— Best barge Black Kid, 8 inch No. > | Kid 7 inch Blather, 12-8 _ es Kid 7 inch Polish, 9-8 Cat's 
i Polish, 13-8 Wingfoot Wingfoot H 
| No. 17R—Same § tyle 9 Imitation - No. oon Sens as! in p Seon Lace. New Tit Same Style = Plain Toe. 


j Both In Stock A, B, C,D,E. .-$4.15 Both In Stock B,C, D, E.............. $3.15 Both hi Tn Stock C, D, E, - $2.85 


Ault-Williamson Shoe Co., Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET . 
Auburn BOSTON OFFICE, 139 LINCOLN. STREET Maine 


ae ee 
| | | | | | - Put Style Right on 
| Your Last 


SHOW PATTERN LINE 
ON STYLE FOOTWEAR 




















A.E.GOODWIN'S 


“SHADOW SHOE" 
Dy ie 3 ja wate 
we | prize 





































of 


aN faci 





rs You can answer the question “Will the last 
ie show the style and the style fit the last?” by 





aN 





























Rh! ng +) : Pe ae j using the “Shadow Shoe.” 
. | A | - v =| NN \ Mr. Goodwin has found a practical means 
a Fe ‘~ of beautifully tinting actual colors on various 
j g* hts 2 lasts so that both manufacturer and dealer 
a | can see at a glance how any desired pattern 


| \ will look on the finished shoe. 








roe / 


is t | 
sesh : / 
fie oe) i This is an innovation that is attracting 
fo 4 | | } tremendous attention. 
© ‘ = “Send for “Particulars 








| LYNN LAST COMPANY 


LYNN, ——~> MASS. 


Feu Gest Gud Ghyo Sacesten O63 eqgguediate guar eondinahan Ge webiiadion te Galas te nae 


Ti | 


—_ 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


“Harry” O. Winslow in Ring 


A Pacific Coast Traveler for the W. L. Douglas Shoe Co., 
Who Says “Show Your Trade How to Make Money” 


AWRENCE, Kansas, credits on 

L her honor roll two wonderful 

“pounders.”” Though “pounders” 

at different objects yet both have reached 

their ambition and goal of fame. Our 
citations are as follows: 

Jess Willard, he of the pugilistic renown, 
who was born in Lawrence, Kansas, and 
made glory and money by pounding away 
at others heads, and our amiable Harry 
O. Winslow, who pounds into the heads 
of buyers the merits of the W. L. Douglas 
Shoe. “Harry” also was born in Lawrence, 
Kansas, and that he has employed some 
good, profitable, poundings can be vouched 
for by his present prosperous condition in 
life. Henry O. Winslow was born in the 
blossom month of May, on the eighteenth 
day and in the year 1891. Astrologists 
would no doubt abscribe his cheery 
disposition to his being born in this 


month, for Harry has about as pleasing ~ 


a disposition and as sunny a countenance 
as a person could meet in all one’s travels. 
He never seems ruffled, is never excited, 
but is ever as calm as a miil pond on a 
summer's day. Yet behind all this quiet 
demeanor is a battery of forceful action 
and good judgment—all acquired through 
observation in the big school of experience. 


Synopsis of Early Years 

His entrance into the shoe world began 
when he entered the employment of 
DeWitt Arnold of Dayton, Ohio, where 
he was on the floor for a short while. 
From there he went to the store of George 
J. Marrott of Indianapolis, Indiana, where 
he took charge of the women’s shoe 
department for five years, after which he 
became manager of the W. L. Douglas 
Shoe Store in that city until the year 1901. 


A Man of System 
Mr. Wimelow always had a technical 


brain with figures and orders as its spec- 
ialty so much so, in fact, that his ability 
in the conduct of this store in Indianapolis, 
was very pronounced. The completeness 








R. E. VAN BUSKIRK 
of 102 N. sh Ax. C, Salt Lake City, Utah, 
who will re the Juvenile Shoe 
tion in the ~~ Fe n Slates Mr. Van Buskirk 





and exactness of -his records attracted the 
attention of the W. L. Douglas Shoe Co.’s 
Officials at headquarters, and he was 
invited to confer with them with the idea 
of formulating plans and incorporating 
his ideas into a uniform system for the 
W. L. Douglas Shoe Co. This brought 
him the very flattering offer of the position 


of store auditor which position: carried 
him into the Jeading cities of the country, 
checking up accounts, and stocks and 
suggesting new ideas. The stimulation 
of the laggard was his objective and 
education along modern lines of business 
his purpose. 
A Merchandising Expert 


Many prosperous shoe merchants and 
buyers who are graduates of the W. L. 
Douglas retail stores are indebted to 
Harry Winslow for their present pros- 
perity and efficiency. His duties entailed 
also the selection of salesmanagers and 
store ealesmen—generally a very delicate 
proposition—and one which puts a man’s 
ability to a severe test.. That his picking 
qualifications and methods were excellent 
was proved by his later promotion. 
“Harry” was also frequently called upon 
to express his ideas on the selection of 
store locations, and that his concern 
never picked a loser is sufficient testimony 
to sound reasoning. 


A Shoe “Missionary”’ to Europe 


While holding this important position, 
he was sent to Europe as the foreign 
representative of his firm and during his 
stay there incorporated his ideas in that 
far away land opening up offices, selecting 
and assigning salesmen, selecting store 
locations, and opening and fitting up 
stores and accounts. He returned to this 
country after accomplishing his foreign 
mission ‘and after fourteen years in this 
capacity in both countries, he was 
assigned to the role of traveling salesman. 
His territory is the Pacific Coast, and it 
goes without saying that he has made 
good from the initial trip. His knowledge 
of the retail trade from personal contact 
is so thorough that he is everywhere 
recognized as a valuable asset to the trade. 


Knowledge‘is Power 


His positive knowledge of how stores 
can be run at a profit—the elimination of 
dead timber, the requisitioning for new 
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Yale Last 











Hazel Brown Calf Bal. Yale 
Last, Goding all leather con- 
struction, Wingfoot half heels, 
11 iron rolled edge soles .$5.00 


IN STOCK 











A Winner With The 


CQ, 
if: ay fee 
L A 


{UG sHoE 
GQ BY a , 





Live Young Fellows 


Every line is expressive of force and activity. This 
Yale Last is unbeatable for foot comfort as well 
as for style. For volume and turnover you can 
safely pin your faith to Goding’s No. Y 605. 


The GODING SHOE CO. 


833-855 W. CHICAGO AVENUE CHICAGO 
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materials, the essentials of credit—stock 
keeping, the study of particular localities 
to particular needs are all prime factors 
in his great success. 


Some Words to the Wise 


It is Harry's belief that Uncle Sam’s 
dollar is worth 100 cents, be it in the 
hands of the millionaire or in the pocket 
of the pauper. 

Among his other merchandising prov- 
erbs are: “Keep your stores looking 
prosperous and you'll be prosperous.” 

“Watch your stocks as closely as you 
do your checking accounts.” 

“Keep yourself fresh and you will keep 
your stock so.” 

To salesmen his advice is, “Show your 
trade how to make money and they will 
make money for you.” 


““A Good Pal” 


The personality of Harry Winslow is 
such that one feels impelled, to give him 
his confidence freely, for instinctively one 
knows that he is well worth having as a 
“pal.” Honesty beams from his every 
smile and nod, and while very distinguished 
in appearance, and one with the air of 
“to the manor born” he is as companion- 
able as he is modest. 

He has no outstanding hobby outside 
of the selling of W. L. Douglas shoes 
except a slight fondness tor excelling as a 
motorist. He drives a Haynes car—in 
which he enjoys the beautiful avenues of 
the Golden Gate State. Los Angeles is 
his home when not traveling, which city 
also claims him as a citizen. 


C. H. Alden Co’s. Salesmen’s 
Roster 


The C. H. Alden Co’s. list of salesmen 
and territories which they will cover for 
the coming seasons appears as follows: 
A. C. Carpenter, Southern States; R. M. 
McKnight, Pacific Coast; C. L. Copeland, 
New York City; J. R. Clickner, Eastern 
Middle West; Charles C. Ferrers, Western 
Middle West; William R. Mason, Penn- 
sylvania,.New York State and New Eng- 
land. 





Scheur Griffin’s Assist 
Salesmanager 


The announcement is made that Albert 
Scheuer has been appointed assistant 
salesmanager of the Griffin Mfg. Co., Inc. 
of New York, manufacturers of the na- 
tionally known line of Griffin shoe dress- 
ings and dyes. Mr. Scheuer, in addition 
to assisting Mr. Scheuerman in the general 
conduct of the sales department, will take 
personal charge of the sales in New York 
City; personally handling the larger 
accounts, such as the department stores, 
the large jobbing trade and the like. 
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Charles Ferrers with C. H. 
Alden Co. 


Charles C. Ferrers celebrated his 
birthday by a call at the Recorder office, 
prior to starting on his fall trip with the 
high-class men’s and boys’ line of the 
C. H. Alden Co. Mr. Ferrers will cover 
the Western Middle West and in a few 
weeks’ time will be in his western terri- 
tory. Mr. Ferrers was for ten years in 
charge of the children’s shoe department 
of the Jordan-Marsh Co. and is considered 
one of the most successful juvenile shoe 
buyers in the country; he therefore knows 
full well the requirements of the retail 
shoe trade in this line and as son’s shoes 
are now made “‘just like dad’s,” he is also 
a wise counsellor, when it comes to the 
men’s shoe lines. “I am very enthusiastic 
over my new line, 50 to 60 samples in 





CHARLES C. FERRERS 
who travels the Western Middle West for C. H. 
Alden Co. 


all, and every one of them winners.” said 
Mr. Ferrers. For instance, they are all 
splendid fitters, of graceful lines, and in 
conservative, plain effects; there are 
plaim toes and tips, plain stitchings and 
soft boxes; there are also some brogue 
patterns. We also have, a line of staples 
in men’s and boys’ styles, on which we 
have what we term ‘Quick Service,’ 
which means that these shoes reach 
customers within a day or two’s time.” 


High Grade Man with High Grade Line 


Mr. Ferrers takes the place of R. W. 
McKnight, who’ has been transferred 
from his former territory to the Pacific 
Coast. “Charlie” is a high-grade man for 
a high-grade line—and moreover he is an 
indefatigable worker. It is not an un- 
common thing to find him “burning the 
midnight oil,” or rather we should say, 
using the electric current at his hotel 
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room until a late hour, and also spend- 
ing the better part of his Sundays, send- 
ing in orders to the factory in orderly 
fashion. When off the road, Mr. Ferrers 
can be found at the Boston office of the 
C. H. Alden Co., Room 610, 10 High 
Street. 


N. S. T. A. Will be Repre- 
sented at. Interchange- 
able Mileage Hearings 

September 26 


The Secretary of the N. S. T. A., has 
received a questionnaire from the Inter- 
state Commerce Commission, requesting 
the views of the body on the operation of 
the Interchangeable Mileage act. Upon 
receiving this questionnaire, Secretary 
Delany immediately got into communica- 
tion with President. King, and Joseph 
Byrne, Chairman of the Legislative Com- 
mittee, and was directed by these officials 
to appear at the Interchangeable Mileage 
Hearing, to be held at Washington on 
September 26. The secretary will present 
the views of the N.S. T. A. on this occa- 
sion. 








F. Mayer Salesmen 
Convene 


On Monday September 4 the sixty-five 
salesmen of the F. Mayer Boot & Shoe 
Co., assembled for their sales convention. 
Monday morning was devoted to talks 
by D. L. Sawyer, Credit Manager, W. W. 
Kiss, Advertising Manager and C. G. 
Sharp, Sales Manager. The advertising 
plans for the coming year were presented 
to the salesmen and received a very 
enthusiastic response. 


Living Models Show Samples 


Monday afternoon the new line was 
demonstrated to the salesmen and shoes 
made over each last were demonstrated 
on a living model. This was an innova- 
tion in local sales conventions and met 
with immediate favor among the Mayer 
selling force. The demonstration of shoes 
on a live model thoroughly convinced the 
salesmen of the fine fitting qualities of the 
various lasts and patterns. 

Tuesday morning, September 5, the 
Mayer salesmen were given their samples 
and Wesnesday and Thursday were 
devoted to personal conferences with the 
various executives of the F. Mayer Boot 
& Shoe Co. 

The men left Milwaukee with a definite 
feeling of enthusiasm and confidence 
that the coming season is going to be an 
excellent one. 


Salesmen for H. M. & H. 


Hennessey, Maxwell & Hennessy Shoe 
Co., Lynn, salesmen for this season 
include Thomas H. Maxwell and Guy 
Patterson, house salesmen and George E. 
Harrison, Chicago. 
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LENDER FO TYLISH STOU 
) ARCH FITTER ) Our Sizes) 


TRADE MARK TRADE MARK 
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Reg. U. S. Pat. Off. Reg. U.S. Pat. Off. 


The numbers illustrated below are equipped with 
Goodyear Wingfoot heels. 


No. 950—Black glazed kid, regu- No. 900—Black kid, regu- 
lar top, 8” height, rounded toe, lar top, 8” height, medium toe, 
perforated tip, welted sole and ied tip, welted sole and 
military heel. Price . $6.00 Cuban heel. Price $6.00 


No. 952—Same as above with an No. 901—Same as above in Havana 
outsize top. Price $6.00 brown kid. Price.. . $7.00 





Widths AAAA to EEE Sizes 24% to 12 
(Ball Measure) 


IN STOCK 


Note: Sizes 8% and 9 are 35 cents extra; 944 and 10, 50 cents; 1014 and 11, 75 cents; 
11% and 12, $1.00 


No. 234—Black glazed kid, out- 


size top, 8” height, medium toe, 
perforated ti welted sole and No. 222—Havana prow ee 34 
Cuban heel. Price 00 foxed, lace, outsize top, 8” height, 
rounded toe, 13-8 heel. 
No. 6234—Same as above with a 
: . $5.00 


fall top. Price. . No. 221—Same as above in a cir- 
No. 236—A Havana brown kid, cular foxed, black kid. 
duplicate of No. 234, % ye 


Widths A to EEE Sizes 24 to ll 


When designing boot patterns W. B. Coon Co. The “outsize” top meets the requirements of 
did not overlook the fact that present day boot those who find a “full” top too narrow. 
wearers are of the more mature type, with well 
developed ankles and limbs. And the top measure of a “SLENDER FOOT 
ARCH-FITTER” is a compromise between the 
As a W. B. Coon Co. “full top” runs just a ball and heel widths. 
trifle larger than the average “standard measure,” 
it will fit more feet than the pattern used when This top we are informed, proves just right on 
boots were worn by young and old. combination feet. 
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ROCHESTER, N. Y. 


, 506 Security Building 
Chicago Office: 189 w. Madison Street 
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M. N. Arnold Semi-Annual 
Meet 


The traveling shoe salesmen of the 
M. N. Arnold Shoe Company of North 
Abington, representing every section of the 
United States, “pulled off” a constructive 
and enthusiastic semi-annual convention 
on September 5, 6, 7 and 8, at the home 
factory. The men arrived from:their vari- 
ous territories on the morning of Septem- 
ber 5 and at 10 o’clock the convention 
was opened by W. Percy Arnold, 
president and general manager of the 
company. 


W. Percy Arnold Talks on Business 
Conditions 

Mr. Arnold addressed the men on 
“Market Conditions” and outlined the 
New Glove Grip sales policy for the com- 
ing season. Treasurer James D. Arnold 
followed with a talk on “Retail Con- 
ditions” from the financial standpoint. 

During the afternoon session, Presi- 
dent Arnold introduced Dr. Edward I. 
Thaler of New York, who has recently 
been employed by the company in the 
capacity of manager of the Glove Grip 
educational department. Dr. Thaler 
gave a very interesting stereopticon 
lecture, showing the special features of 
the Glove Grip shoe and its application 
to the ana‘omy of both the normal and 
abnormal foot. This is a new departure 
on the part of the company and part of 
Dr. Thaler’s work will include instructions 
in shoe fitting and orthopedics to the retail 
shoe salesmen in the many stores where 
Arnold Glove Grip shoes are handled. 


Credits and Advertising Discussed 


During the Wednesday session Credit 
Manager C. O. Tyler gave an interesting 
talk on credits. L. M. Andrews of the 
N. W. Ayer Co., advertising agency of 
Philadelphia, addressed the men on the 
topic, “Glove Grip National Advertising.” 
This was followed by Mr. Seaber of the 
same company who spoke on “Local 
Co-operative Advertising.”’ 


B. L. Wales Talks on Plans and Publicity 


The Thursday session was in charge of 
B. L. Wales, advertising and stock depart- 
ment manager, whose topics were, “Stock 
Department Sales and Plans’ and “‘Ad- 
vertising Service.” President Arnold 
and Dr. Thaler also spoke on the pos- 
sibility of educational work and the 
development of Glove Grip sales. 

At the Friday morning session, Septem- 
ber 8, the complete sample line was 
displayed and the many new features of 
the samples explained and discussed. 


Enjoyable Outing and Banquet 


Friday afternoon, the entire force of 
salesmen, foremen and executives of the 
motored to North Scituate 


company, 
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Each of shoe travelers of the M. N. Arnold Shoe Co. 


at their big semi-annual outing and banquet helf 


Semptember 8. This outing made a splendid finish to a most successful 


where sports were enjoyed, followed by 
the semi-annual banguet. 

President Arnold presided at the 
banquet and introduced as special speakers 
of the evening, Everit B. Terhune, trea- 
surer and general manager of the Boot and 
Shoe Recorder, Paul L. Pontius, proprietor 
of the Glove Grip Boot Shop of Toledo, 
Ohio, and “Bob Berlin,”’ a favorite with 
the boys as an entertainer. 


Elaborate Prizes Given 


The following prizes were presented to 
the various winners of the sales contest 
which has been in process fot the past 
six months: 

A ehest of silver for the largest total 
sales’ and largest stock sales, won by 
Wyatt M. Walker who covers Ohio. 

Silver candlesticks for the largest 
sales on women’s shoes, won by W. J. 
Lovejoy, who covers the New England 
territory. 

Silver cup for the best quota record, 
won by Willis L. Goodwillie who covers 
the Pacific coast. 

Another. silver cup for sales efficiency 
was won by F. G. Deitsch, who covers 
West Virginia. 

Engraved sterling cuff links for all 
salesmen who finished in Class A were 
won by the following salesmen: Wyatt 
M. Walker, Ohio; W. J. Lovejoy, New 
England; A. V. Rooney, New York; 
E. J.- Mattison, Indiana; C. N. Fitch, 
Missouri and Oklahoma; T. G. Fitch, 
Kansas and Nebraska; Willis L. Good- 
willie, Pacific coast. 

Gold cigarette cases were presented 
to all salesmen, who through unusually 
good sales records were elected to the 
100 per cent club as follows; Willis L. 
Goodwillie, A. V. Rooney, E. J. Mattison 

and F.G. Teitsch. ~ 
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were nted with this attractive desk calendar 
at North Scituate, Mass., on ‘the afternoon of 
salesmen’s get together. 


A very neat desk calender measuring 
5144x3}% inches encased in glass with 
picture of President Arnold, was pre- 
sented to each salesman. 


Treasurer Arnold Presented with Loving 
Cup 


Another interesting feature of the 
program was the presentation by the 
salesmen of a silver loving cup to James 
D. Arnold, treasurer of the company in 
recognition of their esteem. 

The boys left for their territories on 
September 9 with the absolute assurance 
that the firm is behind them in their 
enthusiastic efforts to boost the M. N. 
Arnold line. 

President Arnold believes that the 
active work which is being done by the 
advertising and sales departments will 
result in a continuation of the steady 
operation which has been the rule at the 
Arnold factory. 

Those present at the banquet were 
the following: President W. Percy 
Arnold, Treasurer James D. Arnold, 
Wallace W: Arnold, Thos. Arnold, E. 
B. Terhune, Boston; B. L. Wales, Wyatt 
M. Walker, W. J. Lovejoy, C. N. Fitch, 
T. G. Fitch, E. J. Mattison, A. V. Rooney, 
Paul L. Pontius, Toledo; E. S. Bearce, 
‘C. Z. Crane, H. L. Githens, C. A. Gilday, 
G. S. Wilson, L. L. Fitch, F. G. Deitsch, 
Fred Wallace, W. H. Lilley, Lee T. East- 
ham, W. Percy Arnold, Jr., Dr. Ed. I. 
Thaler, E: Crane, W. S. Lewis, V. T. 
Rochefort, E. Wineberg, W. E. Arnold, 
A. L. Everson, John Clements, Fred 
Wheeler, Al. Bates, Jos. Clapp, John 
O’Hayre, E. E. Turner, E. R. Turner, 

B. A. Dyer, James Edson, Rupert Lewis, 
Stanley Blanchard, Jas. Flannery, Louis 
Wheeler, Malcolm Arnold, A. E. Andrews, 
Geo. MacNamara, R. T. Coburn, Bob 
Burlin, L. E. Seaber. 
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How Can | Shabilize 
My Shoe Business 2 


How can! posh mysell reliably on 
lasls, pallerns and colors ¢ 


How can! learn the real silualion 
'egar'ding mens shoes ¢ 

How canloblaina consensus of 
opinion on womens foolwwear 2 


How can | insure mysell aqains 
merchandising mistakes this winher 2 


Answer ” Bu alhendina 

















~The Chicago Nahional Shoe Exposition 
al: the 


Palmer House- Chicag oO 


Oclober 2-3-45 and 6 
eae Pere of Shoe Inds lees 
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“Jack” Jones Off on Trip 


“Jack” Jones, a T. D. Barry Co. 
veteran, left this week for his territory 
of Illinois, Missouri and Kansas. There 
is nO man more popular in his territory 
than is “Old Jack,’”’ so much so that-as 
any of the boys travel through that 
section of the country, they are con- 
stantly reminded of “Jack” by the fact 
that they see the T. D. Barry line every- 
where in evidence. Then an observant 
citizen may hear remarks like the follow- 
ing, “Oh yes, we saw Jack up the line and 
he will be down here soon,” or, “Has 
‘Jack’ Jones been around here yet?” 
Just before leaving Boston “Jack’’ made 
the prediction that he would book a 








re Rice $. any Atlas Shoe Company 
has engaged Charles G. Hahn to represent them 

in Western _ York territory, replacing Earl 
Moore who has severed his connection with the 
— my. Mr. Hahn is one of the younger 
‘3 of a well-known shoe family and should 
represent the Rice § Hutchins organization 
wuth credit to himself and to them. 





goodly amount of orders from the fact 


that he has already received many re- 
quests for immediate shipments. 


Van Buren and Richards 
Boosting Ko-Rec-Toes 

The L. D. Stickles Shoe Company 
announces two new members on its sales- 
force: John Van Buren, who will cover 
the territory of the lower Peninsula of 
Michigan, and Mr. Richards who will 
cover the State of Ohio. These men are 
both well-known in the shoe business of 
their states. 








Becker a Thompson Salesman 

Charles E. Becker has been added to 
théThompson Bros. salesforce. He will 
cover parts of Texas, Louisiana, Oklahoma, 
Mississippi and Arkansas along with 
“Joe” Schessinger. 








Correct Past Injustices to 
Travelers 


W. J. Booth, Satesmanager of Weyen- 
berg Shoe Mfg. Co., in an address 
before the Wisconsin Retail Shoe 
Dealers’ Convention, makes strong 
appeal for fair treatment of salesmen. 


W. J. Booth, Salesmanager of the 
Weyenberg Shoe Mfg. Co., is one 
of the many salesmanagers, who 
from a keen study and observation 
of the shoe travelers of the country 
—some 16,000 in all, know full well 
the immense amount of good which 
these faithful and efficient business 
producers are consistently and per- 
sistently rendering both to.the retail 
shoe merchant, as well as to the 
producer—in other words, these 
16,000 shoe travelers constitute 
the big dynamo which keeps the 
wheels of industry humming. 


Some 16,000 Shoe Travelers 


Mr. Booth’s talk was a most 
forceful one. Those Wisconsin 
merchants who heard it were very 
much impressed with its logic and 
so we are presenting the gist of it for 
the benefit of those retail shoe 
merchants who did not attend the 
Wisconsin convention and for the 
purpose of rectifying an abuse or 
injustice which is, possibly uninten- 
tionally, in operation against the 
traveling salesman. 

‘ “In my opinion the traveling shoe 
salesmen of this country have 
suffered more than any type of labor 
engaged in the shoe industry in the 
past two years, and there needs 
to be something done about it by 
us all,.so that injustice will not 
continue to prevail against them.” 


Travelers Always Helping 


“They represent as fine a type of 
citizenship, as great a measure of 
true Americanism, as you and I 
know. It would be a waste of time 
for me to enumerate the numberless 
things done daily by a real sales- 
man that benefits retailers and 
manufacturers in like proportion, 
such as watching styles and dozens 
of other equally important matters. 

“He has had to take the same 
proportionate reduction in earn- 
ings as everyone else, which he has 
done by the reduction in price of the 
shoes he salls. 


Travelers” Earnings Reduced 


“Most lines have reduced ap- 
proximately 45 per cent, so you 
can readily see that his possible 


earnings in a sum total have been 


(Continued on page 110) 


- 








BOOT AND SHOE RECORDER 109 


Deschamps with V. K. & 
A. H. Jones 


Edward L. Deschamps, who knows 
every New England shoe merchant by 
his first name, with an intimate knowledge 
of this territory gained from his twenty- 
one years’ of travel through this section 
for the Thomson-Crooker Co., recently 
made arrangements to -represent the 
V. K. & A. H. Jones & Thomas Company, 
makers of fine Goodyear welt shoes, of 
Lynn, Mass. Of course, “Ed” will cover , 
the same territory, for he is a New 
Englander by birth, by ancestry and 
environment. He knows every nook 
and corner of this “stretch of country” 
whether it be the biggest retail shoe store, 





EDWARD L. DESCHAMPS 


who is now oaptine New England oe aod 
V. K. g A. H. Jones § Thomas Co's line 


of a big city, or the smallest store of a 
little country town. And the merchants 
are all awaiting his coming. He has 
educated the small town merchant to the 
point where he. has woke up; he knows 
that while he cannot carry as large a 
stock as the big city man, yet his mer- 
chandise should consist of just as snappy 
shoes, so as to give the home-town foiks 
the opportunity of getting the latest 
styles in their own neighborhoods. 


Ed Deschamps Talks Style 


“And,” said ‘Ed’, on a recent call at 
the Recorder office, ‘The V. K. & A. .H. 
Jones’ line is one of the most up-to-date 
lines in the country—it is right up to the 
minute on style; it is made in a city whose 
workers are skilled craftsmen. We are 
using a good many patents—I should say 
about 60 per cent would be a good per- 
centage for the merchants in my territory 
to buy, with kid next and then: Russia 
calf. On ‘Colonial patterns, Louis heels 
will be- good, while a 12/8 Cuban is a 
good height of heel on straps and oxfords. 
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I do not think that straps will be quite 
as popular as they have been. Colonials 
will be the popular numbers; these are 
coming and aing strong. It is true 
that an old stvie, if a good style, must 
return to the fashion cycle every once in 
so often; many of the ladies who wish to 
wear the latest in shoes, as well as in 
gowns, are on the lookout all the while 
for ‘some thing new’ and the Colonial 
will fill this requirement for quite a 
while, as the recent creations are just 
enough different from the old Colonials 
to be a distinct innovation to the con- 
sumer.” 


“Ed's Success Formula Revealed 


Not only is the welcome sign always 
hung out in advance for ““Ed” Deschamps, 
by the retail shoe merchants of New 
England, but the glad hand of fellowship 
is always extended to him by brother 
members of the N. S. T. A., who rejoice 
with him in his many successes. The Re- 
corder scribe has discovered one reason 
why “Ed” has so many achievements 
to his credit, because recently, to show 
that he was proud of his membership in 
.the national association, he displayed 
his membership card, and right under 
the isenglass covering of the case con- 
taining this card were several four-leaf 
clovers. 


A Thorough Shoeman 


And the fact that he has always been 
identified with the shoe game, adds con- 
siderably to the effectiveness of these 
good luck emblems. His early years 
were spent in learning the business in the 
old jobbing house of the Hosmer Codding 
Co.; there he spent ten years of his life 
and became thoroughly acquainted with 
women’s shoes; ever since then he has 
studied and sold women’s shoes, therefore, 
his knowledge of his profession is com- 
plete. And someone has said that 
“Knowledge is power.” So _ brother 
salesmen, and the trade generally, are 
unanimous in saying, “More power to 
you, ‘Ed’.” 


Percy Morong off on Trip 


Percy F. Morong of the Rialto Shoe 
Co., of Lynn, Mass., makers of women’s 
fine shoes, packed his samples last week 
and is now on his old territory, namely the 
Southland. Mr. Morong’s wide circle 
of friends assures him of a banner season, 
and his enthusiasm over his new line 
will no doubt verify his hopes. 


Martin Donnelly to cover 
New England 


Martin Donnelly has changed his 
territory from the Middle West to his 
home territory so as to be in close touch 
with his retail store; which is located in 
Newton, Massachusetts. Mr. Donnelly is 





BOOT AND SHOE RECORDER 





reduced by about one-half. The 
successful basis of remuneration 
to a successful salesman is by a 
fixed, fair, liberal commission that 
permits of this figure entering the 
cost of merchandise and regulates 
the cost to a minimum to_ the 
retail merchant and in time through 
you to the consumer. 

“Traveling expense cost increased 
proportionately with everything 
else during the War period, but 
has so far failed to be reduced pro- 
portionately with commodity prices. 
The salesman now finds himself 
with volume cut in half and expense 
remaining almost at maximum. 
That would eventually adjust itself, 
however, if it were not for the 
present condition existing as to 
present methods of buying. 


Buy Staples on Initial Call 


“There has been some justifica- 
tion for refusal to buy on the part 
of retail merchants in the past that 
greatly lengthened a salesman’s 
selling season, but it should not be 
permitted to go on indefinitely. 

“Shoe manufacturers have been 
at fault in asking that you anticipate 
too early and this they must not 
again do. But, there needs to be a 
considerable lap for manufacturing 
as you all need your seasonal re- ~ 
quirements at about the same time. 
Staple merchandise can be antici- 
pated and salesmen should obtain 
this business on their initial call and 
not be required to make two or 
three trips to obtain it.” 











to cover New England for the Lunn & 
Sweet Co., of Auburn, Me. 


Telgater Travels for Emery 
& Marshall Co. 


C. L. Telgater has recently made 
arrangements to represent Emery & Mar- 
shall Company manufacturers of women’s 
footwear in Haverhill, Mass. He will 
travel in the Southwest, covering Texas, 
Oklahoma, Arkansas, Kansas and New 
Mexico. 

Mr. Telgater, who resides in Cincinnati, 
was for nine years in that territory repre- 
senting Krippendorf-Dittman Company 
and is thoroughly familiar with the trade 
in those states. He will also carry a line 
of women’s shoes made by the Wolnicar 
Shoe Company of Brooklyn. Mr. Telga- 
ter has his new samples in readiness and 
will shortly call on retail merchants in the 
Southwest with the latest ideas in women’s 
turn footwear. 
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N.S. T. A. an Associate Mem- 
ber of I. F. C. T. O. 


On September 4, 5, and 6, the Twenty- 
fourth Annual Convention of the Inter- 
national Federation of Commercial Trav- 
elers Organizations was held in the City 
of Quebec. The beautiful Chateau 
Frontenac overlooking the famous Dufferin 
Terrace was the place of the big meet. 
The various commercial organizations 
were represented by their delegates from 
the United States and Canada. The 
National Shoe Travelers’ Association was 
represented by its treasurer, Dave Davis, 
and by its secretary, T. A. Delany. 


International Body 500,000 Strong 


In accordance with the vote of the 
National body at the Philadelphia Con- 
vention of the N. S. T. A. to the effect 
that the latter organization seek affiliation 
as an associate member of the Inter- 
national Federation, Messrs. Davis and 
Delany were “right on the job’’ to attend 
to the wishes of the boys, who saw the 
wisdom of federating with a great organ- 
ization of travelers, containing 500,000 
commercial traveler members, situated 
in all parts of the United States, Canada, 
and Europe. 

After much discussion on the morning 
of September 4, the executive board of the 
International Federation retired to bring 
in ways and means for the changing of the 
by-laws for the admission of new associa- 
tions. 

The proposal of Treasurer Davis and 
Secretary Delany for admission of the 
N. S. T. A. to the International Federa- 
tion was unanimously accepted and on the 
morning of September 6, the committee 
on memberships retired and brought in a 
favorable report, namely, that the Na- 
tional Shoe Travelers Association be 
accepted as an associate member. 


Lauds N.S. T. A’s Great Work 


__R. F. Libby of the Eastern Commercial 
Travelers Association of Boston was 
elected President of the International 
Federation. On assuming the chair, 
President Libby gave an address in which 
he emphasized the fact that the Inter- 
national Federation had recognized the 
value of the great work accomplished by 
the N. S. T. A. on Interchangeable 
mileage and other measures. Mr. Libby 
ruled that the N. S. T. A. be represented 
in the International Federation by an 
active participation of one of its members 
on an important committee and appointed 
T. A. Delany, Secretary of the N.S. T. A. 
as a member of the Committee on Hotels. 


International Federation Welcomes 
N.S. T. A. 


Treasurer Davis was called upon for a 
speech and gave a very clear presentation 
of the work accomplished by the N. S. 
T. A.; secretary Delany followed with 
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remarks along the same lines as those of 
Treasurer Davis, with further ex- 
planatory remarks. Both speakers 
were very favorably received—in fact 
the members of the Quebec convention 
were unanimous in expressing their 
delight that the N. S. T. A. were such 
active workers and said that they felt 
the affiliation of this body as an associate 
member would add greatly to the strength 
of this already strong organization. 


“If You Want Anything, Ask Delany” 


One of the pleasing incidents of the 
‘pilgrimage’ of the National Treasurer 
and Secretary to the Citadel City of 
Quebec was the “discovery” by Secretary 
Delany of His Worship, Monsieur Samson, 
the Mayor of Quebec. The discovery was 
made en route from Montreal to the home 
of the Mayor. A little later His Worship 
was duly presented to Treasurer Davis. 
On the morning of the opening day of the 
convention, His Worship called upon the 
National Secretary and was introduced 
by “Tom’’ to the International Federa- 
tion of Commercial Travelers’ Organiza- 
tions. “Monsieur Samson,”’ says T. A. D., 
“is a gentleman of culture, with a charm- 
ing personality. It impressed many of 
the boys at the convention as strange that 
the Mayor of the Convention City should 
be presented by a man from the States, 
but you know the old saw, “A prophet 
is always without honor in his own 
country.” Thereafter one of the favorite 
expressions of the convention was—“If 
you want to know anybody or any sub- 
ject, ask Delany.” 


L. D. Stickles Hold Sales- 
men’s Convention 


The L. D. Stickles Shoe Company has 
just closed its convention of salesmen, 
which was held at the factory on August 
24, 25 and 26 and which was attended by 
nearly all salesmen of Ko-Rec-Toe shoes. 
Three days were spent in going over the 
new line for next year and in examining the 
shoes coming through the works for Ko- 
Rec-Toe customers. The salesmen were 
all impressed with the excellent quality 
of the materials used in the construction 
of these shoes and also in the admirable 
fitting qualities of the Ko-Rec-Toe lasts 
as shown by demonstration. 


Men in Territories 


Friday evening, August 25, a supper 
was served to the salesmen, the factory 


foremen and heads of the company at. 


Frontenac Inn oh the shores of Lake 
Pepin. A musical program was given 
during the meal and Harris Anderson 
delighted the men with his Swedish 
dialect stories. The salesmen left Saturday 
night, August 28, for their territories 
with complete lines and styles for the late 
fall and spring. 


Bats Hold Luncheon Meeting 


Due to the fact that many of the travel- 
ing shoe salesmen were spending the week- 
end and Labor Day with their families, 
the attendance at the first of the monthly 
luncheon meetings of the “‘Bats’’ at the 
Iroquois September 2 was rather dis- 
appointing. 

However, they made up in enthusiasm 
what they lacked in numbers when the 
good news was passed around that the 
interchangeable mileage legislation had 
been enacted by Congress. The passage 
of this bill marks the end of a long up-hill 
fight in which the local cxgualantion has 
had a share. 


S. S. White is Bats’ Guest 


The “Bats” has as their guest, S. S. 
White of Nathan & White, who recently 








GEO. P. CARRUTH 


who ally Randle Central Massachusetts for the 
ice § Hutchins Atlas Shoe Co. 





forsook the selling end of the game to be- 
come a manufacturer with a factory in 
Malden, Mass. Mr. White is no stranger 
to the Buffalo members as he had sold 
footwear in this locality for many years. 


President Zorn’s Silver Anniversary 

The gathering was presided over by 
President F. A. Zorn, who invited those of 
the members who expected to be in town 
to attend a little party he was giving on 
the occasion of his 25th wedding anniver- 
sary, which occurred on September 7. 
Several accepted, but those who had to 
“hop” the Pullman after Labor Day ten- 
dered their congratulations and expressed 
the wish to be present at the golden an- 
niversary celebration. 

Secretary Roland J. McDonald made an 
appeal for a larger turnout at the October 


gathering. 
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Central Association Boys 
Frolic 


The Central Association of Traveling 
Shoe Salesmen held its annual outing on 
August 18, at Milburn Country Club, 
near Kansas City. Wives, children and 
sweethearts, to the number of 100 enjoyed 
the big event, and took part in an e abor- 
ate sport program. 

A baseball game with J. Finley Clayton, 
captain on one side and Sam E. Endress 
on the other made a big hit. 

A delightful picnic dinner was held in 
a nearby grove, President Endress pre- 
siding. A. M. Richardson as chairman of 
the entertainment committee, gave a 
short, but interesting talk. 

John C. Dingle was the orator of the 
occasion. Mr. Dingle gave a brilliant talk 
in which he complimented the committee 
for the good work which they had ac- 
complished in “pulling off” such a red 
letter event. Many toasts were offered 
and responded to. 


Nominating Committees Appointed 


The nominating committees for the 
annual election to be held in December 
have been appointed. There will be two 
tickets, the committees for these being: 
Blue Ticket—R. P. Alderson, C. W. 
Yeager, J. G. Scales. Red Ticket—A. J. 
Sheridan, Chas. Cash and Ira Condit. 


Crossett Folks Hold Outing 


The salesmen and executive force of the 
Lewis A. Crossett Company, makers of 
the “Crossett Shoe,” held their annual 
outing at Powder Point, Duxbury re- 
cently. The outing was marked by fast 
tennis matches and a hard-fought baseball 
game. A shore dinner was enjoyed at the 
close of the sports. H. W. Cook, presi- 
dent of the Nettleton Shoe Company, 
Syracuse, N. Y., and P. E. Kidder, gen- 
eral agent of the Mutual I ife Insurance 
Company, Albany, N. Y., also Austin S. 
Kibbee, treasurer and general manager 
of the Lewis A. Crossett Company spoke 
to the men. 

“Dizie Flyer’ Led To Victory 

The salesmen, captained by the “Dixie 
Flyer,” known as Ed Fulghum’ to the 
trade, who, with eight men; Lewia and 
two umpires selected from his own crew, 
evened up the score for last year by de- 
feating Barney's hard-working team, 16-6. 
For the salesmen the work of the Dixie 
Flyer, notwithstanding the many érrors 
he made, that of Lewis and the ever de- 
pendable Atwood, would attract the eye of 
any big league scout. Lewis performed an 
aerial stunt in center field, robbing Swan- 
berg of a home run by selecting the ball 
from an apple orchard in a nearby lot. 

For the defeated team, praise should be 
given Barney, who had good control but 
poor support. 
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“La Crosse” Recreation and Work Shoes 
Made with 


“KENDEX,” The Perfect Insole 


The La Crosse Rubber Mills Com- 
pany were one of the first manufactur- 
ers of Rubber Footwear and Canvas 
Rubber Sole Shoes to adopt “Kendex” 
as a standard insole for their better 
grades of shoes. Later “Kendex”’ was 








(GREEN LABEL) 
STAR BRAND 











EXTRA added to some of their cheaper grades, 

Bonn nid and for the season of 1922-1923 Kea- 

CURE dex Insoles will be used in all four 

brands of La Crosse Canvas Footwear. 

The phenomenal success of the La 

Crosse Rubber Mills Company during 

ne |. plgape Wthe Becks sates Unocke tuameas “ee Past. Sew years i largely duc to 

LA_ CROSSE Ankle Guard design. their placing on the market quality 

a goods at popular prices, and “Kendex”’ 
STANDARD 








has played an important part im de- 
“DOROTHEA”  Veloping this popular line. 


FIRST QUALITY 





WISCONSIN 
RUBBER MILLS CO. 
LACROSSE WIS. 
WISCONSIN 
BRAND 
STANDARD 


SECOND White Duck Slide Buckle Strap White 
QUALITY Rubber Smooth Soles, Kendex Insoles 


The Reasons For Using 
“KENDEX’”’ Insoles 


Ist—They are moisture-proof, and there- 
fore will not curl, crack, shrink or 
swell. 





BADGER : 
eoreee ens ce 2nd—They are fast color and will not 


stain hose. 


aApcER “BROCK” 
3rd—They conform readily to the feet 
STANDARD » elimi 
same and thereby eliminate callouses. 
GoaasTY 4th—They are non-conductors of heat, 


thereby keeping feet warm in winter 
and cool in summer. They absolutely 
eliminate burning and stinging of the 


feet. 
















Made in Bals and Oxfords 
White or Brown Duck, Nobby Cellular Gray Soles, 
Kendex Insoles. 





“WINNER” The ‘“‘La Crosse Line’ is made in four standard 


brands. There are a variety of styles in each grade 
and a desirable range of prices. Illustrated Catalogue 
and Price List will be mailed on request, by address- 
ing the Manufacturers: 


a » La Crosse Rubber Mills Company 
Corrugated Red Soles, White or Brown Duck, Red 


Fibre Trimmed, Inside Ankle Guard, Kendex Inso'es, LA CROSSE, WIS. 



































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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; Comparative Leather and Hide Prices 




















Upper Leather (price per foot) 





Peak August, 1921 

Calf, suede top gradeé............-06005+ $1.40@$1.50 $0.80 .90 $0.60 0.70 
Calf. smooth a, ton an de 1.40@ 1.50 50 .55 45 -50 
Calf, smooth, black, top aan 1.30@ 1.40 45 -50 -40 45 
Sida leathers * colors, top grade -75@ 1.00 -28 30 .28 33 
Side leather, black, top grade............ 65 90 -26 .28 26 -28 
Genuine eg te aes isida 102.) ccccceecs = Lr) = | 2 “ 
White Ls peseeoe d J e d “ ¢ 
Elk, heavy si es . ~ 64db000 63 c00unee 65 .70 24 28 20 -26 
or ee ~ yi bess ~ ag pedbcevescosuques 1.40@ 1.65 85 1.00 .70 90 
Kid - “3 pesececoeseoesesese ret = a 4 m4 y~ 
Ki d. lack, top grade... ........-eseeeee 1. J ‘ e d , 
Kid. bine, top eras pes enctecececococvoss -70@ 1.10 40 55 35 50 
Kid, medium, ree .60@ 1.00 35 .50 30 40 
Kid, GRIND a cc vc cascccescesecoceccccess .20 36 ad 14 én 15 

patent sides. ..........-++++00s 85@ 1.05 AS 50 45 50 
als inca inn oskevatiin ke 1.40@ 1.60 70 ‘80 60 75 

Sole Ladies (price per ied 

Green MEAs Gabd...: ccc cccvcsesccccessos $0.32 @$0.33 $0.56 es $0.32 $0.30 $0.32 
CM cccnccescccecccvccececeeceoeeses - .36 90 as 46 50 48 50 
Ie. 2 Gat DOGS. oc ccccccccccccsccccccce 38 39 .92 95 55 58 48 54 
No. 1 oak bends, shoe mfrs.’ use.......... 46 AT 98@ 1.05 .60 65 .60 75 
No. 1 oak bends, finders’ use. soene 60 48 1.15@ 1.25 .70 85 .70 85 - 


ee Hides and Skins (price per pound) 


(1913 Av.) 
Native steers, as used in sole leather, 

REGIE, C88.00 cuss vescccccgecsceces --@80.18% $0.52@$0.55 aa 
Heavy Texas steers, for sole leather....... i 18 $4 50 nr 
Light * native cows, for side _reatier.. “ss 17 es 62 me 
Branded cows, for light sole leather....... ae 17 re 50 10 
No. iba. sar heavy upper wh se. 5 45 50 06% 
No. 1 C City for fine calf 

a MTT TTT TT 17 80@ 1.02% 14 21 
Kips for upper leather. .............+++. ee 16 65 2 
BA hides, for hemlock sole leather 4 30 42 





. 18 -23 
17 15 é -20 
-16% FEE 1.. 17K 








Hand-to-Mouth Buying Persists in 


Leather Market 


Price Apparently Chief Obstacle 
in Way of Larger Purchases 


r I NHE matter of price is somewhat of 
an obstacle in most sales of leather. 
The advances placed on upper 
leather some weeks ago are being met, 
but not without resistance by shoe manu- 
facturers and leather buyers. In not a 
few instances, requirements for the pres- 
ent have been covered and were covered 
before the advances, and considerable 
leather is still being shipped on orders 
placed some time ago. There is new 
business, but it is spotty and irregular. 
Tanners and leather merchants are 
holding firmly to new quotations and 
this tends to keep leather trading on more 
of a hand-to-mouth basis. There is a 
fair quantity of leather moving every 
day and tanners are operating at fair 
capacity. In some selections of calf 
leather, the supply is not equal to the 
demand. On the lighter weights, how- 
ever, the demand is small, resulting in 
some aecumulations. Glazed kid busi- 
ness is good in certain selections, but the 
large skins are not selling well, excepting 
in the very large skins on the lower grades 
for cheap shoes. There is also noted a 
better eall for kid suitable for boots, 


~ 
. 


although it is expected that for some time 
the boot trade will be mostly on the staple 
lines for adult trade. Patent leather 
business continues active and the market 
is fairly well cleaned up on the most 
desirable patent chrome sides. 


Sole Leather Firm 


There is a good volume of sole leather 
business, but much of it is on shipments 
going forward on orders placed in June 
and July. Other purchasing is for supply- 
ing current needs from day to day. 
Prices of sole leather are still firm and in 
fact are stronger than a few weeks ago. 
Some of the old stock held in warehouses 
is being purchased at three to five cents 
per pound below the quotations for the 
new leather. 

Cutters of union sole are doing a more ; 
active business, although they are not 
buying in large quantities as they still 
have considerable sole leather on hand. 
Packers steer oak backs are firm at 50 
cents to 54 cents per pound for tannery 
run. 

Green hide oak sides are bringing 
28 cents to 30 cents a pound for No. 1, 


heavy; dry hide sole, 25 cents to 26 cents 
per pound for No. 1 overweights. 


Good Demand for Heavy Calf 


Calf upper leather is wanted mostly 
in the heavier and medium weights. 
Prices are held firm, with the best selec- 
tions of full grain calf in colors quoted at 
45 cents to 48 cents and 50 cents for 
choice. Average quotations are around 
40 cents to 45 cents per foot. The lighter 
weights are being quoted at ‘about five 
cents per grade lower, with the hope of 
moving them faster. The sale of light 
calf, however, is restricted on account of 
the fewer number of women’s shoes now 
being made of calf. The tendency to use 
kid and textile materials has seriously 
affected this end of the business. The 
medium weights-of calf bring 35 cents to 
40 cents and the lower grades 25 cents to 
30 cents per foot. Blacks are quoted 
three to five cents lower per grade. Suede 
leather shows no change excepting that 
a fair business is being carried on with a 
good call for top grades of colors—also 
black at prices ranging from 60 cents to 

(Continued on page 117) 
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Famous Western Coaches 


Praise Keds Basketball Shoes 


ee Here are three tributes to the “Comet’”—the 
wae famous Keds basketball shoe. These testimonials - 
O. &. Seareen are only a few of the large number that have come 


Ohio State University 








from the leading university coaches in all parts of . 

the country. In fact wherever this shoe has been : 

worn it has won unprecedented praise. ‘ 

“Jt is well built—an ideal rn 

basketball shoe."* The Comet is only one of many Keds which are ns 

yee popular for gymnasium wear. You are missing - 

great profits if you fail to feature Keds for indoor k 

sports. 

F 

“This shoe will grip the floor ° : 
better and give the player a United States Rubber Company 


more sure footing than any other 
we have ever tried.” 

J. Craic Rusy 
University of Missourt 





~ ee oe oe 





Rac. U. S. Pat. Orr. 
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Onward March of Fibre Soles 
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The Old Rubber Sole Made Its Exit Just Prior to 1912—Production and 
Sales Increase with Quality Product—Pale Crepe Rubber 
Unvulcanized and Vulcanized Types Shown 


giving the production of rubber 
soles, we read, as follows—‘rubber 
soles, including composition or fibre 
18,437,000 pairs; value, $4,321,000.” 
We cannot make a comparison with the 
1914 production, as in the case of so 
many other manufactured commodities, 
from the fact that Uncle Sam did not 
attend to the business of reporting in 
that year to the extent that he has during 
the past two or three years. But we do 
know that the production of fibre soles 
has very greatly increased since 1914, 
and also since 1919, and not only has the 
production progressed, but the quality 
also. 
“Drawing the Feet’’ Theory Exploded 
Rubber and fibre soles are also gaining 
popularity on account of the fact that 
the old theory of “drawing the feet’’ has 
long since been exploded. Rubber and 
fibre soles are now insulated with sheet 
cork or impregnated felt. 


An Explanatory Note 


And right here, a word of explanation 
may be in order—namely, outside of the 


|: the last United States Census 


crepe rubber soles which have recently 
been appearing on high-grade golf shoes, 
there is no such article as the “all rubber 
sole.” The fact that the original com- 
pound was made largely of reclaimed 
rubber, or contained no fibre, is doubtless 
the reason why ofttimes a composition, 
or a fibre sole is termed a “rubber sole’; 
in other words, we speak through force 
of habit, rather than through correct 
terminology. 


Fibre Sole Originated in 1912 


A conspicuous example of quality and 
quantity production is that of the Avon 
Sole Company, whose sales manager, 
Lester E. Packard, estimates that his 
company has made in the past eighteen 
months several millions of pairs of sport 
fibre soles. Mr. Packard states—‘‘We 
could not make fibre sport soles fast 
enough last season—therefore since the 
close of last season, we have increased 
our capacity about 125 per cent, which 
gives us ample space requirements to take 
care of our production this season.” 







% . 2 
ace : ro a: 


Rei colored, wie <4 crepe, vulcanized. 


The Avon Sole Company is the origi- 
nator of the fibre sole, and in 1912 com- 
menced its manufacture in a small way. 
So well was its product made that the 
orders thereon came thick and fast. 

The day of the old rubber sole, made 
without fibre, has long since passed away. 
It was struggling along when a bright 
inventor made up his mind that instead 
of rubber as the chief ingredient of com- 
position soles, fibre should be substituted. 
The owners of the Avon Sole Company, 
all being practical shoemakers, both by 
heredity, from a long line of shoemaker 
ancestors, and by personal experience 
in the art of shoe building, at once saw 
the adaptability of this invention to 
the shoe trade and bought the patent 
rights. The next step was to build a 
factory and to install a laboratory in 
which to make experiments and test 
their product. And so in the little New 
England town of Avon, Massachusetts, 
“the wheels of industry” commenced to 
hum to a merry tune of fibe sole fashion- 
ing. The laboratory has ever worked 
ahead of the plant and before the product 
of the Avon Sole Company leaves the 
factory, every sole goes back to the 








Natural color, -thick;- pale crepe. vulcanized. 
Duplez. 
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RADIO STEPPER 


Lace-To- Toe 


The shoe of the hour. Fills the broadcast 
demand. Has style. Has wear. 


Smooth suction grey sole. 


Double foxing of gum and 
friction in black and red. 


Leather innersole. 











Upper of extra quality, nat- 
tural, numbered duck. 
Heavy drill lining. 
Brown or black athletic trim- 
ming. 
Made to er good the P CAMC 0” . y 
reputation of giving most for the price. J aS ae +4 Lisle Mere Styie— 
A Little More Wear.’”’ 








Radio Boots 
Are Going 
Big 











The Boot and Shoe R 
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laboratory to see if it withstands the 
required strict test of its manufacturers. 


Crepe Rubber and Crepe Rubber 
Vulcanized 


Mr. Packard, who. was recently in- 
terviewed on the subject of fibre soles, 
stated that the Avon Sole Company’s 
business is a quality proposition, pure 
and simple. He submitted several new 
soles, which we are presenting herewith. 
The sole at the right of the exhibit is 
the old English crepe rubber sole,—such 
as has been worn by the coolies of the 
rubber plantations from time immemo- 
rial. 

It is nothing more nor less than 
crepe rubber in its raw state; two thick 
pieces are cut into the shape of a sole 
and cemented together under a cold pres- 
sure, 

This process was not conceived 
by the Avon Sole Company, but the 
Avon Sole Company experimented with 
this sole and then went a step farther, 
producing a product which to all ap- 
pearances is much like the raw crepe 
rubber sole, except that to it was added 
a few vulcanizing units and a sole pro- 
duced that will stand up well, will not 
“squash” or roll up in the center, and 
moreover, a sole that can be stitched to 
the shoe. This sole is of the same light 
color as its “English’’ neighbor. For the 
more fastidious, who ‘wish a dash of 
color, the pale amber tint of the vul- 
canized crepe has been changed to an 
attractive shade of red. These vul- 
canized crepe soles are shown to the 
right of the raw crepe rubber, or parent, 
sole. 

About eighteen months ago, the Avon 
Sole Company commenced the manu- 
facture of the fibre sport sole—sd that 
now the company has two distinct lines— 
namely, the sport sole and the regulation 
plain fibre sole for general wear. 


Firestone-Apsley Tempered 
and Blended Heel 


After three years of development of a 
rubber heel and a broad investigation 
of the needs of the shoe industry, the 
Firestone-Apsley Rubber Company is 
now supplying shoe manufacturers with 
a rubber heel which they claim has demon- 
strated the value principle and gained 
distinction for unusual merit. 

The Firestone-Apsley Rubber Com- 
pany express themselves as satisfied that 
they are offering the trade a rubber heel 
as nearly perfect from every standpoint 
as it is possible to produce. In addition, 
they state that they have been successful 
in producing a rubber heel of better 
finish and attractive appearance than 
any that has been offered to the trade—a 
tempered and blended rubber heel. 
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Hand-to-Mouth Buying Per- 
sists in Leather Market 
(Continued from page 113) 


70 cents per foot for colors. Medium 
grades of suede bring around 50 cents. 


Price Retards Side Leather Sales 


While the side upper leather business 
is fair, it would show much improvement 
if tanners and leather buyers could get 
nearer together in their idea of price. 
Tanners are holding firmly to top quota- 
tions on new léather which is more 
difficult from the fact that last year shoe 
manufacturers were taking up bargain 
stocks of side upper at very low prices 
and this fact, added to the recent advances 
makes a very wide spread between the 
price of the bargain stocks of last year 
and the new leather which has recently 
come through the tanneries. The top 
grades of side upper leather are quoted 
all the way from 28 to 32 cents per foot 
and up to 40 cents and 45 cents for the 
top grades of white and gray buck. Good 
grades of side leather bring from 28 cents 
to 32 cents per foot and 33 cents for 
choice: tannages. Blacks bring two to 
three cents per foot less, and buyers are 
looking for leather around 20 cents per 


foot where a better leather is really 


demanded. 
Glazed Kid Trade Steady 


The kid situation shows little change. 
There is a fair volume of sales and also a 
better export trade. The smaller skins are 
the best sellers, excepting where the large 
spread skins are wanted at a low price for 
the cheap grades of shoes. Kid tanners 
are reluctant to purchase new raw stocks 
owing to the higher prices caused by 
internal troubles in China. This tends 
to restrict the purchase and to keep prices 
very firm. The best classes of colored 
kid are still quoted at 65 cents to 90 cents 
per foot and downward according -to 
quality and selection. The medium 
grades range from 35 cents to 50 cents 
per foot. Blacks usually bring a few cents 
less. 

Patent Leather Active 


Patent leather business still keeps up, 
although japanners have been handi- 
capped by the inclement weather which 
is a set-back to drying and finishing. 
Quotations remain the same, with the 
top grades of patent chrome sides averag- 
ing 45 cents to 48 cents per. foot and up 
to 55 cents for patent kips. There is a 
fair trade for patent kid for high-grade 
shoes with quotations ranging from 60 
cents to 80 cents. 





New Innersole Invented by 
Joseph Pietzuch 
Cincinnati, O., September 10—Joseph 
Pietzuch, formerly a successful retail shoe 
merchant of this city and now the osteo- 
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tarsal expert of the Thomas G. Plant 
Company, has been granted letters patent 
on a new type inner sole which promises 
to be a distinct step forward in the con- 
struction of shoes designed’ to correct 
foot troubles of various kinds. 

The Pietzuch inner sole is double and 
the upper half is slit through the middle 
from the back center of the heel to the 
back center of the ball. The lower half 
of the inner sole is attached to the shoe 
in the regular way. The upper half, with 
the slit, forms a pocket in which may be 
inserted, at any point between the middle 
of the heel and the ball, any kind and shape 
of support which may be necessary for 
the foot. In the specifications furnished 
the patent by the inventor, the following 
claim is made: 

“The inner sole thus split or slit as 
shown and described is built into the shoe 
or boot the same as the custom now in 
vogue, except that the upper flap formed 
by the slit is allowed to be loose and is not 
sewed into the shoe; thus it forms a 
pocket. Into this pocket any kind of 
forms or props, wedges, buttons, cushions 
or similar filler elements may be placed by 
the wearer, by simply lifting up said flap 
of the sole and inserting the same. By 
this means, the wearer can build up the 
heel or sole part to a point adapted to 
correct the foot ailments without risk, and 
thus himself form a shoe sole which will 
support his foot as it should be supported. 
The wearer to ease his foot may insert 
into the pocket hair, cotton, felt or leather 
of any suitable amount or thickness, 
width or length, as the wearer feels is 
necessary to bring about relief and com- 
fort to the foot. 

“My invention dispenses with and 
eliminates the use of inner loose appliances 
or supports or loose supporting devices, 
and eliminates the risk of using wrong 
size and shape of such loose supports, 
which often cause greater injury and dis- 
comfort than good.” 





Sport Hose to the Fore 


New York—John M. Haley and Com- 
pany have acquired the complete stock 
of imported wool hosiery formerly sold 
by Harrods, Ltd. This announcement 
will be of very real interest to retail shoe 
merchants handling hosiery because of 
the attractiveness of this line of unusual 
novelties in sport hose. 





New Shoe Stores 


Watters Sterling Shoe Co., Corp., 
Minneapolis, Minn. 

Ed. Tilson, Red Wing, Minn., shoe 
department. 

Thomas Boot Shop, Buffalo, N. Y. 

Washington Salvage Co., Hagerstown, 
Md., shoe department. 

L. & M. Store, Monticello, Ga., shoe 


department. 
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AREFUL, discriminating 
buyers, you will notice, 
are returning these days to 
shoes fitted with good looking, time- 
saving eyelets. 
They appreciate shoes that have 
Diamond Brand Fast Color Eyelets — 
strong, durable beautiful eyelets. Can 
you supply them ? ° 


Give your customers 
what they wart! 





UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 





The Boot and Shoe B ‘i: your mentioning the publication in replies to advertisements. 
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NEW YORK 


Good Fall Trade Expected 


Slight Drop in Temperature Brings Business Which Promises 
Well for Immediate Future 


HE advent of September, with slightly 
cooler weather, quickened the pace 
of the shoe trade here. Although the fall 
season is barely under way, early demand 
has encouraged the retail merchant to 
predict a good season. Styles are becom- 
ing more settled and prices appear to be 
fairly well stabilized. Few complaints are 
registered by consumers against the prices 
that new fall shoes bear and the merchants 
feel that if these prices can be held at 
present figures a good business will result. 
Stiffening leather prices cause little 
concern and have been reflected so far in 
only slight advances in shoe prices. The 
retail merchants assert, however, that 
they are making their fall shoes at a 
closer margin of profit than ever before. 
The tongued pump is making good 
progress and more and more of them are 
seen on the street, in the hotel and 
theatres where well-dressed women gather. 
The draped styles in women’s dresses, the 
shoe men believe, fit in well with tongued 
and Colonial pumps. 


Straps Far from Death 


Strapped models are not dead, by any 
means, and the merchants are showing 
new patterns in these, the most prominent 
being the latticework instep, with a 
small strap fastening with a button or 
with silk bows. Many of them also have 
have the vertical strap adapted from the 
sandal. 

Boots appear to be dormant, and al- 
though one or two of the style leaders are 
preparing to bring out new models in 
boots, they frankly admit that they 
expect no large volume on them. As yet 
no boots, except for growing girls and 
children, have made their appearance in 
window displays. 


Men Buying High Shoes 


In some quarters of the men’s trade 
high boots for fall are going better than 
expected. Economy, according to one 
dealer, is forcing some men to attempt 
trying to put one pair of high shoes right 
through the winter. The more liberal 
spenders are expected to purchase a pair of 
oxfords for early fall wear, and a pair of 
high shoes when cold and snowy weather 
sets in in December and January. Few of 
the merchants, though, have stocked 
heavily in high shoes, and the majority of 
them expect more than half of their 
business to be done on low shoes. 

One specialty sbop for men here has 
discovered that there is a direct con- 
nection between hats and shoes in the 


mind of their customers. Fer this reason 
the two departments have been placed in 
adjacent positions and the result during 
the last few weeks has been better than 
expected. Sales in both departments 
have been stimulated and fully 25 per 
cent of the hat customers have purchased 
shoes, and vice-versa. 
p~ 





Edmonds in the New York 
how 


The Edmonds Shoe Company of Mil- 
waukee was one of the exhibitors at the 
men’s and boys’ apparel exhibit in 
Madison Square Garden, whi h opened on 
September 11, in conjunction with the 
ninth annual convention of the National 
Association of Retail Clotbiers. 


Nathan Blyn, New York 
Merchant Is Dead 


Nathan Blyn of I. Blyn & Sons, New 
York City, passed away on Sept. Ist, 1922. 
In the death of Mr. Nathan Blyn, the shoe 
industry loses one of its greatest merchants 





THE LATE NATHAN BLYN 


and the merchants in the industry lose one 
of their most illustrious examples. 

His energetic’ career was brought to a 
close in his fifty-seventh year, and most of 
these years were devoted to hard work, in 
the guidance of his large enterprise, which 
he fostered and built, with self-abnegation, 
to magni ‘icent proportions. 

He was a great merchant and a firm 
friend, and it will be long remembered of 
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| Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FUOTWEAR 


FOR THE BETTER TRADE 
Show Room, Room 435 Marbridge Bldg. 
Fac 147-153 Waverly Place 

WwW YORK CITY 








The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 

@ In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
No. 64 


Men’s Brown Elk 
Everett True- Form 
Last. 


Price $1.75 


Freeman-Thomp 
Shoe Co. — 


Manufacturers “Comforets” St. Paul, Minn. 














Phillips-CramCorp. 
Makers of 
Women’s Turn 
Siippers 
276 RiverSt_,Heverbill, Mass, 
Boston Office 
207 Kasex Street 










Was in Medium and? J 
IGH GRADE 4 
OR SuPPeRes As 


dll styles made Of Domert 
Imported Satin Brocadesand Metal Cleth 


$2.10 per »xir and up 


worst MGUSTIN CO _senvomy 















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Where to Buy 


Women’s Shoes 




















Largest manu- 
facturers of 





soft soleleather 
slippers. 
Send for catalogue 
MAID-RITE SLIFPER CO., Ine. 
35 York St., Brooklyn, N. , > 











E. A. & M. C.Witherell Ce. 
Manufacturers 


Wemen’s Turns 
Boots and Slippers 


F 
Haverhill, 


Boston Office 
Rice Bidg. Reom 406 


FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 























WOMEN’S FINE TURNS 
and Novelties 

One of our newest models. 

Hand Turn kid Jattice work 

quarter—in all finest 










172 Washington 
Street 
Haverhill,Mass. s 








Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washington 8t. 
Haverbill Mass. 





— 


STOCKBRIDGE SHOE COMPANY 
7 = 





HAVERHILL, MASS. 
=U SAS 








TURKISH SLIPPERS 
IN STOCK AGAIN 
No. 101—Sofia Turk- 
ish {tipper Import 
ed from Constantl- 
nople All Sizes and 
Colors for Immediate 

Delivery 


K. M. STONE Co. 
12-14-16 E. 22nd St., WY 


INFORMATION f= 


Shoe : 
“Where to Buy” constitutes a 
source of knowledge so that he who : 
runs through these pages may read 
—and learn. 
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him that conspicuous success did not 
lesson the simplicity of his personality. 
His profound loyalty and sincerity made 
for him a name which will be long re- 
membered by the volume of friends which 
cherish his memory. 

Starting with a most humble nucleus, 
under his leadership the Blyn business 
attained proportions of great magnitude, 
and it is today recognized as one of the 
outstanding successes of the shoe industry. 
From early youth to his final day of 
rest, Mr. Nathan Blyn_ applied his 
untiring energies and his great abilties to 
the countless problems of his business. 
Dedicating his all to the application of 


September 16, 192 


just principles in the conduct of his 


business, adhering with an ardor born of 


profound conviction to the Golden Rule 
in all his dealings, he lived to see his 
efforts rewarded with a success that 
brought nation-wide fame to his splendid 
organization. 

It should be a source of consolation to 
his dear ones that he lived to behold his 
life’s work crowned with success. It should 
be a great confort to his dear ones to know 
that a multitude of friends cherish the 
memory of Mr. Nathan Blyn for his 
sterling qualities, his noble character, and 
the great and good name which he left 
behind. 





BOSTON 


Hub Folks Are Studying Style 


Fall Footwear Fashions in Hotel and Store Windows Show 
What Shoes and Hosiery to Wear with the New Cos- 
tumes Displayed—Men’s Business Increasing 


ESIDENTS of Boston and iis 

suburbs have been spending a 
goodly portion of their time the past 
week in looking at the new footwear 
styles for fall. Shoe stores devoted their 
windows to an attractive array of new 
shoes and hosiery; shoe departments of 
big stores showed not only new shoes and 
hosiery but models clad in the very latest 
of men’s or women’s apparel. One of the 
department stores—the Jordan, Marsh 
Co.—ran a special ad on “Outfitting the 
Bride,’ with a picture of the bride her- 
self, in Which shoes and hosiery were 
prominently featured. 


A Fashion Parade 


Still another store, William Filene’s 
Sons Company, as a feature of its tenth 
anniversary, held a parade of fall fashions 
in the Copley-Plaza ballroom, on Mon- 
day, Tuesday and Wednesday, afternoons 
and evenings. This affair was well 
advertised and well attended. Besides 
the hotel fashion show, the Filene windows 
were resplendent with “the last word” in 
men’s and women’s new fall and winter 
creations. The backgrounds of the 
windows were very elaborate, natural 
flowers such as gladioli and rich foliage in 
soft brown tints, being effectively 
employed. Toillustrate women’s fashions, 
two models in each window emphasized 
the new long skirts and high-heeled shoes. 
The hosiery displayed was mostly of 
chiffon silk, some plain and some with 
rich embroidery. The gowns shown, 
which were made of soft, clinging ma- 
terials, were in brown, bright red, orchid, 
yellow shades, Oriental, and black. 

The window containing the models 
dressed in black displayed for the most 
part street costumes. In this window some 
oxfords with Cuban, or in heights under 


14/8, were shown, but for the evening 
gowns, the heels were in the full Louis 
heights. There were many plain opera 
pumps of silver brocade; a brown kid shoe 
had straps in lattice work effect over the 
ankles. 


Men’s Footwear Well Dis- 
played 

It must not be supposed that the ladies 
had things all their own way this week, 
for men’s fall shoe and hosiery styles are 
being well displayed and men are buying 
well. One of the interesting features of 
the Thayer McNeil Company’s store 
during the past two weeks has been its 
college men’s trade. At this time of the 
year a wardrobe of footwear is purchased 
by college men in a single sale—including 
dress and party shoes, rubbers, galoshes 
and stockings. An ordinary wardrobe 
sale amounts to akout $50 and quite 
often the amount of the sale is $100. 


Increase of Forty-eight Per Cent 


Manager Harry Terhune of the Dr. 
Reed Cushion Shoe Store reports that this 
store’s men’s business Las increased 48 
per cent in August over that of August, 
1921. Mr. Terhune also states that not 
only do doctors send their patients to 
this store’s orthopedic department, but 
they come themselves to be outfitted and 
oftentimes buy two or three pairs at one 
sale. This store has as one of its healih 
specialties in the hosiery line a white 
split foot in a good grade of lisle on which 
it is doing a splendid business. 


Outside Wall Case 


One of the very clever methods of 
attracting men’s trade has been em- 
ployed during the last few weeks by 
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Carter’s, a men’s shoe store at 17 Boylston 
Street. 

This is an outside wall case, in 
which one single shoe of each style dis- 
played is shown; there are several styles 
for business and dress, Besides shoes, 
silk hosiery is displayed, plain and 
clocked, for as Phillip C. Felt, the manager 
of this store stated, ““Young men all like 
the clocked styles.” The case shown was 
five feet wide by six feet high and con- 
tained three glass shelves. By night it is 
illuminated and is no incentive to thieves 
to help themselves, as only one shoe of 
each pair is shown. The shoes shown 
were priced at $5.00, $6.00 and $7.50. 
Among the new styles were gable edges 
and broad flange heels. 

Mr. Felt stated that it looks like a 
very good black season; that the demand 
for blacks was very strong the past sum- 
mer and every indication was that this 
demand would continue right through 
the fall. Mr. Felt states that he may 
possibly carry a few $10 shoes a little 
later. Although he has not been here a 
year as yet, this store’s August’s sales, in 
comparison with the August sales at his 
store, 698 Washington Street, have been 
way ahead. 

Coes and Stodder are showing as an 
advance fall model a men’s shoe of plump 
Norwegian grain, English last, and stout 
double soles, broad, square leather heels; 
these are displayed in tan and black and 
are priced at $9.65 the pair. 


Same Location for Twenty 
Years 


The Recorder representative spent a 
very delightful half-hour one day last 
week at the Boston home of Sorosis 
Shoes. This store is lccated at 176 
Boylston Street; it has a most attractive 
interior and exterior, as well as a very 
efficient sales force. And moreover, it is 
the pioneer store of “Boston’s Fifth 
Avenue,” or Boylston Street, having 
“blazed the trail’ some twenty years ago. 
It chose as its location an “island” formed 
by the boundary of ‘three of the city 
streets and installed colored leaded glass 
and paneled window backgrounds when 
these shoe store innovations were in their 
infancy. Its shelving arrangement, al- 
though built twenty years ago, is never- 
theless very modern. The shelves are 
erected twenty-two rows high and con- 
tain one carton each; the average section 
holds six cartons. The cartons are of 
white and contain the distinctive trade- 
mark of the A. E. Little Co. The furniture 
is of wicker, with a crest decoration artis- 
tically worked out in delicate blue and 
white. There is a men’s shoe depart- 
ment and a women’s shoe department. 
There was until recently a_ millinery 
department, but this has been discon- 
tinued. 
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Leather Collar and Cuffs Shown 


One of the novel features of the women’s 
department is a display case, with a floor 
of black and white velvet in block effect 
in which buckles are displayed and _ also 
leather collar and cuff sets. These sets 
were the idea. of one of the A. E. Little 
Co’s. foremen who originated and designed 
these effects from odd bits of kid leather. 
Until one had them under very close 
range, it would be thought that these 
dainty creations were of satin in white, 
lavender, or pale yellow, or black. Some 
of the kid used had been imported from 
Austria and was called metallic kid. 

A jeweled heel of bronze kid made a 
very attractive showing in the buckle 
case. A neatly written sign in the buckle 
case stated, ““No refunds given on orna- 
ments.” 

Doubles August 1921 Business 

Some pretty gray suede Colonials with 
silver beaded tongues were shown in the 
store, but the new fall stock has not 
arrived as yet—rather are they selling 
some of the stock which they bought some 
months earlier. Their sale has been a 
mcst successful one and it was stated 
that during August 1922, they doubled 
the number of pairs sold; the same ratio 
of increase was maintained during June 
and July of 1922. 

Many special pair orders are taken 
here and the orthopedic shoe of the A. E. 
Little Company is in constant demand. 

In the discussion of shoe style, it was 
brought out that straps are passing and 
Colonials, or Colonial tongues with straps, 
will soon be the big numbers. 


Sorosis Store Must Soon Move 


Altogether the location of this store 
was well chosen and the fact that the new 
eleven-story office building on St. James 
Avenue and the big hotel which is to be 
erected near-by would make its location 
even more so if it were not for the most 
regrettable fact that the store will, before 
December, be taken over by the United 
Cigar Stores Company. The A. E. 
Little folks will have to move, but as 
they were so fortunate in their first choice, 
the Boston store’s salesforce believe that 
they will be equally as fortunate in their 
second choice. 


Anniversary Sales 


The Shepard Norwell Company started 
on September 11, ‘““The 57th Anniversary 
Sales,” which included its shoe depart- 
ment. 

The C. F. Hovey Co. started its 81st 
Anniversary Sale on last Monday; this 
also included the shoe department. 


Boot and Shoe Club Want 
Members 


Thomas F. Anderson, Secretary of the 
Boston Boot and Shoe Club, has sent to 
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Men’s Shoes 
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Where to Buy 


Men’s Shoes 




















PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
itor.ownery of Trade Mark Pullman’ 


CABERETH — $15.00 » Doz. 
GLAZED KIT $18.00 
Colorr Black and Brown 
full sizes 3 toll in Stock 





M. GUSTIN CO. 4 
® New York 
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Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 
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Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory al 
Brockton, Mass. 


























Frederick S. Peck 


Worcester, Mass. 


Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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the club’s membership a letter announcing 
that the club’s executive committee has 
unanimously voted to recommend to the 
club for action at the October dinner, 
date to be announced later, that the 
present membership limit of 200 be 
increased to 250. Secretary Anderson 
stated that “Inasmuch as the club will in 
all probability adopt the recommendation 


of the committee, we feel that we can 
safely request our members to each send 
in the name of one or more candidates, 
so that we may start our new season with 
a largely augmented membership.”” A 
postal card addressed to the Secretary, 
on which to propose a name for member- 
ship was enclosed with the above-men- 
tioned letter to members. 





LYNN 


Lynn Styles Are Varied 


Strap Pumps, Tongue Pumps and Theo Ties Being Made— 
Straps Expected to Hold Over Into Next Spring 


HOES that are new, shoes that are 

interesting, shoes that are fascinating. 
Such is the Lynn style summary for 
September. Styles never were more 
varied, never were better fitted to the 
individual types of feet and costume of 
women, and yet were never quicker 
changing. “If I should make one of my 
old time trips of three months”’ says the 
traveling salesman, “I would come back 
like Rip Van Winkle to find all styles 
new.” 


The Caprices of Fashion 


Strap styles are selling, tongue styles 
are interesting and Theo ties are fascinat- 
ing. Straps still hold their place in trade, 
indeed, are so strongly entrenched in 
women’s favor that they are being made 
up for next spring and summer sample 
lines. 

Tongue styles are made with tongues 
and straps, tongues and gores, and 
tongues and buckles, too, and the shape 
and the trimmings of the tongues are 
limited only by the fancies of the de- 
signers. 


The Ribbon Trimmed Theo 


Theo ties are fascinating, because they 
revive the ribbon trimming of the shoe. 
“Miss Theo, of Lynn’ a new pattern, 
introduces a shoe with two eyelets, and a 
ribbon lace, of extra length, which, after 
being carried downward through the 
eyelets, is circled around the ankle, like 
an anklet strap, and then is fastened in 
a bow knot on the side of the leg. It is 
said that the ribbon trade of America is 
undertaking to revive the fashion of 
ribbons for dress trimmings. So the new 
Theo, or ribbon trimmed shoes, fit into 
this campaign. Simpler Theo ties are 
trimmed with ribbons which fasten in a 
bow on the instep and others fasten with 
a bow on the side of the foot. 


Trimmed Sides and Quarters 


Sides of shoes being higher, the designers 
are taking advantage of the larger spread 
of leather for presenting new inlay or 
overlay effects. So a new tongue style 
shoe has ribbon stripes upon the quarter, 
to correspond to ribbon stripes on the 


tongues, said stripes being of brown, or 
gray, or black on patent leather, and 
either inlaid, or overlaid, according to 
the fancy of the designer. On Theo ties, 
there are ribbon stripes on the quarter, 
as, for instance, patent leather stripes on 
black suede quarters. And, on strap 
style shoes, there are inlays or overlays, 
which may be tiny, and merely to orna- 
ment the base of the strap, or which may 
be large and cover the side of the shoe 
from shank to the top of the quarter. 


Prospects for Welt Oxfords 


Then there are welted oxfords, which 
some are picking as winners for the late 
fall and early winter trade. One designer 
predicts ‘five eyelet oxfords, of patent 
leather, with a high heel, and another says 
welt oxfords of black kid, black calf or 
brown calf, with military heels. 


An Abundance of Boots 


At the factory of Williams, Clark & Co. 
are styles in variety without end. Boots 
loom up in case lots. The racks are full 


‘of boots, boots of black and brown kid and 


brown calf, but none of patent leather. 
Boots of 8 and 8% inches, and of plain 
patterns may be counted up by the 
thousands. So many boots are in this 
shop that shoe men take their friends 
around to see them, just to convince 
them that boots are being made and sold. 
For thirty years and more, Williams, 
Clark & Co. have been making boots, 
and so securely entrenched are they in 
boots, that the business does not get 
away from them. 


Shoes of Kangaroo 

Yet this is no special argument for 
boots, since the low cuts in the making 
are many and varied, far outnumbering 
boots. Here is an interesting oxford, 
a regular oxford but made of genuine 
kangaroo leather, a fine stock, that takes 
a brilliant polish, and that wears almost 
forever and a day. Pumps and boots, 
too, are made of this stock. 

Next, there are some Rest Cure shoes, 
of black suede, beaver suede, gray suede, 
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and black kid and patent leather, too. 
They are made in strap styles, of the 
newest fashion. Now one _ handling 
health shoes like Rest Cure shoes, nat- 
urally expects to find them of plain 
styles and patterns. But here are Williams 
Clark & Co. making health shoes in 
novelty styles. 


Samples for 1923 


Some white shoes catch the eye. But 
they are for next spring and summer, 
not for this fall and winter, excepting for 
those that are sold, at winter resorts. 
They are of strap patterns. Soles, heels 
and uppers are all of white, but the white 
uppers are trimmed with fuchsia calf, the 
trimmings consisting of strip tips, yokes 
and fixings. The trimmings, by the way, 
are lightly punched. Also, there are 
similar shoes presehting combinations 
of white ‘and sport gray. 

Here are some stroller type shoes, or 
welted oxfords, with one strap fastenings, 
and low heels. In contrast with these 
shoes are some short, blocky shoes, which 
some may call stagy and others may call 
Frenchy, for they have the short vamp, 
the round toe, and the high blocky heel, 
of the stage, or French style shoe. They 
are made of patent leather, in strap pump, 
or tongue patterns, and some of them 
have fancy stitching, as, for instance, 
green silk threaded designs on the vamps, 
tongues and straps. Such shoes as these 
are for the short chubby girls, who have 
short chubby feet. Fifty different lines 
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of these shoes are in stock for fall and 
winter. 


Patents are Leaders Here 


Mitchell, Caunt Co. are plunging 
ahead on patent shoes, in new tongue 
styles, as well as in familiar strap styles. 
At times, this month, 90 per cent of the 
leather in their cutting room has been the 
shiny patent stock. Such a run on 
patent leather shoes the firm never had 
before. The shoes are McKays, to be 
sure, but the Mitchell, Caunt Co. people 
have a way of making them, with close 
edges, and shaped shanks, and high heels 
that they look like turns, and they are 
known to many buyers as “M-C Kay 
shoes,” or Mitchell, Caunt McKays. 

Tongue shoes, new ones in the line, 
present patent leather vamps, quarters 
and tongue, the tongues being of the 
flaring style and fancy stitched, and the 
vamps being 3% inches long and plain. 
The heels, of the Louis style, are 16-8 high. 

One and two strap, and cross strap 
shoes also are in the “M-C Kay line.” 
A few of them are of black, or brown kid 
leather. But most of them are of patent. 
They carry Louis heels, chiefly, the Louis 
heels being, by the way, of leather. 
Also, the firm has some Jumbo size, EEE 
wide, in one strap styles and of patent 
leather. 

Mitchell, Caunt Co. has been making 
deliveries in two weeks time, and this 
quick service is one reason for the volume 
of business that they are now handling. 





BROOKLYN 


Shoe Factories Fairly Busy 


Some Operating to Full Capacity—Good Re-order Business 
Expected When Retail Trade Gets Going 


HE manufacturing shoe trade in 

Brooklyn is a little more quiet than it 
was a month or two ago, but the manu- 
facturers are far from discouraged. 
The first orders placed by retail merchants 
were fairly light, individually, but large 
in number, and a good re-order business 
is expected once the retail trade gets into 
full fall swing. 


Some of the factories are reported to be 
running to capacity now, while most of 
the others are running around 80 or 90 
per cent. Nearly all the work now going 
through the plants is being made on actual 
order. Few shoes‘tre being made up for 
in-stock departments at present, although 
several of the producers will stock shoes 
a little later. 


Tongue Pumps Growing in Favor 


Style tendencies are taking fairly well 
directed lines in Brooklyn now. The 
tongued pump is being pushed strongly 


and is growing in favor, the manufacturers 
here report. In some factories, tongues 
compose about half of the business at 
present. 

~ Although brown has been showing up 
strong, most of the manufacturers con- 
cede the leadership to patent leather. 
Black and brown satin also are being 
used in growing quantities. The latest 
development is a growing demand for 
bronze kid, a development that was 
foreseen some time ago, when the coppery 
red tones appeared in women’s fall gar- 
ments. 

a Louis Heel to the Fore 


Louis heels are growing stronger 
especially on large tongued shoes. In 
straps there is still some call for the 
Cuban and military heel, but not in the 
low types used last spring. Heels are now 
running between an inch and a half and 
two inches as a general rule, in all 


types. 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 











Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 
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Wood Heels 

















New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill . . Mass, 
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Where to Buy 
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‘Bonita, Shoe * Baby 
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Soft Soles and Moccasins : 


sh F Jebber for our 
We DO NOT sel) 
the retail] trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 
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“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office. 181 Zasex Street 








Baby Soft-Sole 
Weccacin-Styte Shoes 
Made of best smoked, tan 
aad heseiate elk. Some 
with patent vamp. 

cut and epant style 
Soft cushion innersoles— 
fine for baby feet. A high 
grade shoe a ta low price 


Lynn Moceasin Co., 125 Market St , LYNN, MASS 











SOFT SOLES 


& Wonderful Line for the 

Wholesaler In Stock—Al 
‘eather moccasins, soft . 
Prices range from 
$2.50 doz. and up 
wards. Alsoa full line 
of Ladies’ Pump Straps 


= NU BARBY Sieve CO., East Lynn. Mase 
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Shoe Illustrations 






































Millers Back From Europe 


I. Miller and George Miller of the firm 
of I. Miller & Sons have returned from 
an extended trip to Europe, during which 





they visited Poland and distributed several 
thousands of dollars composing a relief 
fund gathered by Mr. I. Miller. He per- 
sonally contributed a large part of the 
fund and his employees also contributed. 





HAVERHILL 


High-Throated Patterns Favored 


Strong Demand for Shoes of Patent Leather and Black 
Satin; Browns Next, Say Style Experts 


T Haverhill factories identified with 

women’s novelty footwear there is 
a tendency toward high throated patterns 
both in oxfords and pumps. One of the 
latter having an unusually high throat, 
fastens with four buttons on the side and 
has nine bars on the front. The cut-out 
side patterns are less in evidence than a 
few months ago. 


Altractive Pumps and Oxfords 

At the factory of Chas. K. Fox, Inc., 
one of the new samples is a fine pump of 
plain pattern made over a last which 
represents the extreme of grace in the 
model maker’s art. 

At Rickard Shoe Company’s fac- 
tory a new sample is a woman's six- 
inch oxford, fastened with nine pairs of 
eyelets. This style represents a ‘new 
development in the oxford pattern. 

Witherell & Dobbins Company, making 
women’s turns and welts, are showing 
some very attractive novelties in the new 
tongue and oxord styles 


Handsome Shoe Ornaments 


At Dalrymaple-Pulsifer Company’s 
factory, many novelty effects in shoe 


ornamentation are shown. These include 
buckles and s’ides of brilliants for the 
strap patterns and handsome tongues 
beaded with jet or cut steel or covered 
with brilliants, for the new tongue pumps. 
It is of interest to merchants who are not 
already cognizant of the fact, that in 
Haverhill they call this tongue style 
the “lappet shoe’. 


Black and Brown Kid—Patent Leather 


Haverhill manvfacturers are having a 
strong demand for patent leather in 
Colonial and strap patterns. Black kid 
is also going strong, with black satin 
continuing in favor. Brown is the next 
logical step in the style parade, judging 
from samples being gotten out in response 
to merchants’ demands. Haverhill 
factories are running quite full at present, 
some at more than 75 per cent capacity. 
Prospects. are favorable for a continuation 
of good business during the fall months. 
The spring run will begin in November. 


Using Good Grade Soles 


Haverhill sole cutters say that local 
shoe manufacturers are buying an un- 



































































HERMAN SIEGRIST 


formerly in the In Stock Department of ry 

Schwab Shoe Co., Chicago, now in charge of all 

stock and shipping under the new 12-hour plan 
of Hannahsons Shoe Co. 





ALFRED NEW 


recently connected with the sales department 
of McElwain- Hutchinson-Winch now in charge 
te the selling end of ;Hannahsons Shoe Co. 
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usually large quantity of better grade 
soles: 7%, 8 and 8% irons. Many 
manufacturers of women’s sho2s in 
Haverhill are using on their turn shoes, 
soles as heavy anu durable as are used on 
men’s shoes. The edges are feathered to 
give the indispensable thin effect. 

Flexible welts are among the improve- 
ments in the local factores. They are 
made to resemble turns and carry wood 
heels up to 14/8 height. The 34-inch 
vamp and long narrow toe with the high 
heel are featured by Haverhill manufac- 
turers. 


Manufacturer Back from 
Europe 

Joseph C. Kimball of Kimball & Sher- 
man Company, makers of women’s turn 
footwear, who has been visiting in Europe 
with his family, recently returned to 
Haverhill. Mr. Kimball, who combined 
business with pleasure on his trip, which 
was his first sojourn abroad, returns to 
this country with new and important 
views of business conditions in Europe. 


Featuring Women’s Flexible 
Welts 


The Saltonstall Shoe Company. of 
Haverhill, carrying in stock at the factory, 
styles of women’s turn and welt footwear, 
are featuring flexible welts. These are 
produced by a process which gives the 
effect of turns as regards feather edges and 
flexibility. A substantial plant and 
thoroughly experienced producers are 
identified with the factory’s in-stock plan. 
Manager Lyman W. Stockbridge is 
known to the trade as a man of extensive 
experience in merchandising in-stock 
goods to the retail trade. 


Winchell Factory Resumes 


The J. H Winchell Company shoe 
factory in this city, which has been closed 
since July 21st, reopened last week and is 
now producing goods. It is stated to be 
the intention of this concern to establish a 
branch factory in an out-of-town lo: ation 
where the cheaper grade of footwear will 
be produced. 





BROCKTON 


Men’s Lasts Feature Wide Toes 


Samples for Next Spring Show an Increase in Number of 
Lighter Shades of Tan 


NTERESTING developments in sam- 
ples for the spring of 1923 which are 
going out from men’s shoe factories in 
Brockton are wider toes, extended edges 
and low, broad heels. Looking over the 
men’s line shown by C. S. Marshall 
Company, makers of “Marshall Quality” 
footwear for men, one is impressed with 
the prominence of the features mentioned. 
Another point is that 95 per cent of these 
samples carry rubber heels. 

Oxfords constitute two-thirds of the 
sample line, as befitting the spring season. 
Blacks are strong, browns are prominent 
and the lighter shades of tan are more 
noticeable than in previous seasons. Kid, 
calf, as well as grain are shown in many 
attractive patterns. Patent and enameled 
leather is featured in the Marshall spring 
line. The efficient selling force of the 
C. 8. Marshall Company, Messrs. Brewer, 
Doran, Miller and Wirt are now on their 
respective territories with the new samples. 


Semi-Annual “‘Walk-Over” 
Conference 


Members of the concern, heads of 
departments, and salesmen of George E. 
Keith Company, met recently at the Walk- 
Over Club in semi-annual convention. 
Addresses were delivered by President 
Harold C. Keith who also made his fare- 
well to the gathering, previous to his 
departure for Europe. Papers were read 


by Messrs. Ernest A. Burrill, George H. 
Leach, William T. Card, H. J. Mayrand, 
W. M. Littlefield, S. P. Lovell, Walter 
D. Leach, Frank E. Packard, W. A. 
Farley, Arthur J. Chase, William E. 
Shaw, and Walter E. Johnson. The new 
line of Walk-Over samples was shown and 
thoroughly inspected by the convention. 
Two days were occupied by the meeting 
with incidental luncheons, dinners, moving 
pictures and “stunt” features. 


Old Store in New Location 


L. M. Churbuck, proprietor of The 
Children’s Shoe Store, who has been 
located at 25 Centre Street, has removed 
to a new Iccation at No. 15 on the same 
thoroughfare. Mr. Churbuck, in addition 
to being one of Brockton’s prominent 
shoe merchants, is a water color artist 
of more than local fame. His work in this 
line is shown at many art exhibits and he 
is frequently called upon to act in a 
judicial capacity regarding the merits of 
artists’ productions. Mr. Churbuck has 
been for 22 years retailing shoes on Centre 
Street. His new store in the center of the 
retail district is thoroughly modern in all 
respects. Mr. Churbuck’s trade slogan 
is displayed prominently on the wall of his 
establishment—“As long as babies are 
born barefoot, you will need the Children’s 
Shoe Store.” 

W. H. Morton, retail merchant. who for 
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Shoe Ornaments 


























Colonial Tongues the Fashion 
Always up-to-the-minute with the 
latest sty 


in shoe ornamentation 


EDW. BE.KAHN CO. 


BIO FULTON S&T. BROOKLYN,N.Y. 





SHOE BUCKLE 

DETACHASLE STRAPS 

SHOE BEADIN 

METAL HAPWESS BUCKLES 
FASHION ORNAMEN) 
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“D. W. COULTAS CO. 
Manofacturere 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 











For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 

















“Just Enough Better To Be Thoroughly Worthy While”’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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ELASTIC TIP COMPANY 
Beston, Mass., U.S.A. 
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chants, Tolman Print, Inc., have gotten 
out a set of three snappy cards for shoe 
merchants as a means of attracting 
public attention to fall footwear. These 
cards show outdoor scenes with an autumn 
background, offering a finishing touch for 
a tastily dressed window or show case. 


Brockton factories maintaining In- 
Stock departments are issuing semi- 
annual catalogues illustrating and enum- 
erating the various styles available for 
immediate delivery. 

One of the early issues in this line is the 








more than twenty years has been located tions during his sojourn gave him favor- ir 
at 15 Centre Street, selling men’s, women’s able impressions regarding the business b 
Where to Buy and children’s shoes, is now cccupying a future. Retail shoe merchants whom he = 
. remodelled store at 13 Centre Street. visited were optimistic and backed their w 
Standard Shoe Materials While Mr. Morton, like Mr. Churbuck, is confidence by placing orders. Mr. Pack- cl 
one of Brockton’s oldest shoe merchants, ard spoke of the many attractive stores m 
he is thoroughly up to date in merchandis- he visited and the up-to-date methods Ss 
ing ideas and now has a store which rep- employed by merchants in displaying C 
resents his plans in that direction. footwear. He says that he saw many u 
—_—_—_—_——_ lines, but none, in his opinion, cover such si 
Timely Window Cards for a large range of quality, style and work- e 

Merchants manship as “Walk-Over’” men’s and 
women’s shoes. d 

Appreciating the importance of window ceareaene 
cards as an adjunct to retail shoe mer- Stock Catalogues Going Out 


zi Each card is fitted with a stand to enable “Eaton Shoe Horn” gotton out by the q 
it to be placed in an upright position. Chas. A. Eaton Company. Between the 
oe i attractively disigned covers are shown 
aterproo ; . : pow e 
Leather That} Made Extensive Business Trip ot GD eoees Geet aye’ af hb 
Takesand Re men’s oxfords and bals, also women’s , 
tains a Polish Frank E. Packard, of the women’s oxfords and straps, both in black and I 
~ department of Geo. E. Keith Company, colored leathers. The well-known hunter 
96 South Street 
Creese & Cook Co. Suttan,” Mase recently returned from a business trip with his red coat and dog thoroughly . 
anneries at Danvereport ‘ . < ‘ \ a Y A fe - e 
covering Middle Western, Southern and identifies this booklet with the “Eaton 
Eastern states. Mr. Packard’s observa- and “Crawford” footwear production. F 
T. W. GODSOE, Pres. d 
w.c. DONALD, Vice-Pres. d 
F. E. Jones, Treas. 
F. E. JONES COMPANY ROCHESTER 
corors MAT KID 
COLORS Patents Are Being Featured 
95 South Street, Bost ° 
en — But Black Satins and Black Suedes Also Are Popular Early 
COATED GEM DUCK Fall Styles c 
— a cLoTs ABOR Day in Rochester found successful convention ever held by the ; 
Dry Foot Welting” Welting practically every shoe merchant state body and are warm in their praises ‘ 
Sheet Rubber Soling featuring fall styles. Patent leather was of President C. H. Barton of Buffalo, ‘ 
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Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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extensively featured in an infinite number , 


of styles and patterns and everyone reports 
a good demand for patents. 

Retail trade during the past week has 
been better than the previous week, but 
the combination of the Rochester Ex- 
position and Horse Show, with the finest 
and hottest summer weather, the city 
has enjoyed for several weeks, tended to 
lessen the public’s interest in fall footwear. 

In addition to patents, black satins, 
black suedes and oxfords are extensively 
featured and those merchants who cater 
to the women’s novelty trade feel that 
they will predominate during the early 
fall. High shoes, in the opinion of most 
shoe men, will not return this season, and 
from early indications the season . will 
start in with straps, followed by colonial 
and tongue pump models and oxfords 
as soon as the weather becomes cooler. 


Enthusiastic About Conven- 
tion 

Rochester merchants who attended the 
convention of the Retail Shoe Dealers of 
New York feel that it was the most 


who with the assistance of the Capital 
City Shoe men put over what everyone 
considers the “most meatty”’ state con- 
vention ever held. 

Among the Rochester men who attended 
the meetings were William Pidgeon, Jr., 
Harry Phelan, Don Burke, George 
Snyder, Harry Chase, Perry Miller, 
A. E. Sizer, R. L. Seward and R. L 
Fitzgerald. Geo. Snyder, proprietor of 
Snyder’s Shoe Store motored to the con- 
vention by way of Binghamton and the 
southern tier, and returned by way of the 
Adirondacks. 

Don Burke, proprietor of the Burke 
Stores in Rochester, Syracuse and Auburn, 
after attending the state convention in 
Albany, journied to Boston and the 
eastern markets. in search of new styles 
and patterns. 


Eastwoods Announce New 
Store 
Formal announcement of the new 


Eastwood store, specializing in high grade 
shoes for men, to be opened on or about 
October second, at 32 Main Street, West, 
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in the Powers Hotel Building, was made 
by Wm. Eastwood & Som Co., in their 
newspaper advertisements of the past 
week. The new men’s store will be in 
charge of Edward C. Baker, who is now 
manager of the men’s department of the 
State Street store which will be dis- 
continued. Mr. Ernest Ribstein, now in 
the men’s department of the State Street 
store will assist Mr. Baker in the manage- 
ment of the new men’s shop. 

When the present State Street store is 
discontinued, the women’s and children’s 





shoe departments will be removed to the 
Main Street store and the present sales 
force of these departments will be added 
to the sales force of the Main Street store. 
Johnston and Murphy shoes are to be 
featured in the new men’s shop along 
with other high grade lines. 

Rumor says that Wm. Eastwood and 
Sons Co., are contemplating the opening 
of an exclusive women’s shoe shop on 
East Avenue and that as soon as the proper 
location can be secured that a new store 
will be opened. 





ATLANTA 


Weather Holding Up Fall Trade 


Nevertheless Volume Is Bigger Than This Time Last Year; 
Merchants Carrying Larger Stocks 


HILE the retail shoe dealers of 
Atlanta and the Southeast are 
enjoying a somewhat larger volume of fall 
business this year than was the case during 
the same period in 1921, fall trade to date 
has been somewhat slack due to the un- 
usually warm weather the section has 
experienced since mid-August. The early 
part of September witnessed two or three 
days of the hottest weather this year, and 
dealers state that the public simply will 
not do its fall buying as long as this hot 
weather persists. 

The effort to open the fail season a 
month earlier than usual this season met 
with some degree of success, but trade did 
not begin in earnest until about the middle 
of August. The last two weeks of August 
proved considerably better than the same 
period in 1921, though the volume has 
slacked up somewhat since the first of 
September. 


Men's Business Slow 


Men’s departments in the various 
stores are not enjoying a very large trade 
at this time in fall sales, though in ladies’ 
shoes, business is very good. Low cut 
shoes with sirap effects are in the biggest 
demand, and the higher priced merchan- 
dise continues to find favor; there is also a 
very good demand for unique novelties in 
ladies’ shoes, this business, dealers state, 
being unusually good, with the higher 
priced merchandise proving the most 
popular. In men’s shoes the demand 
continues for brogue effects, and higher 
prices also seem to rule here. 


Shoe Stocks Are Larger 

Atlanta dealers are practically all 
carrying much larger shoe stocks for the 
fall trade than they did a year ago, while 
wholesalers and manufacturers here state 
that about the same condition prevails all 
over the southeastern territory. In the 
smaller towns and communities, where 
rural trade is the msot important factor, 
the dealers appear to be carrying almost 


twice as large shoe stocks as they did a 
year ago. And indications are that trade 
in these centers is going to be as good as it 
has been in several years, due to the fact 
that the southern farmers are more 
prosperous now than they have been since 
the war. The cotton crop will bring the 
South millions of dollars this year, while 
other successful crops will swell the total. 


Getting Away from Hand to 
Mouth Buying 


While winter styles have not as yet been 
determined the manufacturers and whole- 
salers in Atlanta state that there has been 
an unusually good demand from the 
retail merchants over the entire district 
for winter foot wear in the staple high-top 
lines. In fact, this business to date 
appears to be almost double that of last 
season for the same period, indicating that 
the retail merchants themselves are con- 
fident the worst has been passed, and that 
practically normal business will prevail 
through the fall and winter months. 
Some spring buying also is being done, as 
the dealers are rapidly getting away from 
the hand to mouth buying policy they 
have practiced in this section for almost 
three years now. The fact, however, that 
most dealers are expecting shoe prices to 
advance due to recent advances in upper 
and sole leather, is retarding advance 


buying to some extent. 


Strike Helps Repair Men 


The railroad strike is affecting retail 
trade to some extent, though as a whole 
the situation is not bad. Dealers selling 
largely to laboring classes state their 
business has slacked up somewhat, but as 
a whole no serious results have as yet been 
noted. Repair shops in Atlanta advise 
that since the strike they have noted a 
considerable improvement in business, as 
the several thousand striking shopmen in 
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Where to Buy 


Engraving and Printing 
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DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


COLOR PRINTING 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Ma-:c. 
Telephone 4960-4961 











CARTON TVTIE TAGS. 


SHOW CARDS. 
PRICE TICKETS, FOLDERS. E T¢ 








ee Sappy N 
WINDOW CARDS 


THREE—all different—showing Fallish designs 
in FOUR colors, with catchy reading matter 


All Three for $1.00 [postpaid] 
TOLMAN PRINT, INC. 
Brockton, 





Mass. 











Where to Buy 


Miscel’ aneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








DO YOU KNOW? 
ou can buy it—or 
—_ t—through the 
“Where to Buy” columns. 
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Atlanta are finding it necessary to practice 
economy during the period. 


Co-operative “Ad” Campaign 


A group of twenty-six merchants at 
Macon, Ga., are co-operating in an unusual 
advertising stunt, interesting enough to be 
worthy of mention. Eighteen prizes in all 
are offered by these firms to the people 
naming the largest number of nationally 
advertised articles that these twenty-six 
stores handle. Double page space has 
been lately used in the Macon papers to 
advertise the event. Among the stores 
handling shoes that are taking part are 
the Mathews-Johnson-Sanders Co.; shoe 
department of the Union Dry Goods Co.; 
the Parks-Chambers-Jacobs: Co.; R. S. 
Thorpe & Sons; Sandefur-Harwell Cloth- 
ing Co.; Lee’s Department Store, and the 
shoe department of the J. P. Allen Co. 


To Operate Miniature Plant 


The J. K. Orr Shoe Co., of Atlanta, 
manufacturers, will operate a small plant 
showing how shoes are made from the 
raw leather to the finished shoe, in con- 
nection with the ‘Made-in-Atlanta” 
Exposition that is to be held at the 
Atlanta Auditorium Sept. 18 t 25. 
Virtually all At'anta shoe manufacturers 
will have displays in connection with the 
exposition. 





New Store in Tampa, Fla. 


The John Bright Shoe Stores Co. has 
opened a new retail store, one of the 
Bright chain of which there are several in 
the South, at No. 1614 Seventh Ave., 
Tampa, Fla. 


To Open Shoe Department 

The Ideal Millinery, Cloak & Suit 
Store, at Birmingham, Ala., according to a 
recent announcement by Robert Aland, 
manager, is preparing to establish a shoe 
department in the near future. The 
department will handle ladies’ shoes only 
for the present, and will be under the 
management of Joe Dennis. 


Stewart to Have Chiropodist 

Fred S. Stewart, of the Fred S. Stewart 
Co., Atlanta announces the establishment 
of a Department of Chiropody under the 
management of Dr. H. W. Ellis, Jr., of 
Chicago, to co-operate with the Foot Re- 
lief Department the Stewart store has 
maintained for years. The latter depart- 
ment handles the Wizard-Lightfoot Appli- 
ance Company's products exclusively, and 
is in charge of Dr. R. A. Parker. 


Open C hildren’s Department 

The Star Shoe Stores Co., 95 Whitehall 
Street, Atlanta, a new store recently 
established, opened a children’s depart- 
ment the early part of this month. 


The Ortho-Arch Shoe 


Boston—Another firm which heretofore 
has handled only women’s novelty shoes 
has added an orthopedic shoe to its line. 
The Ortho-Arch shoe, of all leather con- 
struction, is the name adopted for this 
new shoe by the Katzman-Adler Shoe 
Company of 211 Essex Street. 


DRT Mone CH 
f ’ " " 





The Ortho-Arch Oxford 


The Ortho-Arch shoe may be had in 
the form of either a black kid oxford or 
black kid boot. Features of the shoe 
include an orthopedic heel, long counter, 
cupped heel seat, foot form shape and 
semi-rigid shank. Its fitting qualities 
are unquestioned. 

The trade mark, reproduced herewith, 
is stamped on the sole of every shoe. 





New Shoe Stores 
Pautsch & Wolf, West Bend, Wis. (F. 
P. Donahue, Manager), 12 N. High Street, 
Columbus, Ohio. 
Solomon, Bibro Co., 506 Market 
Street, Pittsburgh, Pa., shoe department. 
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Where to Buy 


Ballet Slippers 

















326 W. Monree St. 
Chicago 
«M. SUMNER SMITH CO 














Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 














IN STOCK—OUR NEW 
BALLET SLIPPER 


Endorsed by dancing mas- 
ters. Made — ~Ly-e 
en, misses 








118 
Haverhill, Mass. 











Regular Endicott-Johnson 
Dividend 


Boston—Endicott Johnson Corporation 
declared regular quarterly dividends _of 
$1.75 on the preferred and $1.25 on the 
common, both payable October 2, to 
stock of record, September 21. 





Two “Bills” with the Same Shoe 





Big Bill Hurley of the Hurley Shoe Co., showing ‘‘Little on 84 of Keith 


vaudeville fame, 


size as in an 8\4C youth's size. Size of feet means 


style in sport footwear is as jood in an 


-C men’s 
iltle to style in hyn seo 








Sept 
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OXFORDS for EARLY FALL TRADE 
NOW IN STOCK 





SEND FOR 
FOLDER 
LISTING OUR 
LATEST 
IN-STOCK LINES 
FOR THE 
COLLEGE GIRL 








No. 253—TAN ELK. Leather sole 
and heel. Sizes 214-7. A to D.$3.75 














No. 223—TAN CALF. Leather sole, 
rubber heel. Sizes 244-7. A to D. 
$3.75 


THE L. B. EVANS’ SON CO. 


Beston Office 
110 Summer St. 


Special Announcement 


TO THE VOLUME RETAILERS 
AND JOBBERS OF SHOES FOR 
SPECIAL SALES 


OUR REVISED PRICE LIST ON 
ONE HUNDRED SEVENTY 
THOUSAND PAIRS (170,000) OF 
ENDCOTT JOHNSON SHOES 
AND OTHER WELL-KNOWN 


MAKES, IS NOW READY 


ALL OUR MERCHANDISE IS 
PERFECT, BRANDED AND IN- 
ORIGINAL CASES 


WRITE IMMEDIATELY FOR 
ONE OF THESE LISTS 


COMMODORE SHOE 


CORPORATION 
*‘Jobbers of Big Jobs*’ 


104 READE STREET NEW YORK CITY 





Wakefield, Mass. 


New York Office 
130 West 42nd St. 














Notice to 
Shoe Manufacturers, Retailers 
and the Public 


The Thomas G. Plant Company, of Boston, 
Mass., in their development of the manufacture of 
special forms of Flexible Footwear, have purchased 
the patent rights, license contracts, and business 
heretofore carried on by William J. MacFarland and 
the Mac & Mak Company. These patent rights 
cover broadly the manufacture of shoes having a 
so-called ‘‘Released’’ or ‘‘Unlocked Shank’’ portion 
for greater ease and flexibility in the completed shoe. 


All shoe manufacturers, shoe retailers and the 
public are hereby notified of our ownership of these 
patent rights for making shoes resulting in an ‘‘un- 
locked’’ ‘‘reteased”’ or ‘‘free’’ shank portion, whether 
made by MacFarland’s preferred method or other- 
wise. 


All parties desiring to manufacture flexible shoes 
of this type should apply at once to us for licenses. 
Ajl manufacturers now making shoes with an ‘‘un- 
locked’’ or ‘‘released’’ shank portion, except present 
licenses, are hereby notified to at once cease in- 
fringing. 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS., U. S. A. 








The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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YOU will observe 

By even casual inspection 
That Shoe Lacing Hooks 
Have arrived, 

As the latest styles 

In Fall footwear 

For men, women and children 
Clearly show. 


= 


AND it’s only natural 
For they're quick to lace 


And snug to the shoe 
Easily adjusted 
Insuring perfect fit 
For any ankle. 


w 


BESIDES— 


You will note 
The fashion experts 


Shoes with Lacing Hooks can be bought from 


The shoe editors 


The a 
The shoe salesmen 


And all 
Who make “Styles” 


A certainty 
Say Shoe Hooks 


Are Here to Stay. 


7 


ADVERTISING 


Did’nt do it all 

No! 

Not by a long shot! 
People just decided 
Aaa insisted 

On having NOW 
What They Have 
Always Wanted 
Lacing Hooks. 


dealers in Quality Footwear 
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Fashionable Turns In Stock 





Style No. 106—Patent Leather, Mat | . = 
Kid Collar and Tongue. Patent insert a aed Tur, 
Turn; French corded 16-8 Heel. A— One Strap, 

4 to 74; B—3 to 7; C—3 to 7. 17-8 Heel. 

No. 107—As above with grey buck B—34 to 8 
Collar and Tongue. C—3 to 8 

No. 108—As above all Brown Buck, Terms 2%, 10 days 


Mandalay Shade. 


HARRY W. FELSTINER & CO. 


76 Washington Street HAVERHILL, MASS. 











Cue READY TO SHIP 


‘ _High Grade Shoe &) 








A stylish up-to-date Oxford; built 
N t Oo e k N Oo RB = 4 1 0 of “‘Barnet’s Russia Calf,” No. 18 
- Shade—on a last that is unques- 


tionably a real fitter. 


“Vassar” Last 


Perforated Cap, Vamp, Lace and 

Top; Tan Kid Lining; Invisible 

Eyelets; 10-8 inch heel. 

Sizes: AA, 44-8; A, +8; B,C 
and D, 3-8 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station), MASS. 


























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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DeLipp Footwear 





DISPLAY 
CREATES 
SALES 








Quality 
Is a Sharp Reflection 
Of Their Style 


DEGEN-LIPP, Inc. 


FACTORY: 





NEW YORK OFFICE: Sten of 
607 MARBRIDGE BUILDING Wemen’s Mest Tarn Pootuanr BROOKLYN, N. Y. 





SU eH enue lenin 





! 
MMMM e UU MeL eRe T LULU © LLU LOL hh © DALAL Lh en 





No. 32767/10 Palm Plant, 
natural prepared, everlast- 
ing in green. 


Inches Palm With Withou 
High Leaves Pot Pot 


32767/24 24 10 $1.50 $1.00 
32767/5 30 5 1.00 .75 
32767/7 42 7 2.00 1.50 
32767/10 48 10 250 2.00 


My ILLUSTRATED CATALOGUE No. 32, containing illustra- 
tions!'in colors of Artificial Flowers, Plants, Vines, etc., MAILED 
FREE ON REQUEST. 


FRANK NETSCHERT, 61 Barclay St., New York, N. Y. 












BUY NOW 


PRICES ARE AT 
LOWEST LEVEL 


These Boudoirs will bring 
business for you. They 
have the eye appeal and 

uality of workmanship 
that wins trade. Let us 
prove this by sending you 
samples and quoting our 


BOUDOIRS on ae = 
IN STOCK desire. 


Black—Red— Havana 
Brown — Blue — Pink 


A. W. GREELEY 


49 Washington Street, Haverhil:, Mass. 
Branch Factory, Newton, N. H. 












APPROVED BY 

MEDICAL MEN 
growing children and og. fully venti 
Ree (cara “webaows 
surgocns «commend its use. 


Make your stock of 
@ENTHAMOM® children's shoes 
PATENTED i 


complete by 
Phone ‘Brockton 3183 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St, 
Brockton, Mass. 

















Rovaile $2,863.50 






Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. 














GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the 
Advertisers had no means of checking a publisher’s statement of circulation 


dark.”’ 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing. problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark sports in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 


just the data an advertiser needs. 











The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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FOR SALE 


FOR SALE 


MISCELLANEOUS 

















reputation. 


at a reasonable price. 


referred to above. 








WELL KNOWN AND PROFITABLE SHOE 
MANUFACTURING BUSINESS FOR SALE 


This concern has been in business for ten years manu- 
facturing a line of women’s novelty and staple McKays. 
During the 10 years of operation there has never been a year 
that they have not made a substantial net profit. Their 
product has been sold to the jobbing, chain store and mail 
order trade with uniform success and enjoys a splendid 
This concern has borrowed a minimum of 
money from the banks and during the past two years has 
been able to do all of its own financing. For personal 
reasons the two partners in the business are desirous of 
retiring from active business. This business can be bought 
A splendid organization to remain 
intact. To responsible parties only I will be glad to talk this 
matter over and arrange for an interview with the firm 


Address :—E. B. Terhune, Care of Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 











FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No, 19 


Window Valances 


In Stock—Ask for Samples 


Window Rugs and Plush 


Samples Sent 


The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 








NEW_ YORK SHOW ROOM Chicago 


70 West 36th Street 
Just East of Broadway 
































New Store to Open in 
Casper, Wyoming 
Casper, Wyoming—The Oscar Myland 
interest in the Star Clothing Company 
has just been purchased by J. L. Learner, 
and the store will henceforth be known 
as the Learner Shoe and Clothing Com- 

pany. 

Mr. Learner is well known to Casper 
people, having been in business at the 
same place for ten years. He sold out his 
store about a year and a half ago to the 
Star Clothing Company and went to 
Denver where he entered the brokerage 
business. 

Although doing well in Denver, Mr. 
Learner concluded that Casper offered 
the best opportunities in the West for 
doing business, and he answered once 





MISCELLANEOUS 








WN 





SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








more the call of the clothing business. 
The Learner Shoe and Clothing store 
will handle men’s and boys’ wear. 





WANTED TO PURCHASE 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YoRK. N.Y 

PHONE—SPRING 9965 

WILL( SLOW SELLERS FOR 
SURPLUS stocks| . 

BUY lenTine stocks )CASK 

Bargains in shoes always on hand for special sales and bare sin basements 














CASH PAID 


for shoe stores or surplus stocks of s-oes or 
for other merchandise. Leases tak. over. 
We will send a representative to invaetigate 
and make offer upon request. 


Kalier Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 





























DO YOU CONTEMPLATE 


Retiring or going out of business? 
will y value for your entire or surplus 
Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for entire shoe stocks o7 surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 





Phone Canal 0679 








Milbradt Rolling 
Step Ladders 


are made in a great many 
oe to suit all kinds 


shelvi and 
on your vi 
help the ~ of 
your store. sub- 
ject to approval and 
isfaction guaranteed. 
So oer ee 
st 
of bedinee as well as 
other store fixtures. 


Milbradt 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO, 
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Payment in advance is required, 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


_ Recorder rates for space less than one-eighth page per SITIONS WANTED—Four cents per rord for each insertion. 
issue: inimum amount aod seventy-five cents ‘or other 
Space 1 time 7 times 13 times 26 times 52 times Minion seat epee ” $1.25. “hds undo this heeding will be 
: uesday eek ication da 
1 El coes $5.00 $4.00 $3.50 $3.00 $2.50 Whe advertinns dake auewen to come in care of this oles, tereive 
2 in.....10.00 8.00 7.00 6.00 5.00 be mom J yp AX for address. When 
3in.....15.00 12.00 10.50 9.00 7.50 mr ee A fF ES OE 
4in.....20.00 16.00 14.00 12.00 10.00 for accordingly. Asswere to ade must be seat under letter postage. 





except when regular adyertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 








W ANTE D— —Buyer and manager in shoe depart- 
ment in department store in city of 100,000. 
Must have thorough knowledge of the line, and 
must possess excellent selling ability, and know 
when, where and how to buy. Apply D480 giving 
full particulars, references, salary, etc., care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





HREE good live-wire salesmen wanted to 

cover the states of Iowa, Missouri, Kansas, 
Nebraska and southern Illinois, carrying t 
JCM all leather line of men's street shoes and 
work shoes. Apply direct to J. C. Moench Shoe 
Co., Boston, Mass. Straight five per cent com- 
mission. 





(CPPOR® TUNITY for men with first class reputa- 
tion and experience in fitting orthopedic shoes 
to go in business for themselves. Stores specializ- 
ing in orthopedic footwear with some conservative 
novelties are the most successful and permanently 
established. We offer you the sole agency for well 
advertised Brooklyn line carried in stock and will 
invest as much money as you will besides giving 
ou a liberal line of credit. Address D 477, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 


ESIDENT SALESMAN WANTED—For 

Pennsylvania, New Jersey and Delaware, 
on commission—to carry as side line, in stock 
misses’, childs’ Me Po. - childs’ turn shoes, 
also boys’ and gents’. Shipped from Philadelphia. 
Address D 483, Boot ond Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED SALESMAN on commission, for 
Pennsylvania and New Jersey. By a Phila- 
delphia house. Good general line of shoes, rubbers, 
and tennis goods. Could be used as side line if 
desired. Address, D 484, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





'ANTED—Salesman for state of Connecticut 
to represent a well known Boston house with 
a line of rubber and canvas footwear on a com- 
mission basis with drawing account. Acquaintance 
with the shoe trade is desirable and a permanent 
position is assured the right man. In_ applying 
state age, experience and reference. For inter- 
view, address D 482, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SAL .ESMAN WANTED—To sell as a side line 

Baby Soft Sole Shoes carried in stock; at 10 
per cent commission. Address D 485, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





TANTED—A live-wire with lots of energy and 
“pep” no other need apply, to represent our 
line of infants’, children’s and misses’ turn shoes 


and sandals—leading styles in stock. Old estab- 
lished factory line, with a high reputation. Our 
line works in nicely with a non-conflicting line. 


Territory, open in Ohio, Indiana, Michigan and 
Southern States, on commission basis. Address 
with full particulars Lock Box 186, Orwigsburg, Pa. 





TANTED an active saksman on commission 
basis to handle our in-steck line of women's 


specialties for this fall or the i lowing territories: 
New York, Eastern Pennsy!vania, Colorado, 
Chicago, Twin Citirs, Kentucky, Tennessee, 
Indiana, Illinois, lowu, New Jersey, Kansas, 
Nebraska and other territorics. Sign Westcott 
Whitmore in-stock smi+’s in women’s shoes, 
217% W. Water St., Swre y =& A 





ANTED experience! = smen for Indiana and 
Ohio, Se with the ones retailers. 
Groves & R 222 W. Monroe St., Chicago. 


W ANTED SALESMAN—New England, Vir- 
§inie. Kentucky, Tennessee, Missouri, Arkan- 
sas, Oklahoma and Texas, to carry as a side line 
fifteen samples misses’ and big girls’ foot-form, 
medium-priced Western-made welts. Best sellers 
carried in stock. Six per cent commission. Give 
reference and line carried in first letter. D-470, 
care Boot and Shoe Recorder, Boston, Mass. 








1923 LINE FELT SLIPPERS 
SALESMEN WANTED 


Well known and long established Felt Slipper Manu- 
facturing Co., which enjoys a high reputation with 
the trade, will have open in the next two months the 
following territories: 


New England States Pacific States 
Pennsylvania Texas 
Maryland Louisiana 
Virginia Minnesota 
North Carolina Kansas 
South Carolina Missouri 





Only men eogpaisint with the Felt Slipper trade and shoe 
jobbers considered. Liberal commissions. Splendid opportun- 
ity for — salesmen. State references, experience, and 
territory desi 


Address D488. Care of Boot & Shoe Recorder, 127 (Duane St., 
New York City, N. Y. 

















WANTED—Reliable men to represent us in the fe wanted to carry side line soft-sole 
states of Indiana and Illinois; also the States slippers. Commission basis. Address D-465, 
of Missouri, Kansas, and Oklahoma. Established Boot Boot and Shoe Ri. Shoe Recorder. 207 South St., Boston. 











trade on children’s, nang and growing girls’ high- 
grade turn shoes. Same to be xt crowing a. GALESMEN W bad be to coll Steen st toe of 
conflicting lines on liberal commission. None but styles of men’s work shoes. Only two eri ioe 
those able to furnish satisfactory references need yle carried on floor. Six per 7 wd de 
apply. Reliable Shoe Co., Orwigsburg, “a. po = a ihe line i is filled with poet ny Quite a 
——* territories a -— 2 Make applications im- 
ANTED—Commission salesman ‘:o carry a wee . > Water St. pany, Mil 


line of shoe laces and ~ in ay and 





South Carolina and Georgia. trade 
only. Address D-475, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





TS SALESMEN—We want traveling 
salesmen to handle a very interesting side 
a x their customers will be glad to see. No 








mples to carry. Liberal comeuiaien. Bennett, 
61-63 Green St., Brooklyn, N. Y. In the following territories: 
T? handle our popular priced line of ladies’ turn Idaho, Montana, Colorado, 
Boudoir Sli , Ballets, both soft and hard Kansas, Nebraska, Oklahoma, 
toes, sandals, oxfords and gym sli . Address a " 
D-455, care Boot and Shoe Recorder, 207 South owa, Illinois, Arkansas, Mich- 
St., Boston, Mass. gan, Indiana to carry with non- 
_ + ——— conflicting line, our strong line 
LES AN , , ° 
MANUFACTURER of Infants’, Chil- of men’s and boy's nailed welt 
onal éron 8, a Misses’ *— Growing work shoes, packs, cruisers and 
iris urn hoes, and ™ s 2 
grade, at attractive prices, desires ser- high-tops. Straight commis- 
tio . Our i : 
—, —— ~ yO lend sion basis: 7 per cent monthly 
ate service. e also make and stock on shipment. Give territory 
— ae a covered, line carried and refer- 
t ission id thly. firs 
We ay naleemen and thone emacs tei Rise Roseens 
t vi more t t three 4 0 
States. Address 1-438, care Boot and i. W. SROs. OD. 
pee ML. 207 South St., Boston, Chippewa Falls, Wis. 
ass. 
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ANNOUNCEMENT 











THE LONDON SHOE COMPANY takes this opportunity of assuring 
the Trade that there is no foundation for the rumors that it is in any 
way, directly or indirectly, concerned in a merger or combination with 
any manufacturing or outside interests. 

THE LONDON SHOE COMPANY is a closed corporation, indepen- 
dent of any other concern in the shoe trade, interested solely in the 
retail shoe business, and it has neither desire nor intention in any way 
to abandon its traditional policy of independence. 


LONDON SHOE CO., Inc. 


110 Duane Street, New York, N. Y. 











SALESMEN WANTED 


POSITION WANTED 








WEST VIRGINIA AND SOUTH 
EASTERN OHIO 


An established trade in West Virginia 
and South Eastern Ohio and surround- 
ings is left open due to death of repre- 
sentative, and will be turned over to 
man who can give evidence of previous 
successful selling in that territory. 
Line consists of Branded In-stock In- 
fants’ and Children’s shoes adapted 
for that territory. 

New samples ready with which to call 
on trade for fall business. 

Six per cent commission. Drawing 
account as soon as ability is shown. 
For quick action have your letter of 
application include all particulars. 
Address D 478, care Boot and S 
Recorder, 207 South St., Boston, Mass. 








SALESMEN) 
“WANTED — 


Several choice territories open for our 
high-grade, medium-priced, in-stock 
line of Infants’ Turns and McKays. 
Can be carried as a side line with non- 
conflicting lines. You don’t have todo 
much talking selling our shoes, the 
prices talk for you. If you need a 

“trunk opener” for your regular line, 
our shoes are just the thing. For full 
particulars, address D 479, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass: 











SALESMEN 
WANTED 


Wanted by high grade Eastern Shoe 
Manufacturer a capable man to cover 
the larger department and chain stores 
in the entire South. fer a man 
whose experience has been with 
medium and good grade women's 
welt lines. Snappy ~~ and 
novelty merchandise. ve full par- 
ticulars as to experience in your appli- 
—_— Address D 486, care Boot and 
ass. 




















WINDOW DRESSER 


GHOE WINDOW DRESSERS—We have a very 

ew DL a _ men who can make 
attractive shoe ° tate experience. Ben- 
nett, 61-63" at. t. Brooklyn, N a Be 





Ye man, married, desires connection New 

York or vicinity. At present employed large 
establishment Philadelphia. Ten years’ shoe 
experience covering mail order, retail and depart- 
ment store. Address K 645, care Boot and 
Recorder, 127 Duane St., New York. 





LINE WANTED 


WANTED i in stock line of medium priced shoes 
for Metropolitan district of New York and 
New Jersey. Address K care Boot and Shoe 
Recorder, 127 Duane St., New York City. 


WANTED—A good line of shoes, Goodyear 
Welt; boys’ or girls’ or both for North Jersey. 
Reliable man. Address K 643, care Boot and Shoe 
Recorder, 127 Duane St., New York City. 


IGH class shoe salesman having good trade in 

the territory of Detroit and vicinity wants to 
get in touch with house making medium-priced 
men’s work and dress shoes. Address CMB, 12934 
Hamilton Ave., Detroit, Mich. 


INE WANTED FOR MINNESOTA AND 

WISCONSIN—Salesman of ample experience 
with a good following ay high-grade ee 
is desirous of securing a strong line of shoes for the 
states of Minnesota and isconsin. Best of 
cneenste furnished. For further details address 
Box D 487, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 

















CAPITAL WANTED 


APITAL WANTED—Manufacturer of infant 

turn shoes with an output of 5,000 pair a week 
desires partner with selling and executive sales 
organization —. “le of capital im- 
material but must have sufficient to back up = 
own jud mt in the sales force 
Address K 646, care Boot and Shoe Ri er, ai 
Duane St., New York. 








FOR SALE 


Lyon ~ ng Style Specialty Boot = - for sale, 
modern, highgrade, profitable. oppor- 
tunity for health seeker in wonderful ps climate. 
Draws to big population, selling at invoice plus 
$6,000 for 10 year lease, goodwill, fixtures, etc. 
A bargain. Address Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
For Lo gar = | Exclusive Shoe Store in Ocala, 
Florida. Stock about $8,000. Spot cash 
business. Reasons other business, must sell. 
$5,000 cash, terms on balance if desired. Little’s 
Shoe Parlor, Ocala, Florida. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES S. Ms ing President 
vit B. TER E, Treas, and Gen’l Mgr. 
GEORGE WwW. he ALL Ist Vice-President 
H. wane) SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


eC ARTUR D. ANDERSON, Editor 
g. C. LOGA 
OWEN A. THOMAS 


HELEN M. HANEY 
Associate Editors 





PUBLISHER’S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
— pine Islands and Mexico. The price 

anada is $6.00 a year, including postage. 
venga SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. Corre- 
spondence relati to all departments 
should be add to the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE, Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Haverhill National Bank B!'s. Geo, 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. a M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER, OFFICE: 623 Powers LBidg. 

, Western New York Repre- 
sentative. t Riophone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 

B. C. Bowen, Manager), 405 Broadway. 
‘elephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Manager, 
11 Haymarket, London, 8.W., 1. England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 

Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente. John S. Fitch, 88 Rua 

General Camara, 88 Sob. 

CHILE: Santi 


CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
Cuba. 





, Las Rosas 1123-1127. Otto 





JAPANESE OFFICE: Yokohama. J. F. Wagen, 


anager 
SPAIN: Gerente, Leoncio ~ » Med, Librere , 
Editor, 20 Fuecarral, Madr 








TO RENT 


OPENING. for _a_live-wire shoe merchant in 
Gloversville, N. Y. Will lease store separately 
or operate as part of our busy department store 
Only those di action need 
write. Address or call "M. Lurie & Co., Glovers- 
ville, N. Y. 











BROOKLYN PURCHASING SYNDICATE 
Proprietor 


610 Breed 
Phone Stagg 1757" 
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No. 602 


Gallun’s No. 4 Vik- 
Calf English 
Blucher Oxford, 
Overweight Single 


Sole. 
A-B 7-11; C-D, 6-11. 


No. 607 


Same style in Gal- 
lun’s Black Viking 
Calf. 
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No. 601 
No. 4 Russia Calf 
weight Single ' 
Stitched Heel Seats. 
A-B, 7-11; C-D, 6-11. 
No. 605 


Same style in 
Tony Black Calf. 


The 


Brae Burn 


~ 
NOW READY 





M. A. PACKARD COMPANY 


BROCKTON 


MASSACHUSETTS 

















REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands: or clothes. 


Repco coniains no varnish, shellac o. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


Sam Francisco Branch, 859 Mission St. 





other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. | 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. | 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 


aisaaiaaniisintinil 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Heep Arrow Heels make a lasting 


impression of wear. With the man, 
women or child that walks upon them, 
Hood Arrow Heels become a factor in the 
selection of shoes. It is the shoe mer- 
chant who specifies them on his stock 
orders, that receives the benefit of this 
good will. The name, Hood, insures a 
favorable first introduction to your 
customers. 


HOOD RUBBER PRODUCTS CO., Inc. 
WATERTOWN - - MASS. 





> 


